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It's  the 

Knowing 

How 


|HE  greatest  strategist  who  ever  won  a  great  war  had 
first  to  study  strategy — specialize  in  it — master  it— 
'MU^  make  it  a  part  of  himself.  The  strategist  in  salesman- 
ship must  do  the  same.  Your  success  will  depend  on  how 
much  you  study,  specialize  and  make  sales  strateg>-  a  i)art 
of  yourself. 

It  is  easily  learned,  and  easily  applied.  You  can  know  what 
to  do,  when  to  do  it,  and  how  to  do  it.  The  (Gordon  J.  A.  Har- 
grave  Scientific  Salesmanship  series  tells  you  how. 

The  Hargrave  installments  in  this  magazine  are  a  part  of  that 
series.  You  can  read  for  yourself  what  they  mean  to  >  ou.  No 
ambitious  salesman  will  wait  for  two  years. to  get  this  full  course, 
when  he  can  receive  it  all  direct  from  Mr.  Hargra\  e.  The  mon- 
of  it  he  has  before  him,  the  more  he  can  make  it  function  in  his 
own  line.  A  delay  means  ^  our  house  is  losing  orders  that  you 
can  get — and  you  are  delaying  the  salary  increase  that  is  coming 
to  you  when  you  become  a  sales  strategist. 


If  you  would  increase  your  income,  order  it  today 


Gordon  J.  A.  Hargrave,  11th  Floor,  635  Plymouth  Court,  Chicago,  III. 

Kindlv  send  me  the  Scientific  Salesmanship  Service  for  one  year,  which  includes  one  handsomely  em- 
l.n.M.d  Fahricord  Leather  Contauaer  and  the  weekly  letter  for  .52  weeks.  I  wiU  send  you  S8.6.D  per  month 
•  <■     mouths  in  full  payment  for  above  service  (total  price  Sl.OO  per  week.  .S.32.00  per  year).    109^  discount 
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JUST  BATTING  FLIES 


Puppy  love  is  the  betinning  jf  a  DOG'S  life. 

Umbrellas  are  like  men,  the  POOREST  of 
them  get  left. 

It  takes  a  lot  of  hospitality  to  make  a  hotel 
eel  like  HOME. 

Summer  skirts  remind  us  that  some  women 
couldn't  BARB  very  much  more  and  get  by 
with  it. 

It  is  mighty  r.ruel  to  say  it,  but  when  old 
ADAM'S  wife  vas  made,  someone  did  pull  a 
BONE. 


With  work,  good  cheer  and  kindness. 

And  laughter  up  your  sleeve, 
\This  queer  old  world's  not  half  so  bad 
As  some  folks  would  believe 

Times  have  changed,  now  when  a  man 
reaches  for  his  hip  pocket  <wte  doesn't  knov 
wh»thar  it't  a  threat  or  a  trSut 
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MUFFING  EASY  ONES 


The  dancing  fad  is  likely  to  produce  BOP 
fiends. 

A  business  man  never  meets  a  stranger— all 
are  FRIENDS. 

Many  good  examples  are  SET,  I  ut  few 
of  them  are  ever  HATCHED. 

Some  fellows  have  the  poker  habit  so  very 
very  bad  that  they  SHUFFLE  when  they  walk 

The  old  man  who  used  to  HIDE  behind  his 
wife's  SKIRTS  would  stand  a  slim  chance 
nowadays. 

Here  lies  the  body  of  John  Lake, 
Tread  softly  all  who  pass: 

He  thought  his  foot  was  on  the  brake- 
Alas,  'twas  on  the  gas. 

"What  do  commercial  travelers  talk  about 
in  the  smofcerT"  "Just  what  you  think  thay 
rfo."    "The  horrid  creatures 


HE     SAMPLE  CASE 


New  Method  Makes  Music 
Amazingly  Easy  to  Learn 


Learn  to  Play  or  Sing  in  Spare  Time  at  Home 
Every  Step  Made  Simple  aa  A  B  C  by 
Print-and-Picture   Lessons  That 
You  Can't  Go  Wrong  On 


Entire  Cost  Averages  a  Few  Cents  a  Lesson 

How  often  have  you  wished  that  you  knew  how  to  play  the 
violin  or  i)iano — or  whatever  your  favorite  instrument  may  be 
—or  that  you  could  take  part  in  singing? 

How  many  an  evening's  pleasure  has  been  utterly  spoiled 
and  ruined  by  the  admission  "I  can't  sing,"  or  "No,  I  am  sorry 
but  I  can't  play." 

At  all  social  gatherings,  someone  is  sooner  or  later  sure  to 
suggest  music.  When  the  others  gather  around  for  the  fun, 
the  one  who  can  take  no  part  feels  hopelessly  out  of  it— a  wall 
flower — a  mere  listener  and  looker  on! 

Or  those  long  and  lonesome  evenings  at  home,  when  min- 
utes seem  like  hours — how  quickly  the  time  would  pass  if  you 
could  spend  it  at  the  piano  or  organ — or 
in  making  a  violin  "talk,"  or  in  enjoying 
some  other  instrument. 

And  now — at  last — this  pleasure  and 
satisfaction  that  you  have  so  often  wished 
for  can  easily  be  added  to  your  daily  life. 

No  need  to  join  a  class  or  pin  yourself 
down  to  certain  hours  for  lessons  or  practice. 
No  need  to  pay  a  dollar  or  more  per  lesson 
to  a  private  teacher.  Neither  the  question 
of  time  nor  expense  is  any  longer  a  bar — 
every  one  of  the  obstacles  that  have  been 
confining  your  enjoyment  to  mere  listening 
have  now  been  removed. 

Our  method  of  teaching  music  in  your 
spare  time  at  home,  with  no  strangers 
around  to  embarrass  you — makes  it  amaz- 
ingly easy  to  learn  to  sing  by  note  or  to  play  any' instrument. 

You  don't  need  to  know  the  first  thing  about  music  to 
begin — don't  need  to  know  one  note  from  another.  Our 
method  takes  out  all  the  hard  part — 
overcomes  all  the  difficulties — makes 
your  progress  easy,  rapid  and  sure. 

Whether  for  an  advanced  pupil  or  a 
beginner,  our  method  is  a  revolution- 
ary improvement  over  the  old  methods 
used  by  private  teachers.  The  lessons 
we  send  you  explain  every  point  and 
show  every  step  in  simple  Print-and- 
Picture  form  that  you  can't  go  wrong 
on — every  step  is  made  as  clear  as 
ABC.  This  method  makes  each  step  so  easy  to  under- 
stand and  practice  that  even  children  have  quickly  becorne 
accomplished  players  or  singers  under  our  direction  by  mail. 

Also  thousands  of  men  and  women 
— including  many  who  had  never  be- 
(ort  tried  to  play  any  instrument  or 
taken  a  lesson  of  any  kind — have 
found  this  method  equally  easy.  Our 
method  is  as  thorough  a?  it  is  easy 
We  teach  you  the  only  right  wa^  — 
teach  you  to  play  or  sing  by  note. 
Np  "<T«rV'"  miisJ''   nr  "niiTT»h*T»  "'  nr 


Learn  to  Play  by  Note 

For  Beginner*  or  Advanced  Pupil* 
Piano  Harmony  and 

Organ  Composition 
Violin  Sight  Singing 

Drums  and  Guitar 

Traps  Ukulele 
Mandolin  Hawaiian 
Banjo  Steel  Guitar 

Tenor  Banjo 
Clarinet  Harp 
Flute  Cornet 
Saxophone  Piccolo 
Cello  Trombone 
Voice  and  Speech  Culture 
Automatic  Finger  Control 


Qiakeshiftb  of  any  kind,  whatever. 

We  call  this  method  "new" — simply 
because  it  is  so  radically  different  from 
the  old  and  hard-to-understand  ways 
of  teaching  music.  But  our  method  is 
thoroughly  time-tried  and  proven. 
Over  250,000  successful  pupils — in  all 
parts  of  the  world,  and  including  all 
ages  from  boys  and  girls  of  10  and  12  to 
men  and  women  of  60 — are  the  proof. 
Read  the  enthusiastic  letters  from  some  of  them,  which  you 
will  find  printed  at  the  right — samples  of  the  kind  of  letters 
we  are  receiving  in  practically  every  mail.  Our  file  con- 
tains thousands  of  such  letters.  Largely  through  the  recom- 
mendations of  satisfied  pupils,  we  have  built  up  the  largest 
school  of  music  in  the  world. 

When  learning  to  play  or  sing  is  so  easy,  why  continue 
to  confine  your  enjoyment  of  music  to  mere  listening?  Why 
not  at  least  let  us  send  you  our  free  book  that  tells  you  all 
about  these  meth- 
ods?    We  know 
you  will  find  this 
book  absorbingly 
interesting,  simply 
because  it  shows 
you  how  easy  it  is 
to  turn  your  wish 
to   play   or  sing 
into  an  actual  fact. 
Just  now  we  are 
making  a  special 
short-time  offer 
that  cuts  the  cost 
per  lesson  in  two 
— send  your  name 
now,  before  this 
special  offer  is  withdrawn.  No 
obligation — simply  use  the  coupon 
or  send  your  name  and  address  in  a 
letter  or  on  a  postcard.  Instru- 
ments supplied  when  needed.  Cash 
or  credit.     Please  Write  Your 
Name  and  Addieaa  Very  Plainly, 
so  that  there  will  be  no  diffi- 
culty about  the  booklet  reaching  you. 


SUCCESS 

"Since  I've  been  taking 
your  lessona  I've  made 
over  $200  with  my  vio- 
lin. Vour  lessons  sure- 
ly are  fine." — Melvin 
Freeland,  Macopin,  N. 
J. 

"When  I  started  with 
you  I  knew  nothing 
about  the  Comet  or 
music  but  now  I  can 
play  almost  any  piece 
of  music" — Kasaon 
Swan.  Denmark,  Col. 
Co.,  Nova  Scotia. 
"I  want  to  extend  the 
heartiest  approval  of 
your  Piano  Course.  It 
has  done  more  for  me 
than  years  of  other 
lessons."  —  Morie  N. 
Lewis,  319  JeSerson. 
Neosha.  Mo. 
"The  folks  at  home 
are  delighted  to  hear 
me  play  the  Organ  so 
well.  You  have  a 
wonderful  system  of 
teaching  music  " — M. 
F.    AUard.    ,.>.r  quel. 


U.  S.  SCHOOL  OF  MUSIC. 


3646  Brunswick  Bldg. 


New    York  City 


U.  S.  School  of  Music 

SM6  Brunswick  Bldg.  ^ew  York  City 

Please  send  me  your  free  book,  'Vusic  Lessons  in  Your  Own  Home." 
and  parHcula**  of  yonr  Spwaal  Off«     1  am  interested  in  the  following 


(Name  of  Itutnunent  of  Conna) 


«•  \  rite  Plainly) 


.      {  REMOTE  STORAGE 
When  to  get  the  signature — the 
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THE    SAMrue  CASe 


P  sychological  Moment 

Watch  Your  Prospect's  Hands,  Advises  Mr. 
Hargrave,  the  Wizard  of  Character  Analysis; 
How  to  Increase  Your  Income  also  Presented 


exclusive  to  the  Sample  Case 
By  GORDON  J.  A.  HARGRAVE 

Copyright  1921,  by  Gordon  J.  A.  Itargrovu.    Copiet  either  in  whole,  part,  eatract. 
or  revision  prohibited,  violation!  rfgoroutly  protecuted. 
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O  you  know  when  the  Psycho- 
logical Moment  has  arrived? — 
when  your  prospect  is  ready  to 


The  subject  matter  of  psychology 
is  the  whole  tangle  of  thought  mem- 
ories, fancies,  feelings,  emotions,  re- 
solves, desires,  aspirations,  that  com- 
prise our  mind  as  we  look  at  it  from 
moment  to  moment. 

The  Psychological  Moment  resolves 
itself  into  the  moment  or  exact  instant 
when  the  mental  process  has  acted  on 
its  memories,  fancies,  feelings,  emo- 
tions, resolves,  desires  and  aspirations 
in  a  positive  manner,  so  that  a  decision 
tn  obtain  pnnRPRfiion  hac  h»>«T<  roanho*! 


If  you  analyze  and  know  your  pros- 
pect, and  proceed  to  sell  him  accord- 
ing to  character  analysis,  this  moment 
should  come  with  each  sales  talk. 
If  you  know  how  each  individual 
thinks,  you  can  readily  determine  how 
and  where  to  direct  your  appeal — 
you  will  be  able  to  bring  out  the  strong 
points  of  your  proposition,  and  avoid 
the  weak,  thereby  painting  a  picture 
100%  positive.  He  will  then  desire 
to  buy. 

At  the  present  time  you  cannot  know 
what  language  your  customer  talks, 
although  you  do  know  what  tongue 
he  speaks. 

r.«tAr  nn  I  will  atsrt  to  ahnw  von  how 


to  read  the  outward  signs  that  tell  what 
your  customer's  strong  and  weak  char- 
acteristics are.  Up  to  the  present  I 
have  been  dealing  only  with  the  mind. 

WHEN  THE  HANDS  ARE  WIDE 
OPEN  AND  IN  FULL  VIEW  THE 
PSYCHOLOGICAL  MOMENT  HAS 
ARRIVED. 

An  interesting  sale  was  made  a  few 
months  ago  by  a  bond  salesman  who 
understood  character  analysis.  Seeing 
a  name  on  an  office  door,  he  entered 
and  asked  for  the  prospect.  He  was 
shown  into  his  private  office. 

Law  of  the  Psychological 
Moment 

fTpnn    ontnrin;   the   flalesraan  said. 


THE    SAMfLE  CASE 


"1  am  Mr.  W  .    I  haTe  oome  to 

interest  you   in  stock."  The 

prospect  opened  wide  and  lifting  his 
hands  up,  wide  o])on  also,  exclaimed, 
"I  am  too  busy  to  see  you  today  and 
won't  have  a  minute  to  spare  this  week. 
You  can  call  next  week  if  you  wish." 

The  salesman  saw  the  wide  open 
body  and  the  wide  open  hands— which 
signified  a  sold  mind.  "1  had  better 
put  you  down  for  .«1,00()  of  this  issue, 
hadn't  I?"  queried  the  salesman. 
"No,  too  much,"  answered  the  pros- 
pect. "How  would  $750  do?"  asked 
the  salesman.  "All  right,"  was  the 
reply.  The  sale  was  made  in  two 
minutes  and  without  a  sales  talk. 

The  wide  open  hands  show  that 
desire  has  changed  to  action  and  the 
prospect  is  ready  to  buy. 

When  the  check  was  being  handed 
over,  the  buyer  asked:  "Say,  how 
did  you  sell  me  this?"  The  salesman 
replied:  "Because  you  told  me  that 
you  wanted  to  buy."  The  surprised 
buyer  then  asked:  "Did  I  say  I  wanted 
this  stock?"  The  salesman  then  ex- 
plained that  altho  the  mouth  did  not 
make  the  statement  the  body 
and  hands  did.  He  explained  the 
Law  of  the  Psychological  Moment. 

"Now  tell  me,  what  made  you  want 
to  buy?"  queried  the  salesman.  The 
buyer  informed  him  that  last  Sunday, 
while  visiting  some  friends  who  had 
already  bought,  he  had  been  sold  on 
the  idea.  "But  I  thought  you  were  a 
salesman  who  took  up  a  lot  of  time 
in  telling  your  story,  and  as  I  could 
not  afford  to  give  it  to  you,  I  naturally 
said  I  didn't  want  your  proposition." 

This  salesman  got  a  nice  order  and 
commission  very  quickly  by  knowing 
when  to  stop  talking  and  when  to  get 
the  signature. 

Do  you  realize  that  the  hands  are 
one  of  your  greatest  forms  of 
expression?  The  French.  Italians  and 
other  highly  emotional  races  use  the 
hands  almost  as  much  as  the  mouth 
to  express  their  feelings. 

The  people  of  the  north  are  more 
phlegmatic,  yet  even  the  most  un- 
demonstrative prospect  will  betray 
the  mind  even  when  the  hands  are 
lying  idle  on  the  lap,  desk  or  wherever 
they  may  be. 

A  group  of  salesmen  employed  by  a 
paper  concern  greatly  increased  the 
number  of  items  on  each  order  by 
watching  the  hands  of  the  buyers. 
As  they  mentioned  each  article  on  their 
their  list  they  would  not  stop  for  an 
answer,  if  the  hands  closed,  for  they 
did  not  want  the  negative  "No"  to 
be  expressed.  When  the  hands  opened, 
they  stopped  and  generally  made 
another  sale. 

The  increase  in  business  on  this 
tjroup  of  salesmen  has  been  over  100% 


— becaase  they  °<^^*0  »ctenttfic 

methodn  instead  of  hit-or-miss,  as  we 
all  do,  until  we  know  and  apply  a 
Bf;ientific  knowledge  of  human  nature. 

Keep  an  Eye  on  His  Hands 

Visualize  a  prospect  as  he  pleasantly 
chats  with  the  salesman  who  is  en>i- 
merating  the  different  articles  sold  by 
his  firm.  The  salesman  had  already 
sold  himself  and  his  house  to  the  buyer, 
so  that  when  the  salesman  asked, 
"Wrapping  paper?"  the  supply  of 
wrapping  paper  was  at  once  pictured 
in  the  buyer's  mind.  If  he  was  low 
in  stock,  his  mind  opened  to  the  neces- 
sity of  getting  more,  to  do  more  busi- 
ness, and  his  hands  betrayed  him; 
whereas,  if  he  had  a  big  supply,  his 
mind  viewed  that  full  stock  and  before 
he  could  frame  the  answer  his  hands 
had  given  it. 

When  the  hands  open  wide, 
even  if  you  happen  to  be  in  the 
middle  of  a  sentence,  stop  talking 
and  show  him  where  to  sign.  The 
mind  has  said,  "Yes,"  although 
the  mouth  may  not  open. 

Never  permit  your  prospect  to  say 
"No."  Psychological  reasoning  tells 
us  that  once  the  negative  is  expressed 
on  one  item  it  is  easy  to  become  nega- 
tive to  your  whole  proposition. 

Hands  Express  Thought 

How  would  you  hold  your  hands  if 
you  saw  your  enemy  coming  up  the 
street?  You  would  clench  them  tight- 
ly. But  if  you  saw  your  beloved 
mother,  wife,  child,  sweetheart,  or 
friend,  your  hands  would  be  wide  open 
to  greet  them.  The  same  is  true  of  the 
"order."  When  the  mind  is  open 
and  pleasant  anticipation  at  pros- 
pective ownership  is  felt,  the  hands 
open.  If  the  mind  is  negative,  the 
hands  close. 

The  open  body  denotes  an  open  mind, 
yet  an  open  mind  only  means  interest 
in  j'our  proposition — desire  must  be 
awakened— a  real  longing  to  possess 
your  wares  must  be  created,  before  the 
hands  will  open.  When  they  do, 
stop  talking.  You  will  pass  over  the 
Psychological  Moment  if  you  continue, 
and  once  it  is  gone  it  rarely  comes  again. 

The  closed  body  means  a  closed  mind. 
You  cannot  get  the  hands  tu  lie  open 
in  front  of  the  buyer  with  a  closed 
body.  It  is  impossible.  So,  first  of  all, 
you  have  to  open  the  body,  which  in- 
dicates that  the  prospect  is  interested. 
The  more  open,   the  greater  interest 

WHEN.THE  HANDS  OPEN, THEN 
THE  INTEREST  HAS  CHANGED 
TO  DESIRE  AND  ACTION— A  SALE 
SHOULD  BE  THE  RESULT.  IT 
WILL  BE,  IF  YOU  ARE  AN  OB- 
SERVANT SALESMAN  AND  ACT 
fTPON  THK  RTGNAL. 


JULY  ' 


Doa't  be  one  of  the  many  who  like  II 
to  hear  themselves  talk,  whoBi 
think  the  music  of  their  own« 
voice  is  the  sweetest  they  have  ever« 
heard.  Be  wise.  Be  brief.  Say  much  1 
in  few  words,  and  constantly  watch 
the  prospect. 

The  Super-Salesman  is  the  one 
who  asks  questions  in  such  a  way 
that  there  is  only  one  answer  to 
his  question — the  positive  answer. 
Others  are  content  with  giving  their 
whole  line  of  talk — "shooting  their 
wad."  The  prospect  can  sleep 
if  he  chooses  as  they  chatter  along. 
But  if  a  question  is  asked  he  has  to 
think  to  answer. 

More  will  be  written  about  this  most 
valuable  method  later.  Start  now  to 
form  a  sales  talk  on  questions  instead 
of  assertions,  and  see  how  wonderful 
it  helps  sales. 

The  more  you  notice  the  hands  the 
more  you  will  be  convinced  that  they 
indicate  the  state  of  mind  and  the 
easier  you  will  recognize  when  to  say, 
"Sign  here,"  with  an  assurance  that 
your  prospect  will  sign. 

Do  not  ever  ask  your  prospect 
to  sign  before  the  hands  open. 
So  many  sales  are  nipped  in  the  bud 
because  of  this  unfortunate  hurry  by 
over-anxious  salesmen. 

The  moment  the  buyer  really  decides 
he  wants  your  goods  is  the  moment 
he  is  ready  to  sign,  and  the  signature 
can  be  obtained  as  a  matter  of  form. 
If  you  are  too  previous  you  kill  the 
sale,  and  if  you  allow  the  right  moment 
to  pass  you  allow  the  sale  to  die  a 
natural  death.  Seize  it  when  it  is 
still  alive — It  is  shown  by  the  open 
hands. 

Accept  the  open  hands  as  an  invita- 
tion for  you  to  get  the  customer's 
"John  Henrv."  He  is  literally  laying 
it  at  your  feet.  If  you  don't  pick  it 
up  immediately,  some  other  more  ob- 
servant, analytical  and  progressive 
competitor  will. 

WATCH  FOR  THE  OPEN  HANDS 
—THE  REAL  OFFER  TO  BUY— 
THE  PHYSICAL  "YES"  MOVE- 
MENT FROM  THE  MIND. 

Quantity  and  QuaHty,  but  especially 
the  first,  is  dependent  upon  the  energy 
you  display  during  the  day.  Energy 
is  nothing  more  or  less  like  steam, 
and  you  know  that  an  engine  dies  down 
very  soon  without  its  motive  power. 

It  is  just  as  easy  to  keep  full  steam 
ahead  during  the  entire  day,  as  it  is 
to  be  all  in  when  you  should  be  fresh. 
Next  letter  wiU  show  you  the  law 
that  produces  greater  "pep" — more 
steam-abundant  energy. 


The  Sample  Case  is  the  ONLY  magazlru 
wi.ich  features  a  character  analysis  series 
Tho  Hargravg  Series  is  the  bitt«ti  thint 
war  put  ovar  by  ANY  maga-xin: 


Here's  what  you're  looking  for 

How  to  Increase  Your  Income 

CoprHght,  1931,  by  Gordon  J.  A.  Bargrava.    Copitt  tithsr  in  whoU,  pan,  mmtract. 
or  raWfton  proMMtud,  violation$  rigoroutly  proncuttd 


Earning  $  2,000  per  year  your  hourly  income  is  $  .86 
Earning  $  ^/,000  per  year  your  hourly  income  is  $  1.72 
Earning  $  6,000  per  year  your  hourly  income  is  $  2.58 
Earning  $  8,000  per  year  your  hourly  income  is  $  3.^j5 
Earning  $10,000  per  year  your  hourly  income  is  $  ^.31 
Earning  $12,000  per  year  your  hourly  income  is  $5.17 
Earning  $15,000  per  year  your  hourly  income  is  $  6.50 
Earning  $20,000  per  year  your  hourly  income  is  $  8.62 
Earning  $25,000  per  year  your  hourly  income  is  $10.77 


WHY  is  your  income? 
With  365  days  per  year,  at 
24  hours  per  day— total  8,760 
hours — 8  hours  per  day,  6  days  per 
week  and  50  weeks  per  year — (allow- 
ing 2  weeks  for  vacation  and  deduct- 
ing 10  days,  or  80  hours,  for  holidays) 
leaves  2,320  solid  working  hours. 

If  you  sleep  8  hours,  which  is  neces- 
sary for  recuperation,  and  if  you  work 
a  good  solid  8  hours,  you  still  have  8 
hours  to  account  for.  What  are  you 
doing  with  them?  If  3'ou  do  not  spend 
them  in  either  creation  or  recreation  you 
are  wasting  opportunity. 

Figure  last  year's  income — divide 
it  by  2,320  to  get  your  income  per  hour. 
Isn't  it  surprising  how  small  it  is  when 
you  consider  that  it  should  be  at  least 
double  that  amount?  AND  YOU— 
only  YO  U  are  to  blaniel  1 

It  matters  not  whether  you  work 
on  salary  or  commission,  the  result 
is  the  same.  Your  selling  cost  is  figured, 
and  you  are  paid  for  what  you  do. 

You  receive  all  you  are  worth — 
but  you  can  make  yourself  worth  more, 
by  doing  more — you  will  then  receive 
more. 

Now,  just  stop  and  think.  Is  not 
your  income  derived  from  the  money 
you  make  for  your  firm?  You  know 
it  is,  therefore: 

The  Number 
The  Size 

The  Profit  

Totals-the-  where- with-all, 

To  Pay  Your  Income. 
You  are  paid  for  the  sum  total  of 
Quantity  and  Quality — the  measures 
that  have  tested  all  true_  worth  since 
the  world  began. 

The  mm  total  (the  entire  niimhnr). 


is  decided  by  the  number  of  presen- 
tations you  make  per  day.  To  increa.se 
the  number  of  orders  you  must  increase 
the  wear  and  tear  on  shoe  leather. 
What  time  do  you  get  on  the  job  in 
the  morning?  WTiat  is  your  quitting 
time?  How  long  do  you  spend  with 
each  customer?  Do  you  make  visits 
instead  of  business  calls?  Do  you 
make  each  hour  count? 

You  will  surely  increase  your 
income  in  direct  proportion  to 
your  increase  in  calls. 

The  Quantity  (the  size  of  each 
order),  is  dependent  upon  your 
thorough  knowledge  of  your  line. 

You  Must  Know  Your  Goods 

To  increase  Quantity  you  must 
have  such  a  thorough  knowledge  of 
your  line  that  you  are  regarded  as  an 
expert.  Do  you  know  more  about  your 
goods  than  any  prospect  you  have  ever 
called  on?  Can  you  answer  every  ques- 
tion intelligently?   Are  you  an  authority? 

By  doing  this  and  increasing  Quan- 
tity you  will  still  further  add  to  your 
income. 

The  Quality  (profit)  is  shown  by  the 
amoxmt  of  brain  you  use  in  each  pre- 
sentation— 

You  Must  Know 

Your  Customer 
and 

Yourself. 

To  increase  Quality,  you  must  for- 
get the  haphazard,  hit  or  miss  method 
of  selling — think — analyze  yourself  and 
your  customer  in  order  to  make  a  scien- 
tific presentation.  The  more  serious 
thought  you  give  this,  the  more  you 
win  dcTolop  Onality 


If  you  conscientiously  do  all  three 
you  will  soon  be  in  the  "Success  Class," 
and  steadily  advancing. 

This  world  thrives  on  content  and 
dies  on  discontent.  So  do  You? 
Anybody  can  give  goods  away 
by  reductions,  allowances  or  rebates. 
Anybody  can  sell  the  small,  or  no 
profit,  class  of  goods,  where  low  price 
alone  counts. 

Be  a  Somebody — not  an  Anybody — 
Be  Distinctive — Develop  "Quantity  and 
Quality"  selling — Be  the  Leader. 

Sure  and  Certain  Methods 

If  you  will  follow  my  suggestions 
carefully  and  apply  them  as  you  read 
them,  you  will  increase  your  sum  total 
Quantity  and  Quality.  I  am  giving 
you  a  sure  and  certain  method  of  pro- 
cedure and  working  from  effect  to 
cause — You  assume  the  effect  and  the 
cause  will  be  present. 

If  you  are  one  of  the  "dyed-in-the 
wool"  order  takers,  who  do  no  more 
than  they  are  paid  for,  you  will  smile 
and  say,  "Bunk!  I  wouldn't  get  a 
raise  even  if  I  did  sell  more." 

You  know  you  are  wrong.  You  are 
working  overtime  kidding  yourself  and 
storing  up  a  dependent  old  age,  when  you 
will  likely  have  to  accept  charity.  But 
if  you  are  this  type  you  won't  care.  You 
don't  care  about  anything. 

You  are  lazy,  yellow,  dishonest  and  a 
parasite.  I  would  advise  you  to  stop 
and  thinkl  Take  a  mental  inventory 
of  yourself.  Give  yourself  a  healthy 
elimination  sweat  bath.  Boil  out  the 
yellow  streak.  Realize  that  you  are 
master  of  yourself  and  your  future. 

npflide  NOW  to  increase  your  earn- 
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THE    SAMPLE  CASE 


JULY 


ingB.  You  Can  Do  It— If  You  Will 
to  Think  and  Act. 

If  yo»ir  income  last  year  was  $2,000, 
you  earned  SO  cents  per  hour.  A  day 
laborer  earns  more  than  that.  Why 
allow  yourself  to  stay  in  his  class? 

A  salesman,  making  SI  50  a  month, 
came  in  to  me  for  advice  a  year  ago  last 
December.  He  was  having  a  good  time 
as  far  as  his  income  would  allow.  Never 
worked  on  Saturday,  never  started 
to  work  before  9:30  o'clock,  taking  two 
hours  for  lunch,  always  quitting  around 
4  o'clock  and  quite  often  going  to  a 
movie,  a  baseball  game,  or  taking  half 
a  day  off  to  make  a  visit  when  he  met 
some  particular  friend.  Then,  of 
course,  when  he  did  get  on  the  job,  he 
had  to  rush  through  the  sale  to  make 
his  required  number  of  calls. 

I  showed  him  just  what  each  hour 
meant.  That  if  he  could  make  this 
amount  of  money  working  half  time, 
he  could  easily  double  his  income  by 
working  more  sincerely  and  more  in- 
telligently full  time. 

He  Saw  the  Point  and  Started 

At  the  present  writing  this  man 
is  advertising  and  sales  manager  for 
a  large  concern  in  California,  at  $12,000 
a  year,  and  a  bonus  which  he  re-invests 
in  stock  in  the  company. 

Before  leaving  for  the  west,  he  came 
in  and  thanked  me  for  showing  him 


"When  I  am  gone  let  U  be  written  that 
I  have  worked  earneatly  and  honestly 
that  I  have  deeply  loved  and  true  — 
and  that  I  died  aamely  — 

But  write,  write  that  I  have  lived  — 
lived  gloriously— that  I  have  tried  to 
play  the  game  by  its  rules  like  a  sports- 
man—and  before  1  left  that  I  built 
something  of  which  it  may  be  said 
that  /  tried  to  make  the  things  I 
touched  just  a  little  better. 


"Quantity  and  Quality"  selling.  He 
said:  "I  started  getting  out  on  the 
job  at  7:30  in  the  morning,  never  later 
than  8 — before  many  days  had  gone  by 
I  realized  that  my  sales  were  coming 
very  much  easier." 

"The  tenseness  that  I  formerly  had, 
when  I  knew  my  time  had  been  wasted 
and  I  must  hurry  through  each  sale 
in  order  to  turn  in  a  report  showing 
the  correct  number  of  calls — was 
gone.  I  generally  had  as  much  business 
by  noon  as  I  previously  had  turned  in 
all  day.  Then  I  applied  that  little 
game  you  prescribed  for  me — I  would 
try  in  the  afternoon  to  beat  my 
morning  record. 

"From  that  moment,  all  time  wasters 
were  absolutely  forgotten.  Because  I 
kept  the  two  ideals — Quanity  and 
Quality — constantly  in  mind.  I  had 
a  purpose  and  I  worked  morning,  noon 
and  night  to  attain  that  -pur-pose. 

"In  January,  I  made  over  $200. 
In  February,  $250,  and  never  made 
less  than  $300  thereafter. 


"At  the  end  of  the  year  1  reoigned 

to  accept  a  position  with  one  of  the 
concerns  with  whom  I  had  been  doing 
business. 

"The  president,  knowing  that  this 
position  would  be  open  analyzed  each 
man  who  solicited  him  as  a  prospective 
employe. 

"He  stated  that  1  was  the  only  one 
who  worked  hard  trying  to  please  both 
customer  and  house,  and  who  did  not 
hesitate  to  work  early  and  late  hours. 

"By  the  way,  I  will  make  over  $16,000 
this  year.  You  can  tell  all  salesmen 
that  Quantity  and  Quality  selling  pays.'' 

Success   is  not   thrust   on  anyone. 
It  comes  only  to  those  who  work 
for  it.    You  must  work  hard  in 
early  life  if  you  wish  ease  in  later  life. 

The  fifty  leaders  in  America — men 
who  are  regarded  as  the  biggest  captains 
of  industry — work  a  round  of  the  clock 
and  more,  as  their  daily  routine.  That 
is  why  they  are  what  they  are. 

THOSE  FIFTY  SUCCESSES  ARE 
CREATING  WHILE  YOU  ARE 
WASTING— Is  it  worth  it? 

Be  inspired  with  a  purpose — a  pur- 
pose fought  for,  mean  ssuccess,  and 
success  is  made  up  of  10%  inspiration 
and  90%  perspiration. 

PERSPIRE  AND  YOU  WILL  IN. 
SPIRE  YOURSELF  AND  OTHERS, 


PUSH  OUT  YOUR  THIRD  VEST  BUTTON 


SMALLER  TERRITORIES. 


Big  Companies  Adopting  New  Sys- 
tem for  Bigger  Sales. 

The  good  salesman  with  a  small  ter- 
ritory is  seldom  the  salesman  who 
complains  about  saturated  markets. 
The  smaller  the  territory  the  more  in- 
timate the  salesman  can  become  with  its 
life  and  its  interests.  He  knows  local 
conditions.  He  not  only  knows  the 
names  of  his  dealers  and  prospects,  he 
also  knows  the  names  of  other  people 
in  the  territory.  He  is  acquainted  with 
local  history,  can  watch  business  trends, 
can  even,  in  a  limited  way,  predict 
future  growth.  He  doesn't  have  to  de- 
pend on  prepared  prospect  lists,  but 
knows  when  each  new  store  is  built, 
knows  who  is  building  it  and  what  are 
his  personal  peculiarities.  In  other 
word's,  he  becomes  as  much  of  a  citizen 
of  his  territory  as  a  dealer  becomes  a 
citizen  of  a  community.  His  territory 
is  his  community. 

Of  course,  the  matter  of  small  terri- 


tories could  be  carried  to  a  ridiculous 
minimum.  But  the  real  salesman  who 
has  a  small  territory  won't  let  its  size 
interfere  with  his  progress.  And  his 
chief  value  to  his  company  will  be  that 
he  will  be  in  a  position,  not  to  hold  old 
business  alone,  but  to  dig  up  new  out- 
lets and  get  new  business. — [Printers' 
Ink. 


WANTED— NEEDED 
Any  U.  C.  T.  who  has  a 
copy  of  the  May  number  of 
The  Sample  Case  which  he 
does  not  particularly  wish  to 
keep,  will  confer  a  lasting 
favor  on  this  magazine  if  he 
will  mail  it  to  us.  So  great 
was  the  demand  for  that 
issue  that  we  cannot  supply 
it.  Please  mail  us  copies 
you  may  not  wish  to  keep  on 
file. 


The  1922  Red  Book. 

The  28th  annual  edition  of  the  Red 
Book,  the  Orrin  Thacker  directory  of 
wholesale  gro -ers,  semi-jobbers,  and  the 
like,  has  recently  been  published.  In  this 
new  edition  are  listed  over  six  thousand 
names,  including  over  4,800  wholesale 
grocc-s  in  the  United  States  and  Can- 
ada, and  over  1,600  semi-jobbers,  chain 
stores,  etc.  A  tabulation  shows  the 
number  of  names  listed  in  each  state,  a 
great  convenience  for  advertising  de- 
partments. Population  of  states  and 
cities  is  given,  and  the  county  in  which 
each  city  is  loca-ted  is  designated.  The 
Red  Book  is  pubUshed  by  the  Orrin 
Thacker  Directory,  33  West  Gay  Street, 
Columbus,  Ohio. 


Bertie  (to  caddie,  searching  for  lost 
ball):  "What  are  you  looking  there 
for?  Why,  I  must  have  driven  it  fifty 
vards  farther!" 

Diplomatic  Caddie:  "But  sometimes 
they  hit  a  stone,  sir,_  and  bounce  back 
8   tWriblp  distance  " — (Clipped. 

/ 
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THE    SAMPLE  CASE 


Hitting  from  the  shoulder  on 


Filling  a  He-Man's  Job 

This  is  for  the  Fellow  with  Ability  who 
Doesn't  Use  It;  Hot  from  the  Bat— Read  it 


Written  for  the  Sample  Case 

By  GEORGE  W.  SANDERSON, 

Field  Manager  for  Village  Blacksmith  Folks, 
Watertown,  Wisconsin 


MY  DEAR  Jones:  I  want  you  to 
read  this  every  morning,  keep 
it  handy,  and  just  before  you 
start  out,  read  it — you  understand, 
I  said  EVERY  morning.  1  don't 
want  you  to  use  your  own  judgmflflt 
about  this,  or  to  lay  it  away,  or  lose  it, 
or  forget  it.  I  am  deadly  earnest  about 
this,  when  I  say  every  morning  I  mean 
exactly  and  positively  just  that,  and 
no  less. 

In  reflection  I  can  see  what  ails  you. 
You  have  got  to  pull  yourself  up  with 
a  sharp  turn,  and  drill  into  yourself, 
and  keep  drilling,  the  proper"  mental 
attitude  toward  the  line  and  your  trade. 
You  have  ability  to  sell,  but  what  good 
will  that  do  unless  it  is  applied  with 
intelligence.  A  pleasant  smile  and 
a  courteous  manner  might  get  you 
somewhere  if  you  were  clerking  in  a 
store,  but  you  are  not.  You  are  out 
on  a  he-man's  job;  out  where  the  tasks 
are  shorn  of  frills  and  fancy  stuff; 
out  where  it  is  just  one  ding-dong 
battle,  day  after  day. 

What  you  want  to  do  right  now  is 
to  gear  yourself  mentally  to  take  part 
in  this  battle,  learn  how  to  win  a  few 
bouts,  get  the  thrills  and  know  the 
feeling  that  comes  with  the  glory  of 
knowing  you  are  good — better  than 
the  average — and  that  you  are  always 
ready  at  the  drop  of  a  hat  to  pitch  in 
and  whale  away  and  bring  home  the 
bacon,  with  credit  to  yourself. 

Instead  of  you  letting  these  buyers 
win  these  bouts,  tear  into  them  wide 
open  at  the  first  chance.  Take  the 
lead  and  see  to  it  that  you  hold  it. 

Let  them  know  that  Jones  is  an 
unusual  salesman,  selling  an  un- 
usual line,  and  that  you  know  every 
trick  in  the  deck  and  then  some. 
Snap  your  fingers  in  their  faces  if 
you  have  to,  or  tell  them  to  go  to 
hell  if  the  occasion  calls  for  that. 
Don't  supinely  agree  to  everything 
they  say,  and  don't  waste  valuable 
time  airing  your  opinions.  Stick 
close  to  the  job  at  hand  and  con- 
centrate and  fight  and  battle  and 
beat  them  to  it.  Don't  let  them 
agree  you  out  of  an  order,  nor  bully 
you  out  of  one,  either. 

Go  about  your  work  seriously. 
Begin  to  think.  Get  under  the  surface 
of  things.  Study  every  angle  of  your 
Dusiness  of  selling.  Get  rid  of  the 
idea  that  this  or  that  buyer  is  easy,  or 
B  good  friend,  or  that  good  luck  is 
influencing  you.  It  is  you,  yourself, 
and  nobody  else,  who  either  makes 
or  breaks  you.  There  are  no  such 
things  as  good  friends  or  good  or  bad 
luck  days.  Every  day  is  a  good  dav 
— iSaturday  one  of  the  best. 


Some  "Don'ts"  That  Count. 

Don't    approach    a    buyer  with, 
"I'm  Mr.  Jones  of  the  V.  B.  F.'s." 
Forget  such  jjifTel.     Take  a  3- 
Grass    Hook   and   tell   him,  "Here's 
M  Y  visiting  card." 

Don't  wander  off  the  main  subject 
and  up  into  a  lot  of  blind  alleys,  by 
airing  opinions  you  may  have.  Don't 
let  something  he  says  remind  you  of 
something  you  know,  then  let  yourself 
waste  time  telling  him  a  lot  of  gossip 
that  is  entirely  foreign  to  the  object 
of  your  call.  Keep  your  mind  on  your 
work.  It  is  a  very  serious  thing  to 
you — your  bread  and  butter. 


Gear  yourself  mentally 
to  take  part  in  the  great 
battle.  Learn  how  to 
win  a  few  bouts.  Get 
the  thrills,  and  know  the 
feeling  that  comes  with 
the  glory  of  knowing  you 
are  good — better  than  the 
average — and  that  you 
are  always  ready,  at  the 
drop  of  a  hat,  to  pitch 
in  and  whale  away  and 
bring  home  the  bacon, 
with  credit  to  yourself. 


Don't  give  buyers  the  rush  act. 
You  are  selling  an  idea,  not  goods. 
Give  him  time  to  grasp  what  vou  are 
talkmg  about.  Make  it  plain,  truthful, 
keep  out  the  bunk  and  questionable. 
Make  no  over-statements,  say  nothing 
that  if  he  were  to  stop  you  short  and 
demand  proof  that  you  "could  not  de- 
liver the  goods,  instantly.  Remember, 
you  are  dealing  with  men  who  have 
been  brought  up  in  the  game,  who 
KNOW  their  business.  Be  sure  you 
know  yours  when  you  tackle  them. 

Don't  ever  whisper  a  price.  The 
loudest  thing  you  ever  want  to  say  to 
a  buyer,  and  with  regret  in  your  voice 
at  the  very  cheapness  of  it,  is  the  price. 

Don't  tell  a  buyer  that  so  and  so, 
yesterday,  bought  this  many  of  this 
or  that.  Cut  that  out  of  your  talks 
forever.  That  is  poison.  What  does 
any  buyer  care  what  anyone  else  buys. 
His  conditions  and  possibihties  of 
sales  are  his  own  peculair  problems. 
He  is  not  interested  in  what  anyone 


else  in  another  town  buys.  That 
doesn't  pay  his  bills. 

Don't  open  up  your  samples  until 
after  you  have  given  your  demon- 
stration talk  on  quality.  The  samples 
you  carry  are  not  what  you  stepped 
into  his  store  to  sell.  You  are  selling 
an  idea.  Samples  are  secondary,  to 
show  the  craftsmanship  of  our  unusual 
workers — proof  of  what  you  have  been 
telling  him. 

Don't  open  your  samples  near  the 
front  door.  Go  as  far  away  from  the 
front  as  you  can  get,  so  as  to  keep 
in-coming  customers  from  breaking 
in  on  the  sequence  of  your  buyer's 
thoughts. 

Don't  spread  a  25-line  order  page 
book  in  front  of  him  and  begin  to  put 
down  his  want.s.  Copy  them  on  a 
piece  of  paper  first.  Write  up  the 
order  afterwards,  and  leave  him  his 
copy,  else  when  you  have  gotten  about 
half  of  the  page  filled,  he  will  quit. 
Looks  too  formidable. 

Don't  promise  that  which  you  can't 
deliver,  and  don't  leave  any  doubts 
behind  you  on  an  order.  Everything 
must  be  plain  and  clear  to  your  buyer. 
Don't  ever  leave  anything  in  doubt. 
Settle  it  right  where  you  are,  or  leave 
it  open  for  the  house  to  settle,  and  with 
that  understanding. 

Don't  let  a  buyer  back  you  out 
of  his  store,  before  you  even  have 
a  chance  to  get  started.  "I  don't 
need  any  goods,"  means  nothing 
to  you.  YOU  are  not  selling  goods. 
You  should  worry  about  whether 
he  needs  goods  or  not.  YOU  are 
selling  an  idea;  you  are  not  a  goods 
peddler.    Tell  him  so. 

Don't  let  the  buyer  who  makes  the 
wise  cracks  disconcert  you,  "I  have 
never  heard  of  your  house  before." 
Come  back  at  him:  hold  your  lead. 
Tell  him  "We  never  heard  of  you  either, 
shake,  let's  get  acquainted." 

Handling  the  Suave  Man. 
Be  on' your  guard  when  you  get  up 
against  a  buyer  who  agrees  with  every- 
thing you  say.  He  is  a  smooth  worker. 
Unless  you  check  him  quickly  and  get 
under  his  hide  you  are  going  to  find 
yourself  out  on  the  sidewalk  in  short 
order.  Those  shckers  love  to  hang  it 
onto  a  new  man.  They  are  the  boys 
who  brag,  "I  can  get  rid  of  more  sales- 
men in  less  time  and  not  hurt  their 
feelings  than  any  one  in  town."  "They 
boast  of  it.  I  have  heard  them.  The 
next  bird  who  tries  that  on  you  stop  him 
cold  right  in  his  tracks.  Match  him. 
Instead  of  letting  him  sell  you  the  idea 
(Continued  on  page  43.) 


THE    SAMPL*  CASE 


Prosperity  is  Here— Right  Now— 


Have  Full  Faith  in  America 

It  Can  Stand  Both  Depression  and  the  Coming 
of  Good  Times;  Business  Leaders  Optimistic 


PROSPERITY  IS  HERB— not  Just 
around  the  oorner.  Every  buBi- 
ness  review  tells  of  inore  isin<;  or- 
der b— factory,  wholesiiler,  retailer.  It 
is  getting  better  every  week.  Lme  up 
for  it. 

Herbert  Hoover,  Secretary  of  Com- 
merce in  President  Harding's  cabinet, 
is  one  of  the  most  optimistic  of  the  fore- 
casters. He  bases  his  optimism  on  the 
marked  increase  in  iron  and  steel  mdus- 
tries,  on  the  unprecedented  building 
activity  throughout  America,  and  the 
general  trend  of  all  lines  of  industry 
toward  a  better  condition. 

Another  optimistic  booster  is  Samuel 
McRoberts,  the  new  President  of  the 
Metropolitan  Trust  Company,  New 
York  City.  "Have  faith  in  America, 
full  faith."  he  urges  upon  The  Sample 
Case  readers.  "We  must  pass  through 
a  period  of  low  earning  and  low  prices. 
But  we  are  coming  out  of  that.  It  is 
not  far  to  the  time  when  we  shall  have 
money  to  send  abroad — that  time  is 
nearly  here— because  it  will  bring 
better  interest  and  will  stimulate 
foreign  countries  into  commercial  acti- 
vity with  America— both  in  the  United 
States  and  Canada.  . 

"We  cannot  believe  too  strongly  m 
this  nation  of  ours.  By  the  very  nature 
of  our  people  we  are  a  nation  that  can 
endure  and  can  bear.  Spread  over  a 
large  area,  though  we  are,  still  we  are 
one  and  homogeneous.  What  we  can 
do  we  have  proved.  Low  earnings  and 
low  prices  will  not  upset  our  equihbnum. 
We  will  build  up  our  national  pros- 
perity and  commerce  under  them." 

It  takes  more  than  psychological 
conditions  to  bring  about  continued 
business  depression,  but  psychology 
has  a  great  deal  to  do  with  bnnging 
back  normal  conditions.  It  is  even  now 
fast  accelerating  the  recovery,  and 
every  man  who  boosts  the  game  is 
hastening  the  return. 

The  period  of  falhng  prices  and  falung 
wages,  incident  to  a  return  from  war 
conditions,  appears  to  have  virtually 
reached  a  stationary  stage.  History 
teaches  that  this  is  a  period  largely  gov- 
erned by  the  severity  of  the  war 
and  the  destruction  of  wealth  caused 
by  the  operations  of  war. 

The  destruction  of  wealth  m  i,urope 
was  unprecedented  in  the  history  of  the 
world.  But  European  leaders  are 
slowly  becoming  masters  of  the  situa- 
tion, and  it  will  not  be  long  until 
European  markets  will  again  be  failed 
with  goods  made  in  North  America. 
Already  American-made  goods  are  ap- 
pearing in  increasing  quantities  in  those 
markets.  ,    ,  ,     ,  , 

Many  factories  and  wholesale  houses 
are  again  putting  on  additional  travel- 
ing salesmen.  Not  so  many  as  before 
the  big  slump  in  business,  but  the  fact 
that  salesmen  are  again  finding  employ- 
ment on  the  road  is  a  certain  indica- 
tion that  business  is  fast  beconung 
normal.  ,         ^-   •  ^^ 

Althottgh    not    overiy  optimistic. 


Roger  W.  Babson,  the  world's  greatest 
business  statistician,  in  his  article  in 
the  February  Sample  Case,  indicated 
that  business  conditions  would  prob- 
ably show  an  upward  trend  as  the 
country  approached  harvest,  and  when 
grain  began  to  be  marketed  a  decided 
turn  for  the  better  might  be  expected. 

Have  full  faith  in  America— put  all 
confidence  in  the  good  common  sense 
of  America.  Carry  a  message  of  cheer 
wherever  you  go.  „  „  , 

BUSINESS  RIGHT  NOW  IS 
STRONGLY  BETTER. 

Already  our  South  America  ship- 
ments are  consuming  a  big  sur- 
plus.   When    the    country  has 


Business  recovery  is 
proceeding  more  rapidly 
than  was  generally  an- 
ticipated, with  basic  com- 
modity prices  still  on  the 
uptrend.  Competent 
authorities  feel  confident 
that  there  will  be  no 
setback,  and  that  busi- 
ness will  continue  to  im- 
prove throughout  the  re- 
mainder of  the  year.^  Un- 
employment is  giving 
way  to  a  lack  of  labor. 


reached  a  balance  of  supply  and 
demand,  we  shall  return  at  once  to 
normal  conditions. 

We  are  having  a  prosperity  found- 
ed on  the  soundest  of  bases — com- 
merce adequate  for  our  production, 
capital  profitably  employed  in  both 
domestic  and  foreign  fields. 

America  can  stand  hard  times  and 
prosperity.  Good  times  are  here — not 
around  the  corner. 

HAVE  FULL  FAITH  IN  AMER- 
ICA. ,  ,  ^,  ^ 
Every  business  expert  declares  that 
American  fear  of  foreign  competition 
is  exaggerated.  There  was  a  time  when 
material  could  have  been  purchased  in 
England  and  Germany  for  a  fractional 
part  of  what  it  cost  to  produce  it  in 
this  country.  But  that  time  is  past. 
Laboring  people  in  both  those  countries 
are  refusing  to  longer  work  on  starva- 
tion wages  in  order  that  the  manufac- 
turers may  compete  with  America. 
France  never  did  fall  into  the  catagory 
of  cheap  sellers. 

A recent  review  of  retail  trade 
conditions  in  the  Garment  News, 
New  York.  Citv,  says:  It  is  a 
long  time  since  retailers  have  felt  and 
optimistic  aa  they  do  at  present,  and 


it  is  high  time  that  a  change  did  tak« 
place.  Of  course,  the  confirmed  pessi- 
mists  never  again  expected  to  see  the 
light  of  day,  but  even  some  of  the 
optimists  were  beginning  to  shake 
their  heads  dubiousfy  after  witnessing 
the  industrial  humcane  that  swept 
the  entire  country.  But  the  commer- 
cial  debris  is  fast  being  cleared  up  and 
trade  and  commerce  is  once  more  prog- 
ressing, if  not  to  the  full  satisfaction 
of  all,  at  least  encouraging  and  steadily. 

Were  the  garment  industry  the  only 
one  that  showed  signs  of  improvement 
there  might  be  some  doubt  as  to  its 
permanency,  but  a  survey  of  the  entire 
industrial  situation  shows  that  business 
throughout  the  country  is  coming 
back,  not  with  a  sudden  jump,  but 
gradually  and  regularly,  which  practi- 
cally assures  its  continuance. 

Steel,  which  is  generally  considered 
as  the  "king-pin  of  industry,"  is  now 
well  on  the  road  to  normalcy.  Mills 
are  operating  at  eighty-five  per  cent 
of  capacity,  compared  with  twenty- 
two  per  cent  j  ust  six  months  ago.  Orders 
are  increasing  in  spite  of  the  coal  strike. 
The  United  States  Steel  Corporatiou 
has  recently  advanced  prices  on  a 
number  of  products.  That  would  never 
have  been  done  unless  Judge  Gary,  the 
man  who  directs  all  its  policies,  were  not 
sure  of  his  ground. 

Those  who  place  their  faith  in  WaL 
Street  and  believe  that  the  stock  market 
anticipates  by  three  to  six  months  con- 
ditions that  are  to  prevail  throughout 
the  country,  must  indeed  be  optimistic 
judging  by  the  million-share  days  anc 
the  h^her  values  roistered  almoir 
daily  at  the  time  of  writing  this. 

The  Federal  Reserve  Board's  review 
of  conditions  throughout  the  countrj 
were  also  favorable,  and  here,  too,  thi 
fact  was  emphasized  that  the  improve 
ment  was  general  and  that  all  indioa 
tions  pointed  to  further  progress. 

The  Department  of  Labor  states  tha 
during  the  last  month  there  was  a  b?] 
decrease  in  unemployment  as  coir 
pared  with  February  and  April  an 
adds  that  a  general  feeling  of  optimisi 
warrants  the  statement  that  sumaie 
months  will  show  increased  activity 

Additional  evidences  might  be  cite 
to  show  that  industry  is  definitely  o'J 
of  the  woods  and  is  once  more  on  ti 
clear  road  to  progress.  What  is  ne.ede 
now  is  still  more  optimism  amoi 
manufacturers,  jobbers  and  retailer 
backed  up  by  action  in  the  form 
purchases. 

This  f  eehng  will  soon  spread  and  brii 
results. 

That  business  Ln  the  United  Stafa 
has  improved  and  stabilized  durii 
the  spring  months  of  1922  is  the  vie 
taken  by  the  National  Retail  Di 
Goods  Association,  which  attribut 
the  recovery  to  early, 'price  reductlM 
decreased  unemployment  and 
increase  in  salee  initiative. 


THE    SAMPLE    CASE  II 

Government  officials  recommend 

Passenger  Rate  Reductions 

Strong  Minority  of  the  Interstate  Commerce  Com- 
mission Believes  Railroads  Would  Increase  Income 


THE  Mileage  Bill,  in  which  all  com- 
mercial travelers  are  interested, 
had  not  been  reported  out  of  the 
Interstate  and  Foreign  Commerce  Com- 
mittee in  the  House  of  Representatives 
at  Wasliineton,  at  the  time  this  is 
written,  although  D.  K.  Clink,  Chair- 
man of  the  Railroad  Committee  of 
the  International  Federation  of  Travel- 
ingmen,  has  written  to  Walter  D. 
Murphy,  President  of  the  Federation, 
that  the  bill  is  to  be  reported  out  of  the 
House  Committee  early  in  June,  and 
that  it  has  every  prospect  of  passing 
the  House  without  prolonged  debate. 

In  order  to  get  first  hand  information 
at  Washington  relative  to  the  popular 
view  there  with  reference  to  a  reduc- 
tion of  railroad  passenger  rates,  The 
Sample  Case,  through  reiiresentatives, 
interviewed  many  of  the  leading  men 
in  the  nation's  business,  and  the  general 
consensus  of  opinion  is  that  passenger 
rates  should  be  reduced,  to  stimulate 
greater  railroad  travel. 

Lower  passenger  rates  should  follow 
the  sweeping  cut  in  freight  rates,  is  the 
opinion  of  a  majority  of  high  govern- 
ment officials. 

The  public  is  not  doing  much  travel- 
ing now,  because  of  the  nigh  passenger 
rates.  Industries  employing  traveling 
salesmen  are  not  putting  so  many  men 
on  the  road  as  they  would  with"  lower 
rates.  Present  rates  make  selling  ex- 
penses too  high. 

It  has  been  the  contention  of  com- 
mercial travelers  from  the  start  that 
lower  passenger  rates,  with  a  still 
greater  reduction  on  mileage  books 
for  salesmen,  will  bring  increased  in- 
come to  the  railroads,  not  only  by 
increasing  the  number  of  commercial 
travelers,  but  by .  increasing  freight 
shipments.  It  is  inevitable  that  the 
more  salesmen  on  the  road,  the  more 
freight  will  be  shipped. 

^  A  strong  minority  of  the  Interstate 
Commerce  Commission  maintains  that 
lower  passenger  fares  are  essential 
to  larger  revenues  from  the  traveling 
public.  The  same  gentlemen  have 
expressed  themselves  as  favoring  the 
mQeage  books  for  commercial  trav- 
elers at  a  reduction  proportionate  to 
the  amount  of  mileage  bought  at  one 
time. 

Expressions  from  others  on  that 
Commission  were  not  so  readily  obtain- 
able, but  it  is  now  believed  that  the 
Bill  now  before  Congress,  if  passed, 
will  find  a  friendly  reception  in  the 
Interstate  Commerce  Commission,  al- 
though, it  is  intimated,  a  powerful 
influence  will  be  brought  to  bear  on 
that  body  to  make  mileage  book  rates 
higher  than  traveling  salesmen  have 
asked. 


Written  from  Interviews  in  Washington 

By  CHARLES  H.  SMITH 
Editor  of  the  Sample  Case 

With  only   two   members   of  the 
Commission  dissenting,  the  re- 
duction in   freight  rates  went 
through.     If  the    Mileage   Bill  finds 
such  favor,  its  final  adoption  as  a  rate 
law  is  assured. 

In  issuing  its  order,  the  Commission 
expressed  the  opinion  that  "transpor- 
tation charges  nave  mounted  to  the 
point  where  they  are  impeding  the 
free  flow  of  commerce,  and  are  thus 
tending  to  defeat  the  purpose  for  which 


There  has  been  a  pro- 
nounced feehng  through- 
out the  country  that  high 
freight  rates  have  re- 
tarded the  revival  of  busi- 
ness. This  has  been  de- 
nied by  railroad  men. 
Now  that  a  reduction  has 
been  ordered,  proof  will 
be  established. 

That  a  reduction  in 
passenger  rates  will  in- 
crease both  the  freight 
and  passenger  business  of 
the  railroads  has  been 
the  contention  of  com- 
mercial travelers. 


they  were  established,  that  of  producing 
revenue  which  would  enable  the  car- 
riers to  provide  the  people  of  the 
United  States  with  adequate  trans- 
portation." 

It  is  a  case  in  which  "the  proof  of 
the  pudding  is  in  the  eating,"  and  time 
will  tell  whether  the  diagnosis  of  the 
commission  is  correct.  It  will  be  a 
matter  of  some  months,  however, 
before  the  full  effect  of  the  changed 
rates  can  be  determined.  The  railways 
may  possibly  lose  at  the  start,  and 
still  be  the  gainers  later  on,  when  the 
stimulus  of  lower  freights  has  had  time 
to  penetrate  through  the  whole  net- 


//  readers  of  this  magazine  will  form 
clubs  for  studying  and  analyzing  the 
salesmanship  articles  which  appear 
monthly  in  the  Special  Selling  Service 
features,  they  will  get  greater  benefit 
than  to  give  them  a  once  over  and  for- 
get what  they  have  read. 


work  of  the  cuiiiitry's  business.  It 
must  of  course  bo  remembered  that 
the  railroads  nnist  have  their  due  share 
in  any  prosperity  which  can  be  perma- 
nent and  general. 

Never^  in  the  history  of  railroad 
legislation,  has  a  bill  to  reduce 
cither  freight  or  passenger  rates 
been  introduced  that  it  was  not  bitterly 
fought  by  all  the  vast  power  of  the 
railroafls.  Yet,  the  history  of  such 
legislation  shows,  that  never  have  ratet 
been  forced  down  that  the  railroads  did 
not  reap  financial  returns  in  increased 
revenuen.  This  statement  is  made 
advise<lly  and  will  be  borne  out  by  any 
fair  investigation. 

Instances  without  number  could 
be  pointed  out.  The  greatest  era  of 
prosperity  the  railroads  of  the  United 
States  ever  enjoye<l  was  when  they 
were  forced  to  make  the  lowest  rates 
in  their  history.  The  price  of  passenger 
travel  was  brought  within  easy  reach 
of  everyone,  and  extra  trains  had  to 
be  requisitioned  to  take  care  of  the 
passenger  traffic. 

The  blindest  economic  policy  of  any 
institution  is  to  put  its  prices  beyond 
the  reach  of  the  public.  This  view  is 
taken  by  nearly  all  administration 
officials  at  Washineton.  Members 
of  the  Interstate  Commerce  Commis- 
sion expressed  the  belief  that  mileage 
books  would  stimulate  passenger  travel 
generally  and  raise  the  earnings  of  the 
railroads. 

The  short-sighted  policy  of  the  rail- 
roads is  inconceivably  blundering.  It 
defies  every  economic  law  of  business. 
Their  hue  and  cry  is  high  wages  to 
their  employes— "cannot  be  paid  with 
reduction  of  rates."  Absolutely  false 
economy.  With  stimulated  freight'  and 
passenger  business  the  railroads  will 
have  a  revenue  to  increase  employes' 
wages. 

The  railroads  are  making  money  out 
of  their  excursion  rates,  else  they  would 
not  continue  them.  The  roads  declare 
those  rates  are  mnde  "to  stimulate  tha 
passen-ier  business."  If  excursion 
rates  stimulate  the  passenger  busi- 
ness, why  will  not  the  same,  or  even 
lower  rates,  still  more  so  stimulate  the 
passenger  business? 

Judging  the  future  by  the  past,  and 
this  is  only  a  fair  way  of  forming  judg- 
ment, the  railroads  will  make  more 
money,  have  better  equipment,  pay 
better  wages,  and  enjoy  public  con- 
fidence if  rates  are  reduced,  passenger 
as  well  as  freight,  and  a  S(iuare  deal 
is  given  the  public  ia  open  dealings. 
The  days  of  star  chamber  lobbies  heve 
been  outlawed  by  the  great  American 
public. 
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THE    SAMPLE  CASE 


JULY 


A  sample  case  that  can't  be  closed 

The  Clan  of  the  Open  Face 

Made  From  the  Original  Model,  but  With  Many 
Modifications;  The  Nervy  and  the  Nervous 


A CLERICAL  friend— one  of  the 
human  rather  than  ecclesiastical 
kind— told  a  story  of  his  own 
experience  the  other  day.  He  was  at 
the  railroad  station  waiting  for  an 
incoming  train  which  should  bring  a 
welcome  friend.  A  stranger  strolled  up 
to  him  and  in  casual,  though  sub-nor- 
mal tones,  remarked:  "How'd  you 
like  to  trade  a  five-spot  for  a  naif- 
pint?" 

Amazed,  but  thinking  rapidly,  the 
minister  inquired:  "But,  how  can  I 
know  it's  good  stuff?  It's  mighty 
dangerous  to  buy  nowadays." 

The  stranger  shrugged  his  shoulders 
and  replied:  "WeW,  you  can  try  it 
before  you  buy  it." 

The  minister  raised  a  question  that 
really  interested  him:  "Why  do  you 
come  to  me  with  this  proposition? 
You  don't  know  me.  I  may  be  one  of 
the  secret  service  men,  for  all  you 
know." 

The  stranger  chuckled,  as  he  said: 
"No,  sir!  I've  got  you  sized  up  all 
right.  You're  a  traveling  salesman." 
The  minister  had  to  smile,  but  an- 
swered: "No,  I'm  not  a  traveling  sales- 
man. I  am  a  minister  of  the  gospel. 
And  I've  a  good  mind  to  have  you 
arrested." 

The  stranger  blinked  a  little  at  the 
unexpected  information,  then  looked 
earnestly  into  the  minister's  face,  as 
he  said:  "Well,  I  sure  did  miss  my 
guess,  that  time.  But,  say,  friend, 
ff  you're  going  to  have  me  arrested, 
why,  have  me  arrested;  but,  for  God's 
sake,  don't  preach  to  me." 

The  minister,  being  of  the  human 
kind,  did  neither. 

In  these  days  there  is  nothing  de- 
rogatory to  a  minister  in  being 
taken  for  a  commercial  traveler. 
In  the  old  days  when  the  "drummer" 
was  usually  preserved  in  alcohol  and 
the  clergy  in  theology— but,  what's 
the  use  of  comparison?  In  those  days 
nobody  could  have  made  such  a  mis- 
take. But.  now.  the  two  lines  are  much 
more  similar.  The  minister  has  lost 
his  voice  of  infallible  authority  and 
the  salesman  has  abandoned  his  wheed- 
ling whine.  In  fact,  both  are  salesmen. 
Both  must  face  customers  who  pur- 
chase (or  accept)  goods  on  merit  and 
quality  only.  Both  are  also  preachers 
of  a  broad,  human  gospel  of  square 
deal,  fair  play,  and  love  of  man  to  man 
and  God  to  all. 

True,  the  bootlegger,  in  this  par- 
ticular instance,  made  an  error  in 
classification,  that  might  have  proved 
costly  to  him.  But  that  was  because 
be  was  a  bootlegger.  What  he  really 
saw  was  the  open  case  of  a  human 
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soul,  and  so  he  took  a  chance.  He  did 
not  know  the  man  to  whom  he  spoke. 
But  he  recognized  a  man— a  real  man 
— in  whom  dwelt  some  regard  for  his 
follow  man. 

The  face  and  bearing  of  a  human 
being  is  a  sample-case  that  can't  be 
closed,  unless  one  dons  the  uniform  of 
the  Ku  Klux  Klan,  or  midnight  hides 
all  countenances  from  view. 

The  clan  of  the  open  face  includes 
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the  folks  of  the  human  race.  They 
draw  or  repel  according  to  the  "treasure 
of  the  heart."  Good,  bad,  or  indiffer- 
ent— firsts,  seconds,  or  thirds— they 
are  as  units.  They  carry  the  sample 
of  the  human  soul  in  a  case  that  no 
man  can  ever  close.  This  sample  is 
ever  on  display.  He  sees,  who  comes  in 
contact— not  necessarily  that  of  any 
real  transaction — even  in  the  passing 
on  the  streets. 

Character— or  the  need  of  it— 
speaks  in  eye,  in  face,  in  carnage,  as 
fashioned  by  the  master-sculptor,  whose 
chisel  is  experience,  and  hammer,  time. 

The   Nervy   and   the  Nervoua. 

In  the  fifteen  years  I  spent  in  the 
business  world,  where  I  won  my 
membership  in  the  U.  C.  T.  and 
where  alone  I  obtained  my  theological 
training,  I  knew  the  trail  that  runs 
from  nervousness  to  nerve.  Being 
by  temperament  somewhat  a  student 


of  myself,  I  came  to  realize  that  what 
I  actually  was,  and  what  I  really  felt, 
were  open  to  my  prospect  in  spite  of 
all  that  I  could  do.  When,  at  first, 
there  was  an  involuntary  tremor  in 
my  knees  I  have  blushed  to  see  his 
glance  at  my  unsteady  hand.  It  was 
an  extra  sample  which  I  displayed 
without  intent.  Nor  was  my  own 
experience  unique,  for  I  have  seen  the 
sign  of  "first  week  out"  many,  many 
times  in  other  men.  No  man  can  help 
seeing  it  unless,  perchance,  he  were 
enioying(?)  the  same  experience. 

Years  ago  when  my  trail  was  longer 
and  had  led  into  the  circulation  office 
of  a  big  publishing  company,  we  had 
among  our  canvassers  a  man,  short 
of  stature,  and  shorter  of  education, 
shaggy  and  somewhat  unkempt  of 
look,  of  whom  this  tale  was  told. 

He  hung  around  the  office  of  a  big 
insurance  company  for  about  a  week, 
until  one  day  he  saw  the  chance — in  the 
temporary  occupation  of  the  office-boy 
elsewhere — to  slip  unannounced  into 
the  president's  private  office,  where 
that  official  sat  writing  at  a  desk. 
Without  a  word  he  took  his  place  at 
the  end  of  the  roll-top  desk,  throwing 
his  arm  carelessly  on  its  edge.  After 
awhile  the  chief  executive,  feeling 
the  presence  of  some  one,  looked  up, 
and  exclaimed:  "Well,  what  do  you 
want?"  There  came  the  laconic  reply: 
"A  dollar  and  a  half."  In  surprise, 
the  president  asked:  "\VTiy,  do  X 
ow^e  you  a  dollar  and  a  half?"  To  this 
the  agent  repUed:  "No.  But  you  will 
as  soon  as  you  sign  this  subscription 
blank,"  placing  one  before  the  aston- 
ished official. 

And  it  went — perhaps  the  novelty 
of  approach  carried  it  across;  perhaps 
the  innate  wholesomeness  of  the  un- 
tutored canvasser  leaped  the  customary 
hurdle.  Anyhow,  it  went.  Not  only 
did  that  big  insurance  official  sign 
the  subscription  blank  and  pay  the 
dollar  and  a  half,  but  he  gave  that 
man  the  entree  to  his  entire  office. 
He  took  about  forty  subscriptions, 
and  for  years  carried  them  all  on  re- 
newals. 

When  the  manager  of  our  office 
heard  of  it,  he  metaphorically  doffed 
his  hat,  and  I,  his  assistant,  saluted 
with  a  bow  so  deep  that  the  place 
where  my  hair  was  growing  thm  at 
the  back  of  my  head  was  visible  to 
the  assembled  force.  Then  the  man- 
ager told  a  story  of  which,  he  said, 
this  incident  reminded  him.  It  was  of 
a  man  both  sick  and  needy  who  came 
to  a  doctor's  office. 

When  he  gained  his  turn  in  the 
private  office  he  said:  "Doctor,  I'm 
(Continued  on  page  43.) 
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YOU  DON'T? 


IT  IS  hoped  that  so  far  in  this  series 
we  have  impressed  upon  the 
reader — 

First,  the  necessity  for  study  and  ap- 
plication in  order  to  qualify  on  a  basis 
of  salesmanship. 

Second,  that  the  undivided,  interested 
attention  of  the  prospect  must  be  se- 
cured as  a  storter. 

Third,  that  we  must  plan  and  classi- 
fy a  certain  portion  of  our  sales  talk 
under  the  heading  of  educational  in 
order  that  we  may  be  certain  to  pass 
on  to  the  prospect  those  important 
things  iu  connection  with  our  company 
which  he  should  know  in  order  to  nave 
confidence  in  us  and  the  product  offered. 

Fourth,  that  the  desire  to  buy  must 
be  aroused  on  a  basis  of  the  truth 
about  what  we  have  to  sell  and  what 
it  means  to  the  prospect  and  his  busi- 
ness. 

In  this  particular  article  we  will  en- 
deavor to  handle  the  one  division  in  all- 
selling  which  is  most  likely  to  be  full 
of  cola  feet  and  nervous  chills. 

Getting  the  Signed  Order. 

It  always  seems  most  difficult  to  ap- 
proach the  closing,  or  the  securing  of 
the  prospect's  name  on  the  dotted  une, 
mainly  because  of  the  fact  that  we 
salesmen  are  all  more  or  less  afraid 
that  the  other  fellow  is  going  to  say 
"No"  and  we  wonder  if  we  have  said 
enough  or  brought  out  strongly  enough 
the  important  points  of  our  solicitation 
so  that  he  may  be  ready  to  say  "Yes." 
This  feeling,  whether  we  are  conscious 
of  it  or  not,  is  present  in  almost  every 
solicitation,  and  as  a  consequence,  so 
many  of  us  talk  ourselves  out  of  an 
order  by  saying  too  much. 

While  the  various  sub-divisions  of 
felling  have  been  handled  in  the  na- 
tural sequence  in  which  they  might  ap- 
pear, starting  with  Approach,  and  pro- 
ceeding with  Interested  Attention, 
Education,  Desire  to  Buy  and  this 
one  on  Closing,  please  bear  in  mind  that 
the  Closing  chapter  may  be  brought 
into  play  at  most  any  point  in  your  so- 
hcitation  if  you  will  practice,  through 
observation,  the  art  of  watching  the 
prospect  and  recognizing  the  very  first 
opportunity  that  presents  itself  to  close. 

As  an  illustration,  suppose  that  any 
one  of  us  will  visualize  ourselves  as  a 
buyer  being  solicited  by  countless 
salesmen.  Each  one  of  these  sales- 
men is  armed  with  about  a  mile  and  a 
half  or  two  miles  of  talk  which  they 
have  repeated  over  and  over  again.  It 
is  an  old  story  to  them.  They  have 
had  months  or  years  in  which  to  di- 
gest this  story,  but  they  step  in  to  you, 


Mr.  Salesman,  who,  we  are  imagining 
for  the  sake  of^  argument  to  be  a  buyer, 
and  expect  you  to  digest  this  entire 
story  from  A  to  izzanl  in  less  than  a 
half  hour  and  still  be  in  a  position  to 
judge  as  to  its  merits.  You  will  recog- 
nize that  this  is  an  impossibility  and 
will  have  a  tendency  to  confuse  the 
buyer  and  put  him  in  such  a  mental  at- 
titude that  he  is  most  likely  to  say 
"No"  out  of  self-preservation  because 
of  the  jumble  of  talk  aimed  at  him,  leav- 
ing him  in  no  position  to  judge  intelli- 
gently as  to  the  merits  of  the  proposi- 
tion submitted. 


jVows  the  Time 
to  step  on  the  Gas 


Possible    to    Overcome  Fear. 

On  the  other  hand,  if  through  your 
solicitation,  superfluous,  unnecessary 
statements  have  been  entirely  elimi- 
nated and  you  are  watching  closely  his 
actions  and  expressions,  I  am  of  the 
opinion  that  you  will  find  at  least  a 
dozen  opportunities  when  you  might 
have  secured  his  name  on  the  dotted 
line,  or  an  intelligent  judgment  on  j'our 
offering  in  a  much  shorter  space  of 
time  than  is  usually  consumed,  and  with 
much  more  satisfj-ing  results. 

I  have  had  the  pleasure  of  seeing 
many  men  overcome,  to  a  large  extent, 
this  fear  that  the  other  fellow  will  say 
"No,"  which  keeps  them  chasing 
around  in  circles,  by  first  inducing  them 
to  always  prepare  themselves  before 
an  interview  so  that  they  may  enter 
the  prospect's  place  of  business  in  a 
POSITIVE  frame  of  mind  rather  than 
a  negative  one,  filled  with  confidence 
that  should  it  be  to  the  best  advantage 
of  all  concerned  and  should  this  pros- 
pect be  the  man  you  want  to  handle 
your  products,  there  will  be  but  one 
answer,  and  that  answer  will  be  "Yes." 
If  a  negative  answer  is  secured,  this 
should  not  discourage  us  at  all,  but  only 
make  us  stronger  to  find  the  right 
buyer,  because  this  man  evidently  was 


not  l)ig  enough  to  handle  it  succes.sfully 
or  he  would  have  recognized  its  value. 

On  the  other  liiind,  it  will  be  found 
of  material  help  in  overcoming  this 
fear  of  a  negative  answer,  should  we 
recognize  the  fact  that  if  he  is  going  to 
say  "No,"  the  best  thing  we  can  do  is 
to  find  it  out  as  quickly  as  possiljle  and 
hustle  out  after  the  fellow  who  will 
say  "Yes."  On  this  basis,  why  should 
we  waste  so  much  time  and  so  many 
useless  words  getting  up  to  the  point 
where  we  can  ask  for  an  order? 

Incidentally,  I  personally  would 
never  ask  for  an  order,  but  take  it  for 
granted  that  the  prospect  is  going  to 
give  me  one  and  either  say,  "When  and 
where  shall  we  ship  and  in  what  quan- 
tities?" or  during  the  course  of  our 
conversation  fill  out  an  order  which  I 
think  will  meet  with  his  requirements 
and  present  it  to  him  for  signature. 
Order  blanks  are  very  cheap  and  can 
be  destroyed  if  not  used,  or  in  many 
cases  if  the  signature  is  not  secured 
just  at  that  time,  the  order  can  be  left 
with  the  prospect,  as  it  may  be  possi- 
ble that  he  will  think  better  of  it  after 
you  have  left  and  sign  and  mail  it  in  to 
the  house. 

Talk  Is  Cheap. 

Let  us  always  remember,  and  par- 
ticularly in  this  division  of  our  solicita- 
tion, that  talk  is  about  the  cheapest  and 
most  ineffective  product  of  the  human 
race,  whereas  facts  and  worth-while  in- 
fprmation,  coupled  with  an  illustra- 
tion as  to  how  to  use  these  facts,  are 
worth  their  weight  in  gold  to  every- 
body, and  particularly  to  salesmen.  As 
a  suggestion  for  material  to  be  used 
in  the  closing  chapter  pick  out  five  or 
ten  points  which  have  been  previously 
mentioned  in  the  course  of  your  soli- 
citation, being  what  you  consider  the 
high  spots  regarding  your  company 
and  its  line,  as  well  as  what  it  means  to 
the  prospect.  Either  wTite  them  down 
on  a  pad,  or  list  them  off  one  at  a 
time  using  your  fingers  for  the  pur- 
pose of  enumeration.  The  emphasiz- 
ing of  these  points  will  sum  up  on 
what  has  gone  before  and  lead  you 
right  up  to  the  point  where  yon  should 
walk  out  with  the  desired  signature. 

In  connection  with  this  word  "No," 
of  which  we  seem  to  be  so  much  afraid, 
did  it  ever  occur  to  those  of  you  who 
have  been  selling  over  a  period  of  time 
that  some  of  your  best  sales  have  been 
made  to  those  buyers  who  said  "No" 
most  emphatically  right  up  to  the  time 
of  signing  the  order?  The  first  two  or 
three  negative  expressions  such  as 
(Continued  on  page  49.) 
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Prelude. 

THE  salesman  often  cannot  under- 
stand why  certain  customers  can 
get  more  credit  proportionate  to 
financial  responsil)ility,  character,  etc., 
than  others  can.  Of  course,  no  two 
customers  are  exactly  alike,  but,  as  a 
general  rule,  the  fellow  who  answers  his 
correspondence,  and  who,  if  he  cannot 
meet  a  bill  when  due,  or  shortly  there- 
after, tells  when  he  can  pay  it,  and  then 
sends  at  least  part  of  it  at  the  agreed 
time,  and  tries  to  make  arrangements 
about  the  balance,  has  the  preference 
over  the  fellow  who  ignores  the  credit 
man's  letters,  makes  only  a  general 
indefinite  promise  without  reasons,  and 
does  not  take  his  credit  man  and  sales- 
man into  his  confidence.  It  is  perfectly 
natural  also  to  favor  the  customer  con- 
cerning whom  the  credit  man  has  the 
most  favorable  information,  and  to 
closely  watch  the  customer  concerning 
whom  it  is  hard  to  get  information,  or 
regarding  whom  the  information  is 
hazy  or  of  doubtful  form,  or  who  from 
past  experience,  has  been  found  wanting 
in  some  or  all  of  the  many  requisites  of 
a  good  credit  risk.  We  will  agree  that 
sometimes  the  credit  man  has  mism- 
formation  on  which  he  is  basing  his 
action  and  decision.  It  is  the  privilege 
— in  fact,  it  is  the  duty — of  the  sales- 
man to  know  on  what  grounds  a  certain 
order  is  turned  down,  and  on  what  basis 
credit  is  extended  on  another  seemingly 
parallel  case.  If  your  credit  man  does 
not  tell  you— inquire.  Undoubtedly 
you  know  certain  favorable  facts  of 
which  the  credit  man  is  not  aware.  At 
the  same  time,  don't  make  the  prospect 
look  so  rosy  that  you  overlook  the  un- 
favorable facts. 

Part  1.    From  the  Credit  Man's 
Point  of  View. 

If  I  were  a  salesman  I  would  want 
my  title  changed.  I  would  want  to  be 
more  than  a  salesman.  I  believe  I 
would  prefer  to  be  called  something  like 
this:  "Business  Manager  of  Territory 
No.  10,"  or  "Special  Sales  and  Service 
Manager,"  or  "Assistant  General  Man- 
ager"— anything  that  would  keep  me  in 
mind  of  the  fact  that  this  particular 
territory  assigned  to  me,  is  my  business 
under  the  supervision  and  direction  of 
a  fairly  successful  general  manager, 
sales  manager,  and  credit  manager,  to 
whose  experience  and  qualifications,  I 
defer  until  such  time  as  I  shall  become 
credit  manager,  sales  manager,  general 
manager,  or  sole  owner.  I  believe  I 
would  try  to  acquire  this  mental  atti- 
tude: I  will  conscientiously  carry  out 
their  policies.  If  they  are  right,  then 
I  am  benefited  in  my  business,  (which 
is  Territory  No.  10).  H  their  policies 
are  wrong,  they  will  soon  find  out  them- 


selves, and  I  will  help  them  in  finding 
out,  by  getting  all  data  obtainable.  If 
I  were  "Business  Manager"  of  Territory 
No.  10,  I  would  keep  my  business  in 
good  shape.  I  would,  of  course,  learn 
all  I  could  about  my  goods  and  the 
weak  points  of  my  competitor's  goods. 
I  would  learn  all  I  could  about  business 
in  general,  because  I  am  now  supposed 
to  be  a  real  business  man. 

I  would  try  to  make  real  business  men 
of  my  customers.  I  would  realize  that 
if  they  are  to  be  fully  successful,  they 
must  have  strong  character,  good 
business  ability  and  judgment,  and 
sufficient  capital.  I  would  realize  that 
proper  bookkeeping  and  cost-keeping 
methods  are  necessary  now,  more  than 
ever  before,  to  success  in  bu.siness.  I 
would  keep  tab  on  my  business  (Terri- 
tory No.  10),  and  on  all  my  present  and 
prospective  customers,  and  try  to  edu- 
cate them  to  keep  proper  books,  such 
as,  "T.  E.  B.  System,"  or  "Standard 
Accounting  System,"  or  something 
equally  as  good. 

If  I  were  "Business  Manager"  of 
Territory  No.  10,  I  would  realize  per- 
fectly that  every  past  due  account 
means  a  loss  of  business  to  me,  because 
my  customer  won't  buy  from  me,  and 
doesn't  even  want  to  meet  me  on  the 
street,  if  he  is  not  in  position  to  pay. 
So  if  said  customer  gets  peeved  about 
a  statement,  I  would  address  a  com:- 
teous  letter,  or  a  polite  request  to  send 
in  the  money  as  he  agreed  to,  along 
these  lines:  "Well,  Old  Chap,  let's  see 
that  letter.  Now  what's  wrong  with 
it?"  Then  I'd  read  it  our  loud,  putting 
the  accent  on  the  "regret  very  much's," 
the  "than'v  you's,"  the  "pleases,"  the 
"kindly's,"  and  all  the  nice  sounding 
words.  Then  I'd  say  something  in 
this  fashion:  "Now,  Jack,  what's 
wrong  with  that?  Looks  to  me  like  a 
perfectly  straight-forward  story!  You 
see  you  owe  this  money  to  me,  and  I 
haven't  been  able  to  see  you  for  six 
weeks.  You  know  the  last  time  I  was 
here,  you  were  out;  oh,  yes,  you  were 
over  at  New  Bremen.  (Remember?) 
So  our  treasurer  (who  is  my  assistant 
on  collections)  sent  out  this  little  notice. 
You  know  the  account  is  now  thirty 
days  past  due.  Did  you  send  in  the 
money?  No?  Well,  just  give  me  a 
check  and  forget  it.  Now  about  those 
bath  tubs,  etc."— and  I'd  try  my 
damdest  and  very  probably  get  the 
order. 

Of  course,  some  salesmen  would  say, 
without  ever  asking  to  see  the  letter: 
"Now  what  d'ye  know  about  that? 
That  blankety,  planked  credit  man! 
Leave  it  to  me;  I'U  tell  him  what  I 
think  of  him,  and  believe  me  he  won't 
bother  you  again."  But  the  business 
manager  backs  up  the  credit  man.  be- 


cause he  realizes  that  if  he  doesn't,  the 
game  is  queered  for  both  the  credit  man 
and  himself. 

I  would  pass  on  all  unfavorable  facts 
concerning  my  customers  to  the  credit 
manager.  I  would  not  knowingly  allow 
him  to  send  out  real  money  in  tne  shape 
of  goods  to  those  not  worthy,  because  I 
am  the  one  who  loses  if  a  customer  goes 
bad,  and  the  account  can't  be  collected. 
I  would  try  to  make  it  unnecessary  for 
the  credit  man  to  use  any  "third  degree" 
methods  in  my  territory,  by  seeing  to  it 
that  my  customers  paid  when  due  or 
shortly  thereafter.  I  would,  however, 
expect  him  to  use  his  utmost  endeavors 
to  get  my  money  standing  out  with  my 
customers  if  I  failed  to  get  it  fairly 
promptly. 

Of  course  I  would  want  to  know  an 
order  would  be  paid  and  would  expect 
my  customer  to  pay  me  as  he  agreed. 
If  he  could  not,  or  would  not  agree  to 
pay  according  to  my  terms,  I  would 
help  cripple  my  competitors  by  let- 
ting them  have  it.  If  one  of  my  custo- 
mers was  slow  pay,  I'd  try  to  help  him 
get  into  the  "discounter's  class."  If 
he  was  thoroughly  good  and  got  tem- 
porarily embarrassed,  I'd  do  all  that 
was  possible  and  wise  to  do,  to  help  him. 

If  I  were  Business  Manager  of  Terri- 
tory No.  10,  I'd  have  an  understanding 
with  the  sales  department  and  the 
credit  department  about  setting  up  in  - 
business  as  a  competitor  to  my  custom- 
ers, some  "bone-head,"  who,  though  he 
might  have  a  few  hundred  or  a  few 
thousand  dollars,  would  soon  lose  it 
and  in  addition  shoot  prices  all  to  pieces 
and  raise  Cain  generally  in  some  part 
of  my  territory.  I  would  investigate 
this  "bird"  as  soon  as  I  could  get  my 
"dope"  on  him,  and  report  it  to  the 
credit  manager,  who  would  shut  off  his 
credit.  I  am  sure  he  would,  when  he 
knew  that  said  "bird"  doesn't  know 
what  "over-head"  means — has  to  have 
an  automobile  before  he  can  afford  a 
ledger — thinks  that  •profit  means  doing 
all  of  the  business  in  town  at  a  loss — 
keeps  his  oflSce  in  his  hat  and  his  brains 
in  his  feet — and  has  the  big  idea  that 
because  he  is  in  business  he's  a  business 
man  and  is,  therefore,  entitled  to  credit. 
I'd  cultivate  the  acquaintance  of  one 
good  banker  in  each  town  who  knew 
everybody  in  the  town  and  then  I'd 
be  able  to  get  some  real  facts  and  honest 
opinions  that  would  make  the  credit 
department  sit  up  and  take  notice. 

Part  2.    From  the  Treasurer's  Point 
of  View. 

If  I  were  a  Salesman  I'd  save  my 
shekels  till  I  became  a  stockholder  in 
the  company  I  represented.    Then  I 

(Continued  on  page  64.) 
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Herbert  Hoover,  after  investigating, 

Rejects  Soviet's  Claim 

Russia's  Troubles  All  Come  from  Within; 
Present  Impoverishment  is  Progressive 

The  Sample  Case  Interview  with 

HERBERT  HOOVER 

Secretary  of  Commerre 


THE  situation  in  Russia  is,  indeed, 
one  with  which  every  sympa- 
thetic person  must  feel  great 
concern.  A  great  nation  is  suffering 
agonies  that  tne  world  has  not  known 
since  the  Dark  Ages. 

The  overthrow  of  the  old  regime,  with 
its  centiu-ics  of  misgovernment,  met  a 
great  response  in  sj^mpathy  from  our 
people.  But  the  swing  of  the  pendulum 
under  the  impulse  of  the  old  store  of 
suffering  did  not  stop  half 
way.  It  swung  to  a  frenzy  of 
destruction  that  has  brought 
the  economic  system  to  ruin. 

Even  outside  the  drouth- 
jtricken  area,  the  Russian  people 
ire  slowly  dying.  They  are 
'^eing  destroyed  from  inside  of 
tiussia,  not  outside. 

Russians  are  dying  from 
the  destruction  of  product- 
ivity. The  people  are  sick 
th  war  and  terror.  Their 
hope  of  relief  is  in  evolution, 
.-lot  revolution. 

Today,  the  social  pendulum 
s  swinging  back.  Communism 
las  been  abandoned  for  a  cross- 
breed of  individualism,  and 
milder,  but  equally  unworkable, 
"orms  of  Socialism. 

Nor  must  Communism  or 
Socialism  be  confused  with  the 
Russian  people,  for  today  the 
idherents  of  )  those  beliefs  in 
Prussia  have  diminished  to  a 
eery  small  majority.  But, 
a-bether  the  number  of  adher- 
nt*  is  large  or  great,  Russia 
must  work  out  her  own  political 
ind  economic  system. 

Our  relations  to  this  prob- 
;m  must  be  predicated  upon 
ne  basis  only,  and  that  is. 
What  will  bring  assistance  to 
he  Russian  people  in  this  time 
)f  their  greatest  need?  We 
ould  base  help  upon  sentiment, 
^hich  is  charity.  At  best  it 
but  a  temporary  expedient, 
tt'e  are  providing  charity  in 
Russ'a  today  in  a  measure  ten 
imes  greater  than  all  the  rest 
jf  the  world,  and  we  are  saving 
the  lives  of  ten  millions  of  her 
people. 


Througli  the  oourtcay  of  Don  Livliig- 
Bton,  of  the  Purchasing  Commimion  (or 
Russian  Relief,  New  York,  The  Sample 
Case  obtained  this  interview  with  Mr. 
Hoover.  It  embodies  an  address  delivere<i 
liy  him  in  .Vew  York  City  a  short  time  ago. 


Underwood  &  Underwood  Studios,  N. 
HERBERT  HOOVER 
Secretary  of  Commerce  and  Secretary  of  the  Purchasing 
million  for  Ruiiian  Relief. 


"T^he  solution  cannot  be  found  in 
I  charity,  for  unless  productivity  is 
restored  charity  will  be  over- 
whelmed. Real  and  lasting  help  must 
36  based  upon  cold  economics,  or  it 
trill  bring  no  real  reconstruction  or 
relief  to  Russia. 

.  I  will  not  discuss  the  responsibilities 
or  this  great  catastrophe,  except  in  one 


minor  particular.  Some  officials  in 
Russia  and  their  followers  in  the  United 
States  seek  to  place  the  responsibility 
for  this  situation  upon  America.  The 
point  where  we  are  supposed  to  have 
incurred  this  responsibility  was  in  con- 
tinuation of  the  blockade  after  the  war 
was  won. 

This  blockade,  imposed  as  a  war 
measure  against  the  co-operation  of 


Russia  with  Germany,  was  continued 
for  a  year  after  peace.  I,  myself,  was 
one  of  those  who  strongly  advocated 
that  this  would  not  be  done,  because  I 
felt  that  whatever  goods  could  filter  to 
Russia  would  relieve  just  that  much 
individual  misery  and  that  it  would  be 
well  for  the  world  to  lift  the  curtain  of 
this  experiment  in  economics. 

We  know  now,  however,  that  it 
would  not  have  made  one  jot  of  eco- 
nomic difference  in  the  real  sit- 
uation of  the  Russian  people 
had  the  blockade  never  been 
imposed.  iThe  economic 
troubles  of  Russia  were  from 
within,  and  not  from  without. 
For  Russian  production  was 
being  destroyed  in  this  social 
experiment,  and  she  had  no 
commodities  for  exchange,  even 
if  exchange  had  been  permitted. 
No  Progress  Since  Ban 

Ended. 
This  is  indeed  now  demon- 
strated to  have  been  trulv  the 
case,  because  the  blockade  was 
removed  two  years  ago.  Dur- 
ing the  last  two  years  there 
has  been  no  ban  on  any  mer- 
chant sending  in  his  goods,  or 
any  investor  lending  his  savings 
for  the  development  of  industry 
if  he  felt  so  inclined.  No  prac- 
tical advantage  has  been  taken 
of  this  situation,  and  ithe  pro- 
ductivity and  industrial  ma- 
chinery of  Russia  have  contin- 
ued to  degenerate  steadily  un- 
til this  day. 

The  proof  that  access  to 
Russia  alone  was  not  the  sol- 
ution is  evident,  for  if  we  sub- 
tract the  goods  that  have  been 
moved  into  Russia  by  the  char- 
ity of  America  and  the  two  or 
three  hundred  million  dollars 
of  goods  imported  with  the  old 
gold  reserve,  the  supplies  mov- 
ing in  the  course  of  normal 
trade  have  been  pitiable,  and 
the  people  were  starving  even 
before  the  drou^t.  The  export 
Com-  °f  goods  from  Russia  for  1921 
was  less  than  $10,000,000,  as 
compared  with  $700,000,000 
before  the  war. 

Some  Russian  officials  have  held  out 
promises  of  great  advantage  to  us, 
if  we  would  re-establish  ambassa- 
dors and  would  come  to  her  economic 
assistance.  It  is  a  constantly  reiterated 
statement  that  here  is  a  vast  field  for 
the  sale  of  American  goods,  for  the 
(Continued  on  page  460 
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JULY 


Old-time  seaman  tells  ot 


The  Mysterious  Voice  Aloft 

A  Gripping  Story  of  the  Sea  that  is  Absolutely 
True;  Life  Aboard  a  Sailing  Vessel  58  Years  Ago 


Exclusive  to  the  Sample  Case 
By  EDWIN  G.  BROWN, 
Salt  Lake  City,  Utah 


AVAST,  there,  ye  lubbers! 
The  crew  of  the  clipper  bark 
"Navigator"  gazed  aloil,  whence 
the  voice  sounded.  Superstitious  horror 
was  on  every  face.  Sailors  are  all 
superstitious;  it  is  in  the  nature  of  their 
calling  This  was  not  the  lirst  time  that 
ghostly  voice  had  spoken.  Sometimes 
it  has  been  in  tones  of  distress;  at 
others,  a  cry  of  derision;  again,  uttering 
words  of  command. 

This  voyage  was  made  when  the  Civil 
War  was  at  its  height.  For  four  years 
and  nine  months  i  later  sailed  nearly 
all  over  the  world  in  the  "Navigator, 
but  this  was  my  first  trip,  and  that 
uncanny  voice  caused  even  my  un- 
superstitious  nature  to  quail. 

The  "Navigator"  was  commanded 
by  George  Cathness,  and  a  better  officer 
no  youth  ever  sailed  under.  James  b. 
Nichols  was  first  officer;  Alexander 
Baines,  second  officer.  Strange  as  it 
may  appear,  never  did  I  hear  one  of 
them  utter  an  oath. 

During  the  entire  time  I  was  con- 
nected with  the  vessel  we  had  a  cook 
and  steward  named  Tom  Halley— a 
fine  jolly  fellow,  about  thirty-six 
years  old.  He  was  my  apprentice 
mate.  Tom  had  been  a  singer  and  a 
dancer  in  a  London  music  hall,  and  was 
a  good  entertainer;  especially  so  when 
"three  sheets  in  the  wind'  —and  he 
"spliced  the  main  brace"  at  every 
opportunity.  George  Puller  another 
apprentice,  was  my  particular  chuna, 
and  t  iie  three  of  us  pulled  many  a  big 
fight  with  the  men  before  the  mast, 
to  show  them  that  we  could  not  be 
imposed  on. 

All  had  remained  quiet  aloft  after 
the  words  quoted,  until  we  were  run- 
ning through  the  North  East  Trades, 
with  every  studding  sail  set.  I  was  on 
duty  during  the  first  watch.  At  near 
two  bells,  a  cry  of  terror  rang  owt,  about 
three  points  to  the  starboard  bow.  1 
ran  aft  and  reported  it  to  Baines. 

Again,  and  again,  rang  out  the  wierd 
cry'  Baines  gave  the  order  to  let  go 
all  fore  starboard  braces  and  brace  up. 
By  so  doing  we  quickly  reached  the 
spot  where  the  crj-  was  heard.  Nothing 
there.   All  silent. 

Later  we  lost  the  North  East  Trades, 
and  got  into  the  doldrums.  These 
consist  of  calms,  squalls,  and  variable 
light  winds.  The  "voice"  had  not  been 
heard  for  some  time.  All  were  hoping 
the  ghostly  visitor  had  left  us  when 
we  got  out  of  the  North  East  Trades. 

In  a  few  days  we  were  on  the  Equator. 
Being  the  first  trip  across  for  seven 
of  us,  we  were  put  through  the 
customary  introduction  to  Nepcune. 
He  was  clad  in  typical  regalia,  with  a 


Edwin  G.  Brown  U  a  charter  member 
of  Salt  Lake  City  U.  C.  T.  Council.  In 
youth  be  Bailed  the  seae.  Later  he  became 
a  "drummer,"  as  all  good  traveling  sales- 
men were  called  at  that  time.  He  "cov- 
ered" his  territory  in  the  far  west  at  a 
time  when  selling  goods  on  the  road  meant 
a  life  of  adventure. 


long  beard  made  of  manila  rope.  He 
asked  each  of  us  our  name,  and  the 
moment  we  opened  a  mouth  to  reply 
he  jammed  a  big  piece  of  galley  grease 
into  it.  Then  we  were  lathered  with 
tar,  and  shaved  with  a  piece  of  rusty 
hoop  iron.  Fun  was  at  its  height. 
Suddenly — 

"The  wrath  of  the  aea  upon  youl" 
The  ghostly  voice  rang  out  clearly. 
Scared  out  of  their  wits,  Neptune  and 
his  assistants  jumped  to  the  end  of  the 
flying  jibboom.  We  boys,  smarting 
under  our  introduction  to  the  god  of 
the  sea,  thought  this  a  part  of  the 
initiation. 

Not  another  sound  came  from  aloft. 
Anxious  eyes  were  turned  upward, 
but  not  a  soul  was  there.  The  mystery 
of  the  "Navigator"  was  profoundly 
deep.  Sailors  spoke  in  whispers  when 
referring  to  it.  Many  were  the  ominous 
shakes  of  heads,  as  furtive  glances 
were  thrown  into  the  rigging. 

Finally,  we  got  the  South  East 
Trades,  and  headed  for  the  Cape 
of  Good  Hope.  On  one  occasion 
I  was  on  lookout,  about  three  bells  in 
the  first  watch.  We  had  just  taken  in 
the  top  gallant  sails,  flying  jib,  gaff-top 
sail  and  stay  sails,  as  the  wind  was 
hauling  South  and  beginning  to  blow 
very  cold  from  the  Antartic  icebergs. 

Baines  had  just  called,  "Look  out 
for  lights  ahead."  Old  Jim  Gunn, 
an  A.  B.,  was  sitting  close  by  on  the 
paulbit,  smoking  his  pipe  and  comment- 
ing to  me  on  the  mysterious  voice  that 
had  not  been  heard  for  some  time. 
"It's  a  warning;  that's  what  it  is," 
he  was  saying — when  my  eyes  dis- 
covered something  about  a  mile  ahead, 
with  two  white  lights  burning.  Jim's 
talk  had  made  me  nervous,  and  I 
anxiously  called  his  attention  to  the 
lights. 

"She's  a  derelict,  Ned;  she's  a  de- 
relict," he  shouted,  springing  to  his 
feet.  "For  God's  sake,  run  aft  and  tell 
Baines." 

I  jumped  to  Baines  and  reported. 

"Port  the  helm,  and  we'll  clear  it," 
rang  out  his  instant  command. 

Down  went  the  helm,  forward  went 
the  yards — just  in  time  to  clear  two 


small  boats,  containing  twenty-nine 
men,  a  captain's  wife  and  two  children. 

"Call  all  hands — mainyards  to  the 
mast — down  jib — haul  in  head  of 
spanker — stand  by — get  those  people 
aboard,"  the  commands  rang  out  in 
quick  succession. 

A  lantern  was  hung  midship,  and  by 
good  seamanship  they  got  alongside. 
Every  one  of  tnem  was  too  weak  to 
climb  aboard  and  we  had  to  help  them, 
one  by  one.  Their  ship,  "Verbena," 
had  burned  seven  days  before.  Our 
timely  arrival  alone  saved  them  from 
perishing. 

"That  voice  aloft  means  something 
to  some  of  us  of  the  'Nav^ator,'  ' 
prophetically  croaked  Jim  Gunn. 
"These  'Verbena'  folks  got  theirs." 

Alas,  poor  Jim  spoke  wiser  than  he 
knew! 

Two  days  later  he  did  not  appear 
at  dinner.  Search  of  the  ship  failed 
to  discover  him.  His  fate  will  never 
be  known.  Just  another  of  the  trage- 
dies of  the  sea.  We  were  making  six- 
teen and  a  half  knots,  running  before 
a  gale,  wind  two  points  on  starboard 
quarter,  and  it  was  easy  for  a  man  to 
fall  overboard  and  never  again  be  seen. 

A  few  days  later  we  landed  at  Cape 
Town,  going  thence  to  Algoa  Bay. 
Nothing  had  been  heard  from  the 
mysterious  "voice"  for  so  long  that 
the  crew  had  ceased  to  refer  to  it. 

We  lived  well  on  the  "Navigator." 
One  bright  Sunday  George  Puller  and 
I  were  told  off  to  assist  Tom  Halley 
in  the  cooking.  The  dinner  consisted 
of  j'oung  roast  pork,  chicken,  vegetables 
plum  duff,  with  plenty  of  porter  and 
ale.  While  we  were  eating  and  enjoy- 
ing ourselves,  suddenly  came  a  fiend- 
ish— 

"  Ha^ha-ha-ha-a-a-aV 

Whence  came  the  demoniac  laugh 
none  could  tell.  It  seemed  to  spring 
right  out  of  the  atmosphere.  Tom  was 
standing  near,  with  a  faint  smile  on  his 
face.  That  smile,  faint  though  it  was, 
struck  me  the  more  forcefully  because 
of  the  very  uncanniness  of  the  fiendish 
laughter. 

This  was  in  the  latter  part  of  March, 
1864.  About  noon,  on  the  next 
day,  while  the  Captain  and  mate 
were  taking  observations,  we  saw  smoke 
on  the  southern  horizon.  A  steamer 
was  bearing  down  on  us.  She  was 
barkentine  rigged,  and  was  sailing  under 
both  steam  and  sail.  As  she  drew  nearer 
she  resembled  a  pleasure  yacht. 

Approaching  under  our  stem,  the 
officers  read  our  name  and  hailed  us: 
"Where  from — where  bound — have  you 
seen  any  ships?" 

(Continued  on  ptige  51.) 
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Old-timer  recalls  the  days 


When  Salesmen  Used  Magic 

Chicago  Maker  of  Tricks  Conducted  School  for 
"Drummers;"  Various  Devices  for  Entertaining 


I 


T  was  onlyrso  long  ago'aa  1897  whou 
sleigh t-of-tand  and  magic  was  a 
necessary  iiart  of  a  traveling  sales- 
man's knowledge.  He  was  expected  to 
entertain  his  customers,  and  when  he 
struck  town  a  crowd  usually  assembled 
at  the  "store"  to  witness  his  exhibi- 
tion. It  was  a  necessary  part  of  his 
selling  plan. 

The  juggler  as  a  salesmaji  was  the 
second  step  in  the  evolution  of  the 
commercial  traveler  of  today.  His 
predecessor  was  the  typical  old-time 
'drummer,"  with  his  "sot-'em-up-to- 
the-house"  style  of  making  himself 
on  good  terms  with  "the  trade." 
Cards  were  a  nightly  form  of  entertain- 
ing, flirting  with  every  good  looking 
woman  who  would  flirt,  an  open- 
hearted,  whole-souled  fellow,  convivial 
and  ever  charming  in  his  graeiousncss, 
may  his  memory  ever  remain  a  bright 
spot  in  the  history  of  the  road! 

The  third  and  last  stage  is  the  eom- 
meroial  travelers  of  this  day — the 
brightest  business  men  who  can  be 
employed — men  who  have  made  sales- 
manship a  profession  of  which  every 
progressive  citizen  is  proud. 

The  stage  of  sleight-of-hand  did 
not  last  many  years,  but  it  was  popular 
while  it  was  staged.  The  boys  Ibecame 
experts.  Nor  has  it  entirely  died  out. 
Everj'  now  and  then  some  genius  still 
springs  some  startling  piece  of  magic 
to  astound  his  auditors. 

But  the  boys  of  today  have  not  the 
supply  house  on  which  to  draw  that 
their  direct  predecessors  enjoyed. 

A  School  of  Magic. 

In  a  lowly  little  shop,  on  Hlinois 
street,  Chicago,  a  maker  of  magi- 
cians' supplies  conducted  a  regular 
school  for  salesmen.  He  turned  out 
experts  in  a  very  few  lessons.  His  name 
was  A.  Roterberg,  a  name  by  which 
salesmen  of  that  day  conjured. 

Roterberg  instructed  the  traveling 
men  on  what  was  called  the  "pocket 
tricks" — that  is.  those  which  could  be 
played  with  things  which  could  be 
carried  in  the  pockets— handkerchiefs, 
pencils,  knives,  coin,  paper,  and  small 
objects  of  special  manufacture. 

One  of  the  most  effective  and  easv 
to  exhibit  was  the  coin  trick.  The 
operator  placed  a  half-dollar  in  the 
middle  of  a  handkerchief.  With  the 
other  hand  he  apparently  took  hold 
of  the  coin,  witi  the  handkerchief 
between  his  fingers  and  the  coin. 
The  sides  and  corners  of  the  handker- 
chief fell  downward,  and  anyone 
who  wished  to  assist  was  invited  to 
grasp  the  handkerchief  so  that  the 
half-dollar  was  firmly  held  in  the 
center  of  the  handkerchief.  With  a 
little  pull  on  the  coin,  or  by  striking  it 


Written  for  The  Sample  Case 
By  H.  EARL  FRIES 
Davenport,  Iowa 

with  his  magic  wand,  (he  operator  made 
the  half-dollar  seemingly  slip  thiou^h 
the  handkeichief  into  his  hand. 

When  the  conjurer  setmed  to  be 
grasping  the  handkerchief,  he  was 
really  taking  hold  of  only  the  middle 
of  it.  With  the  hand  with  which  he 
had  just  placed  the  coin  in  the  handker- 
chief, he  removed  it  while  the  atten- 
tion of  the  observer  was  directed  toward 
the  other  hand  which  was  grasping 
what  was  .supposed   to  be  the  coin. 


Stages  in  evolution 
from .  the  old-time 
"Drummer"  to  the 
"Traveling  Salesman," 
who  gave  origin  to  the 
present  "Commercial 
Traveler," 

Strong  drink,  cards 
and  conviviality  were  fol- 
lowed by  sleight-of-hand 
exhibitions  to  interest 
customers. 

Men  of  today  are  the 
brightest  business  opti- 
mists who  can  be  em- 
ployed, making  sales- 
manship a  profession 
of  which  all  are  proud. 


The  money  was  placed  against  the 
outside  of  the  handkerchief  on  the 
opposite  side  from  the  observers  and 
the  folds  were  drawn  around  it  at  the 
very  place  where  it  was  supposed  to  be 
on  the  inside. 

Another  way  was  to  use  two  half- 
dollars.  One  was  tied  securely  in  a 
corner  of  the  handkerchief.  The 
operator  worked  this  corner  deftly  to 
the  center  of  the  handkerchief,  under- 
neath, and  let  the  folds  fall  away  from 
it.  The  one  who  held  it  really  held  the 
concealed  coin.  The  operator  would 
walk  around  talking  of  his  wonderful 
magio,  conceal  another  half-dollar  in 
someone's  pocket  or  hat  or  a  box. 
Returning,  he  would  take  the  handker- 
chief onstensibly  to  blow  on  it.  wave  it 
— with  the  coin  corner  in  his  hand — to 
show  tie  money  had  disappeared,  then 
ask  someone  to  look  where  he  had 
hidden  the  second  coin — and  it  was 
always  found  there. 

Another  excellent  trick  was  to  make 


folks  think  they  were  color  bhnd. 
Two  little  cubes  the  size  of  dice, 
differently  colored  on  all  sides,  were 
used.  The  cubes  were  held  side  by 
side  between  the  forefinger  and  the 
thumb.  The  ojjerutor  showed  the  two 
sides  front  and  ba«k,  as  they  appeared 
between  his  fingers.  By  a  twist  of  the 
cubes  the  colors  could  be  reversed,  and 
the  salesman  would  assure  his  audience 
that  they  were  color  blind.  One  side 
would  show  a  bright  green,  instantly 
turning  into  a  bright  red,  then  into  a 
brilliant  yellow. 

False  Finger  Works  Miracles. 

A  hollow,  false  finger,  in  tinted  flesh 
color  was  a  source  of  constant  interest 
to  observers.  It  was  made  to  fit  the 
hand  between  the  third  and  fourth 
fingers,  held  in  place  by  two  project- 
ing clamps  on  tne  hand. 

A  large  silk  handkerchief  of  very 
thin  material  was  stuffed  inside  the 
hollow  finger,  which  was  then  placed 
surreptitiously  onto  the  hand  while 
the  performer  was  standing  some  dis- 
tance from  his  crowd.  . 

He  rolled  up  his  sleeves  to  show 
nothing  could  be  concealed  in  his 
cuffs.  Holding  his  hands  high  in  the 
air,  he  would  open  and  turn  them 
about  quickly  to  show  nothing  was 
concealed  in  them.  Ko  one  in  a 
thousand  could  have  noticed  the  extra 
finger. 

"Then,  placing  the  palms  of  his  hands 
together,  with  the  hand  with  the  false 
finger  farthest  away  from  the  audience, 
he  would  manipulate  them  mysteri- 
ously, while  remo\nng  the  false  finger 
and  taking  out  the  silk  handkerchief. 
He  would  then  wave  the  handkerchief 
in  triumph  before  his  awe-stricken 
audience. 

Another  form  of  false  finger  had  a 
pin  in  the  end,  and  the  operator  would 
appear  to  jab  his  finger  right  through  a 
new  high  silk  hat,  wriggling  it  by  the 
pin  he  held  inside  the  hat;  rettirning 
the  hat  to  its  owner  without  a  mark 
on  it. 

Button-Pulling  Trick. 

The  button-pulling  trick  always  took 
well.  The  salesman  would  go  up  to  a 
man,  appear  to  jerk  a  button  from  his 
coat.  The  next  instant,  with  a  slap 
he  would  replace  it. 

It  was  done  by  carrying  in  the 

Eoeket  several  pieces  of  cloth  on  which 
uttons  had  ben  sewed.  He  carried 
about  as  many  kinds  of  goods  and 
buttons  as  were  worn  by  men  in  gen- 
eral. He  selected  his  victim  to  match 
a  color  and  button  he  carried.  He 
slapped  his  small  piece  of  goods  over 
a  button  on  the  coat  of  his  victim  so 
that  the  button  on  his  piece  of  goods 
(Continued  on  page  40.) 
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No  Summer  Slump  in 
Pushing  for  Business 

Those  not  Bound  by  Tradition  Can  Control 
Conditions,  and -Not  be  Controlled  by  Them 
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iiuahw  the  uaie  of  fiahmg  and  bunting 
equipment  and  camping  outfits.  There 
won't  be  any  summer  slump  this  sum- 
mer for  the  manufacturer  who  mixes 
intense  study  about  his  product  with 
imagination  and  sincere  sales  effort. 
If  il  is  too  late  to  get  a  new  product 
ready  it's  never  too  late  to  apply  a  new 
selling  idea.  And  it's  never  too  early 
to  start  using  a  new  idea  to  build  sales, 
summer  or  winter. 


OUT  IN  THE  FIELDS. 


FIGURES,  facts  and  statistics  are 
available  in  Almost  every  industry 
to  prove  that  business  generally 
is  gatherinK  momentum. 

A  committee  of  men  chosen  by  the 
President  has  been  making  a  study 
founded  on  the  successful  efforts  of 
practical  manufacturers  to  anticipate 
the  business  cycle.  This  means  that 
by  next  fall  any  manufacturer  can  get 
brass-tack  information,  which,  if  acted 
upon,  will  do  much  to  mitigate  the 
evils  of  the  next  boom  and  reaction,  due, 
according  to  past  experience,  in  seven 
to  ten  years. 

But  right  now  we  face  summer. 
Men  will  be  apt  to  let  down.  It  is 
vacation  time,  plans  are  deferred,  and 
in  many  industries  sales  efforts  slaken. 
This  summer  is  going  to  be  different. 
The  president  of  an  international 
manufacturing  company  said  last  week 
that  it  is  the  most  important  summer 
for  business  in  the  last  fifteen  or  twenty 
years.  He  is  putting  out  a  new  product 
this  summer  to  bridge  the  seasonal  gap. 
"We  want  profits,"  he  says,  "but  we 
also  want  to  do  our  part  in  pushing 
business  along  at  a  time  when,  accord- 
ing to  custom,  we  wouldn't  make  a  new 
move."  This  man's  idea,  applied  to 
every  man  who  manages  a  big  organiza- 
tion, is  the  immediate  need  of  today. 

The  past  has  shown  that  the  man 
who  refuses  to  be  bound  by  tradition 
can,  to  a  great  extent,  control  his 
seasons  instead  of  letting  them  control 
him. 

The  toy-maker,  when  he  came  to 
see  that  children  played  the  year 
'round  instead  of  only  at  Christmas, 
made  his  sales  efforts  accordingly  and 
took  his  industry  out  of  the  seasonal 
class. 

For  many  years  the  clothing  industry 
operated  on  the  theory  that  people 
replenished  their  wardrobes  in  the 
spring  and  fall  and  paid  no  attention  to 
clothing  at  any  other  time  of  the  year. 
Once  this  idea  was  scotched,  clothing 
ceased  to  be  advertised,  sold  and  bought 
spasmodically  and  most  of  the  seasonal 
peaks  and  valleys  were  in  this  manner 
ironed  out  of  the  industrj\ 

Business  needs,  this  summer  of  all 
times,  to  put  aside  the  tradition  of  a 
summer  slump,  to  plan  now  for  con- 
tinuance sales.  And  we  all  need  more 
ideas  for  better  summer  sales. 

An  immediate  careful  study  of  many 
seasonal  products  would  prove  that  the 
summer  sales  valley  could  be  bridged 
by  new  ideas. 

A  company  making  baseball  bats 
balances  its  production  and  sales  by 
the  addition  of  kitchen  chairs  and 
tables.  A  maker  of  one  style  woman's 
garments  found  that  by  careful  planning 
and  adding  dressing  sacks,  wrappers. 


kimonas,  aprons,  millinery  specialties 
and  garters,  he  could  keep  his  factory 
busy  all  year.  ,     ,      ,  , 

A  manufacturer  who  found  peaks 
and  valleys  in  the  milk-can  business 
with  a  big  seasonal  demand  in  the 
spring,  found  he  could  make  coal 
scuttles  with  the  same  machinery,  and 
his  added  line  has  now  come  to  be  as 
important  as  the  first. 

There  is  a  summer  idea  in  almost 
every  industry. 

There  are  sales  to  be  made  every  day 
this  summer— and  sales  will  be  made  by 
somebody.  The  hardware  store  doesn  t 
put  up  its  shutters  in  August.  It 


The  little  cares  that  fretted  me— 

I  lost  them  yesterday 
Among  the  fields  above  the  sea. 

Among  the  winds  at  play, 
Among  the  lowing  of  the  herds, 

The  rustling  of  the  trees, 
Among  the  singing  of  the  birds, 

The  humming  of  the  bees. 
The  foolish  fears  of  what  might  hap- 
pen— 

I  cast  them  all  away 
Among  the  clover-scented  p-ass. 

Among  the  new  mown  hay, 
Among  the  husking  of  the  corn 

Where  drowsy  poppies  nod, 
Where  ill  thoughts  die  and  good  are 
born, 

Out  in  the  fields  with  God. 
—[Elizabeth  Barrett  Browning. 


Sample  Men  Indorse 
Auto  for  Salesmen 

Annual  Session  Held  in  Louisville,  Ky. 

Reported  for  The  Sample  Case 

By  H.  W.  YATES, 
Chairman  Publicity  Committee 


The  National  Sample  Men's  Associa- 
tion, an  organization  composed  of 
sample  managers,  salesmanagers  and 
officers  of  wholesale  dry  goods  firms 
throughout  the  United  States  and 
Canada  completed  the  third  day  of 
their  convention  at  Lomsville,  Ky., 
Mav  17- 

W.  H.  Hunt,  of  the  Wheeler  &  Mot- 
ter  Mercantile  Company,  St.  Joseph, 
Mo.,  was  elected  President  for  the  com- 
ing year. 

Other  officers  were  selected  as  follows: 
Vice-Presidents,  Henry  Moehring,  from 
Goll  &  Frank  Co.,  Milwaukee,  Wis.; 
Mr.  H.  W.  Yates,  from  Hibben,  Holl- 
weg  &  Co.,  Indianapolis,  Ind.;  Secre- 
tarv,  J.  W.  Hamilton,  from  Fmch,  Van 
Slysk  &  ISTcConville,  St.  Paul,  Mum.; 
Treasurer,  Briant  Sando,  from  Sando 
Advertising  Agency,  Indianapolis,  Ind.; 
Director  for  one  year.  Thos.  L.  btix, 
from  The  Louis,  Stix  Co.,  Cmcmnati, 
Ohio.  .  ,  ,  , 

The  assocation  will  prepare  a  model 
sample  trunk  containing  new  systems 
for  cutting  down  the  weight  of  baggage 
and  cost  of  preparing  samples  for  the 
salesmen. 

Traveling  by  automobiles  came  m 
for  heavy  discussion  after  an  interesting 
talk  by  A.  L.  Davenport,  aalefflnanager 


De- 


of  the  Burnham,  Stoepel  &  Co. 
troit,  Mich. 

Wholesale  houses  throughout  the 
United  States  are  fast  adoptmg  this 
mode  of  transportation  on  account  of 
its  merit  in  enabling  salesman  to  caU  on 
inland  towns  much  faster  and  more 
economically.  No  more  waiting  for 
train  connections  or  hauling  heavy 
trunks  around!  Just  step  on  the  accel- 
erator and  another  town  is  soon  m 
sight.  A  car  body  suitable  for  this 
means  of  selling  goods  will  be  selected 
and  approved  by  a  special  committee. 

This  organization  represents  about 
75  wholesale  houses,  and  3,000  sales- 
men and  500  automobiles.  Mills  and 
manufactuiers  throughout  the  United 
States  and  Canada,  are  very  much  in- 
terested in  tne  valuable  work  accom- 
plished in  the  past  years,  and  givmg  it 
their  heartv  supprt  and  cooperation. 

The  Association  also  went  on  record 
as  condemning  the  Fordney  Tariff 
biU  now  before  tne  United  States  Sen- 


We  have  no  idea  how  time  flies  until 
we  stop  to  think  how  long  it  has  been 
since  we  stepped  on  a  woman's  skirt  and 
tore  it. 


THE    SAM  PLE  CASE 


Do  you  believe  in  '^signs''? 

Story  of  the  Itching  Palm 

Billy  Lands  a  New  Customer,  Figures  up  his 
Commissions— then    his    Left   Palm  Itches 


MR.  GROUCH  will  see  you,  sir," 
said  the  girl. 

These  simple  words,  spoken  in 
the  ordinary  business  tone  sent  a  thrill 
of  pleasure  through  Billy  Summer- 
field's  frame,  such  as  he  had  not 
experienced  for  quite  some  length  of 
time.  Well,  perseverence  is  eventually 
rewarded  after  all,  thought  he.  Mr. 
Grouch  would  see  him  at  last! 

For  the  last  three  or  four  years  he 
had  called  regularly  at  Mr.  Grouch's 
office,  each  time  he  had  sent  in  his  card, 
and  each  time  his  card  had  been  re- 
turned with  the  curt,  "Not  open  for 
anything  to-day."  And  the  thing  that 
galled  him  most  was  the  fact  that 
Benny  Marcus,  the  salesman  repre- 
senting his  largest  competitor,  had  been 

getting  the  major  share  of  the  B  

system  business  regularly,  whereas  he, 
Billy,  was  being  passed  up  each  and 
every  time. 

Yet  Billy  felt  that  his  line  was  everj' 
bit  as  good  as  the  other  fellow's.  His 
stuff  was  as  well,  if  not  better,  made. 
His  deliveries  just  as  good.  Hia  prices 
and  terms  even  a  little  better — and  yet 
he  had  never  been  given  even  an  oppor- 
tunity to  show  his  line  to  Grouch. 

But  to-day,  he  felt  it  in  his  bones 
that  he  would  get  an  interview.  It 
was  the  ninth  of  the  month — his  lucky 
day.  Monday — also  a  lucky  day.  His 
breakfast  check  had  been  seventy 
cents — a  lucky  number  to  him.  And 
his  right  hand  had  itched — that  invari- 
ably^ meant  money  coming.  Yea,  bo, 
here's  where  he  would  put  one  over  on 
friend  Benny. 

All  this  passed  through  Billy's  mind 
as  he  followed  the  girl  into  the  buyer's 
office.  He  carried  one  of  his  sample 
cases,  containing  a  few  of  his  best  sell- 
ing and  catchiest  numbers,  figuring  that 
if  he  caught  Mr.  Grouch's  eye  with  a 
few  good  numbers,  the  rest  would  be 
easy.  His  heart  palpitated  a  little  as  he 
entered  the  office,  but,  putting  on  a 
brave  front,  he  started  the  ball  rolling 
with  a  cheery,  "Good  morning  sir." 

Mr.  Grouch,  a  dapper  little  man,  with 
grayish  hair,  shrewd  eyes  and  a  none- 
too-cordial  manner,  snapped  out  his 
reply,  "Good  morning,"  as  he  turned 
in  his  swivel  chair  to  face  Billy. 

"Took  me  four  years  to  pass  that 
door,  Mr.  Grouch,  and  all  the  time  I've 
been  waiting  for  a  chance  to  save  you 
some  money  in  my  line,"  said  Billy, 
briskly. 

"Yes?  Glad  to  hear  it.  What've 
you  got?" 

Billy  opened  his  case  and  for  the  next 
half  hour  produced  sample  after  sample, 
quoting  his  prices  and  any  extra  induce- 
ments on  the  particular  number  in 
hand,  that  he  thought  might  interest 
Grouch.    Grouch,  on  the  other  hand, 


Exclusive  to  The  Sample  Case 
By  WEINER  OF  WORCESTER 
A  tale  from  New  England 

sat  like  a  graven  image,  casually 
glanced  over  each  number,  and  merely 
grunted,  "Yes"  or  "Yes'.'"  or  "Is  that 
80?"  or  "M-mm,"  just  as  a  good 
buyer  should;  but  let  no  emotion 
escape  him  to  show  interest  in  any 
particular  number.  Finally,  he  called 
a  bald-headed  man,  named  Peters,  who 
was  evidently  the  assistant  buyer,  to 
the  office,  and  drawing  two  samples 
from  the  stack  on  the  table  they  con- 
ferred together  for  several  moments. 
Then  Mr.  Grouch  turned  to  Billy  and 
said,  "Leave  these  two  numbers — " 

"This  is  only  part  of  my  line," 
broke  in  Billy.  "I've — " 


"I  don't  believe  in  any 
kind  of  superstition,"  re- 
marked an  old  traveling 
salesman.  "It's  the 
sheerest  nonsense" — and 
he  stooped  over  to  pick 
up  a  pin,  lying  point  to 
him.  "But  this  certainly 
is  an  indication  of  good 
luck  for  this  day." 

Rare,  indeed,  is  the 
human  being  who  has  not 
some  pet  superstition, 
even  though  few  will 
openly  admit  it. 


"That  will  be  enough  for  the  present. 
Stop  in  this  afternoon.  I'll  let  you 
know  if  we  can  use  anything  in  your 
line." 

Billy  gathered  up  his  samples,  and 
left  the  office,  and  as  it  was  nearing 
noontime  he  went  to  his  hotel  and  had 
dinner. 

After  dinner,  he  decided  he  would 
do  no  more  business  that  day, 
but  would  wait  until  3  o'clock  and 
return  to  Mr.  Grouch's  office  for  his 
order.  That  order  would  amount  to 
something,  he  conjectured,  and  it 
would  be  enough  to  call  it  a  day's 
work  if  he  got  it. 

Let's  seel  If  Grouch — he  was 
chummy  enough  to  call  the  gentleman 
Grouch  now — if  Grouch  bought  five 
dozen  of  each  number — he  could  buy  no 
less — that  would  be  ten  dozen.  There 

were  twenty-eight  stores  in  the  B  

system  and  he  would  most  likely  place 
an  order  for  an  equal  amount  for  each 
store.     That  was,  roughly  speaking. 


about  300  dozen  and  at  $18.00  per 
dozen — that  came  to — let's  see — well, 
about  $5,400.  At  a  ten  per  cent  com- 
mission, that  was  roughly  about  $500. 

Phew!  That  would  be  some  day's 
work.  O  boyl  Five  hundred  dollars 
for  a  morning's  work,  without  counting 
duplicates  later  on.  Of  course,  there 
would  be  duplicates! 

By  Jove,  he  knew  of  at  least  one 
little  person,  who'd  be  tickled  to  hear 

it,  and  with  the  B   system  as  a 

regular  customer,  he  would  tell  that 
same  little  person  something  else  that 
would  tickle  her.     Something  . 

He  would  have  gone  on  indefinitely 
in  this  manner  had  his  cogitations  not 
been  interrupted  by  an  itch  in  his  left 
hand.  IN  HIS  LEFT  HAND!  To 
you  or  me  that  may  mean  nothing,  but 
to  Billy  it  meant  all  the  world — it  meant 
a  loss  of  money.  Right  hand — money 
coming  in.  Left  hand — monej'  going 
out! 

Take  it  as  a  rule,  traveling  men  are 
more  or  less  superstitious.  It  is  only 
natural  that  they  should  be  so.  If 
thjngs  start  WTong  in  the  morning — 
things  will  go  wTong  all  day — trains  will 
be  late;  buyers  out  of  town;  the  buyers 
found  in  will  require  merchandise  not 
on  hand;  complaints  will  pile  on  com- 
plaints. If  things  go  wrong  Monday 
morning,  business  is  generally  bad  for 
the  balance  of  the  week.  Your  competi- 
tor is  just  ahead  of  jou,  getting  the 
cream  of  the  business;  your  best  ac- 
counts are  likely  to  fail;  the  trade  does 
not  stand  for  the  advance  in  prices. 
Everything's  wrong. 

But  if  you  start  out  right,  everything 
is  as  fine  as  silk.  You  open  unexpected 
new  accounts,  everj  body  buj  s  heavilj-, 
everyone  is  in  good  humor.  Every- 
thing's all  sound!   You  know  how  it  is! 

The  itching  palm  had  always  been 
Billy's  talisman.  He  had  never 
known  it  to  fail.  When  his  right 
hand  itched  it  always  meant  good  busi- 
ess.  When  his  left  hand  gave  the  fa- 
miliar twitch,  it  was  always  a  precur- 
sor of  business  lost.  He  had  never 
known  it  to  fail  yet.  m 
Here  was  a  merry  pickle!  If  he  went 
to  get  that  order  of  Grouch's  now,  he'd 
be  thrown  down,  sure  as  you're  knee- 
high.  He'd  be  refused,  blanked,  passed 
up — he  knew  it.  Positively!  He  could 
not  afford  to  take  a  chance  with  that 
left  hand  of  his  itching.  He  decided  to 
wait  until  morning.  If  Grouch  need- 
ed the  stuff,  he'd  buy  it  in  the  morning 
as  well  as  he  would  to-day.  Besides,  he 
would  show  him  he,  also,  was  a  pretty 
busy  man.  He  had  been  too  busy  to  call 
in  the  afternoon,  he  would  tell  Grouch 
on  the  morrow,  so  he  had  come  as  soon 
(Continued  on  page  58.) 


20         THE    SAMPLE  CASE 


No  Card  Index  System 
in  Refreshing  Change 

Salesmen,  Surfeited  with  Old  Line  of  Talk, 
Welcome  the  New  Thought  in  Sales  Promotion 


CARLOADS  of  books  have  been 
written,  hundreds  of  magazine 
articles  have  been  pubhshed,  pam- 
phlets by  the  thousands  have  been 
printed  about  how  to  make  a  sale. 
The  "psychology"  of  salesmaking  has 
been  broadcasted  for  years.  Men  who 
sell  have  come  to  look  upon  such  stutt 
with  a  critical  eye,  and  wonder  and 
wonder  and  wonder  if^  the  writers 
EVER  TRIED  TO  MAKE  A  SALE. 

Everything  has  followed  alonp;  one 
line  of  SYSTEM  IN  SALESMAK- 
ING. System  and  efificiency  have 
been  hammered  into  salesmen  until 
the  men  have  learned  to  almost  despise 
the  words.  Salesmen  were  supposed 
to  make  a  card  index  of  themselves 
and  to  never  vary  from  that  index. 

Isn't  it  refreshing  to  Sample  Case 
readers  to  get  such  articles  as  are 
appearing  regularly  in  this  magazine, 
that  tells  them  something  about 
PEOPLE?  ,       ^  - 

After  you  have  studied— not  merely 
read,  but  studied  to  the  very  bottom 
of  its  import— the  Gordon  J.  A. 
Hargrave  lecture  this  month  on  Ihe 
Psychological  Moment,"  isn't  your 
mind  enlightened  with  NEW  thoughts? 
Did  you  ever  read  anything  like  it 
before? 

This  is  the  third  of  the  Hargrave 
Scientific  Salesmanship  lectures  to  ap- 
pear in  The  Sample  Case.  You  have 
had  enough  of  them  to  tell  you  the 
trend  of  his  thought.  Will  you  not 
agree  that  Mr.  Hargrave  IS  the  greatest 
character  analyst,  that  has  been  claimed 
for  him  in  this  magazine? 

Then  turn  to  E.  D.  Mason's 
wonderful  SALESTAUX  SERIES. 
That  is  practical  selling.  Did  you 
ever  get  more  good  common  sense  sug- 
gestions from  any  series  on  selling? 
Mr.  Mason  is  one  of  the  highest  autho- 
rities in  his  line  that  this  country  has 
produced. 

Now,  combine  the  two  series — can 
you  find  anything  better  in  the  way  of 
instructions  on  selling,  in  all  the  car- 
loads of  books,  hundreds  of  magazine 
articles,  and  the  thousands  of  pamph- 
lets that  flood  the  markets? 

The  Sample  Case  and  Service  are 
synonymous.  There  is  no  other  maga- 
zine on  earth  where  such  a  service  is 
"iven  That  combination  touches  all 
the  shores  of  selling  thought,  leaymg 
nothing  untouched.  Other  magazines 
are  gleaners  of  but  cha£E  and  straw  id 
comparison. 

There  isn't  an  employer  of  com 
mercial  travelers  whose  sales  will 
not  be  increased  if  their  men  will 
study  this  magazine.    That's  what 
it  is  published  for— SERVICE. 

If  you  are  in  a  hurry  to  pet  all  the 
Hargrave  Series  before  it  appears  m 
this  magazine,  you  can  get  it  direct  from 
him.  Y*ou  can  get  the  entire  series  at 
one  time  and  study  it,  then  make  it  func- 
tion in  your  selling    The  Sample  Cbbp 


hasn't  the  space  to  give  more  pages  to 
it  Mr.  Hargrave  is  without  an  excep- 
tion the  greatest  authority  on  charac- 
ter analysis  in  North  America.  As  a 
lecturer,  he  is  without  a  peer. 

If  you  wish  to  have  him  lecture  to 
your  study  clubs  you  can  make  a  date 
with  him.  He  is  strong  for  commercia 
travelers,  and  is  now  making  a  special 
rate  on  his  series  for  members  of  the 
U.  C.  T.  It  will  be  well  worth  your 
while  to  correspond  with  him.  His 
address  is  635  Plymouth  Court, 
Chicago,  111. 

The  "Salestaux"  series  will  end 
with  the  August  number  of  The 
Sample  Case.  So  many  readers 
came  too  late  to  get  all  of  that,  that 
arrangements  have  been  made  for  Mx. 
Mason  to  furnish  that  entire  series  in 
book  form.  To  Sample  Case  readers, 
Ml-  Mason  will  make  the  price  very 
low  It  is  the  most  wonderful  reveal- 
ment  of  practical  sales  making  that  has 
ever  appeared  in  print.  E.  D.  Mason  s 
address  is  233  Oliver  Avenue,  Pitts- 
burgh   Pa.    He  is  a  consulting  sales 


»ad  adverti«m,4  couii«el,  and  w  held  in 
high  esteem  by  business  men  ge°f  f  7^ 
He  is  likewise  a  mighty  lecture 
attraction  for  Chambers  of  Commerce 
and  Ad  Clubs. 

The  Editor  of  The  Sample  Case  is 
arranging  with  Mr  Mason  for  another 
series  of  his  wonderful  sales  talku  to 
appear  in  this  magazine  so  soon  as  ft^. 
Mason  can  get  the  time  to  write  them. 

An  especially  helpful  serviceisin  that 
department  of  ''My  ,H'^'g««l ^^^'^ 
and  How  I  Made  It."  Have  you 
noticed  how  quickly  other  magazmes 
adopted  that  feature  as  soon  as  1  he 
Sample  Case  sprung  it?  Tjua  is  the 
highest  compliment  that  could  be  paid 
to  this  magazine-to  have  otliers 
follow  the  lead  it  has  set. 

Still  other  features  are  in  store  o^- 
Sample  Case  readers,  /^ich  m  tur 
are  fikely  to  be  adonted  by  its  follo|^ 
ers.    If  you  would  be  m  ADVANCE, 
keep  step  with  The  Sample  Case^ 

And  send  in  "My  Hardest  Sale 
stories.  These  first  hand  experiences 
of  the  men  who  are  on  the  firing  Une 
are  helpful  to  all.  The  experience 
printed  in  this  magazine  are  thote  ol 
men  who  sell,  and  are  not  "nafmary. 
That's  what  gives  them  the  ^UNCH. 

But  listen:  You'll  NEVER  find 
anything  that  will  be  better  than 
the  Gordon  J.  A.  Hargrave  Scien- 
ti6c  Salesmanship  Series  now  run- 
ning regularly  in  The 
Case.  Mr.  Hargrave  16  the  one  man 
in  ten  thousand.  His  writing  is  the 
outccm.e  of  deepest  concentration 
and  observation. 


IT'S  THE  pretty  hotel  chambermaid 
who  gets  the  tips  to  the  exclusion 
of  the  elderly  or  plain-faced  servant 
who  may  need  the  fees  much  more  than 
her  comely  sister.  This  complaint  is 
made  by  the  Consumers'  League  of  New 
York  City,  which  has  been  looking 
into  the  tip  question  again  and  which 
summarizes  its  discoveries  m  a  report 
entitled,  "Behind  the  Scenes  m  a 
Hotel."  The  League  finds  that  all  hotel 
tipping  is  bad  and  recommends  that  ho- 
tel patrons  get  up  courage  to  stop  tip- 
ping. Speaking  of  chambermaids— the 
pretty  ones— the  League  reports: 

"It  is  pleasing  appearance  a^d  man- 
ner rather  than  service  which  brings  m 
tips.  The  advice  given  by  experienced 
maids  to  the  workers  who  were  mak- 
ing the  study  for  the  Consumers'  League 
was:  'Fix  yourself  up  and  don't  be  bash- 
ful. The  ones  who  get  the  tips  are 
those  who  stick  around,  sass  'em  back 
and  make  'em  notice  you.'  Tips  do  not 
"  increase  with  efl5ciency  in  service  and 
neither  do  wages.  Board  and  lodpng 
and  $25  or  ISO  a  moath  or  $45  to  $50 
' '  without  board  and  lodging  is  all  a  cham- 
bermaid can  expect. 


Mr.  Bargrave  U  mahini  a  special 
price  Sot  the  neat  30  days  to  salesmen 
who  wUh  to  receive  instructions  faster 
than  they  come  through  this  mat- 
nine.   Write  to  him  and  ask  about  it. 


The  Consumers'  League  found  it 
very  difficult  to  get  accurate  estimates 
as  to  average  weekly  tips,  because  the 
maids  remember  a  gratuity  of  $5,  but 
foreet  the  occasional  small  tip.  Une 
maid  said  she  had  had  only  ?3  in  three 
months.  The  workers  for  the  League 
received  less  than  $1  a  week  m  tips 
apiece.  Chambermaids  know  there  is 
little  hope  of  finding  a  higher  wage,  but 
they  are  drawn  from  one  hotel  to  an- 
other by  stories  of  high  tips.  Tor  these 
reasons  the  Consumers'  League  recom- 
mends that  tipping  in  hotels  te  abol- 
ished. It  recommends,  further,  that  a 
minimum  wage  law  for  women  1  e  passed 
in  each  state  to  include  hotels  in  its  ap- 
plication. 

^  "Hotel  patrons  know  only  too  well 
the  disadvantages  of  the  tipping  sys- 
tem When  a  large  sum  has  abeady 
been  paid  to  the  hotel  for  acccmmcda- 
tions,  including  serrice,  patrons  do  not 
like  to  continue  paying  out  money  in 
tips,  and  like  it  even  less  when  employes 
persistently  let  their  expectations  be 
known  and  give  service  to  tippers  at 
the  expense  of  patrons  who  refuse  to 
tip  Wages  are  based  on  the  expecta- 
tion of  tips  and  are  too  low  to  live  on, 
for  the  public  tips  according  to 
its  individual  prosperity  or  inclination, 
and  the  worker  can  never  be  sure  what 
he  will  have  to  show  for  bis  labors  at 
thp  pnd  of  the  week  " 
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Uncle  Jeremiah  hears  ol 


or  Doc  Seecord^s  Elixir 

Commercial  Traveler  Confirms  his  Desire  to 
Become  Second  King  Sdomon  in  All  his  Glory 


A  jolly  little  story  written 
By  H.  W.  BARKER, 
Barker  Chemioal  Company 
Sparta,  Wisconsin 


IT  wa«  early  in  the  iuurutu(^  when 
Jwemiab  Absolum  came  jogging 
along,  with  his  old  gray  mule 
hitohed  to  a  wobbly-wheeJed  buckboard. 
He  was  headed  for  town.  As  he  drew 
near,  he  took  extra  twists  on  the  lines, 
braced  his  feet  against  the  dashboard, 
and  brought  the  mule  to  a  standstill. 

"Mornin'  to  you,  stranger;  mornin' 
sir,"  came  in  a  voice  a  bit  squeaky,  as  if 
it  needed  touching  up  a  little  here  and 
there  with  cod  hver  oil.  "If  you're 
goin'  to  town,  climb  right  into  this  ere' 
jitney,  an'  I'll  boost  you  along  at  a 
rate  that'll  surprise  the  natives." 

Climbing  over  the  front  wheel, 
I  seated  myself  by  his  side  just 
as  he  took  another  reef  in  the 
lines  and  swung  his  whip  over 
the  old  gray  mule's  back.  It 
would  have  required  a  second 
guess  to  tell  whether  we  were 
game  wardens  out  of  season 
or  pseudo-villains  posing  for  a 
picture  film. 

"D'ye  know,  stranger,"  the 
old  fellow  broke  the  silence  he 
had  maintained  in  getting  the 
mule  into  operation,  "I'm  on 
a  leetle  bizness  of  a  privit 
nature,  and  thar'll  be  no  alfalfa 
a-growin'  under  01'  Gray's  feet 
this  day.  You  see,  I'm  goin'  to 
have  what  you  might  call  a  im- 
portant engagement.  Time 
means  everything  to  vour  Uncle 
Jeremiah  this  day.  "  Fact  is, 
stranger,  I'm  pow'ful  glad  to 
meet  you.  You  have  the  ear- 
marks of  one  of  them  ar  travel- 
ing men  as  sells  prunes  and  her- 
rin's  to  Sleeper  &  Neversweat, 
who  keep  store  out  thar  on 
Poverty  Flats  at  Hell's  Half 
Acre.  You  have  the  looks  of  a 
feller  as  has  seen  r^uch  o'  the 
world,  and  are  well  informed  on 
things  ginerally.  I'm  goin'  to 
ast  you  some  plain  and  unvar- 
nished questions — questions  as 
are  very  important  to  me,  'cause 
they  apply  to  my  future  standin' 
as  a  man." 

"All    righty,  uncle,"    I  as- 
sented. "Go  to  it." 

"Well,  fust,  stranger,"  and 
he  fixed  his  sunken  pale  blue 
eyes  on  mine  intensely  inquiringly  "do 
you  know  anything  at  all  about  that 
ol  Doc  Hostier  dope?" 

"Nothing,"  I  answered,  wondering 
what  had  brought  that  subject  now  so 
almost  forgotten  by  the  world,  before 
tms  baok -country  old  man,  "only 
It  was  guaranteed  under  the  pure  food 
and  drug  act,  and  a  long  time  ago  it 
was  considered  a  good  thing  to  havc^ 
handy  to  put  old  men  out  of  thcu 
misery  at  the  age  of  sixty  ' 


M  W  barker  w  a  lUBOilH-r  of  Hparta, 
Win  ,  CounoU.  He  ia  at  the  head  of  a 
big  ohemioal  company.  As  a  recreatiou  he 
writea.  So  intereeting  are  bia  articles, 
that  Bome  of  the  bent  of  them  have  be«D 
printed  in  Dook  form,  under  the  title, 
"Human  Nature."  The  arcompanying 
story  ia  from  that  collection,  greatly 
abbreviated  from  the  o.-iginal.  Councilor 
Barker'a  book  ia  interesting  reading  It 
can  be  ordered  direct  from  him 


.  BARKER, 

Author.  busineMs  num.  and  a  prominent  member  of  Stxirta 
Wit..  V.  C.  T.  CouncU 


"Y-a-tt-8,"  mused  Jeremiah  in  a 
hoarse  whisper.  "That's  what  I  heered 
—at  sixty."  A  long  pause.  "At  one 
time,  stranger  I  had  the  same  idee 
as  that  ar  old  Doc  Hostler.  But  I've 
changed  my  mind,  and  while  Maranda 
Jane  is  hangin'  to  that  ar  ol'  Doc  and 
the  chloroform  bottle,  I'll  show  her 
whar  to  git  off.  But,  sav,  stranger, 
d'ye  ever  hear  of  that  Doc'Seecord  an' 
h,i°    Golden  FJiTir'" 

"Yes.  uncle,"  I  replied.  "It  has  been 


nil  the  market  for  a  number  of  yearn 
Its  discoverer,  I  have  been  informed, 
was  a  very  scientific  man.  Personally  1 
have  no  direct  knowledge  of  his  elixir.  It 
waareported,  when  it  was  first  sprung  on 
the  public,  that  it  would  destroy  the 
germs  of  advancing  age,  and  kindle  into 
life  the  dying  embers  of  youth;  that 
it  would  put  old  and  failing  men  into 
the  Methuselah  class,  young  and  skit- 
tish at  the  age  of  959  years,  or  there- 
abouts." 

"That's  the  stuff,  stranger — I  knowed 
it."  There  was  triumph  in  his  voice  as 
he  arose  to  whack  hia  mule  with 
renewed  vigor.  "That's  the 
very  stuff.  I  had  a  dream 
about  that  ar  Methuselum,  an' 
he  ast  me  to  jine  him  in  his 
Nine  Hundred  an'  Sixty  Circle. 
I've  only  just  recently  heered' 
of  that  ar  elixir,  and  that  everv 
dose  of  it  'ill  sot  a  feller  back 
ten  or  fifteen  year." 

"Yes,  uncle,  it's  sure  some 
dope,"  I  agreed.  "If  all  is  true 
that  was  claimed  for  it,  the  time 
will  come  when  you  couldn't 
find  an  old  man  outside  a  dime 
museum." 

The  old  gentleman's  back  took 
on  an  additional  hump,  and  his 
chin  and  lips  began  to  quiver  in 
a  profound  meditation.  Sud- 
denly he  arose,  his  back  seemed 
to  straighten,  and  his  eyes 
glistened,  as  he  said: 

"I'll  be  gosh  dumed,  as  sure 
as  my  name  is  Jeremiah  Ab- 
solum, I'm  a-goin'  to  take  a 
chance  on  about  four  shots  o' 
that  ar  eli.xir.  I'm  a-goin'  back 
into  the  harness  of  about  thirty 
years  ago,  and  don't  vou  forgit 
It." 

"Go  to  it,  uncle,"  I  urged.  'I 
hope  it'll  put  you  into  the  2:40 
class  of  thoroughbreds  —  the 
blue  ribbon  winners." 

"Yes,  sir,  stranger.  It's  me 
for  that  ar  elixir  and  the  2:40 
class,  an'  you  can  jist  bet  your 
bottom  dollar  on  your  uncle 
Jeremiah  a  comin'  out  under  the 
wire  strong'er'n  he  started  in. 
I  told  Maranda  when  I  wa? 
ilin'  up  this  ol'  jit  this  mornin' 
that  1  was  a-goin'  to  town  to  get  the 
ol'  mule  shod,  but  I  didn't  tell  her 
which  mule — me  or  01'  Gray.  You  see. 
stranger,  I'm  a  doin'  of  this  elixir 
stunt  on  the  dead  quiet.  I  don't  want 
Maranda  to  know  nothin'  about  it. 
Fact  is,  I'm  on  my  way  after  it  right 
now.  I'm  a-goin'  to  git' my  hide  shot 
full  o'  that  ar  elixir  if.  I  never  see  the 
back  o'  mv  neck." 

'Go  to  it.  Uncle,"  I  urirpd  'Mhv 
(Continued  on  pace  40.) 
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Hard  collection  as  well  as 


How  I  Made  My  Hardest  Sale 

Roach  Gives  up  Because  of  Hot  Day,  then  Goes 
Back   and   Wins;   O'Connell   Collects  his  Bill 


Inspirational  suggestion  in 

THE  SAMPLE  CASE  SERVICE 
to  help  men  sell  more  goods 


k  HOT  summer  day — country  burn- 
/\  ing  under  a  blistering  drouth— 

^  who  could  have  had  pep?  This 
happened  in  the  old  Indian  Territory 
days — I  am  one  of  the  oldest  members 
of  the  U.  C.  T.  in  Oklahoma,  and  my 
selling  dates  far  back  in  the  early  history 
before  statehood. 

When  I  drove  my  rig  into  Coalgate,  a 
mining  town,  the  hor.se  was  a-lather  with 
sweat,  and  so  wa."  I.  The  thermometers 
were  registering  110  in  the  shade, 
with  shade  as  scarce  as  hen's  teeth, 
excepting  the  shade  of  buildings,  them- 
selves burning  hot  to  the  touch.  The 
hot  and  blistering  wind  from  the  south- 
west was  parching  vegetation.  Little 
whirls  of  heat  wave.s  coiled  up  in  front 
of  my  horse  along  the  deeply  dusty 
street.  It  was  not  a  day  for  selling.  My 
individual  battery  was  clear  down  and 
my  carburetor  just  wouldn't  work. 
Poor  condition  for  pushing  out  my 
third  vest  button.  What? 

Fanning  myself  with  my  hat,  I  drove 
up  and  went  in  to  see  Old  John.  That 
red-haired  Irishman  was  behind  the 
counter,  sweating  like  a  harvest  hand 
and  full  of  swear  words.  "Everything 
burning  up,"  he  growled  to  me.  "No- 
body has  a  cent  to  buy  with,  and  I 
wouldn't  give  you  an  order  for  a  dime's 
worth  of  anything."  Then  he  un- 
loaded his  garbage  can  of  grievances. 
His  fists  were  closed  as  tightly  as  those 
of  a  prize  fighter. 

Of  course,  he  won,  and  I  drove  on 
to  Kiowa.  John's  talk  had  shut  down 
all  that  was  left  in  my  individual  carbu- 
retor. 

'  Walking  into  the  Rowley  Mercantile 
Company's  big  store  at  Kiowa,  I  met 
Mr.  Hendrix,  the  buyer. 

"By  George,  old  boss,  I'm  mighty 
glad  to  see  you,"  greeted  me.  My 
battery  began  to  show  signs  of  life  and 
the  carburetor  emitted  a  spark.  "Sit 
right  down  there  and  write  out  a  big 
order  for  my  house.  I  have  to  have  a 
car  of  impliments,  and  have  them  by 
October  1,  sure.  Send  along  a  car  of 
wagons,  too."  . 
'  Gee,  how  the  sparks  began  to  fly  in- 
side my  "works!"  ,  .  . 

He  signed  the  two  orders^  and  insisted 
that  delivery  be  made  on  time.  "We're 
going  to  have  a  big  demand  this  fall," 
were  his  parting  words. 

My  individual  battery  was  on  full 
charge  now,  with  all  spark  plugs  work- 
ing and  I  was  hitting  on  all  six  cylin- 
ders. 

The  wind  at  Kiowa  was  Just  as  hot 
as  it  was  at  Coalgate,  but  Hendrix 
hadn't  said  a  word  about  it.  I  didn't 
mention  it.  My  "third  vest  button" 
began  to  slip  forward. 

Right  back  to  Coalgate  I  drove  ae 
fast  as  sweating  old  Dobbin  could  step 
it.    When  I  act  into  John's  otorp  ho 


yelled.  "What  in  h— 1  are  you  doing 
back  here?" 

I  threw  my  individual  machine  into 
high,  stepped  on  the  gas,  pushed  out 
my  third  shirt  button  just  as  far  as  it 
would  go  and  went  at  him. 

"John,  don't  you  say  a  word  to  me. 
I'm  going  to  sell  you  a  car  of  imple- 
ments, or  I'll  mop  up  this  store  with 
you.  If  you  want  to  eat  supper  with 
your  wife  tonight,  you'll  give  me  a  big 

Talk  about  the  advantage  of  SUR- 
PRISE! 


On  account  of  Grand 
Councils  taking  addition- 
al pages  in  this  number 
of  The  Sample  Case,  sev- 
eral interesting  features 
have  had  to  be  omitted. 
Among  them  are  "Bone- 
heads"  and  "My  Fun- 
niest Story."  They,  to- 
gether with  an  interest- 
ing lot  of  features,  will 
appear  in  the  August 
Sample  Case.  Look  out 
for  that  number — it  will 
be  a  humdinger. 


I  got  John's  nanny  right  off  the  bat. 
Whipping  out  my  order  book  and  laying 
it  on  his  show  case,  I  began  to  shoot 
selling  talk  at  him.  While  I  was  doing 
it,  I  was  putting  down  an  order.  Then 
I  swung  the  order  book  right  in  front 
of;  him: 

"Sign  right  there. 

The  hot  wind  hadn't  changed  temper- 
ature one  bit.  The  thermometers  still 
showed  110,  but  John's  name  went 
down.  I  sold  him  a  car  of  implements, 
a  car  of  wagons,  and  some  buggies. 

Moral — Hit  a  solar  plexus  blow — 
before  your  victim  can  unload  his  stock 
of  "blue  devils"  onto  you.— [H.  B. 
Roach,  Oklahoma. 

My  Hardest  Collection. 

ON  my  last  trip  out  on  a  collection 
trip  one  day  I  got  a  telegram  to 
go  to  the  next  town  and  collect 
a  bill  that  was  long  past  due,  one  that 
had  been  hanging  fire  for  some  time 
and  the  credit  department  had  ex- 
hausted all  the  resources  at  their  com- 
mand and  had  failed  to  bring  him  to 
tim*      StatementB   mailed   hino  wer» 


ignored;  drafts  were  turned  down; 
other  collectors  who  had  called  on  him 
were  run  out  of  the  store,  and  they 
hesitated  to  bring  suit. 

On  my  arrival  in  town,  I  went  direct 
to  his  place  of  business.  I  found  him 
seated  at  his  desk  in  a  dark  corner  in 
the  rear  of  the  building,  writing  a  letter. 

I  walked  into  his  office  and  stood  in 
his  presence.  He  did  not  look  up.  I 
stood  at  my  ease,  waiting  patientlv  and 
quietly  for  recognition.  Presently  he 
looked  up  at  me  as  if  I  were  an  intruder 
with  an  air  that  would  seem  to  say, 
"What  do  you  want?" 

I  handed  him  the  telegram  I  had  in 
my  hand.  He  took  it,  looked  at  it, 
read  at  and  looked  up  at  me,  never 
said  a  word,  then  he  read  the  telegram 
and  again  looked  up  at  me. 

In  silence  he  laid  the  telegram  on  the 
desk,  took  out  his  check-book  and  wrote 
a  check  for  the  full  amount  and  handed 
it  to  me,  not  a  word  was  spoken  in  all 
this  pantomime.  I  took  the  check, 
walked  out  of  the  store  across  the 
street  to  the  bank  and  bought  exchange 
for  it.  ,    ,     ,  T 

As  I  was  leaving  the  bank  I  saw  my 
hero  standing  in  his  door.  He  beckoned 
me  to  come  over  to  where  he  was  stand- 
ing.  When  I  came  up  he  said: 

"Old  Top,  you  collected  your  bill, 
didn't  vou."  .       „  ., 

I  replied  in  the  affirmative.  He  said 
"You  were  about  the  third  man  who 
tried  to  collect  this  bill.  Some  of  them 
were  so  ofiBcious  and  offensive  that  out 
of  sheer  self-defense  I  was  obliged 
to  show  them  the  door,  and  intimated 
that  their  absence  was  good  company. 
I  wanted  to  compliment  you  on  being 
a  master  of  strategy  par  exceUence. 
You  did  not  use  a  bludgeon  to  get 
what  you  came  after.  You  did  not 
rave  and  become  profane  and  threaten 
disasters  dire,  like  a  hold-up  man. 
In  fact,  you  never  said  a  word  and  you 
got  your  money  all  the  same.  Good 
breeding  and  common  sense  together 
work  wonders.  God  speed  you  on  your 
way.  I  hope  we  may  meet  again  and 
always   as  friends." 

We  shook  hands  as  we  said  goodbye. 
— [D.  J.  O'Connell,  Illinois. 

Why  Jimmie  Was  Crying. 

"Why,  what  is  the  matter,  Jimmie?" 
asked  the  mother  of  a  little  three-year- 
old  who  came  into  the  house  weepmg. 

"Zat  little  boy  across  ze  street  hitted 
me." 

"Oh,  well,  be  a  man,"  she  said.  "1 
wouldn't  cry  for  a  little  thmg  hke 
that." 

"I  ain't  cwyin'  for  zat,"  the  young- 
ster retorted.  "He  wunned  i^," 
house  'fore  I  tould  hit  at  him.  — iClip- 
dmI- 


Entertainment  and  business  in 
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U.  C.  T.  Grand  Councils 

Important  Event  Held  in  Eleven  States  in  May; 
Other  Meetings  are  too  Late  for  This  Issue 


MAY  and  June  are  busy  months  in  U  C  T 
circles.  Of  the  thirty  Grand  Jurisdictions' 
seventeen  of  them  held  annual  meetings 
the  last  of  May.  the  others  the  first  week  in  June. 
The  Supreme  Council  meets  in  Columbus.  Ohio 
June  27.  The  outstanding  interest  in  election  of 
officers  at  the  Supreme  Council  this  year  is  elect- 
ing a  Supreme  Councilor  and  other  live  oflioers 
for  the  ensuing  year,  and  two  members  of  the 
Supreme  Executive  Committee.  An  editor  of  The 
Sample  Case  likewise  is  to  be  elected,  for  a  two- 
year  term.  Other  matters  of  vitel  interest  wiU 
come  before  the  Supreme  Council,  making  its  1922 
session  one  of  special  interest.  It  is  forecast  by 
some  that  Sam  8.  Moore,  veteran  Secretary  of 
St.  Louis  Council.  No.  26.  may  be  appointed  Su- 
preme Chaplain. 

Not  all  the  Grand  CounciU  which  met  in  May 
have  reported  to  The  Sample  Case  in  time  for  their 
proceedings  to  appear  in  this  number.  The  June 
meetings,  of  course,  came  too  late  for  this  issue, 
aa  The  Sample  Case  goes  to  press  on  the  tenth  of 
the  month  preceding  publication,  and  l.ttle  copy 
can  be  used  that  arrives  later  than  the  Bfth  of  the 
month. 

In  many  Grand  Councils  resolutions  were  passed 
in  which  The  Sample  Case  was  complimented. 
The  resolutions  passed  by  the  Illinois  Grand  Coun- 
cil mil  show  the  general  trend  of  those  resolutions: 

"WTiereas.  The  Supreme  Council  of  the  Order 
of  United  Commercial  Travelers  of  America  are 
having  published  the  magazine  known  as  The  Sam- 
ple Case,  which  is  sent  to  every  wember  of  the 
Order  without  cost  to  them,  if  they  make  applica- 
tion for  subscription;  and 

"Whereas.  Charles  H.  Smith,  the  editor,  under 
his  very  efficient  and  able  editorship,  has  brought 
The  Sample  Case  to  such  a  high  place  in  the 
magazine  world;  therefore,  be  it 

"Resolved.  That  the  Grand  Council  of  IllinoU, 
in  twenty-sixth  annua]  session  assembled,  expresses 
to  Editor  Smith  our  great  appreciation  of  his 
talents  and  efforts,  and  we  will  gWe  him  our 
undivided  and  hearty  support  in  hi.  «n. 


While  the  Supreme  Council  of  the  United  Com- 
mercial  Travelers  of  America  is  a  strictly  business 
session,  with  no  outride  entertainments  of  any 
bnd.  the  Grand  Councils  devote  much  time,  out- 
side of  the  business  sesL^ons.  to  entertainment 
Delegates  and  visitors,  with  their  wives  and  fam- 
lUee.  enjoy  two  or  three  days  of  delightful  recrea- 
Uon.  Every  member,  who  can  get  off  duty  suffi- 
ciently long  to  attend  a  Grand  Council  meeting 
looks  forward  to  it  with  pleasing  anticipation. 

TEXAS  GRAND  COUNCIL. 

THE  twenty-eighth  annual  seesion  of  the 
Texas  Grand  CouncU  convened  at  the 
Gibraltar  Hotel.  Paris.  Texas,  May  11, 
Grand  Counselor  H.  V.  Weise,  presiding.  The' 
Rev.  Dr.  Wear  offered  the  invocation.  Grand 
Chaplain  H.  L.  McCuistion  of  Paris  gave  the 
address  of  welcome  on  behalf  of  the  U.  C  T.. 
and  W.  G.  Moore,  President  of  the  Paris  Chamber 
of  Commerce,  welcomed  the  delegation  on  behaU 
of  the  city. 

A  vocal  solo  and  selections  by  the  Paris  quartet 
followed. 

Grand  Counselor  H.  V.  Weise  responded  in 
behalf  of  the  Grand  Council,  and  Supreme  Page 
W.  P.  Mowry  delivered  a  short  addren.  Grand 
ionior  ConnM>1nr  J   P   T^nHrr  vm  oanvd  nnon 


for  his  usual  funny  story,  and  acquitted  himself 
with  honor. 

The  Grand  Council  went  into  executive  naaioa 
at  4:00  p.  m.  The  business  session  was  featured 
by  prompt  and  efficient  work  on  the  part  of  the 
delegates;  reports  of  the  various  committee*  were 
well  received.  The  Grand  Council  went  on  record 
as  approving  Senate  Bill.  No.  848.  by  Senator 
Watson  of  Indiana,  which  calls  for  script  book, 
with  reduction  in  mileage;  and  urged  all  traveling 
men  to  enlist  whatever  support  they  could  for  the 
prompt  pasage  of  this  bill. 

The  Council  also  went  on  record  as  favoring  the 
building  of  a  suitable  home  for  the  offioea  of  the 
Supreme  Council  at  Columbu..  Ohio. 

Paris  Council,  together  with  the  citiiena  of  the 
city,  were  lavish  in  their  enterUinment  of  the 
visiting  delegate. 


The  following  Greetings  were 
telegraphed  from  Minnesota — 
North  Dakota  Grand  Council  to 
all  Grand  Councils  then  in  session, 
hy  J.  M.  Dresser,  Grand  Secre- 
tary of  that  body: 

"Minnesota-North  Dakota 
greets  you  today,  Trusting 
you  will  have  a  bully  time 
Boosting  U.  C.  T.'ism  all 
along  the  line. 

Everybody  step  now— 
Show  a  little  pep  now — 
Throw  out  THAT  THIRD 

VEST  button- 
Is  everybody  happv? 
YES! 

YES! 

Y-E-SI- 


Thursday  evening  a  sumptuous  banquet  was 
served  at  the  Gibraltar  Hotel,  followed  by  many 
entertaining  and  humorous  speeches  by  speakers 
especially  fitted  for  the  task.  Friday  at  noon,  a 
portion  of  the  delegates  and  their  wives  were 
taken  to  the  Golf  Qub  for  luncheon,  while  another 
portion  of  the  delegates  went  to  the  Rotary  Club. 

Friday  evening  marked  the  climax  of  a  series  of 
splendid  entertainments.  An  enjoyable  dance 
was  given  at  the  CoUseum  at  the  Fair  grounds. 
The  Ladies'  AuxiUary  was  hostess  to  the  visiting 
ladies  all  during  their  stay. 

Many  splendid  and  instructive  talks  were  made 
at  the  executive  sessions  of  the  Grand  Council, 
the  most  noteworthy  being  deUvered  by  Grand 
Counselor  Weise.  Grand  Junior  Counselor  Landry, 
Supreme  Page  Mowry,  and  Grand  Chaplain  Mc- 
Cuistion. 

Brother  Weiae,  In  hii  talk,  threw  enthusiaim 
into  the  organiiation,  and  the  result  was  the 
inauguration  of  a  campaign  to  increase  member- 
ship of  the  Jurisdiction  i^iif  coming  year. 

Brother  Mowry  told  how  pleased  he  was  to  be 
an  honored  guest  of  the  Grand  Council,  being  rent 
here  by  the  Supreme  Council,  and  hoped  that  he 
»noM  h»  *bl*  »o  mnm*  Mtaln  •ran*  tima  H« 


spoke  on  the  beautiful  tenets  of  the  Order,  and 
emphasiw^d  the  duty  of  every  Councilor  to  ad- 
here strictly  to  his  obligations  and  promote  in 
every  way  that  he  could  the  welfare  of  his  brother 
travelers  and  the  Order. 

Brother  I>andry  stressed  the  important  duty 
that  traveling  men  owed  to  their  country,  and 
urged  everyone  to  take  an  interest  in  ths  civic 
affairs  of  his  state  and  city,  so  that  his  citixenship 
may  be  an  example  to  others. 

An  outstanding  talk  was  the  concise  and  timely 
speech  of  Grand  Chaplain  H.  L.  McCuistion  made 
during  the  closing  session  of  the  Grand  Council. 
It  was  a  speech  from  the  heart  of  a  man  who  knew 
conditions,  and  who  viewed  the  future  with  a 
prophetic  vision.  He  deplored,  in  no  uncertain 
terms,  the  fact  that  too  much  politics  was  being 
injected  into  the  organization,  and  especially 
during  the  meeting  of  the  Grand  Council.  He 
denounced  the  Councilor  who  would  besmirch  the 
character  of  his  brother  in  violation  of  his  sacred 
obligations  for  his  own  selfish  gain.  Recent 
under-current  events  which  had  happened  during 
this  meeting  of  the  Grand  Council  had  shown  to 
him  that  this  matter  was  of  a  serious  nature,  and 
that  the  big  men  of  the  Order  and  those  who  really 
had  its  welfare  at  heart  should  put  a  stop  to  it. 

Such  words,  coming  from  a  Christian  gentleman 
of  unimpeachable  character,  and  coming  from  the 
bottom  of  his  heart,  as  we  all  knew,  had  a  pro- 
found effect  on  the  Grand  Council.  What  the 
U.  C.  T.'s  and  the  Grand  Council  of  Texas  need 
is  more  members  like  Grand  Chaplain  McCuistion. 
Until  we  do  get  more  men  like  him.  we  can  expect 
the  Order  to  be  retroactive  instead  of  progressive, 
as  "as  shown  by  the  report  of  the  Grand  Secretary, 
which  report  showed  that  the  Grand  Jurisdiction 
had  decreased  sixty  members,  one  Council  had 
given  up  its  charter,  and  several  others  were  at 
the  point  of  doing  the  same. 

Beaumont  was  selected  as  the  place  for  the 
meeting  of  the  Grand  Council  next  year. 

The  following  officers  were  elected:  Grand 
Counselor.  J.  P.  Landry,  Beaumont;  Grand  Junior 
Counselor.  F.  W.  Hudson.  Sherman;  Past  Grand 
Counselor.  H.  V.  Weise.  San  Antonio;  Grand  Sec- 
retary, W.  P.  Gilbert,  Waco;  Grand  Treasurer. 
Henry  Mathews,  San  Antonio;  Grand  Conductor, 
J.  H.  Janee.  Paris;  Grand  Page,  L.  R.  Hoovert 
Greenville;  Grand  Sentinel,  W.  A.  Allen,  Amarillo; 
Grand  Executive  Committee:  J.  H.  Guffee,  Ft. 
Worth;  R.  L.  Sessions,  GreenviUe. 

Delegates  to  the  Supreme  Council:  W.  J.  Rau, 
Houston;  Jim  Ballad,  Dallas;  John  Fentiman, 
San  Antonio;  C.  C.  Cunningham,  Corsicana;  J.  P. 
Landry,  Beaumont.  Alternates:  W.  G.  Venable, 
Sherman;  J.  P.  Sterling,  Galveston;  J.  M.  Riggs, 
Amarillo;  W.  P.  Gilbert,  Waco. 

The  following  Committee  Chairmen  were  ajj- 
pointed:  Railroad  and  Highway  Committee.  W. 
J.  Rau;  Press,  Julian  Capers;  Grand  Chaplain,  H. 
L.  McCuistion;  Hotel.  T.  E.  Denman;  Auditing. 
Joe  MoGee.  H.  M.  Finch.  H.  A.  Brown. 

ILLINOIS. 

PEORIA  was  spontaneous  in  its  welcome  to 
the  niinois  Grand  Council.  May  19-20. 
The  city  was  filled  with  delegates  and  visi- 
tors. Lincoln  Square  theatre  was  the  place  of 
meeting,  after  which  the  Grand  Council  session 
was  held  at  the  Hotel  Orlando.  Two  hundred  fifty 
men  and  eighty-five  women  registered. 
Cnnnwins  wM  the^proeiam: 
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Friday — 8;H0 — OijcuiiiK  KxercihCB  lit  the  Liuiioln 
Square  theatre. 

Invocation — Uev.  R.  E.  Henry. 
Song.  "America,"  led  by  Eldon  OeiKer. 
AddroHs  of  woloonio,  Mayor  C.  M.  Borchere. 
Reply,  WlUiam  J.  Sullivan. 
Solo,  Eldon  Geigcr. 
Sent?. 

9:45 — OponinK  session  of  Grand  Council,  Hot«l 
Orlando,  ball  room. 

6:30— Banquet  at  tho  Y.  M.  C.  A.  Annex 

8:45— Ball  at  Hotel  Orlando. 

Saturday — 8:30 — Opening  exercises. 
•^0:40-10:50— Entertainment  at  MiUikin  Univer- 
sity. 

11:12— Auto  ride. 

12:30-1:30 — Luncheon  at  the  Country  Club 
2-4:30— Card  Party  at  the  Country  Club. 

6:30 — Banquet. 
8:45— Grand  ball. 

Alex  Van  Praag  was  general  chairman  of  the 
Convention  Committee. 

The  visiting  women  were  delightfully  enter- 
tained by  the  local  chapter,  with  something  to  do 
each  minute.  Friday  morning  at  9:30  they  were 
taken  in  cars  to  the  Millikin  University,  and 
attended  chapel,  where  a  special  program  had  been 
arranged.  The  children  of  the  kindergarten  gave 
a  very  pleasing  and  interesting  educational  pro- 
gram. 

"Afier  leaving  the  university,  the  guests  were 
taken  on  a  tour  of  the  city  and  shown  the  principal 
points  of  interest,  going  out  to  the  Country  Club, 
where  a  four-course  luncheon  was  served  in  the 
ball  room. 

Following  the  luncheon,  bridge  and  five  hundred 
were  played.  A  banquet  for  all  the  delegates  was 
given  in  the  Orlando  ball  room  at  6:30,  the  color 
scheme  being  the  Council  colors. 

The  final  celebration  was  held  at  the  Orlando 
Hotel,  with  the  decorations  being  of  Council 
colors  and  cut  flowers. 

Saturday  the  women  went  shopping,  visiting  or 
.riding.  Some  went  to  the  Pythian  Home,  where 
they  were  entertained  by  the  orchestra  there. 

Committees  were  as  follows:  General  conven- 
tion chairman,  Alex  Van  Praag;  Finance  committee 
rhairman,  W.  A.  HiilPtt;  Printing  chairman, 
George  A.  Flint;  Hotel  chairman,  A.  A.  Wolf; 
Badges  and  decoraaoiis,  A.  .1.  Glynn;  Banquet 
chairman,  Frank  W.  Dudley;  Reception  chairman 
F.  I..  Weidman;  Automobile  chairman,  J.  A.  Zim- 
mer. 

The  Executive  Committee  of  Decatur  Council, 
No.  219,  which  was  in  general  charge  of  the  con- 
vention, included  J.  F.  Brighton,  Senior  Counse- 
lor; E.  D.  Benson,  Junior  Counselor;  Byron  Hath- 
orn.  Conductor;  F.  L.  Weidman,  Secretarj'-Treas- 
urer;  G.  E.  Millar,  Page,  and  E.  E.  Swain,  Sentinel. 

The  exercises  closed  with  a  song,  "Marching 
with  the  U.  C.  T.,"  a  new  organization  song  -wi-itten 
by  N.  Trawny,  of  Council  No.  54,  of  Milwaukee, 
and  sung  for  the  first  time  in  lUiuois  by  Mr. 
Geiger.  The  song,  "Illinois,"  by  the  assembly, 
closed  the  meeting. 

Alton  was  selected  as  the  Grand  Council  rity 
in  1923. 

Officers  were  elected  as  follows;  Grand  Counse- 
lor, Bert  McTaggart;  Grand  Junior  Counselor,  H. 
E.  Schmalhausen;  Grand  Past  Counselor,  O.  J. 
Chapman:  Grand  Secretary,  J.  Hugh  Foster; 
Grand  Treasurer,  Fred  M.  Walker;  Grand  Con- 
ductor, Robert  Brunton;  Grand  Page,  Minor  Mc- 
Craoken;  Grand  Sentinel,  Tom  W.  Endsley; 
Eieoutive  Committee  (two  years),  H.  E.  Shauman, 
J.  E.  Dorsey;  Cone  year)  A.  A.  Wolf,  John  A. 
Robb. 

Delegates  and  alternates  to  Supreme  Council: 
Oi  J.  Chapman,  Bert  McTaggart,  Walter  E. 
Dorsey.  D.  K.  CUnk,  George  W.  B.  Hart,  J.  Hugh 
Foster,  Harry  Boone,  0.  G.  Miller.  W.  A.  Cash. 
L.  V.  Lanum,  George  W.  Maybee. 


mobile.  Delegates  registered  their  arrival  at  the 
Midway  Hotel,  where  they  were  properly  decorated 
with  badges  attractively  d.«igncd  and  befitting 
the  honorary  position  held  by  each  delegate  to  the 
Grand  Council 


NEBRASKA. 

THE  city  of  Kearney.  Nebr.,  was  attfactively 
decorated  with  flags  and  bunting  and  the 
stores  displayed  welcoming  signs  for  dele- 
gates and  visitors  to  the  Grand  Council.  Mav  19 
Delegates  and  %-isitors  began  pouring  in  Friday 


/V  formal  meeting  wa«  l«ild  ai  the  Kearney 
Hiate  Teachers'  CoUege  Gymnasium  at  10:30,  and 
all  delegates  and  visitors  were  given  a  hearty 
welcome  in  an  address  by  Dr.  E.  A.  Meservey 
President  Kearney  Chamber  of  Commerce,  and 
Geo.  E.  Martin,  President  Kearney  State  "^ch- 
ers'  College.  Responses  were  made  by  Frank 
Johns,  Grand  Counselor,  Grand  Island,  and  Past 
Grand  Counselor  J.  C.  Lee  Hastings. 

At  the  close  of  these  addresses  Grand  Counselor 
Frank  Johns  took  the  floor  and  after  dismissing 
the  ladies  called  the  Grand  Council  into  session. 
After  transaction  of  such  business  as  was  necessary 
at  this  session,  the  meeting  was  adjourned  until 
the  afternoon  session. 

At  1:30  p.  m.  all  delegates  and  visitors  met  at 
the  Midway  Hotel,  where  each  was  presented  with 
parade  decorations,  which  consisted  of  an  attrac- 
tive U.  C.  T.  head  helmet.  The  parade  was 
promptly  gotten  under  way,  the  gentlemen  walk- 
ing and  the  ladies  riding  in  automobiles. 

The  parade  was  three  blocks  long,  headed  by 
the  Kearney  High  School  Band,  traversing  the 
main  business  streets  of  Kearney  and  disbanding 
at  the  Midway  Hotel. 

After  the  parade  the  Grand  Council  delegates 
met  in  session  at  the  Kearney  State  Teachers- 
College  Y.  W.  C.  A.  rooms. 

All  visitors  and  their  wives  then  repaired  to  the 
ball  ground  to  watch  a  hotly  contested  game 
between  North  Platte  Council  and  Holdrege 
Council.    Holdrege  won  by  a  score  of  7  to  4. 

Friday  evening  at  6:30  all  visitors  and  delegates 
were  entertained  at  an  elaborate  banquet  at  the 
Teachers'  College  Gymnasium.  Counselor  J.  V. 
Dwyer,  of  Kearney,  ably  presided  as  toastmastcr. 
Senior  Counselor  Smith,  Grand  Counselor  Johns, 
Dr.  E.  A.  Meservey,  Councilor  BufTman  of  Lincoln. 
J.  V.  Clark  of  Kearney,  and  others  were  called 
upon  for  toasts  and  responded  entertianingly. 

After  the  toasts  a  "Ray  of  Hope"  lecture  was 
given,  which  created  a  marked  impression  on  the 
audience.  At  the  close  of  the  lecture  the  floor 
was  cleared  and  a  dance  started  which  lasted 
until  12  o'clock. 

Saturday  two  ball  games  were  enjoyed  by  those 
not  attending  the  Grand  Council.  The  mo.-ning 
game  between  Grand  Island  Council  and  Kearney 
Council  was  won  by  Kearney  Council,  the  score 
being  Kearney.  9;  Grand  Island,  5. 

Saturday  afternoon  the  ball  game  between 
winners  of  the  two  preceding  contests  took  place 
at  2:00  o'clock,  the  teams  being  Holdrege  Council 
and  Kearney  Council.  Kearney  Council  took 
final  honors,  the  score  being  Kearney  Council. 
24;  Holdrege  Council,  12. 

Jack  Huber,  manager  of  the  Kearney  ball  team, 
is  working  up  some  reputation  as  a  manager. 
When  he  instructs  the  boys  he  generally  gives  his 
instructions  in  whispers  so  the  opposition  does 
not  hear  the  commands. 

One  of  the  outstanding  features  of  the  Grand 
Council  was  the  wonderful  performance  of  Coun- 
cilor Huffman  of  Lincoln  when  he  executed  a  grace- 
ful dive  from  the  spring  board  into  the  pool  at  the 
Teachers'  CoUege  Gymnasium. 

Not  enough  can  be  said  of  the  untiring  efforts 
put  forth  by  the  members  of  the  Executive  Com- 
mittee to  make  the  convention  a  huge  success. 
Members  of  this  committee  who  are  entitled  to 
■  honorary  mention  are  as  follows:  J.  W.  Dawson, 
B.  W.  Soles,  J.  V.  Dwyer,  and  J.  R.  Morris.  We 
will  leave  it  to  our  visiting  delegates  and  friend? 
to  say  as  to  whether  or  not  they  had  an  enJoyaWc 
time  at  the  Grand  Council  session,  held  in  the 
city  of  Kearney.  May  19«to  20. 

Officers  elected  were  as  follows:    Grand  Coun 
selor,  Glenn  Matteson;  Grand  Junior  Counselor. 
O'Brien;  Grand  Past  Counselor,  Frank 
:  Grand  Secretsrv,  H  C  Price:  Grand  Trea* 
George  W.  Kelso;  Grand  CouEaelor.  R.  C 
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m^ut,  Ur«u.l  l'a«e,  C.  li.  H».u«,  O.anU  Sentinel 
H  O  Newlon;  Executiv.  Committee:  (two  years) 
RoWt  Ishour,  H.  A.  Meyers;  (one  year)  J.  8. 
Blair,  C  E.  Allen. 

Delegat«.  and  alternates  to  Supreme  Council. 
Frank  JohnB,  J.  a.  Glides,  W.  C.  ^^J'der. 
J  F.  Kirkpatrick,  Thomas  Robinwn.— (H.  H.) 
MISSISSIPPI-LOUISIANA. 

THE  flooded  condition  of  the  Mississipp. 
interfered  with  the  Grand  Council  of  the 
Miseissippi-Louisiana  Grand  Council,  held 
at  Alexandria,  May  19-20.  But  despite  this  mis- 
fortune, the  attendance  was  good. 

But  enthusiasm  was  not  lacking,  and  all  in  alL 
It  was  a  memorable  occasion.  The  propam  of 
entertainments  was  eiceptionaUy  interesting,  and 
the  business  sessions  were  full  of  enthusiasm  and 
ginger  Councilor  J.  E.  Scott  was  in  charge  of 
The^tertainment  and  he  had  the  hearty  co-oper- 
ation of  many  assistants,  which  made  this  featur. 
of  the  gathering  exceptionally  pleasant. 

Officers  of  the  Grand  Council  were  elected 
follows:  Grand  Counselor,  Alfred  Parsa^;  Grand 
Junior  Counselor,  W.  McDavis;  Grand  Page.  W 
T  SchuUy;  Grand  Secretary,  M.^  Frank;  Grand 
treasurer  George  M.  Hainkel;  Past  Grand  Coun- 
RPlor  Ed  Kahn;  Executive  Committee,  r.  j 
MockbS  L.  R.  Gondolfo.  J.  W.  Knight.  W.  C 

*^degates  to  Supreme  Council,  A.  F.  Babin. 
W.  W.  O'Neil,  G.  O.  Komdorffer. 

Hattiesburg,  Miss.,  was  chosen  for  the  192.1 
Grand  Council  meeting  place. 

TENNESSEE. 

THE  Tennessee  Grand  Council  met  in  Nash- 
ville the  last  of  May.  It  was  one  of  the 
most  successful  meetings  this  grand  juris- 
diction has  ever  enjoyed.  The  attendance  was 
quite  large,  and  the  program  of  entertainment, 
^ide  from  Council  business,  was  e  ^borate. 
Nashville  is  the  home  of  Supreme  Counselor  C.  A 
Holderman,  and  special  honor  -^^f  ven  him. 

The  opening  session  was  held  May  25  in  the 
assembly  hall  of  the  Hotel  Hermitage^  Intro- 
ductory  ren,arks  were  made  by  Past  Grand  Coun- 
selor Harrj-  L.  Eskew,  followed  by  invocation  by 
Dr  Carey  E.' Morgan.  A  musical  program  fol- 
Swed.  Alf  A.  Taylor,  on  behalf  of  the  state. 
Mayor  Felix  V.  Wilson,  on  behalf  of  the  ci^. 
President  George  E.  Bennie.  on  behalf  of  the 
Chamber  of  Commerce,  deli^^red  welcoming 
addresses.  Grand  Junior  Sam  Bolton  spoke  on 
Salf  of  Nashv-ille  Council.  Supreme  Conductor 
W.  J.  SuUivan  of  Chicago,  representing  the  bu- 
preme  Council,  made  a  splendid  address.  Other 
Sers  were:  O.  E.  Mahoney,  for  the  Grand 
^C^uncTof  Tennessee;  Mrs.  W.  K.  Cart-gM 
Superintendent  of  Auxiliaries,  on  behalf  of  Ten- 
nessee Ladies'  Auxiliaries,  closing  wnth  a  benedic. 
tion  by  Supreme  Chaplain  Robert  Lowery^ 

TbWay,  1  p.  m.-Luncheon  for  ladies  log^ 
of  Hotel  Hermitage,  given  by  Ladies'  Auxibary  to 
CouncU  No.  102;  1  p.  m.  to  5  P;^'"  ' 
session  of  Grand  Council,  assembly  hall  Hotel 
Heritage;  2  to  5  p.  m.,  automobile  s.gh^s^ing 
tour  for  ladies  through  parks  and  P^^'^P'^^ 
of  interest;  9  p.  m.  to  2  a.  m„  reception  and  baU 
main  dining  room  Hotel  Hermitage;  a    Vision  of 
Fairydand"   (during  reception).     This  onte^m- 
ment  was  in  compliment  to  <»"-°*-°' 
families  in  Nashville,  from  Celia  Graddy  Redd> 
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'"Say,  May  26.  8  a.  m.  to  1  P; -"--^^ 
session  of  Grand  Council,  assembly  haU.  Hote 
^rmitage;  2  p.  m.  (autos  leave  promptly),  visit 
I  Z  Hennitage  and  tomb  of  Andrew  Jackson: 
3  p  m.,  old-fashioned  barbeque,  on  lawn  of  Her- 
mitage, old  home  of  Andrew  J-^son;  4^30  p.  m^. 
tour  of  Old  Hickory  powder  plant   U.  9  p^ 

m  to  12:30  a.  m..  frivolities  and  dance,  Glendale 
Park.  Special  cars  left  comer  Sixth  avenue  and 
Church  Street  at  8:30  P-  ^  „  ^  B 

Saturday,  May  27,  Comus  Guild.  A.  M  O.  B 
9  a  m  to  12  noon,  final  session  Grand  Council- 
lorn.  Bagman  and  Bagdad  parade;  3  to  6  p.  m.. 
Baemen  ceremonial;  7  p.  m.,  picxiic  dinner,  Cham^ 
ber  of  Commerce,  for  Bagmen  and  thou  ladies 
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uuly;  U.  »  tu.,  Itiruwoll  p&ru,  Cluuutwr  ol  ijuiu 
merce,  by  Rucnuin  to  U.  C  .T.  merobem,  their 
Udie*  Bod  gueata. 

Offioera  of  the  Grand  Omiiioil  warn  oleotad  u 
(oHowa:  Grand  Coonaelor,  Sum  I.  Bolton;  Ornnd 
Junior  Counarlor.  A.  J.  B««iifctt;  Pairt  Grand  Ooun- 
aelor,  J.  A.  Goodruiaturo;  Grand  (Secretary,  J.  D. 
HardinR;  Grand  Treasurer.  Roy  F.  Williame; 
Grand  Conductor,  J.  J.  Wall;  Grand  PaRe,  A.  Q. 
Babeley;  Grand  S«-ntinel,  C.  E.  Foathera;  Eieou- 
tivo  Committee:  (two  yeora)  F.  O.  Nimineer,  W. 
F.  Dick,  (one  year)  W.  T.  Gaaton,  R.  L.  Davia. 

Repreaentiitivee  to  Supreme  Council:  J.  D.  Tay- 
lor, Martin  Belner,  J.  D.  Carver;  Alternates.  U  R 
Kreppa.  E.  B.  C«rtwri(tht.  Huko  Eaoh 

INDIANA. 

THE  Grand  Council  soasion  at  Madison, 
Ind  ,  leftvee  uieniorins  (hat  will  be  lasting 
and  plriisurea  that  will  never  be  forgotten. 
The  boys  and  "girla"  came  to  have  a  good  time, 
and  they  had  It.  Nothinir  waa  overlooked  by  the 
local  Council  to  entertain  the  viaitora.  and  (five 
them  the  time  of  their  lives. 

Two  excuraiona  by  river  on  one  of  the  fineet 
boats.  The  America,  that  floats  on  Western  wutern. 
The  night  of  May  18  waa  very  stormy  and  out 
the  crowd  down  considerably,  but  the  evening  of 
the  19th  was  better,  and  the  U.  C.  T  families  and 
friends  had  a  fine  crowd,  and  had  the  best  time 
ever. 

The  Ft.  Wayne  Council,  No.  212.  waa  some 
oJaas,  cominu  by  extra  train  of  five  Pullman 
coaches  to  the  number  of  125,  with  band  of  twenty- 
four  piecea. 

On  the  morning  of  May  19,  the  delegatsa  settled 
down  to  business  at  the  Odd  Fellows'  Hall,  with 
a  meeting  of  the  Secretaries  and  Treasurers  at  7 
o'clock.  At  8:30  the  meeting  of  the  Grand  Council 
began  with  prayer  by  Dr.  W.  S.  Rader  of  the 
Trinity  Methodist  Church. 

Mayor  Eckert  presented  the  visitors  with  a 
huge  symbolic  key  to  the  city.  He  was  followed 
by  Counselor  C.  R.  Johnson,  President  of  the 
Rotary  Club,  who  gave  a  welcome  on  behalf  of 
the  club  and  business  men.  The  principal  address 
by  Hon.  M.  R.  Sulier.  President  of  the  Commercial 
Club,  was  a  gem,  exrelling  his  many  public  speeches. 

The  ladies'  program  was  carried  out  by  a  drive 
in  autos,  about  sixty  or  more  machines  making 
the  trip  to  Rose  Hill,  where  luncheon  was  served 
to  about  three  hundred.  Points  visited  were 
Southeastern  State  Hospital,  State  Park  at  Clifty 
Falls  and  Hanover. 

Saturday,  after  the  parade,  they  were  taken  to 
Cedar  Cliff  and  the  Wilson  Cave  Park,  one  of  the 
most  interesting  places  in  the  vicinity. 

The  parade  .<»  t  1 1 :00  o'clock  was  a  feature  of  the 
convention.  The  boys  with  their  white  hats, 
flags  and  canes,  furnished  by  the  local  council, 
made  an  imprvssive  pageant. 

The  parade  marched  in  two  sections,  the  first 
headed  by  the  Ft.  Wayne  band;  the  second  by  the 
Elks  band  of  Madison.  Foliorfing  in  the  wake 
were  the  ladies  and  friends  in  autos. 

Elkhart  carried  off  the  honors,  when  F.  E. 
Burhans  was  elected  Grand  Counselor,  and  that 
city  was  selected  as  the  1923  meeting  place. 

The  following  are  the  Grand  Officers  and  com- 
mittees for  the  coming  year:    Grand  Counselor, 

F.  E.  Burhand,  Elkhart;  Grand  Past  Counselor, 
B.  A.  Tuttle.  South  Bend;  Grand  Junior  Counselor, 

G.  T.  WTiite,  Plainfield;  Grand  Treasurer,  John  R. 
Cook,  Ft.  Wayne;  Grand  Page,  H.  E  Roe.  Rich- 
mond; Grand  Secretary.  Albert  A.  Dicks,  Terre 
Haute;  Grand  Sentinel,  J.  Arthur  Jackson,  Mimcie; 
Grand  Chaplain,  L.  E.  Karcher,  EvansvUle! 
Grand  Conductor,  V.  H.  Duffy,  Anderson;  Execu- 
tive Committee:    Matthew  Beckman,  Ft.  Wayne; 

H.  D.  Coombs,  Cra wf ords ville ;  W.  A.  Hendricks,' 
LaFayette;  L.  S.  Martin,  Indianapolis;  Auditing 
Committee:  O.  A.  Rowe,  New  Albany;  L.  J.  Burge, 
Logansport;  H.  Billings,  Marion;  Legislative, 
Hotel  and  Transportation  Committee:  J.  C. 
Holmes,  IndianapoUa:  H.  A.  Pritohett.  Terro 
Haute;  F.  M.  Vondermark,  Ft.  Wayne;  Employ- 
TOBt  Committee:  E  C  Carter.  Ft  Wavtie 

The  convention  closed  Saturday  night  with  a 
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of  the  part  whieb  the  Ft.  Wayw  Ooanril  took  in 
the  convention,  a  loving  cup  was  praacnted  to 

tbi'.m  by  the  local  Council.  Speech  by  W.  A. 
Barber,  presentation  by  Walter  Mundt,  Sr. 

Among  the  prominont  viaitora  were  Supreme 
Sacreury  Walter  D.  Murphy  and  wife. 

The  convention  waa  one  of  the  moat  pleasant 
and  Bucceesful  ever  held  by  the  U.  C.  T.  of  Indiana. 

GEORGIA-FLORIDA. 

PENSACOLA,  Fla.,  waa  in  gala  attire,  .May 
18-19-20,  in  honor  of  the  annual  meeting  of 
(he  Georgia-Florida  Grand  Council  of  the 
II.  C  T.  This  waa  the  first  time  this  Grand  Coun- 
cil had  licen  honored  with  the  presence  of  a  Su- 
preme Counselor,  and  a  tremendous  ovation  was 
given  Supreme  Counselor  C.  V.  Holderman. 

Addreeaea  of  welcome  were  made  at  the  Elka 
Club  by  Mayor  Bandera,  J  V.  IVice.  Secretary 
Chamber  of  Commerce,  and  D.  Kugebiiao  of  the 
local  Council. 

Thursilay  evening  a  big  ball  waa  given  the 
delegates  and  viaitora  at  the  San  Carlos  Hotel. 

Friday  the  viaitora  enjoyed  a  trip  to  .Saufley 
Beach,  where  a  delicious  fish  dinner  waa  ser\-ed 
This  event  followed  a  business  session  earlier  in 
the  day. 

The  Noone  Brothers  had  a  big  time  on  the  boat 
ride  and  all  members  of  the  Order,  who  enjoyed 
the  boat  ride  of  Friday,  will  long  remember  the 
trip  as  one  of  the  most  enjoyable  ever  given  to  the 
trav.-Iers  at  any  convention. 

Saturday  the  great  street  parade  was  staged — 
one  of  the  largest  auto  pageants  ever  seen  in  Pen- 
sacola.  Jacksonville  waa  named  as  the  meeting 
place  next  year. 

J.  B.  Thornton  of  Athena,  Ga.,  waa  eleoted 
Grand  Counselor,  succeeding  Thomas  L.  Glenn  of 
Savannah,  who  now  fills  the  office  of  Past  Grand 
Counselor.  Mr.  Thornton  has  traveled  for  fifteen 
years  and  is  widely  known  throughout  the  South. 
He  is  a  member  of  Classic  City  Council,  No.  315, 
and  served  aa  Grand  Junior  Counselor  for  the  past 
year. 

Duval  M.  Smith  of  Tampa,  Fla..  was  elected 
Grand  Junior  Counselor;  F  W  Theilingof  Augusta. 
Ga.,  was  elected  Grand  Secretary,  and  the  Grand 
Treasurer's  office  for  the  coming  year  will  be  filled 
by  J   11   Finger  of  Gainesville.  Ga. 

The  Grand  Conductor  for  the  new  term  will  be 
J.  H  Neibling  of  Gainesville.  Ga  .  who  became  a 
member  of  Augusta  Council.  No.  312.  in  1907,  and 
was  eleoted  Past  Senior  Counselor  in  1915.  Was 
elected  in  1921  to  the  office  of  Grand  Sentinel. 
He  has  been  a  commercial  traveler  for  the  past 
twenty  years  and  has  sold  nothing  but  tailor- 
made  clothes  during  this  period  of  time. 

Jessie  J.  Jones  of  Savannah  was  elected  Grand 
Page;  Gus  A.  Willa  of  Pensacola,  Grand  Sentinel. 

Grand  Executive  Committee:  H.  G.  Shackel- 
ford of  Athens;  C.  Y.  Ware.  Athens.  Sid  B.  Owens 
of  Tampa,  Fla.;  J.  E.  Minter  of  Columbus,  Ga. 

Supreme  Representatives:  J.  H.  Timberlake  of 
Macon,  Ga.;  Max  Heinberg  of  Pensacola,  Fla.; 
George  W.  Urguhart  of  Savannah,  Ga. 

Alternates  to  Supreme  Representatives:  F.  W. 
Theiling,  Augusta;  J.  B.  Noone.  Orlando.  Fla.; 
J.  H.  McDonald  of  Atlanta. 
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Luuluded  ID  the  new  list  of  the  Uaaod  otficera 
for  the  Doming  year  of  this  organUatton  are  two 
Pensacola  men.  Oua  A  Willa,  well-known  tra\-B(!Ug 
man  who  waa  elected  aa  Grand  Seutloel,  ami  Max 
J.  Heinberg  who  waa  elected  aa  one  of  the  Supreme 
Repreaentativea. 

In  behalf  of  the  members  of  the  Grand  ObUUcU, 
the  retiring  Past  Grand  Counselor.  F.  W.  Webb, 
was  presented  a  lovely  silver  service  deaaert  set 
by  "Daddy  Owen"  of  Tampa,  whose  presentation 
B[)eech  was  moat  appropriate  for  the  oooasion. 
With  worchi  of  cleg;)  feeling  and  appreciation,  Mr. 
Webb  accepu-d  hrt  gift  from  the  Grand  Council. 

Committees  on  I^ginluture  and  Poet  Roada  for 
Florida  and  Georgia  were  appointed.  For  Florida: 
A.  F.  Thornton  and  Tom  Hampton  were  appointed 
to  serve;  while  for  Georgia,  W.  C.  Thornton  and 
I.  A.  Bradberry  were  selected. 

Each  of  (he  State  Councils  have  their  own 
attorney  and  during  the  next  year.  T.  M  Skaekrls- 
ford.  Jr..  will  aerve  for  the  Florida  Coum-il  while 
W  G.  MfKire  will  act  for  the  Georgia  Coimrll 

ARKANSAS. 

THE  Grand  Council  of  Arknn^us  met  lu 
Fort  Smith  Friday  and  Saturday,  May  12 
and  13.  To  aay  the  meeting  was  one  big, 
grand  auccese.  would  be  using  wordu  entirely  too 
modest.  It  would  take  too  much  white  space  to 
toll  of  all  the  happenings,  so  I  will  hit'  only  the 
high  spots. 

Thursday,  the  11th.  the  members  of  the  Grand 
Executive  Committee  filtered  into  the  city  and 
registered  at  the  good  Goldman  Hotel.  Every 
visage  was  lighte<l  up  with  the  charactMistic  smile 
of  the  true  blue  traveling  saleeman,  and  there  was 
joy  stamped  on  the  map  of  every  old  veteran  aa 
he  shot  out  hia  hand  for  a  friendly  ahake. 

Friday  they  came  from  all  directions:  Uttle 
Rock.  Pine  Bluff,  Texarkana.  Joiieaboro,  Fayette- 
ville  and  Batesville.  And  the  Arabella  Guild, 
Ancient  Mystic  Order  of  Bagmen  of  Bagdad,  were 
here  with  bells  on  and  fexses,  too. 

Fort  Smith  was  celebrating  the  opening  of  her 
million  dollar  concrete  free  bridge  and  we  had  in 
all  fourteen  bands,  gorgeous  parades.  Jaylight 
and  night  fireworks,  ladies'  luncheon,  and  banquet. 
The  U  C.  T.'s  of  Fort  Smith  had  successfully  put 
over  the  election  of  the  queen  of  the  big  time*. 
Miss  Ix>ui8e  Golden,  and  wr  were  all  settin"  pretty 
for  the  big  occasion.  The  good  wivee  of  the 
representatives  were  here  and  their  smilee  lit  up 
the  great,  wide  Garrison  Avenue  and  blended  into 
the  occasion  lots  of  sunshine.  It  was  a  big  time 
we  had  and  we  tried  hard  to  make  it  so. 

The  Bagmen  initiation  brought  into  the  Order 
quite  a  bunch  of  good  scouts  and  the  Mardi  gras 
parade  that  evening  was  a  dinger. 

The  following  officers  were  elected  to  guide  the 
work  of  the  Arkansas  Grand  Council  for  the  com- 
ing year  and  they  are  a  bunch  that  will  show 
some  speed:  Grand  Counselor.  H.  David  E. 
Shapard,  Fort  Smith;  Grand  Junior  Counselor, 
C.  E.  Weldon.  Little  Rock;  Grand  Past  Counselor. 
J.  G.  Burlinganie,  Little  Rock;  Grand  Secretary, 
Robert  E.  Gray.  Fort  Smith;  Grand  Treasurer. 
W.  W.  Harding,  Texarkana;  Grand  Conductor,  L. 
J.  Benge.  Texarkana;  Grand  Page.  T.  T.  Daniel. 
Pine  Bluff;  Grand  Sentinel,  Ralph  L.  Buckley. 
Fort  Smith;  Grand  Chaplain.  L.  C.  Dome,  Little 
Rock;  Grand  Executive  Committee,  (one  year) 
Charles  McCatherine,  Fayetteville.  and  C.  L. 
Drake.  Joneeboro;  (two  years)  L.  A.  Gainea, 
Texarkana:  and  E.  R.  Shapard,  Fort  Smith; 
Ex-Officio.  D  E.  Shapard,  Fort  Smith;  Robert  E. 
Gray.  Fort  Smith,  and  W.  W.  Harding.  Texarkana 
Representatives  to  the  Supreme  Council.  H.  S 
Spivey  and  J.  G.  Burlingame.  Little  Rock;  Alter- 
nates, D.  E.  Shapard,  Fort  Smith,  and  R.  C. 
Rudisill.  Little  Rock. 

Representative  to  the  Bagmen  meeting,  J.  K 
Jordan.  Fort  Smith. 

Correspondent  to  the  Sample  Case,  Charles  Roy 
Vance,  Fort  Smith. 

The  Grand  Council  has  as  honor  guest  Supreme 
Junior  Counselor  Prank  Roeser  of  St.  Louis.  He 
and  his  estimsWe  wife  made  n.anv  friends  during 
their  brief  stay  in  our  city. — (Chas.  Roy  Vanoe.) 


THE    SAMPLE  CASE 
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ASSESSMENT  No.  168 

(Third  for  1922) 

Dated  June  15, 1022. 
Expiree  July  15,  1922. 

Failure  to  pay  thin  assessment  by  above 
named  date  as  well  as  all  Council  dues, 
forfeits  your  claim  for  Indemnity. 


rcffcBhriients  and  made  the  evening  a  very  pleasant 
one. 

We  are  all  proud  of  the  Sample  Case  and 
conirratulate  Councilor  Charlie  Smith  on  the 
beautiful  covers,  the  many  splendid  features 
and  the  very  creditable  macazine.  Arlumsas 
can  show  Its  appreciation  by  aendinf  in  new 
subscribers  for  the  Sample  Case.  One  man 
can't  do  it  all.    Let's  halp  Brother  Smith. 

Uoy  Vance  has  added  another  page  to  his  local 
Sample  Case  that  ie  published  weekly  in  the  Fort 
Smith  Times-Record.  He  now  hae  three  full  pages 
every  Sunday  of  traveling  men's  news,  jobbing 
news,  retail  merchants  news  and  hotel  news.  The 
pages  are  interspersed  with  humorous  products 
and  seem  to  be  making  a  hit,  if  the  growth  of  the 
feature  is  anything  to  go  by.  The  pages  attract 
attention  also  to  the  U.  C.  T.— (C.  R.  V.) 


NIA 


Fort  Smith. — 

To  the  members  of  Arkansas  Grand  Jurisdiction 
U.  C.  T.: 

As  you  no  doubt  know  by  this  time  that  at  the 
meeting  of  the  Grand  Council  in  Ft.  Smith  May  12 
and  13  the  writer  was  elected  Grand  Counselor. 

In  order  to  stimulate  and  put  a  little  enthusiasm 
into  a  membership  campaign  from  now  until  May  1, 
1923,  the  writer  will  offer  four  prizes  as  mentioned 
here: 

The  member  writing  the  largest  number  of 
applications  and  the  applicants  initiated  by  May 
1,  1923.  will  receive  one  17-jewel  Waltham  watch 
valued  at  S65. 

The  member  writing  the  next  largest  number  of 
applicants  will  receive  one  17-jewel  Hamilton 
watch  valued  at  $43. 

Third  largest  number  of  applications  will  receive 
one  U.  C.  T.  ring. 

Each  Council  in  the  state  has  been  asked  to  in- 
crease its  memoership  this  year  and  has  been 
given  a  certain  number  to  be  increased, 

The  Secretary  of  the  Council  reaching  the  quota 
first  will  receive  one  17-jewel  Hamilton  watch, 
valued  at  $43.  The  Senior  Counselor  of  Ft. 
Smith  Council  taking  the  place  of  the  Secretary. 

The  Secretary  of  each  Council  will  report  the 
tenth  of  each  month  to  the  Grand  Counselor  the 
names  of  members  getting  applications,  and 
signing  on  line  number  one,  on  application  blank. 

Let's  go  some  more  for  U.  C.  T.  members. 
Fraternally  yours, 

DAVID  E.  SHAPARD, 
Grand  Counselor  of  Arkansas. 

Fort  Smith.— No.  86  is  sailing  along  smoothly. 
We  entertained  the  Grand  Council  here  in  May  and 
the  meeting  was  a  success.  At  least,  we  feel  that 
way,  since  many  letters  come  from  the  representa- 
tives and  their  good  wives  advising  us  that  they  had 
the  time  of  their  young  lives. 

We  have  the  distinction  now  of  having  as  Grand 
Counselor  our  very  efficient  Secretary,  David  E. 
Shapard.  Also  we  elected  to  the  office  of  Grand 
Sentinel  Ralph  L.  Buckley  of  Fort  Smith  Council. 

Grand  Counselor  Shapard  has  set  a  quota  for  the 
different  Councils  the  coming  year  and  has  offered 
some  very  elegant  prisee  for  the  member  sectuing 
the  most  applications  for  membership.  If  the 
Councils  win  support  Brother  Shapard  we  shall 
swell  our  state  membership  to  two  thousand  by 
March,  1923. 

We  bad  a  splendid  joint  meeting  with  the  Aozil- 
•ry  Sataaday  night.  April  34.    The  ladiet  nrred 


San  Francisco.— Pop  Judell,  Sam  T.  Breyer 
and  Barney  Hirschberg  were  elected  to  go  to  Co- 
lumbus by  our  Grand  Council  as  representatives 
for  California,  with  Meyer  Lewis  of  Oakland,  Ben 
Campton  of  San  Bernardino,  Oscar  Kinne  and 
Eugene  Sinclair  of  Loe  Angeles,  showing  that 
Unity  is  the  watchword  of  California,  each  section 
receiving  just  representation. 

Jacob  Barman  and  Bill  Ghirardelli  gave  us  a 
good  time  the  night  they  were  initiated;  some  one 
suggested  that  they  go  on  the  Orpheum  circuit. 

Hans  P.  Jensen  and  Herbert  A.  Thompson 
transferred  from  Sacramento  Council  to  IJo.  80, 
because  they  are  now  working  and  living  here  and 
from  the  showing  made  by  them  we  are  sure  they 
win  make  good  members. 

Six  more  candidates  presented  themselves  for 
initiation  May  30.  The  other  twenty  that  should 
have  shown  up  went  fishing. 

George  Winters  and  Dave  Farmer  of  Wilbur 
Smith's  staff  are  sure  salesmen  f or  U .  C .  T.  Every 
meeting  they  bring  in  a  couple.  If  they  sell  every 
salesman  a  Ford,  they  make  him  join  the  U.  0.  T. 
showing  them  it's  the  best  insurance. 

Joe  Heineberg  fell  last  week  and  fractured  his 
knee-cap.  Jack  Stutz  also  kicked  his  leg  by 
mistake  and  is  confined  to  his  bed. 

Mendel  t?.  DeBor  is  again  in  the  hospital  with 
an  injured  foot. 

The  radiator  Emblems  are  almost  sold  out;  be 
sure  to  see  Barney  at  once  if  you  want  to  be  identi- 
fied with  the  Uve  boosters  for  U.  C.  T. 

Our  Delegates  from  the  Grand  Council  report 
that  they  have  had  a  wonderful  time;  in  fact,  the 
best  ever.  We  thank  Fresno  Council  for  treating 
them  so  royally. 

Wallie  Pierson  wanted  to  resign  as  BMitor  of  the 
Gossip  but  when  he  found  out  what  the  outside 
world  thought  of  him  he  decided  to  stay  on  the  job. 
We  wouldn't  let  him  resign  if  he  wanted  to,  his 
kind  are  hard  to  find. 

Pop  Judell  was  again  appointed  aa  Grand 
Chaplain. 

Don't  forget  to  get  that  subscriber  for  the 
Sample  Case.  It  means  another  U.  C.  T. 
and  a  raise  In  salary  If  you  read  it  carefully. 

Max  Adams  will  be  on  the  job  again  very  shortly. 
He  is  improving  every  day  and  looks  fine. 

Our  joint  meeting  with  Council  No.  429  waa  • 
creat  iuoosas  and  we  trust  that  they  will  eonie 
often.    We  like  their  eompany. 


BACKING  UP! 

Here's  the  way  some  of  the 
Councils  are  backing  up  The 
Sample  Case  to  help  it  become 
the  greatest  magazine  of  its 
kind  in  the  world.  What's 
your   Council  doing? 

Going  After  Them. 
Secretary  C.  A.  Johnson, 
Forest  City,  No.  5,  Cleveland, 
Ohio,  sent  out  subscription 
blanks  to  every  member  of 
Forest  City  Council,  with  this 
card  along  with  it: 
"Dear  Councilor: 
"You  are  interested,  of 
course,  in  the  Scientific 
Salesmanship  Series,  by  Gor- 
don J.  A.  Hargrave,  now 
running  in  our  magazine. 
This  splendid  series  is  not 
alone  for  the  U.  C.  T.  Anyone 
can  subscribe  for  The  Sample 
Case,  and  get  benefit  from 
these  articles.  Get  someone's 
subscription  on  the  inclosed 
blank,  and  send  it  to  me. 
Your  Council  will  get  a  com- 
mission on  all  subscriptions 
we  send  in  for  The  Sample 
Case.  It  is  $im  for  12 
months;  $2.00  for  the  remain- 
ing 25  months  this  series  will 
run.  DO  IT  NOW." 
Golden  Gate  Promises  100. 
Here's  another  with  a  kick 
in  it.  Secretary  Hirshberg  of 
Golden  Gate  Council,  No.  80, 
sends  this: 

"Golden  Gate  Council  here- 
with guarantees  ONE  HUN- 
DRED NEW  SUBSCRIBERS 
FOR  THE  SAMPLE  CASE. 
This  resolution  was  passed  by 
our  Council.  We  are  behind 
the  livest  wire  of  the  U.  C.  T. 
The  Sample  Case  is  a  winner. 
Everyone  has  praise  for  it. 
Long  may  it  live." 

That's  backing  up  your 
magazine  with  the  spirit  that 
has  a  kick  in  it — and  it  doesn' t 
come  under  the  Volstead  Act 
either,  so  how  many  other 
Secretaries  can  be  put  on 
record?  If  a  your  own  maga- 
Mtne  you  are  boosting. 


We  are  awaiting  the  day  for  Oakland  council  to 
take  a  ride  over  and  give  us  a  visit.  It's  a  long  time 
linos  we  had  the  plearare  of  entertaining  that  Uve 


JULY 

We  oonjratulate  the  Grand  Council  on  electing 
L.  E.  C.  Jordan  of  Stockton  u  Grand  Sentinel. 
They  couldn't  have  picket!  a  better  man.  Al. 
Clark  of  San  Diego  as  Grand  Executive  Com- 
mltteman  waa  another  gootl  choice.  That  is  the 
kind  of  timber  we  trust  they  will  always  put  in 
office . 

Our  Eddie  Jonee  was  re-elected  Grand  Page,  so 
Ed  is  now  on  the  inside  of  the  Grand  Council. 
Just  watch  this  boy.  He  Is  a  live  one  and  wiU 
mean  a  lot  to  the  Order  at  large. 

Jim  Terkelson  was  appointed  on  the  Grievance 
Committee  of  the  Grand  Council.  If  you  have  any 
kicks  tell  them  to  Jim. 

Don't  forget  that  we  meet  In  Knights  of  Colum- 
bus Hall.  Friday.  July  7  and  21  Come  up  and 
look  us  over.— (Optimist.) 

Oakland.— The  prominent  doings  for  May  was 
the  ladies  at  the  Booster  Club  luncheon  held  May 
12.  Chief  Booster  Frisbee  had  very  good  speakers 
for  this  occasion  and  the  opinion  was  that  the 
ladies  should  be  invited  to  the  luncheons  more 
often. 

After  the  regular  meeting.  May  19,  Sentinel 
Danielson  made  arrangements  with  the  Chevrolet 
band  to  furnish  the  music  at  the  grand  Italian 
feed,  that  was  very  much  enjoyed  by  all  members 
attending  that  meeting.  Those  who  missed  this 
"spaghetti  feed"  and  the  amusement  furnished  by 
Brother  Herman  cerUinly  have  cause  for  regret. 
\  Brother  Steve  Corgiat  and  Mrs.  Corgiat  have 
been  blessed  with  a  baby  girl, 
f  One  of  the  sad  events  of  May  waa  the  sudden 
loss  of  our  good  Brother,  Charles  Kienan.  He  was 
a  very  hard  worker  for  Oakland  Council  and  will 
cerUinly  bo  missed,  not  only  by  his  wife  and  chil- 
dren, but  by  all  the  Brothers  in  No.  394.  Our 
deepest  sympathy  is  with  Mrs.  Kienan,  as  everyone 
realizes  what  a  fine  man  he  was. 

Brother  MoLafTerty  is  making  himself  heard  all 
over  the  stote  through  the  medium  of  the  radio. 
Any  time  anybody  can  keep  Mac  quiet  they  will 
have  to  put  him  far  away  from  civih'zation.  He  is 
to  be  complimented  on  the  work  he  recently  did 
in  speaking  for  the  Volunteers  of  America. 

Brother  McFadden,  whose  health  has  been  fail- 
ing him  the  past  month,  has  been  forced  to  give  up 
work  for  the  time  being  and  take  an  extended 
vacaUon  in  the  mounUins.  Brother  McFadden 
was  not  anxious  for  this  vacation,  as  it  would  take 
him  away  from  the  CouncU  and  his  committee 
work. 

Oakland  CouncU  feels  highly  honored  over  the 
doings  of  the  last  Grand  Council  meeting  at  Fresno, 
as  our  own  Brother  Jack  Brill  was  selected  (or  the 
Grand  Counselor's  seat.  A  better  appointment 
could  not  be  made,  and  we  all  (eel  mighty  proud  of 
Jack. 

Carl  Remmel  was  selected  for  the  Grand  Junior 
Counselor's  position;  G.  E.  Sohmidt.  on  the  Grand 
Executive  Committee,  and  Meyer  F.  Lewis  was 
selected  as  a  delegate  to  the  Supreme  Council  at 
Columbus.— (A.  E.  B.) 


►•—After  a  banquet,  which  was  held 
at  the  aty  Club  o(  Los  Angeles,  (or  the  officers 
o(  the  different  Councils  o(  Southern  CaU(omia, 
they  sojourned  to  meet  with  Angel  City  Council, 
No.  624,  at  their  regular  meeting.  May  6. 

Senior  Counselor  Frank  Gerhardy  opened  the 
meeting  and  seeing  so  many  Past  Senior  Counselors 
and  Past  Grand  Counselors  present,  he  asked 
Grand  Counselor  Ben  Campton  to  preside. 

Grand  Counselor  Ben  Campton  appointed  the 
(ollowing  to  fill  the  chairs:  Junior  Counselor,  Past 
Grand  Counselor.  Ross  Peabody  o(  Los  Angeles 
Counofl.  No.  82;  Past  Counselor.  Past  Grand 
Counselor  A.  T.  Lincoln.  Long  Beach  Council. 
No.  638;  Conductor.  Past  Counselor  Frank 
Donath.  Los  Angeles  CouncU,  No.  82;  Chaplain, 
Past  Counselor  R.  S.  Bube,  Long  Beach  CouncU. 
No.  638;  Secretary-Treasurer.  Ed  Settlage,  assisted 
by  Lee  I.  Myers  of  Long  Beach  CouncU.  No.  638; 
Page.  Newton  Piper,  our  regular  Page  of  No.  824; 
Sentinel.  Gordon  Walker,  our  regular  Sentmel. 

There  was  an  attendance  of  about  sixty  members. 
When  the  Initiatorr  •ervioes  w«rm  ont  on  Qranri 


Counselor  Ben  Campton  wanted  to  see  how  good 
the  work  could  be  put  on  so  he  reUnquiahed  the 
chair  and  turned  it  over  to  Past  Counselor  Frank 
Donath,  who  does  the  work  well. 

The  two  candidates.  L.  T.  Writer  and  John  W. 
Graham,  can  well  be  proud  of  the  initiaUon  they 
received,  as  it  waa  impressive  and  sincere.  ThM* 
two  candidates  were  recommended  by  Councilor 
P.  E.  Ulrey  of  Elkhart,  Ind.,  CouncU,  No.  MO.  We 
oerUinly  want  to  thank  CounoUor  Ulrey  for  the 
InUreat  he  is  taking  in  securing  new  members. 
They  came  In  from  Monrovia,  a  distance  of  about 
fifteen  mUee. 

We  had  quite  a  representation  of  the  different 
Councils  of  Southern  California  with  us.  There 
was  Ung  Beaoh,  Arrowhead,  of  San  Bernardino, 
and  Loe  Angelee,  No.  82.  Also  a  repr»w!nUtion 
from   other  Councils  ouUide  this  jurisdiction. 

On  behalf  of  Los  Angeles  Counril,  No.  82,  Past 
Senior  CouncUor  D.  F.  MeKinney  invited  our 
Coun-il  to  attend  their  annual  outing  to  be  held  at 
Catalina  Island  some  time  in  June.  Councilor 
F.  E.  Keriman,  of  No.  82,  abH>  Invited  us  to  their 
next  regular  meeting  and  a  oig  feed. 

Past  Grand  Counselor  A  T.  Lincoln  of  Long 
Beach  Council.  No.  635,  invited  us  and  aU  other 


THE    SAMPLE  CASE 


The  next  meeting  of  San  Diego  Cottnell,  No  408, 
will  be  the  second  Saturday  of  June.— (A.  W.  P.) 


The  right  way 
to  sell  to 
a  blond— 

The  right  way 
to  sell  to 
a  brunette — 

In  August 
Sample  Case. 

Another  Gordon  J.  A.  Mar- 
grave masterpiece. 

Order  extra  copies  in  advance 
— corkin*  good  stuff. 


CouncUs  to  attend  a  grand  baU  given  by  his 
CouncU  on  June  1. 

Senior  Counselor  Frank  Gerhardy  acted  as 
Conductor  during  the  initiatory  services. 

CounoUor  Ed  Settlage  is  getting  right  into  har- 
ness  as  Secretary-Treasurer  and  you  can  bet  be  is 
making  a  good  one.— (App.) 

San  Diego.— San  Diego  CouncU,  No.  405,  met 
May  13  with  a  fine  attendance  and  one  visiting 
CounoUor  from  BUlings.  Mont..  CounoUor  Nash. 
Five  candidates  were  initiated. 

Secretary  Clark  was  able  to  attend,  after  his 
accident  recently. 

After  closing  business  we  were  surprised  with 
an  entertainment  which  was  enjoyed  by  old  and 
young. 

There  wUl  bo  many  surprises  in  store  for  aU 
members  this  coming  year  for  we  have  a  real 
entertainment  committee. 

CounoUor  H.  E.  Jergens  from  Seattle  is  now  a 
member  of  San  Diego  Council,  No.  408.  and  is  in 
the  retaU  shoe  business. 

1  ho  writer  has  just  returned  from  Grand  Council. 
Fresno,  Calif.,  and  had  a  very  good  time.  The 
Fresno  boys  surely  know  how  to  put  on«  over. 
Everybody  had  a  grand  time. 

San  Diego  CouncU  had  the  honor  to  have  Secre- 
tary A.  E.  Clark  of  San  Diego,  No.  408.  elected  as 
of  th«  Grand  EzeentiTa.OommittM. 


THEjCi 
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AshevllU,  N.  C— We  have  only  Initiated  two 
candidates  this  month  but  just  as  soon  as  the  Grand 
Council  is  over  and  we  can  settle  down  again, 
we're  going  to  show  the  other  Councils  of  the 
Carolinas  that  we  are  not  asleep. 

Our  attendance  is  much  larger  than  it  has  been 
and  everybody  is  full  of  enthusiasm.  We  all 
went  down  to  SparUnburir  on  the  ninth  and  tenth. 
Our  decree  team  showed  them  how  to  put  on  a 
degree  In  style. 

One  of  our  members.  Brother  T.  O.  Stevenson, 
formerly  with  the  Asheville  Candy  Co..  but  now 
with  Chas.  E.  Hughes  A  Co..  wholesale  tobacco 
company,  went  down  to  High  Point  recently  and 
took  the  Phrine  degree.  He  is  one  of  our  new 
members  but  he  is  a  live  one  and  Ulks  f.  C.  T  ism 
wherever  he  goes.    He  gets  results,  toot 

We  have  several  live  ones  and  from  the  number 
of  applications  on  file  and  new  ones  coming  in 
we  are  going  to  have  a  wide-awake  Council  here 
In  the  "Land  of  the  Sky." 

Past  Counselor  O.  C.  Mills  was  appointed  Grand 
Sentinel  to  succeed  W.  R  Bearden.  dereaned. 

We  have  our  library  going  in  tip  top  shape  now, 
with  Brother  Ralph  ."tevens  as  librarian. 

Our  regular  meeting  for  June  10  was  postponed 
uniil  the  fourth  Saturday  but  we  ll  all  be  there  with 
news  from  the  Grand  CouncU —(R.  F.  G.) 

COLORADO 

Colorado  Springs. — Colorado  Springs  Council. 
No.  M4,  was  opened  on  May  20  with  a  large  at- 
tendance. Two  vi«iting  Brothers  were  present. 
A  Mott  of  Pikeo  Peak  Council.  Denver,  and  J.  W. 
McGary.  Counril  No.  170.  Corsirana.  Texas. 

Brother  McGary  made  a  long  talk  and  promised 
to  be  with  us  at  our  next  meeting. 

Brother  Joe  Rohrer.  known  in  the  Grand  Coun- 
cil as  weU  as  in  our  local  CouncU.  made  a  fine 
speech. 

Our  new  Senior  Counselor.  8.  J.  Robertson,  has 
put  a  great  deal  in  the  officers  and  members. 

In  regard  to  the  letters  received  in  favor  of 
maintaining  a  buUding  for  tuberculosis  persons. 
wUI  say  we  are  heartUy  in  favor  of  it,  as  we  have 
the  opportunity  to  see  what  it  has  done  here  in 
Colorado  as  we  have  the  M.  W  A.  Sanitarium,  the 
Printers'  Home  and  several  private  local  institu- 
tions, and  know  of  those  restored  to  health.  We 
heartily  endorsed  the  proposition.  Our  delegate 
went  to  the  Grand  CouncU  instructed  to  work  for 
it. 

Our  Reception  Committee  has  planned  a  trip 
for  us  soon — a  picnic  up  in  the  mountains  which 
we  aU  enjoy,  especially  in  the  summer,  when  it  is 
so  hot  and  up  in  the  mountains  it  is  so  cool  and  re- 
freshing. 

Brother  May's  wife,  who  has  been  ill,  was  re- 
ported to  be  on  the  road  to  recovery.  Brother 
Bsgg's  little  girl,  who  was  operated  on  for  appendi- 
citis, is  up  and  doing  fine. 

Don't  forget  that  we  meet  every  third  Saturday 
at  the  Alamo,  and  always  look  for  a  good  time^at 
each  meeting.— (R.  D.  N.) 


Columbas,  Ga.— Columbus  Council.  No.  287. 
at  its  June  meeting  elected  several  new  offioere  and 
received  the  report  of  Past  Senior  Counselor  W.  C. 
Thornton  who  retumed  from  the  Grand  Council 

!P*lMa>tnl«.  Fl«. 


2*  THE    SAMPLE  CASE 

Hoiiior  CouiiBclor  Thornton  brought  back  with 
him  the  hundsome  silk  fluu  offered  by  the  Supreme 
Council  to  the  CouiiHl  iu  each  Grand  Jiirindiction 
MKikinic  the  Kfcatefct  incrcabe  in  njcmbcmliip 

The  flag  wba  won  last  year  by  .lackoonville 
'  riiincil,  No.  292,  which  held  it  for  the  paat  year. 
Sccoriling  to  a  atatement  by  Counaelor  Thorntf)n 
tlicn>  wa«  much  apcciilation  as  to  who  would  win 
the  flag,  and  Lakeland,  Florida,  was  so  sure  they 
would  win  it  that  one  of  the  members  of  that  Coun- 
cil brought  along  his  wife  with  tlie  expectation  of 
taking  the  priie  home.  The  Lakeland  fJouncil 
was  second  with  about  fifty  per  cent  increase. 

In  the  event  the  local  Council  can  win  this  flag 
twice  in  succession  it  will  then  become  the  property 
of  the  Council  Their  increase  was  sixty-two  per 
cent. 

There  being  several  vacancies  an  election  of 
officers  was  gone  into  and  L.  E.  Floyd  was  elected 
Page  and  Conductor  T.  V.  Si)urlock  was  passed  up 
to  the  chair  of  Sentinel,  J.  L.  Askew  6Ued  the  chair 
of  Seidor  Counselor  in  the  absence  of  Senior 
Counselor  C.  U.  McCallister. 


Chicago. — Bang  went  the  gavel:  The  watch  in 
Father  Zepp's  pocket  tolled  the  hour  of  2  the  after- 
noon of  May  27.  Senior  Counselor  Gardner  stood 
at  attention  at  his  post. 

Bill  Zepp  (smiling  Zepp,  if  you  please),  the  big 
Secretary,  arose  in  majesty — and  smiled.  Chicago 
Council,  No.  30,  was  in  session. 

Councilor  William  McCracken,  and  other 
Brothers  who  were  to  attend  the  Grand  Council 
at  Decatur,  made  some  fine  reports.  Chicago 
Council  was  ready.  And  Chicago  Council  was 
THERE — represented  by  live  ones  who  let  'em 
know  old  No.  30  is  on  the  U.  C.  T.  map  of  Illinois 
in  Unity,  Charity,  and  Temperance. 

Billy  Sullivan,  time-tried  and  true,  veteran  of 
many  a  battle  to  advance  the  U.  C.  T.,  was  with 
us.  Supreme  Conductor,  though  he  is,  he  is  still 
6gbting  in  the  ranks  for  all  that  is  good  in  the 
Order. 

Smiling  Jack  Baker,  that  genial  Secretary  of 
Columbus  Council,  No.  1,  was  with  us.  casting 
sunbeams  and  emitting  genial  cheer.  Welcome, 
jolly  Jack;  Chicago  Council  has  a  warm  place  in 
its  ofiScial  heart  for  you. 

Then,  there  sat  that  old-time  and  faithful 
wheel-horse,  Frank  R.  Cook.  He  has  been  a 
victim  of  blood-poisoning  in  one  of  his  feet  for  some 
time,  but  this  was  a  meeting  he  would  not  miss. 
He  is  one  of  the  shining  pillars  in  Chicago  Council. 
He  is  one  of  the  directors,  and  at  this  meeting  the 
Senior  Counselor  appointed  him  Chairman  of  the 
Entertainment  Committee. 

Pepper  and  mustard  solution  would  be  mild 
compared  with  the  mustard  in  Chicago  Council. 
It's  there  with  the  tobasco,  whether  in  session  or 
out  of  session.  Every  man  of  the  bunch  is  hitting 
on  all  six  cylinders  for  the  Council. 

Every  U,  C.  T.  is  welcome.  Come  and  hear 
Bill  Zepp  talk.  Come  and  enjoy  the  snappiest 
meetings  you'll  find  on  the  road. — (J.  H.  L.) 
Jacksonville. — Jacksonville  Council,  No.  182, 
held  a  regular  meeting  May  21,  all  officers  were 
present. 

Some  interesting  news  was  delivered  to  the 
Council  by  the  delegates  who  attended  the  Grand 
Council  at  Decatur.  The  boj-s  say  that  the 
Decatur  boys  make  you  feel  mighty  welcome. 

The  following  poem  was  submitted  by  Councilor 
McGlauthus: 

Hip:    Hip;  Hooray; 

Jax  Council  is  on  the  Map,  they  say. 

With  twenty-five  candidates  in  June 

All  out  in  bloom. 

Over  the  mountain  across  the  sand 
Hold  us,  if  you  can; 
Drink;    Drink;  Drink; 
The  boys  never  sleep  a  wink; 
Now  gol 


Oct  your  candidate  for  this  month. 
The  ladies  are  going  to  give  a  supper  next  month 
for  the  benefit  of  the  local  hospital. — (F.  8.) 

Peoria.— The  "Knights  of  the  Grip"  page,  that 
is  published  every  Sunday  morning  in  the  PeoriB 
Star,  is  becoming  very  popular  with  the  traveling 
men,  not  only  in  our  own  city,  but  in  the  larger 
cities.  Bloomington^  Springfield,  Decatur,  are 
asking  for  copies  of  the  Sunday  Star,  and  are  talking 
of  starting  something  along  the  same  line  in  their 
own  cities  to  boost  the  traveling  men's  organiza- 
tions. We  believe  that  this  kind  of  publicity  is  a 
great  booster  for  members. 

The  members  of  Peoria  Council,  No.  112,  have 
returned  from  the  Grand  Council  meeting,  held 
in  Decatur,  full  of  enthusiasm  and  have  already 
started  the  slogan,  "600  for  Peoria,"  having  elected 
one  of  our  members,  Thos.  W.  Endsley,  Grand 
Sentinel,  who  is  full  of  U.  C.  T.'ism,  and  with  our 
new  Senior  Counselor,  L.  E.  Wilson,  who  is  also  a 
worker.  Things  are  booming  in  Peoria  Council. 
Every  member  is  out  working  for  "Tom  and  Eli," 
from  now  on,  and  when  we  hold  the  Grand  Council 
meeting  here  in  1927  you  may  expect  to  see  Peoria 
Council  the  second  largest  in  Illinois.  No.  30 please 
take  notice. 

Earl  Spangler  has  taken  over  the  chairmanship 
of  the  Entertainment  Committee.  Earl  is  another 
U.  C.  T.  who  does  things.  Look  out  for  some 
surprises  from  this  committee. 

Peoria  ladies  captured  two  prizes  in  the  ladies' 
contest  at  Decatur.  Mrs.  Sam  G.  Blake  won  first 
prize  and  Mrs.  Geo.  C.  Kleindschmidt  won  second 
prize  in  the  500  event.  Peoria  had  a  full  delegation 
who  were  all  delighted  with  the  entertainment 
furnished  by  Decatur  Council.  Those  attending 
from  Peoria  were:  Tom  W.  Endsley,  L.  E.  Wilson 
and  wife,  Sam  G.  Blake,  wife  and  daughter,  Geo. 
C.  Kleinsdschmidt  and  wife,  Parker  P.  Lewis,  wife 
and  daughter,  Bruce  H.  Miller  and  mother,  Robert 
W.  Goldenstein,  F.  W.  Werts,  J.  A.  Crary,  George 
W.  Seward,  J.  B.  Pitzer,  O.  C.  Parsons,  and  Alvi 
Bamum. 

The  hard  rains  we  have  had  during  the  past 
week  have  made  the  roads  heavy  for  automobilists. 
Some  of  our  members  related  thrilling  events  but 
were  lucky  in  not  getting  hurt.  Joe  Pitzer  and 
Bob  Faul  had  a  pretty  tough  time  of  it  during 
a  recent  storm  which  overtook  him  a  few  miles 
out  from  the  city.  With  the  timely  help  and  pro- 
tection of  a  farmer  who  happened  to  be  near  by 
the  occupants  succeeded  in  getting  home,  tired, 
wet  and  muddy. 

We  promised  not  to  mention  any  names,  but 
one  of  Loose  Willes  Co.  salesmen,  who  lives  in 
Canton,  111  .  had  rather  a  serious  experience  in 
driving  from  Liverpool  to  Canton.  He  was  caught 
in  a  storm  seven  miles  out  of  Canton.  His  car  got 
stuck  in  the  mud;  tried  for  several  hours  to  extricate 
the  machine;  finally  gave  it  up,  took  off  his  shoes, 
picked  up  his  grip  and  walked  home,  arriving  there 
at  3  o'clock  in  the  morning. 

Bruce  H.  Miller  was  stuck  in  the  mud  between 
Flannigan  and  Eureka  recently.  He  finally  reached 
Eureka,  where  he  had  to  leave  his  car.  He  went 
home  on  a  freight  train. 

Richard  Ward,  Senior  Coimselor  of  Bloomington 
Council,  No.  214,  John  Kazar.  and  Dave  Strauss, 
all  of  Bloomington,  were  visitors  in  Peoria  the 
latter  past  of  June. 

The  Illinois  Traction  Co.  furnished  a  special 
coach  for  the  Peoria  and  Bloomington  delegation 
on  their  trip  from  the  Decatur  Convention,  for 
which  they  have  the  thanks  of  the  entire  bunch. — 


haven't  been  coining  out,  come  and  meet  the  boyi- 
There  will  be  but  one  meeting  each  month  in  July 
and  August,  July  1  and  August  6. 

Senior  Counsi-lor  Stacey  wants  to  increase  the 
n.cmbership  to  1.20f)  thU  year  and  wants  a  good 
claaa  each  of  these  nighU  and  needs  the  help  of 
every  member. 

Junior  Counselor  Yake  is  Chairman  of  the  Mem- 
bership Committee,  along  with  Conductor  Jennings 
and  Past  Senior  Counselor  Shell.  If  you  have  a 
prospect  and  can't  land  him,  phone  Yake,  Kenwood 
3637. 

E.  L.  Northara  now  gives  the  "Ray  of  Hope  ' 
lecture.  It  is  worth  your  while  to  spend  an  evening 
to  hear  him. 

Councilors  John  T.  Gardner  and  Walter  Bozell 
are  delegates  to  the  [Supreme  Council  meeting  In 
Columbus. 

The  delegates  to  the  Grand  Council  meeting  at 
Madison  found  it  one  of  the  most  successful  meet- 
ings in  years.  Affairs  were  conducted  in  a  business- 
like manner,  and  the  entertainment  provided  was 
unusually  enjoyable. 

At  our  next  meeting  an  Employment  Committee 
will  be  named.  ThU  will  serve  as  a  clearing  house 
for  Councilors  out  of  a  job  or  seeking  to  improve 
their  positions  and  for  sales  managers  deainng 
good  men. 

Councilors  having  complaints  as  to  treatment  or 
hotels  or  compelled  to  put  up  with  unsanitary  con- 
ditions should  repord  same  to  Brother  J.  C.  Holmes, 
905  City  Trust  Building,  Indianapolis.    Be  specific. 

Arrangements  for  our  annual  picnic  will  be  made 
at  our  July  1  meeting. 

Dawson  Gilbert,  of  Clayton,  Ind..  representative 
of  the  Federal  Chemical  Co.,  of  Louisville,  and 
George  A.  Huck,  salesman  for  Kipp  Bros.  Co., 
Indianapolis,  were  initiated  Saturday  night,  June  3. 

W.  R.  Broad,  of  Albany,  N.  Y„  Council,  and  J.  R. 
Maters,  Cadillac  Council,  Detroit,  were  visitors  in 
June.  McMaters  is  financial  representative  m 
Indiana  for  the  Salvation  Army. 

There  are  many  members  of  other  Councib  re- 
siding in  IndianapoUs.  We  wUh  you  would  come 
up  and  register  that  we  might  include  you  in  our 
business  and  social  affairs.— (C.  B.  H.) 

Evansville.— The  foUowing  representatives  > 
Crescent  City  Council,  No.  14,  and  ladies  attend- 
ing the  Grand  CouncU  of  Indiana  at  Madison, 
Ind.,  on  May  19  and  20  are:  Mr.  and  Mrs.  T.  B. 
Stevenson,  Sr.;  Miss  Sadie  Hobbs,  Mr.  and  Mrs. 
Farley  Cartwright,  Sr.,  A.  L.  FUckner  and  daugh- 
ters, Mrs.  Virginia  Stakman  and  Miss  Virginia 
Flickner;  E.  H.  SUverthorn,  Ezra  Lyon,  and 
L  E.  K^rcher.  All  returned  home  loudly  prais- 
ing Madison  and  its  lovely  people.  Madison 
CouncU  made  a  decided  success  in  every  part  of 
the  program. 

That  wonderful  trip  on  the  river  and  the  motor 
ride  over  the  county  were  features  that  will  never 
be  forgotten. 

Now  we  are  looking  forward  to  the  next  Grand 
CouncU  at  Elkhart  in  1923.  Our  New  Grand 
Counselor,  F.  E.  Burhans,  gave  his  word  as  t.. 
what  Elkhart  would  do.    No  further  comment  ii- 

"^Crescent  City  CouncU  was  remembered  at  th^- 
Madison  Grand  CouncU  by  the  election  of  a  Su- 
preme Council  representative  and  the  appointment 
of  the  Grand  Chaplain  for  the  ensuing  year. 

We  are  always  ready  for  business.  As  Secretary 
FUckner  said.  Crescent  City  CouncU  has  not 
missed  meeting  twice  a  month  for  thirty-three 
rears     Can  any  Council  beat  it'— (Karcher.) 


Indianapolis. — IndianapoUs  Council  is  back  in 
its  home.  Eagles'  HaU,  41  West  Vermont  Street. 
This  is  one  of  the  best  halls  in  the  city,  commo- 
dious, weU  arranged  and  centrally  located. 

Our  meetinoB  are  being  better  attended.    If  you 


Davenport.— Davenport  CouncU,  No.  310.  met 
i„  its  new  quarters.  May  27,  with  the  faithful  ones 
on  hand  to  witness  the  exemplification  of  our 
rituaUstic  work  by  the  "Has-Beens"— the  Past 
Senior  Counselors,  with  Past  Grand  Counselor 
White  in  the  chair. 

The  beauties  of  Unity.  Charity  and  TeraperaMe 
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THE    SAMPLE  CASE 


IIVIPORTANT 

New  oul-ol-door  fame  rrrair<<  ai  Sleui  Cily,  li 
NAME 

"Wlio  shall  I  hiivp  IIuul  niv  nuggnge  to 
the  MurtiiiT" 
Those  who  may  imrtioirwte: 
Any   number  of  travc-lors  making  the 
Martin  witli  trunks. 
RULES 

I  layera  niuat  flrat  pruviilv  iliui„».|vi)a  vtitli  oii«  or  inori 
iniiika  and  oIimIc  aaiiis  to  MU.ui  City,  lows:  aliar  Imv 


I  Quick  and  eflioient  aervic«. 
dslihomta  dooiflon  tad  clv«  youi 
it  ol  thf*  Hiithorixed  tmnafar  ooiiipany. 

YOU  WIN 


were  presented  to  two  cnndiilntes.  in 
inanner,  sliowiiig  timt  the  boys  wh 


Wichita.— Wichita  Council,  No.  39,  has  at  thi 
writing  just  returned  from  Grand  CouncU  at 
Hutchinson,  and  the  one  hundred  odd  members 
who  attended  that  splendid  meeting  have  each 
and  every  one  his  Third  Vest  Button  in  line  of  action 
and  are  more  than  ever  enthusiastic  for  the  U.  C.  T. 
It  is  going  to  be  the  purpose  of  thU  one  hundred 
to  thoroughly  sell  the  other  five  hundred  members 
of  our  Council  the  enthusiasm  which  we  gained  in 
this  great  gathering  of  United  Commercial  Travel- 
srs. 

Hutchinson  Council  No.  34  did  herself  proud  in 
entertaining  the  Grand  Council  and  we  shall  always 
remember  the  good  time  we  enjoyed  as  her  guests. 

Senior  Counselor  W.  C.  Shanks  has  started  out 
in  earnest  in  his  administration  and  so  anxious 
were  applicants  to  become  members  of  our  Order 
that  we  were  compelled  to  hold  special  meetings 
3n  May  27  and  confer  the  degree  on  three  novi- 
iates. 

The  Entertainment  Committee,  with  their  last 
lance  for  the  season,  Saturday  evening.  May  27, 
[lave  done  much  toward  keeping  up  the  interest 
n  things  D.  C.  T.  and  our  monthly  party  has 
Jrougbt  out  200  and  300  members  and  their  fam- 


n  impressive 
have  passed 

through  the  officre  still  retain  the  beatuiful  lessons 
taught  in  our  ritual,  and  are  able  to  confer  the 
work  in  a  very  creditable  manner. 

Final  arrangemenU  were  made  by  those  going 
to  the  Grand  Council  at  Oskaloosa,  June  8,  9  and 
10.— (L.  G.  H.) 

Creston. — The  United  Conimeroinl  Travelers' 
annual  May  festival  ball  given  May  14  at  the  Mo- 
Kinley  park  pavillion  was  no  doubt  the  biggest 
affair  of  its  kind  ever  held  in  Creston.  Over  six 
hundred  were  on  the  dance  floor  and  besides  si  vcral 
hundred  more  were  spectators  of  the  drawing  of  the 
free  merchandise.  There  were  representative  cars 
from  all  over  Southwestern  Iowa,  the  numb<T  of 
cars  parked  about  the  grounds  being  over  two 
hundred. 

The  program  of  the  evening  was  opened  with  a 
short  ulk  by  Fred  L.  Luce,  Senior  Counselor  of  the 
Creston  Council. 

Mayor  Ed.  C.  Keith  was  introduced  and  gave 
a  short  talk  boosting  the  United  Commercial 
Travelers. 

The  American  Legion  are  to  be  commended  for 
the  donation  of  the  pavilion  for  the  event.  Their 
net  proceeds  of  the  refreshment  stand  and  check 
room  was  nearly  $60.  The  Electric  light  Company 
provided  special  lighting  for  the  park  without 
charge  and  the  city  administration  provide<l  ample 
police  protection.  The  crowd  was  one  of  the  most 
orderly  ever  gathered  together  in  Creston. 

The  dancing  startetl  at  9  o'clock,  excellent  music 
being  furnished  by  Weber's  orchestra,  assisted  by 
Master  Vandervan  of  Ottumwa.  accordion  soloist. 
The  music  was  extremely  good  and  the  dancing 
lasted  until  1  o'clock  in  the  morning. 


iiics  on  every  occuhiou.  Great  liiuea  hu\«:  Ui.. 
e/ijoywl.  With  the  oomiug  of  cooler  weather  thtjy 
will  uieain  hp  rtwunied,  bigger  and  Ix-tter  Uiuu  over. 

I'nst  Grand  Counselor  IjKtur  li.  Ni.ble  was 
iKiniired  by  the  Mutrliinsun  meeting  in  Uiiig  one 
of  the  eight  repreMntativne  clerttxi  to  represent 
the  Oraiul  Council  at  the  Supreme  Council  seasioo. 
So.  39  apprcciafca  thia  honor. 

Councilors  of  No.  39,  "buck  up"  and  let's  get 
four  square  bchiml  our  officers  and  make  thia 
banner  year  for  the  biggest  Council  in  the  Kansas 
jurisdiction.  We  have  030  members  and  a  rich 
field  of  1,800  to  work  from.    Let's  go.— (W.  W.  D.) 

Sallna. — The  convention  at  Hutchinson  is  over. 
It  was  some  convention.  More  than  fifteen  mem- 
bers of  Sunflower  Council  attended  and  everyone 
enjoye<l  the  occasion. 

May  27  the  regular  meeting  was  held  and  several 
new  trembers  were  taken  in.  This  brings  the 
membership  well  over  the  400  mark. 

The  rOnt^Ttainmrnt  Committee  is  working  on 
plans  for  a  Field  Day  and  picnic  some  time  in  July. 

It  is  the  intention  of  the  Senior  Counselor  to 
try  out  a  new  scheme  on  the  regular  meeting  nights 
hereafter;  that  is,  to  provide  entertainment  for  the 
ladies,  while  the  meeting  is  going  on.  It  is  hoi>ed 
that  this  plan  will  bring  out  a  Urger  attendance 
at  the  meetings. 

SunHowcr  Council  needs  more  peppery  pep. 
Let's  get  some. — (Andy.) 


WANTED— NEEDED 
Any  U.  C.  T.  who  has  a 
copy  of  the  May  number  of 
The  Sample  Case  which  he 
does  not  particularly  wish  to 
keep,  will  confer  a  lasting 
favor  on  this  magazine  if  he 
will  mail  it  to  us.  So  great 
was  the  demand  for  that 
issue  that  we  cannot  supply 
it.  Please  mail  us  copies 
you  may  not  wish  to  keep  on 
file. 


SmJCKY-VIRGlfi^ 
;5T  VIRGINIA- MARYLAND 

Di^iklCl  or  CUi-Uivi£»iA 

Washington,  D.  C— The  Maymeetingof  Flagg 
Council  was  held  on  time.  One  candidate  was 
initiated.  If  some  of  the  old-time  members  of 
Flagg  Council  had  been  at  this  June  meeting,  it 
would  have  reminded  them  of  our  meetings  of  ten 
or  fifteen  years  ago,  when  at  election  time  they 
then  fell  over  each  other  to  get  into  an  ofl^ce  and 
quite  a  few  of  them.  When  they  got  through  the 
chairs,  abo  got  through  with  Flagg  Council.  Some 
of  them  mail  in  their  dues  and  assessments  instead 
of  bringing  them. 

Our  June  meeting  was  a  roar  from  sUrt  to  finish. 
Everybody  seemed  to  be  wound  up,  and  it  didn't 
take  much  to  start  something. 

Senior  Counselor  Newniaker  WTote  a  letter  to 
every  member  of  the  CouncU,  teUing  them  that  a 
very  serious  matter  was  coming  up  and  to  be  sure 
to  come  and  help  to  straighten  it  out.  But  even 
that  didn't  seem  to  arouse  any  curiosity.  We 
have  less  than  100  members,  and  we  have  from 
fifteen  to  eighteen  members  at  each  meeting.  We 
should  have  at  least  sixty. 

We  had  two  initiations  at  the  June  meetings. 
Counselor  Daly  acted  as  Conductor  and  he  knows 
how. 

Flagg  Council  is  to  be  congratulated  on  its  past 
and  present  officers.  Secretary  Triplett  keeps  the 
Council  in  good  shape.  P.  C.  Prickett  stUl  takes 
a  deep  interest. 

Senior  Counselor  Newmaker  is  working  to  get 
new  members  as  well  as  getting  the  old  ones  to 
attend,  and  Junior  Counselor  Peterson  is  also  a 
live  wire. 


Vie  had  very  iiituesting  talks  from  Couucjli.1 
Uopprr,  Daugberty,  Packer,  Kennedy,  Hulhgai. 
anil  •tbers. 

I'Tagg  Council  was  at  tlio  suggrstion  of  our  lnt<' 
Past  Keniur  Couiisulur  Pvusr,  rmmed  after  Chdr 
B.  FTagg,  the  fimt  Supreme  Secretary,  about 
nineteen  years  ago.  Mrs.  Flagg  presented  a  very 
handsome  banner  to  the  Council  — (M.) 

Baltimor*,  Md. — The  regular  monthly  maetinc 
of  Cheupeake  Council,  No.  24,  was  held  In  the 
Council  Chamber,  May  27,  with  but  a  fair  attentl- 
anoe. 

Among  the  subjects  for  discussion  were  the 
instructions  to  be  given  to  the  delegates  to  the 
Grand  Council,  and  in  view  of  the  meager  attend- 
ance, those  who  were  prownt  were  loath  to  give  as 
the  sentiment  of  the  Council  their  own  individual 
views. 

In  \-iew  of  the  splendid  calil>er  of  our  rcprcMnta- 
tives,  the  presentation  of  such  matters  was  left 
largely  to  the  judgment  and  discretion  of  the  dele- 
gates themselves. 

The  routine  business  of  the  Council  was  quickly 
and  capably  transacted  and  several  favorable  ex- 
pressions of  the  last  issue  of  The  .Sample  Case  wm 
made,  especially  of  the  clear  and  instructive  article 
on  losses  inrurrc<l  and  paid,  from  the  pen  of  Su- 
preme Auditor  Ilebberd. 

Our  members  are  looking  forward  with  real 
pleasure  to  the  visit  of  our  delegation  to  the  Grand 
Council,  and  anticipate  with  much  interest  their 
report  upon  their  return. 

A  welcome  guest  at  the  meeting  was  Brother 
Halier  of  Harrisburg,  Pa.,  Council,  who  is  now 
a  resident  of  Baltimore. — (Lebud.) 

Huntington.  W.  Va.— Contrary  to  precedent. 

Huntington  Council  met  at  2  p.  m.  May  27.  trans- 
acted the  usual  routine  of  business,  initiated  two 
candidates,  adjourned  at  4  p  m..  and  followed  the 
committee  to  the  picnic  grounds  in  Ritter  Park, 
where  members'  wives  and  sweethearts  awaited 
them. 

Ix)vely  weather,  beautiful  shade,  plenty  of  good 
things  to  eat,  and  an  interesting  game  of  baseball 
was  the  outstanding  features. 

This  Council  went  in  a  body  to  the  Grand  Coun- 
cil in  Charleston,  headed  by  the  Huntington  tnnd. 
.Many  of  the  menil)crs  took  their  wives,  daughters 
their  men  servants,  and  maid 


sons — yea. 


and 
servants. 

May  22  Brother  Floyd  ^.  Chapman  of  Hunting- 
ton Council,  was  elected  mayor  of  this  city  by  the 
unprecedented  majority  of  3,400  votes,  the  largest 
majority  ever  given  a  municipal  candidate  in  this 
city.  Brother  Chapman  ran  on  the  Republican 
ticket,  but  the  United  Commercial  Travelers  and 
the  American  Order  of  Porch  Climbers  put  him 
over,— (P.  M.  G.) 

Clarksburg.  W.  Va.— A  good  attendance  was 
had  at  our  regtilar  meeting,  June  3.  No  initiations 
were  msde.  but  much  business  was  transacted. 
Ways  and  means  of  helping  to  build  up  the  sub- 
scription to  "The  Sample  Case"  were  discussed  by 
Councilors  CutUp,  Feathers,  and  Aimon. 

Sometime  ago.  Senior  Counselor  F.  L.  Lovell 
hinted  to  the  Council  that  as  "Novitiates"  were 
getting  scarce  in  the  immediate  vicinity  of  Clarks- 
burg, it  would  be  a  good  plan  to  invade  our  sister 
city,  Weston,  where  some  wild  ones  were  reported 
to  be  roaming  the  woods.  Accordingly,  our  good 
Brothers,  W.  L.  Homor,  T.  V.  Reeder,  Charles 
Davis,  along  with  members  residing  in  that  fair 
city,  were  sent  forth,  armed  to  the  teeth  (with 
application  blanks),  and  as  a  result  ten  good  and 
true  United  Commercial  Travelers  were  added  to 
the  Clarksburg  roster. 

Success  begets  success,  and  as  a  result  of'our 
experience  at  Weston,  our  commercial  warriors  are 
preparing  to  carry  the  campaign  into  the  city  of 
Grafton,  where  a  great  deal  of  good  U.  C.  T. 
timber  is  to  be  had  for  the  effort.  Brother  Ray 
Shaw  reports  that  he  has  about  thirty  wild  ones, 
already  "hog-tied"  and  ready  to  "cross  the  moun- 
tain," June  24.  He  also  promises  good  eats,  and 
a  good  time  generally.  Are  we  going?  You  bet 
we  are.— (I.  T.  M.) 
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"  Calgary,  Alta.— With  the  month  of  May  the 
dawn  of  summer  oamc  to  Calgary.  Tho  trees 
broke  into  bud,  tho  birds  returned,  tho  sound  of 
tho  plowshare  rang  throunliout  the  land  and  the 
humble  graBshoppcr  again  began  to  disport  his 
active  and  mischievous  figure.  Everything  be- 
came instilled  with  life,  activity  and  growth,  but 
Calgary  Council,  No.  304— nix.  This  was  the 
second  of  our  experimental  Saturday  afternoon 
meetings  and  was  entirely  a  disappointment  in 
regard  to  increased  attendance.  As  a  matter  of 
fact,  attendance  decreased,  possibly  on  account  of 
the  especially  fine  weather.  A  questionnaire  will 
be  sent  round  for  the  members  to  fill  in  cxpresting 
their  opinions  on  holding  afternoon  or  evening 
meetings  and  other  matters,  which  it  is  hoped  will 
be  filled  in,  in  every  case,  and  returned. 

There  was  quite  a  volume  of  correspondence  to 
be  handled,  including  a  number  of  hotel  notices. 
On  this  particular  question  a  letter  was  read  from 
the  Calgary  Wholesalers'  Association,  asking  the 
Council  to  join  in  with  their  representatives  in 
interviewing  members  of  the  provincial  legislature. 
This  particular  organization  appears  to  have  over- 
looked the  fact  that  the  combined  councils  of  the 
U.  C.  T.,  as  well  as  sister  organizations  of  Com- 
mercial men,  have  been  fighting  this  question  for 
years  and  that  representatives  of  Edmonton 
Council  have  argued  the  matter  for  us  on  the  floor 
with  good  effect.  As  a  matter  of  fact  Government 
nspeotors  will  be  out  within  a  month  in  an  eCfort 
to  clean  up  the  situation.  This  letter  was  finally 
laid  on  the  table  until  our  next  meeting  when  it 
is  expected  that  the  machinery  of  the  new  legis- 
lature will  be  in  motion  and  a  clearer  view  of  the 
situation  taken,  the  feeling  of  the  meeting  being 
that  it  would  be  foolish  to  interfere  when  action 
is  just  being  commenced. 

Councilor  Cumming  was  initiated  and  appeared 
to  enjoy  the  ceremony.  Two  other  candidates 
failed  to  appear.    There  were  two  re-instatemenU. 

In  the  evening  a  dance  was  held  in  the  Mac- 
Donald  Academy,  which  proved  pleasurable  and 
successful. 

Don't  overlook  the  uggestions  in  the  May 
Sample  Casa  for  mak  ig  our  jotirnal  of  in- 
terest in  Canada.  If  you  have  literary  am- 
bitions you  now  have  a  chance  to  exploit 
them  and  let  the  Canadian  travelers  •«« 
that  you  are  alive. — (Scribe.) 


didates  were  Initiated,  and  a  very  *uooe«iful. 
though  small,  meeting  held. 

At  the  July  meeting  several  important  matters 
are  to  be  discussed,  among  which  wUl  be  plana  for 
our  annual  picnic,  and  our  participation  in  a 
Travelers'  Day  at  the  licgiua  Fair.  We  are 
hoping  for  a  large  attendance.— (Righto.) 

Saskatoon,  Sask.— At  our  meeting  May  27 
we  initiated  six  new  candidates:  Wm.  M.  Robin- 
eon,  J.  R.  Howie,  Douglas  Houghton,  J.  II.  Bren- 
nan,  J.  C.  Potter,  and  H.  E.  Hultgran. 

Brother  F.  J.  McDonald  gave  the  annual  report 
of  the  Executive  Committee.  It  is  a  great  pleasure 
to  know  that  our  Council  is  in  a  sound,  financial 
condition.  We  hope  to  touch  the  300  membership 
before  the  end  of  the  year. 

Pay  your  dues  and  assessments  promptly  and 
relieve  your  Secretary  of  much  worry,  for  he  does 
not  want  to  suspend  you. 

The  Picnic  Committee,  under  the  able  leader- 
ship of  A.  G.  Martin,  has  arranged  fdr  our  Annual 
picnic  at  the  Dominion  Government  Forestry 
Farm  on  July  1.  and  we  hope  to  have  a  record 
attendance. 

The  U.  C.  T.  basebaU  league  opened  at  Cairns 
field  on  Saturday  afternoon,  there  being  two 
games,  first  between  the  Kandy  Kids  and  Plow- 
Shares,  which  was  won  by  the  former,  and  the 
second  between  the  Hard  Tacks  and  OutUws, 
which  was  won  by  the  former.  Maurice  Winters 
of  the  Kandy  Kids  being  the  outstanding  star  of 
the  day.  There  wiU  be  two  games  played  every 
Saturday  afternoon  at  Cairns'  field  throughout 
the  summer. 

J  Senior  Counselor  J.  D.  Campbell  has  appointed 
a  committee  composed  of  A.  Forsyth.  R.  8.  Todd 
and  T.  H.  Treldaven,  to  send  out  a  questionnaire 
to  every  member,  which  wiU  be  mailed  to  you 
shortly,  and  asks  every  member  to  maU  it  or  hand 
it  to  any  of  the  committee  promptly.  It  is  for 
information  for  your  Secretary  and  also  for  the 
Supreme  Secretary,  so  be  prompt.- (Scribe.) 


FRANK  T-  NEWTON, 
Appointed  United  Stales  Marthal  for  the 
Eiastern  District  of  Michigan,  through  the  ef- 
forts  of  Congressman  Charles  E.  Townsena. 
Councilor  Newton's  home  Is  at  Ypstlanti,  ana 
he  is  a  member  of  Jackson  Council,  No.  57. 
By  this  appointment  Representative  Town- 
send  has  aiain  demonstrated  his  friendship 
for  commercial  travelers  and  their  interests. 
Brother  Newton  is  considered  one  of  the  most 
capable  mt^n  in  Michigan  for  the  place  to 
which  he  was  appointed. 


Regina,  Sask. — The  most  successful  dance  ever 
held  by  Regina  Council,  No.  266,  was  held  at  the 
Regina  Trading  Company's  banquet  hall.  May  5. 
The  dance  was  in  charge  of  a  very  able  committee, 
the  convenor  of  which  was  Secretary  M.  A.  Case, 
A  unique  feature  of  the  affair  was  that  the 
dances  were  arranged  as  a  transcontinental  tour. 
Each  dance  was  given  the  name  of  a  city  where  a 
Council  is  situated. 

The  first  dance  of  the  evening  was  the  Columbus 
waltz,  and  the  last  dance  of  the  evening  was  the 
Regina  waltz.  The  mythical  trip  started  at 
Columbus,  then  to  Detroit,  over  to  Toronto,  then 
west  to  Winnipeg.  Brandon,  north  to  Saskatoon 
and  Edmonton.  Canadian  Councils  were  naturally 
favored. 

The  following  was  the  program:  Columbus 
waltz,  Detroit  two-step.  Paul  Jones.  Toronto  fox 
trot.  London  one-step,  U.  C.  T.  walti,  Winnipeg 
two-step,  Brandon  waltz.  Yorkton  one-step.  Sas- 
katoon rye  waltz,  Edmonton  waltz,  Vancouver 
fox-trot,  Victoria  one-«tep,  Calgary  starUght 
waltz,  Lethbridge  two-step.  Medicine  Hat  fox 
trot.  Swift  Current  tag  one-step.  Moose  Jaw  fox 
trot  and  Regina  waltz. 

Brother  Ed.  Cameron  acted  as  master  of  cere- 
monies. About  four  hundred  and  fifty  partook 
(A  the  good  things  provided  by  the  U.  C.  T.  ladies 
for  supper. 

At  a  meeting  of  the  CooBcfl  May  20,  two  can- 


Detroit.— Resolutions  adopted  by  Cadillac 
CouncU.  No.  143,  United  Commercial  Travelers  of 
America,  on  the  death  of  Past  Grand  Counselor 
Samuel  Rindskoff,  a  member  of  Detroit  Council. 
No.  9: 

The  Supreme  Counselor  of  the  UniverBe,  May 
5,  1922,  called  to  the  Eternal  CouncU  our  most 
beloved  brother  and  friend,  Samuel  Rindskoff, 
therefore 

Be  it  Resolved,  That  we,  the  members  of  Cadillac 
CouncU,  No.  143.  United  Commercial  Travelers  of 
America,  herewith  express  deepest  sorrow  over 
his  departure  from  our  midst. 

Brother  Rindskoff  was  one  of  God's  noblemen, 
whose  love  for  his  feUowman  brought  to  him  the 
esteem  of  aU  who  knew  him.  He  ever  had  a  smUe 
and  a  kind  word  for  aU.  always  spreading  the 
mantle  of  charity  o'er  those  who  may  have  erred 
and  extending  the  warm  handclasp  of  feUowship 
and  an  open  purse  to  those  in  need. 

Words  are  inadequate  to  express  our  regret  over 
his  demise  and  the  irreparable  loss  our  great  Order 
has  sustained;  Be  it  further 

Resolved,  That  our  sincere  sympathy  be  extended 
to  the  famUy  of  the  deceased  and  that  a  copy  of 
this  resolution  be  maUed  to  his  sorrowing  relatives 
and  to  the  Sample  Case  for  pubUcation. 

Thomas  Burton,  Senior  Counselor;  Arthur  Hoit. 
Junior  Counselor;  P.  WUlard.  Past  Senior  Coun- 
selor: E.  B.  T.  Schumacher,  Secty.-Treas.;  A.  G. 
MaoEachron,  Chaplain;  C.  S.  Routt,  Conductor; 
C.  W.  MaxweU,  Page;  C.  C.  Peterson,  Sentinel;, 
E.  S.  Rine,  Lou  Smith,  Martin  Reed.  B.  MendeU. 
Executive  Committee. 

Lansing.— Auto  City  Councfl.  No.  305.  met  in 
its  elub  rooms  May  6.  at  6:30  p.  m.,  and  sat  down 


to  a  botintiful  Bohemian  i 


CounoUors,  their 


failles  and  Wends  enjoyed  the  occasion. 


After  the  dinner  the  CouncU  was  caUed  to  order 
by  Senior  Counselor  Lamson.    Initiation  followed. 

It  was  the  request  of  the  chair  to  keep  up  the 
good  work  of  adding  new  members.  It  is  hoped 
that  this  wUl  be  a  year  for  good  old  Auto  City 
CouncU. 

Several  visiting  brothers  were  present  and  gave 
us  short  talks  and  also  complimented  us  on  the 
work  we  are  doing. 

(  The  Ladies'  AuxUiary  held  its  regular  business 
meeting.  May  11,  at  the  home  of  the  Secretary, 
Mrs.  C.  D.  Dascher,  913  Logan  Street.  President 
Mrs.  Floyd  French  presided.  Treasurer  Mrs.  H. 
A.  Alexander  made  a  good  financial  report.  Picnic 
arrangemente  were  talked  over.  After  the  close 
of  business  the  afternoon  was  devoted  to  cards. 
Refreshments  were  served.  The  oflBcers  were  very 
much  pleased  to  have  had  such  a  nice  big  turnout 
and  all  joined  us  on  getting  busy  for  the  U.  C.  T. 
picnic  to  be  held  in  July. 

The  'J.  C.  T.  boys  and  the  Auxiliary  both  wish 
to  express  their  best  wishes  to  The  Sample  Case 
for  the  grand  magazine  it  is  sending  out.  AU 
appreciate  the  articles  very  much.  It  is  "the 
goods"  for  the  commercial  traveler. — (F.W.F.) 

Bay  City.— The  foUowing  resolutions  were 
passed  by  Bay  CouncU,  No.  51,  U.  C.  T.  of  A., 
Bay  City,  Michigan,  in  recognition  of  the  accom- 
plishments of  Joseph  Whiting  during  his  career  as 
local  passenger  agent  for  the  M.  C.  Railroad.: 

Whereas,  We  learn  that  Joseph  Whiting,  after 
approximately  forty  years  of  devotion  to  the 
interests  of  the  traveUng  public  as  local  passenger 
and  ticket  agent  for  the  Michigan  Central  RaU- 
road  Company  has  been  honored  with  retirement 
and  a  pension  by  officials  of  the  above-mentioned 
railroad,  and 

Whereas,  Mr.  Whiting's  courteous  interest  and 
inteUigent  treatment  of  raih-oad  patrons  offers  a 
splendid  example,  which  if  conscientiously  foUowed 
by  employes  of  aU  railroads  would  win  enthusiasm 
and  cooperation  instead  of  the  antagonism  fre- 
quently expressed  by  negligently  treated  travelers, 
therefore  be  it 

Resolved,  That  Bay  CouncU,  No.  51,  extend  to 
Mr.  Whiting  an  expression  of  appreciation  for  the 
unfaiUng  consideration  shown  not  only  members 
of  our  CouncU,  but  aUo  our  recognition  of  thf 
BoUcitude  and  thoughtful  care  exercised  by  Mr 
Whiting  in  providing  accommodations  and  com 
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fort  for  women  and  obildren  when  they  were 
traveling  alone;  and  be  it  further 

Reaolved.  That  a  copy  of  these  resolutions  be 
mailed  the  ofEoial  passenger  agent  of  The  Michigan 
Central  Railroad,  the  Sample  Case,  Bay  City 
Timea  Tribune,  and  to  Mr.  Whiting,  with  the 
cordial  wishea  of  every  member  of  our  Council, 
that  Mr.  Whiting  may  enjoy  many  years  of  con- 
tented happiness  as  a  reward  for  his  faithful, 
idealistic  accomplishment. 

Traverse  City. — Traverse  City  Council  held  its 
regular  meeting  May  26.  It  proved  to  be  one  of 
the  meet  interesting  meetings  we  have  held  for 
some  time.  Every  chair  was  filled  and  the  officers 
were  not  only  a  credit  to  themselves  but  to  the 
Order. 

The  Convention  Committee  made  its  report  and 
our  Council  was  well  represented  at  the  Grand 
Council  in  Muskegon.  Senior  Counselor  Adrian 
Oole  requested  the  Hotel  Committee  to  draft 
resolutions  to  be  presented  at  the  Grand  Council 
meeting  anent  reducing  hotel  rates. 

Frank  W.  Wilson,  a  member  of  the"  Grand 
Executive  Committee,  was  with  us  again  and  gave 
us  plenty  of  food  for  thought  along  the  lines  of 
U.  C.  T. 

Action  was  also  taken  for  the  Senior  Coun- 
selor to  appoint  a  committe*  to  assist  the 
Sample  Case  with  the  result  that  a  committee 
was  selected  to  try  to  sell  the  Sample  Case  to 
hotels  and  travelers  who  are  not  members  of 
our  Order,  for  we  all  feel  that  this  magazine 
today  is  mora  than  worth  the  price,  and  if 
members  will  only  read  it  they  will  profit 
thereby  as  well  as  their  houses,  so  let's  all 
pull  together  and  boost  for  the  Sample  Case. 
It  is  surely  boosting  for  you  and  giving  you 
more  than  your  money's  worth  at  each  issue. 

We  are  glad  to  see  our  old  friend.  Past  Senior 
Counselor  Hermann  C.  Hoffmann,  with  us,  as 
well  as  Will.  L.  Chapman,  for  in  yetirs  gone  by 
we  could  always  depend  on  those  boys. 

Since  we  are  holding  our  meetings  Friday  nights 
during  the  summer  months  we  are  enjoying  good 
turnouts,  which,  indeed,  is  gratifying  to  our 
officers,  for  the  members  realize  that  they  should 
put  their  shoulders  to  the  wheel  and  do  their 
little  bit. 

Secretary  Frank  Needham  reported  that  the 
members  were  meeting  their  dues  and  assessments 
in  fine  shape,  and  then  if  they  don't  come  through 
Frank  gets  right  after  them  and  you  know  the 
-est.— (F.C.R.) 

Flint. — Flint  Council  was  extended  an  invita- 
aon  by  Mr.  Crocker,  Manager  of  Durant  Hotel, 
who,  by  the  way,  is  an  old  Flint  boy,  to  a  compli- 
nentary  dinner  May  13.  About  fifty  guest.*  from 
Saginaw  and  Lapeer  were  with  us.  We  had  a 
srand  time.  A  four-course  banquet  was  served  to 
ibout  150  guests.  Senior  Counselor  R.  W.  Eaton 
nade  a  fitting  speech  and  was  well  responded  to 
jy  Brother  Mark  Brown,  Saginaw,  and  Mr. 
BVarly,  Lapeer. 

During  the  evening,  Mrs.  Aileen  Green  Cook 
mtertained  the  guests  with  a  group  of  songs, 
instrumental  music  for  the  occasion  was  furnished 
jy  a  4-piece  orchestra. 

For  the  success  of  the  party  the  following  men 
ire  responsible:  Brother  Wm.  Tracy  and  Mr. 
3rocker. 

The  new  Durant  is  one  of  the  finest  equipped 
lotels  in  Michigan,  and  we  all  wish  Mr.  Crocker 
he  hearty  co-operation  of  every  U.  C.  T.  in 
Michigan.— (W.T.) 

Escanaba.— Officers  of  Escanaba  Council,  No. 
•18,  for  1922  are:  Past  Senior  Counselor,  W.  N. 
lUey;  Senior  A.  G.  Lenz,;  Junior,  J.  J.  Jackson; 
>nductor,  J.  E.  Schoonberg;  Page,  F.  W.  Wick- 
nan;  Sentinel,  Phil  Labre;  Secretary-Treasurer, 
i*at  Newitt;  Executive  Committee  (two  years) 
I".  A.  Shanahan,  L  Johnston. 

The  officers  are  a  live  wire  bunch,  and  No.  616 
[ipects  to  attain  a  healthy  growth  through  their 
upervjsion,  and  look  for  a  large  increase  in  mem- 
■ership  this  year  in  the  grandest  Order  on  the 
lap. 


T.  A.  Shanahan  and  J.  W.  Fitsharris  represented 
m  at  the  Grand  Coundl  at  Muskegon. 

April  22  The  Ladies'  Auxiliary  started,  and  a 
very  representative  crowd  of  ths  ladies  were 
there.  They  gave  their  first  dancing  party  and 
luncheon  May  6,  which  turned  out  very  sucoess- 
fuly,  and  at  the  regular  meeting,  held  May  20, 
they  gave  a  card  party,  luncheon  and  musical 
numbers,  and  a  very  good  crowd  attended  to 
enjoy  it. 

Suspensions  have  caused  a  big  loss  to  each  and 
every  Council  this  past  year,  due  moetly  to  business 
conditions,  but  the  year  1022  looks  bigger  than 
ever  for  our  Order.  Let  us  all  boost  for  its  welfare 
and  increase. 

Let  us  all  make  up  our  minds  to  make  this  year 
the  biggest  in  the  history  of  the  Order.  The 
word  failure  does  not  belong  in  our  make-up,  that 
is  why  we  can  succeed.    So,  let's  go. — (P.N.) 


RUFE,  OUR  PORTER,  SAYS— 


DESE    HEAH   AUT05  km' 
TooTiN'   PEY   HAWN  T' 
MAKE    You    6lT  OUTEN 
PE    WAY  -  -  DEYS  LAK 
A  BILLY-GOAT,  PEY  JES' 
BLE_ATS  'FO   DEY  BUTTS 

You !:: 


MlNNISOTA-NOKfflPAKglA 


Crookston,  Minn. — 

Who's  Who  at  Eighty-Eight. 

Once  upon  a  time,  you  know, 
A  dozen  years  or  so  ago, 
A  Minneapolis  plain  clothes  man 
Said  "If  I  stick  to  this,  I  can 
Spend  all  my  life  and  all  my  time 
In  chasing  crooks,  pursuing  crime. 
A  lot  of  fun  I  have,  of  course, 
For  I'm  the  best  of  all  the  force; 
But  just  the  same  I'm  getting  old 
And  all  my  thanks  for  being  bold 
Will  some  day  be  a  written  pass 
To  join  the  down-and-onter  class." 
Then,  shaking  himself  by  the  hand. 
He  said,  "A  job  I've  got  to  land. 
To  gain  a  rep  and  rise  to  fame, 
I'll  get  into  the  selling  game. 
Outside  the  force  I  have  no  pull 
So  I'll  just  use  a  little  bull 
To  get  a  start,  and  then  I'll  show 
Them  how  to  make  a  business  grow." 


Ue  worked  a  year;  suooaaa  was  great. 
And  then  he  joined  •ighty-«igbt. 

His  line  is  iron — any  style; 
He's  selling  iron  all  ths  while; 
He  dreams  of  iron;  it's  his  whim; 
It's  fairly  meat  and  drink  to  him. 
His  clothca  are  made  of  iron  ware; 
He's  even  got  it  in  his  hair. 
But  do  not  think  I'm  spreading  salve 
Beoaua*  in  this  good  man  we  have 
An  officer  who  knows  his  part. 
Unlike  some  (fthcra,  all  by  heart; 
And  when  a  brother  makes  a  claim. 
He'll  take  it  up  and  fix  the  blame 
Where  it  belongs,  and  then  he'll  say: 
"This  claim  is  right;  here's  my  o.  k." 
But  if  a  crooked  stunt  you  try. 
With  it  you  never  will  get  by. 
It's  then  to  you  he'll  tie  the  can — 
P.  N.  KULSETH,  oommitteemaa 


MISS/ 
LOU 


New  Orleans. — The  Council  with  members  of 
the  Ladiea'  Auxiliary  attended  Grand  Council 
seventy-five  strong,  and  all  say  they  had  a 
big  time.  The  entertainment  was  first-clasa  and 
the  baUs  and  luncheons  were  enjoyed. 

This  Council  has  already  set  on  foot  a  scheme 
that  will  take  the  whole  Council  next  year  to 
Hattiesburg,  and  tJiey  say  will  have  a  special 
train  to  carry  the  boys  and  their  women  folks. 

Two  Mempership  Committees  were  appointed 
about  last  meeting  to  put  on  a  drive,  the  losing 
team  to  pay  the  expense  of  a  supper  at  the  cloee 
of  the  drive.  A.  F.  Babin  will  head  one  team, 
and  Max  f.  Bernard,  the  other.  The  writer  will 
be  neutral  but  will  give  both  sides  all  the  pub- 
licity they  need  in  the  papers. 

We  expect  to  get  in  full  blast  after  July  1  and 
hope  to  have  ths  U.  C.  T.  secure  publicity  the 
balance  of  the  year. 

New  Orleans  Council  No.  138  entertained  the 
children  of  the  members  with  a  picnic  Saturday, 
June  3,  in  City  Park,  from  2  to  7  p.  m. 

The  Ladiee'  Auxiliary  helped  to  make  the  affair 
a  success  and  provided  the  children  with  goodie*. 
— (F.  J.O.) 


St.  Louis. — St.  Louis  Council,  No.  26,  met 
May  6  with  a  fair  attendance  of  members  and  most 
of  the  officere.  We  initiated  four  and  reinstated 
two  at  this  meeting. 

The  Sample  Case  was  discussed  at  length 
at  this  meeting  and  those  who  were  present 
were  urged  to  use  their  best  efforts  to  secure 
subscriptions  and  to  feature  the  Hargrave 
course  in  Salesmanship.  The  Sample  Case 
is  the  very  best  Fraternal  magazine  published. 
It  belongs  to  each  and  every  one  of  us,  and 
unless  we  get  down  to  work  and  help  the 
editor  and  his  staff,  we  will  not  be  able  to 
rontinue  the  good  work  that  has  been  started. 

Maybe  you  are  a  finished  salesman  and  maybe 
again  you  are  not,  but  suppose  you  are  a  graduate 
in  the  science  of  salesmanship,  and  if  you  gather 
just  one  or  two  little  pomts  that  might  have  been 
overlooked  in  your  education  as  a  salesman,  you 
will  be  well  paid  for  your  time  in  reading  the 
seriesj  Again,  why  not  feature  this  course  of 
instructions  in  getting  new  members?  Eaoh 
article  is  complete  in  itself  and  it  is  not  nec«ssary 
to  have  the  full  course.  Read  these  articles  and 
pass  them  along  to  the  sligibles. 

We  iniUated  two  and  reinstated  one  at  this 
meeting.  We  ateo  initiated  two  for  Mound  Chy 
Council,  No.  207. 

Sometime  in  August  we  will  have  a  big  reunion 
and  basket  picnio  in  Forest  Park.    Geotgb  &d]er. 


S2  I  HE     SAMPLE  CASE 


.1  \  )    'I  ,1  y. 

r'for  years  a  lc<i<lini>  uu  mher  of  Carthap.e 
iMo.)  Council.  Nit.  ISI.  who  has  recently 
been  elected  Secretary  of  the  Chamber  of 
Commerce  of  that  City  at  a  handsome  salary. 
Brother  Corhy  was  a  member  of  the  Missouri 
Grand  Council  for  many  years,  and  ai  one 
time  was  one  of  the  popular  Council  Secre- 
taries of  Missouri. 


chairman  of  the  Kntcrtainment  Cominittee.  will 
announce  the  Hate  later,  and  when  you  receive 
the  notice  please  try  to  come  and  bring  your 
frienrlp  with  you. — (Snipe.) 

Kansas  City. — The  meetinRS  of  Kansas  City 
Council.  No  19.  durinu  the  month  of  May  will  be 
long  rememhereil  by  those  attending  The  meet- 
ing hehl  the  evening  of  May  Ki  was  well  attended. 
We  had  a  visitor  who  spoke  on  the  articles  that 
ap  earec'  in  the  late  is.-'iie  o'  the  Sami  le  Case, 
written  by  C.orflon  .)  .\  nargraves.  ami  which 
arc  tf>  be  'ol|i>wpH  by  nfliers  iroin  tire  same  writer. 
Fvprv>'ne  recent  enjoyed  this  talk  It  is  regxet- 
';\\  \f  tl  lit  we  'id  nut  have  double  'he  afiemlance. 

By  all  meens.  denr  reader,  f. How  up  and 
read  every  instoUn  ent  of  the  H.iri;rave  Scien- 
tific Salesmanship  lecture*  which  will  appear 
in  the  coming  issues  of  the  Sample  Case,  as 
they  will  prove  of  the  greatest  bene6t  to 
you,  and  to  the  profession  you  have  chosen. 

At  this  meeting  three  candidates  joined  the 
great  army  of  United  Commercial  Travelers  of 
America. 

At  the  meeting  of  May  27  Councilor  Dan  Frazer 
gave  an  illustrated  lecture  on  his  travels  through 
the  Hawaiian  Islands.    It  was  enjoyed. 

At  the  conclusion  of  the  lecture  the  Senior 
Counselor  called  on  Councilor  Walter  Woolfson 
for  a  talk,  and  in  responding  he  spoke  on  the 
Widows'  and  Orphans'  Fund.  He  is  an  impressive 
speaks,  and  with  this  impressive  feature  of  the 
U.  C.  T.  he  was  at  his  best. 

We  then  adioumed  to  the  banquet  room  to 
partake  of  refreshments  served  by  the  V.  C.  T. 
Ladies'  Club. 

Seeretary  L.  L.  Smith  guided  the  serving  and 
acquitted  himself  well. 

After  the  banquet  Senior  Counselor  Sheehan 
called  on  Supreme  Page  W.  D.  Mowry  for  a  talk. 
Brother  Mowry  spoke  on  the  fraternal  part  of  the 
C  C.  T.  and  pleased  the  audience  vorj'  much. 

Mrs.  Gibbons  of  the  T.  C.  T.  Ladies'  Club  was 
the  next  one  called  on  for  a  speech.  She  spola  in 
glowing  terms  of  the  doings  of  the  Ladies'  Club 
and  asked  every  U  C.  T.  lady  to  join  with  the 
club  in  this  work.  Mrs.  L.  L.  Smith.  Mrs.  B. 
Kean,  Mrs.  Thos.  O'Connor,  and  Councilor  Dan 
FrazPT  also  made  short  but  interesting  talks. 

At  the  close  Senior  Counselor  Sheehan  thanked 
the  assembly  for  their  presence  and  Brother  Dan 
Fraxer  for  the  fine  lecture  he  gave.    Then  saying 


AU  aboard  lor  tUe  Ciraiul  Council  at  bedaha.  ' 
Iio  cliiscd  the  Hcwion. 

It  wan  a  ftrniid  succeMi  and  a  vote  of  tkanlu  in 
due  Councilor  Dan  Kraier,  Senior  Coumielor  J.  J. 
Bheclian,  and  Secretary  L.  L.  Smith  for  theii' 
work  in  making  this  meeting  (tuch  a  iucocM.— 
Moe.) 

M  E  B  R  A  ^^,KA 

Omaha. — f)miiha  Council,  No.  1 18, .celebrated 
its  big  annual  party  and  dance  at  the  Blackatone 
Hotel,  Saturday  night.  May  27.  More  than  two 
hundred  members'  wives,  and  friends  gathered 
around  the  banquet  table  and  feasted  on  all  the 
good  things  that  please  the  palate. 

After  the  banquet,  all  went  to  the  lounging 
room,  where  Brother  F.  P.  Walker,  chairman  of 
the  Entertainment  Committee,  called  upon  neveral 
for  talks.  Brother  Fales,  Past  Grand  Counselor 
of  Minnesota,  gave  us  a  talk  on  "What  I  Know 
About  the  U.  C.  T."  Brother  E.  L.  Scholle, 
chairman  of  the  membership  committse  spoke 
on  "What  is  Expected  of  Omaha  Council  in  Get- 
ting New  Members  the  Coming  Year" 

A.  W.  Hawkins  gave  the  "Ray  of  Hope"  lecture 
in  his  usual  efficient  manner. 

Brother  Wm  Alexander's  daughter  Marion  gave 
two  delightful  recitations  Then  the  dancing 
started  with  fine  music,  a  fine  floor,  fine  crowd — a 
splendid  finish  to  one  of  the  best  parties  Omaha 
Council  ever  put  on. 

On. aha  delegates  report  a  delightful  time  at  the 
Kearney  Grand  Council,  and  they  thank  Kearney 
Council  for  the  line  hospitality  shown. 

At  the  May  Council  meeting  we  took  in  five 
new  members.  Brother  Hawkins,  Secretary  of 
Omaha  Council  the  past  three  years,  had  the 
title  of  Past  Counselor  conferred  on  him  by  Past 
Grand  Counselor  Bill  Hinzie,  who  in  a  neat  speech, 
in  the  name  of  Omaha  Council,  presented  to 
Brother  Hawkins  a  Past  Counselor's  jewel,  and 
expressed  appreciation  of  duty  well  performed. 
— (D.F.O.) 

Kearney. — Kearney  Council,  No  622,  held  ite 
regular  monthly  meeting  .May  12,  witti  all  afiBcers 
present  and  a  goodly  number  of  Councilors  in 
attendance. 

Senior  Counselor  Smith  expressed  his  apprecia- 
tion of  the  cooperation  he  was  receiving  from  tlie 
officers  and  Councilors  by  the  interest  shown  in 
attending  the  meetings,  and  the  activity  shown  in 
the  transaction  of  current  business. 

During  this  meeting  final  arrangemente  were 
made  for  the  Grand  Council  at  Keraney,  held 
May  19-20.  All  Council  businese  finiahed,  the 
CouncU  waa  adjourned  until  our  next  regular 


THE  ROMANCE  OF 
HEALTH 

You  can  realize  it  and  enjoy  it  during  and 
long  after  middle  age  as  nature  intends.  The 
way  is  easj-  and  the  method  fascinating.  The 
buoyancy  of  youth  again  in  your  stej.  and  the 
spirit  to  hold  to  your  task  with  the  interest 
that  is  only  urged  by  oeing  physically  fit. 

Simple  methods  convincingly  set  forth  vrith 
a  release  from  aU  remedies.  An  intensely 
sensible  treatise  embracing  the  results  of  the 
Uie-time  study  and  exi  erience  of  a  practical 
scientist  who  overcame  middle  age  indisposi- 
tion without  medicine. 

Any  one  of  several  simple  and  certain  meth- 
ods that  cure  and  prgtent  headachet,  eonsti- 
paiion,  indigestion,  tendency  to  coW«,  etc.. 
worth  many  times  the  cost  of  the  complete 
Health  System.  It  is  an  epitome  of  irresisti'olfe 
sound  advice  that  leads  to  immediate  results. 

Sent  postpaid  on  receipt  of  $3  with  the 
privilege  of  return  in  five  days  if  you  do  not 
believe  the  System  is  worth  the  price  to  you. 
Sent  parcel  post  collect,  if  you  prefer. 

Columbus  Dietectic  Institute 

P.O.  Box  26  PIQUA,  OHIO 
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iiiwaiim  uiglit,  tin-  i«c4>i«i  l<rulay  in  June.— 
(iI.L.) 

Ha.Hn,..— Haatlnw  CounoU,  No.  109,  was 
cullofl  to  Older  promptly  at  eight  bell*  by  Senior 
Counselor  Spencer,  and,  while  wt  starU-d  with  a  few, 
long  bafore  we  finishad  we  bad  a  live  bunch,  who 
were  bent  on  doing  soiuething  for  the  good  of  No 
iri9  and  the  fellow  traveler!  who  mingle  with  uj- 
in  our  daily  travel*. 

If  we  could  only  imr^rt,  to  thoM  who  s«s»mingly 
do  not  care,  the  importance  of  regular  attendance 
at  each  meeting  we  would  have  a  Council  that 
would  be  hard  to  beat;  but  ao  we  are  unable  to 
do  this,  we  can  only  rely  on  the  fact  that  they  will 
read  The  Sample  Case  and  get  our  moisage. 
anyway. 

The  good  this  Order  (by  this  I  mean  the  mem- 
bers) can  <lo  is  fully  realized  by  a  great  number 
of  the  boyx  and  they  are  at  all  the  meetings  possible. 

We  voted  on  two  new  applications  and  unfor- 
tunately none  were  on  hand  to  take  the  trip. 

Past  Counselor  Cameron  gave  us  an  i<leal  report 
of  the-  Grand  Council  proceedings,  and  as  a  result 
of  these  proceerlings  we  appointed  a  Goo<)  Roads 
Committee  composed  of  C  E  Kreotier,  C.  E. 
Borris  and  F  O.  Allen:  a  r>egij.lative  Committee, 
compo.wd  of  F  A.  Mitchell.  J.  C.  Lee  and  R.  A. 
Ekntranrl.  Hotel  Committee,  with  C.  E.  Haines 
as  cliairtnan. 

Councilor  H.  A.  Smith  was  presenU-d  the  Coun- 
cil cap  won  by  him  in  getting  new  mendx-rs  the 
past  year,  by  the  chairman  of  the  Memlx-rship 
Committee  making  the  presenution  talk. 

Councilor  Dwyer  baa  a  cap  coming  the  first  time 
he  attends  Council  meeting. 

At  our  Jtine  meeting  we  planned  our  annual 
picnic— (C.  E.  H.) 


Somerville,  Mass.— At  the  aftenjoon  meeting- 
of  the  officers  and  standing  committee*  of  Ko.  467 
May  20.  matters  pro  and  con  pertaining  to  ou/ 
"grand  fair  and  levee"  were  discussed.  The  usual 
supper  was  served  at  C  o'clock  previous  to  the  regu- 
lar monthly  meeting. 

We  opened  with  a  Boo<i  attendance  and  worked 
one  candidate  on  short  form.  Owing  to  thp 
absence  of  C.  C.  Chesley,  Junior  Counselor,  the 
officers  moved  up  one  station  and  all  did  exceed- 
ingly W2U. 

Among  the  spontanooua  bursts  of  oratory  over 
proposed  amendments  to  the  by-laws  were  choice 
bits  of  repartee,  that  will  be  remembered  by  those 
present.  Especially  noticeable  were  the  well 
chosen  words  of  Executive  Committeeman  Wm. 
Watson,  who  selected  for  his  text,  ''The  Value  of 
Curbing  Unnecessary  Vocal  Utterance,  or  How 
We  Can  Find  an  Available  Hour  for  Pitch." 
Counselor  Berry  expressed  his  appreciation  of 
his  new  title. 

Bridge  Lavender  gave  ns  the  plans  and  layout 
of  the  fair  to  be  put  on  in  November  and  requested 
every  Councilor  to  instruct  his  wife  to  begin  im- 
mediately to  make  articles  for  the  fancy  tables 
The  following  committeee  for  our  fair  were  an- 
nounced: General  Committee — E.  G.  Lavender.. 
Chairman;  E.  Y.  Grant,  Ex-OfiBcer;  Harry  E. 
Connell,  Secretary;  E.  O.  Russell,  Treasurer; 
Publicity — J.  R.  Berry;  Program — J.  M.  Kent; 
Entertainment — W.  E.  Baker;  Features — E.  M. 
Davis  and  M.  G  Gotlob:  Refreshments— H.  O. 
Schnetzer;  Donations — C.  C.  Chesley;  Tickets—. 
Chester  E.  Jones:  Booths  and  Decoratioris — C.  H 
Barber:  Fancy  and  Novelty  Tables — Jos.  0.  Knox. 
Prizes— B.  J.  Borus;  C.  E.  Raynes  and  C.  E.  Jen- 
kins: Traffic — Chas.  I.  Teague. 

Fully  fifty  Councilors  signified  their  intention 
of  entering  the  SomervUle  fiftieth  anniversary 
parade  on  the  Fourth  of  July.  The  some  costume 
as  worn  at  the  annual  convention  at  Springfield 
will  be  u£ed.  The  Girls'  Kiltie  Band  has  been 
engaged  and  any  Somerville  U.  C.  T.  who  will 
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uiucb  with  u»  uii  the  Kourtii  Btibulit  at  uiitx  ni  l 
la  touch  with  Elhridgp  Lnvrnder,  Tcrle  Square 
Oarage,  or  K.  O.  Russell.  44  Lexington  Art., 
Somcrvillo.  Mium.~(J.  R.  B.) 

HaTcrhill,  Ma».— Haverhill  Council.  No.  418, 
held  it*  roguUr  meeting  May  26,  with  a  fairly 
good  number  present.  Owing  to  the  unavoidable 
abaencs  of  Senior  Counselor  Turner,  Junior  Coun- 
selor Praokleton  ably  presided  and  considerable 
buelnwia  was  traiiaantt'd. 

Informal  reports  were  heard,  eBperially  on  the 
proKroas  of  the  Ladies'  Auxiliary.  Every  thing  is 
progrrftsing  finely. 

Final  plans  were  talked  over  by  those  going 
to  the  annual  Grand  Council. 

One  new  member  was  obligated  by  Past  Senior 
Counselor  Gardner. — (F.  C.  I.) 

Newburyport,  Mass. — NewburypoH  Council. 
No.  6.S3.  held  lis  rrguliir  mei'tinic  May  5.  Scvcrul 
ooniniittces  reported.  At  the  last  meetinn  it  was 
propcwed  to  see  about  cliiinicing  the  meeting  night 
and  the  conimitt.(>e  appointed  to  look  into  the  mat- 
ter reported  unfavorably  and  the  Council  voted 
not  to  cliunKe. 

Brothers  Brown  and  Field  wore  appointed  to 
assist  Rrother  Zafris  in  auditing  Brother  Sanborn's 
accounts  as  Trejuuri-r  of  the  special  Enlortain- 
nicnt  ConiniittHe.  It  was  voted  to  cjeate  a  fund 
of  tl(H)  to  be  placed  in  the  hands  of  a  board  of 
trustees,  to  b«  urad  for  special  p\uiMi«M. 

The  Hnnior  Counselor  appointed  Brothers 
Stevens,  Ceby  and  F'ield  an  InvBsUgating  Com- 
mittee for  the  ensuing  year. 

A  lively  disruKSion  on  getting  new  members  was 
particit  iited  in.  One  suggestion  was  that  every 
Dieoiber  present  lake  it  upon  hinis>>lf  to  get  one 
application,  if  possible,  before  the  next  meeting. 
It  was  voted  to  retjuest  the  F.ntertainnienI  Com- 
mittee to  arrange  for  an  outing  the  coming  summer. 
— (F  W  F.) 

Providence,  R.  I. — Providence  Council,  No. 
67,  held  its  regular  monthly  meeting  May  13. 
The  June  meelins  will  be  held  June  24,  because 
the  regiilar  meeting  night  will  tind  all  the  oflicexs 
and  a  large  delegation  of  Providence  Councilors 
attending  the  New  Knglnnd  Grand  Council  at 
Springfield,  Mass.  Old  No.  67  is  hot  on  the  trail 
of  another  cup  to  add  to  its  collection.  Charlie 
Morse  and  Gus  Winship  have  prepared  a  place 
in  the  Cabinet  for  a  cu(>  and  "that  ain't  all." 

The  new  ofhcers  are  working  with  a  will  and  the 
fact  that  the  meetings  are  so  well  attended  and 
productive  of  such  enthusiasm  are  indicative  of  the 
fraternal  epint  that  prevails  in  our  Council. 

Fourteen  "Knight«of  the  Grip"  were  put  through 
the  paces  under  the  whip  of  Art.  King. 

After  the  candidates  had  been  initiated  the 
Council  adjourned  to  the  Ladies'  Auxiliary,  where 
we  were  entertained  with  educational  and  instruc- 
tive moving  pictures.  The  ladies  sprang  a  big 
stirprise  by  presenting  our  Council  with  a  beautiful 
state  tlag,  which  was  carried  in  the  parade  at  the 
Grand  Council  Convention  in  Springfield.  June  10. 
The  presentation  was  made  in  behalf  of  the  Ladies' 
Auxiliary  by  Mrs.  Martha  McCaw  and  received 
for  Providence  Council  by  Senior  Counselor  Car) 
JeftB.   The  presentation  speech  was  a  masterpiece. 

The  next  thing  on  the  program  was  a  feast  of 
strawberries  and  cream. — (C.  W.  P.) 

NEW  ^SIY  PELAWARI 


Wilmington,  Del. — The  regular  meeting  of 
Wilmington  Council.  No.  367,  was  held  in  tht 
afternoon  of  May  27.  One  petition  was  presented 
and  preparations  completed  for  the  special  session 
in  the  evening,  when  a  smoker  was  given  to  the 
wholesale  section  of  the  Wilmington  Chamber  of 
Commerce. 

At  the  smoker  in  the  evening  a  good  attendance 
of  the  regulars  was  on  hand.  Councilors  who 
missed  this  meeting  surely  "passed"  a  treat. 

Wm.  D.  Mullen,  chairman  of  one  of  the  seotiont 
of  the  Chamber,  gave  a  wonderful  talk  on  trade 


ponsUitlltiui  with  Houth  Auierina  and  gave  a  atuux 
resume  of  the  ooDdltioos  io  Kuropc. 

Brother  John  W.  Battle  gave  a  tolk  on  "OoDt- 
parisons,"  showing  in  what  way  Wilmington  was 
ahead  of  or  behind  various  cities  be  visita  in  hu 
travels. 

Mr.  Finkelsteiu,  of  the  Chamber  of  Commerce 
Publicity  Department,  spoke  on  "Cooperation." 
He  also  spoke  highly  of  our  Pample  Case,  a  copy 
having  been  given  to  him,  and  he  showed  that  he 
meant  it  by  subscribing  for  a  year  on  the  spot. 

Past  Grand  Counselor  Walter  Beesten  presented 
the  benefits  of  the  U.  C.  T.,  both  as  an  insurance 
proposition  and  as  a  fraternal  organixatinn,  and 
explained  the  workings  of  the  Widows  and  Orphans' 
Fund. 

Before  the  close  of  the  evening  Mr.  Finkelstnin 
Btnte<l  that  it  would  be  possible  to  supply  members 
from  the  Chamber  of  Commerce  who  would  siieak 
upon. various  topics  at  our  future  meetings. 

A  rising  vote  was  taken  and  our  visitors  were 
thanked  for  their  very  ln'Ipfiil  talks. 

After  the  meeting  our  Ladies'  Auxiliary  served 
refresh  mento  and  a  very  pleasant  social  hour  was 
spent.— (F.  L.  H.) 

Trenton,  N.  J. — Our  regular  monthly  meeting 
was  held  May  13  and  was  largely  attended,  with 
miwt  of  the  officers  in  their  chairs.  Two  appL- 
caiils  were  elected  to  membership. 

A  large  attejidaoce  was  occaaioned  by  Trenton 
Council,  No,  240.  taking  this  form  of  pa>-ing  hom- 
age and  honoring  its  first  Past  Counselor,  J.  B. 
Agnew,  who,  at  the  invitation  of  Senior  Counselor 
Kurtz,  presided. 

Past  Counselor  Agnew,  who  is  also  a  Past  Grand 
Counselor  and  at  proaent  Grand  Treasurer  of  the 
juri.-idiction  of  New  Jersey- Delaware,  is  a  charUr 
member  and  one  of  the  organisers  of  Trenton  Coun- 
cil. He  spoke  during  the  meeting  and  told  about 
tlip  beginning  of  our  Council,  orgnniied  in  15>04, 
receiving  its  charter  during  the  month  of  June. 
Trenton  Council  was  the  first  council  in  this 
iurisdietion,  and  from  a  membership  of  twelve  up 
to  the  present  total  of  2.'54,  it  has  always  ranked 
first  in  numbers  and  in  the  proceedings^  of  the 
organisation  in  this  jurisdiction. 

Past  Counselor  Agnew  has  the  distinction  of  also 
being  the  first  Past  Grand  Counselor  of  New  Jersey- 
Delaware,  and  is  alwa.vs  on  the  job  when  anything 
is  happening  and  takes  a  great  deal  of  interest  in 
U.  C.  T.'ism  in  general. 

A  large  number  of  Councilors  were  in  attendance 
at  the  Grand  Council  meeting  at  Asbury  Park, 
June  9-10  and  he  following  delegates  represented 
Trenton  Council:  Hiram  Wilson,  J.  V.  Lenox 
and  J.  M.  Arnold.  Trenton  Council  was  also 
represented  by  the  following  Grand  officers:  Grand 
Treasurer  J.  B.  Agnew  and  Grand  Conductor 
Wm.  Braithwaite.— (D.  P.  M.) 


\J  ORIGINAL  PHOTOGRAPHS  OF  SEMI-NUDES  X 
Charming  pictures  of  tlie  human  figure  as  it  act- 
ually is,  in  six  artistic  poses.  All  the  loveliness 
and  purity  of  Nature's  finest  handiwork  in  these 
studio  photos,  posed  by  the  famous  model 
"jacqueline."  Each  of  the  six  phot. is  is  2'/2  x  614 
ar.'^  tastefully  artansed  in  arti-tic  folder.  Please 
c.aer  at  once  if  qui^k  shipment  is  desired.  Price, 
postpaid,  per  set  of  six:— Casb  with  Oroer$l,or, 
C.O.D.  (Pay  Postman)  $1.10.  AJJress  Studio  £3 
THE  ZANZIBAR  CO. 
109  West  42d  Street,  New  York  City 


faMfson,  N.  J. — Our  May  meeting  was  tbr 
ttrsl  ragolar  meeting  over  which  Senior  Counselor 
Harlng  praided  in  his  official  capacity.  Both 
he  and  his  official  family  put  the  work  over  in  grstt 
stylo.  Junior  CouOMslor  Webster  and  Page  Bhaike 
were  abaent,  dua  to  iUoeas.  Jimmie  RobsrtMO 
made  a  tip-top  Junior  and  Kessel  knew  the  work 
like  a  book.  Some  Paget 

Brothers  Hahn  and  Hunt  escorted  the  Orand 
Junior  Counselor  into  the  room  in  a  manner  thrt 
maile  Paterson  No.  4  40  feel  proud  of  the  selection 
of  officers  it  ma<le  at  the  March  election. 

Past  Counselor  Po»<tma  was  very  busy  making 
convention  notes,  and  it  is  the  wish  of  Paterson 
Council  that  a  tubercular  home  be  built. 

Orand  Junior  Counselor  Thorpe  pr  Men  ted  the 
members  who  got  a  member  with  a  beautiful 
U.  C.  T.  pin.  We  have  plenty  of  pins  and  our  boys 
have  pep,  so  we'll  all  be  wearing  a  new  pin  in  a 
short  time. 

Brothers  Hunt,  Parry  and  Poetma  will  look  up 
the  feasibility  of  a  minstrel  show  and  report  at 
our  next  me<-ting. 

It  was  votMl  that  we  have  our  annual  danee  in 
February  with  the  po«ibility  of  holding  the  New 
Jersey- Delaware  rally  in  Paterson  next  .November. 

The  many  eveuU  staged  by  this  Council  is  keep- 
ing up  an  active  interest  among  the  membership, 
as  well  a*  keeping  the  Order  before  the  public. 

We  were  baek  of  the  committee  that  made  the 
Erie  put  its  sUtlon  in  a  sanitary  oondition.  Now 
the  toa-n  is  ready  for  an  "Old  Home  Week.' 
Paterson  No.  440  can  help  put  it  ever,  if  you  art 
all  with  us. 

Let's  all  pull  for  Paterson.  Come  to  the  July 
meeting  and  make  suggestions  if  you  have  any  to 
make:  drop  us  a  card  if  you'll  be  away  with  the 
family. 

If  No.  440  starts  an  "Old  Home  Week"  I'U 
say  it  pays  to  advertise  right. 

Everybody  up  Paterson  way  is  Ulking  "third 
vest  button"  and  many  good  wiahee  ar«  being: 
made  for  The  Sample  Case.— (Jasx.) 

East  Orang*.  N.  J.— The  regular  monthly 
meeting  of  Suburban  Council,  No.  S74,  waa  held 
on  .May  1.1,  with  Senior  Counselor  J.  Keut  and 
Junior  C^iunselor  F.  J.  Roderick  presiding. 

We  were  honored  by  a  delegaUon  of  \-isitorB  from 
Jersey  City  Council,  headed  by  Senior  Counselor 
David  M.  Howloy;  also  .-ienior  Counselor  Haring 
broiujht  with  him  a  goodly  crowd  of  Brothers  from 
Paterson  Council.  No.  440,  to  help  inspire  the 
several  new  candidates  for  No.  440,  along  with 
those  of  Suburban  Council,  who  were  initiated 
by  our  able  degree  team. 

By  way  of  entertainment  after  the  regular 
business  session,  we  had  a  regular  vaudeville  pro- 
gram, arranged  through  Brother  Geo.  K.  Symonds, 
the  hustling  chairman  of  our  Entertainment  C-om- 
mittee.  Prof.  R.  G.  Oravae  gave  a  wonderful 
exhibition  of  sleight  hand  trickery  with  cards  and 
concluded  with  a  clever  " mind -rea  ling"  stunt. 
Several  solos  followed  and  lastly  the  versatile 
Jass  band,  made  up  of  members  of  our  Council, 
surprised  the  "boys"  by  putting  over  some  good, 
catchy  music. 

The  members  are:  Brothers  E.  S.  Allen,  piano; 
F.  J.  Roderick,  mandolin;  G.  K.  Symonds,  mando- 
lin; J.  Flatow,  violin;  F.  S.  Smith,  saxophone; 
H.  M.  Thompson,  xylophone. 

Refreshments  were  sen-ed.  It  was  12:30  before 
all  was  over.  It  was  one  of  the  best  and  most 
successful  meetings  of  Suburban  Council  ever  held. 

May  19  Suburban  held  a  card  party  and  dance, 
which  was  something  novel,  as  the  music  was 
supplied  vi&  radiophone  and  phonograph.  They 
had  several  handsome  priies. 

Brother  E.  S.  Allen,  who  danced  with  his  daugh- 
ter, was  awarded  the  prize  for  dancing.  Ice  creaip 
and  refreshments  were  served  in  abundance  and 
everyone  had  a  very  enjoyable  evening,  thanks  to 
Brother  Geo.  Symonds  and  his  untiring  brothers 
on  this  live  Entertainment  Committee. — (F.  S.  S.) 

PlainBeld,  N.  J. — Our  memorial  services,  held 
May  27,  were  impressively  beautiful.  Senior  Covin- 
selor  Edward  B.  Ryder  presided.  Little  May 
Martin  acted  as  flower  trirl    She  placed  a  fiower  for 
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«»oh  ot  the  nanieB  culled— Joseph  C.  Alleii,  J  M 
Hetfield,  F.  H.  Coward.  E.  C.  8.  Smith.  C  A. 
Sturtevant.  William  Taylor,  and  Alfred  R.  Tn.i.- 
ohard. 

A  splendid  musioal  program  followed.  T)w 
memorial  addrenB  wag  delivered  by  E.  W.  Murphy. 
Sr..  WilminKton.  Del.,  who  referred  to  the  ancient 
CTiBtom.  &e  far  back  as  the  Babylonians,  in  obaerv- 
ina  a  memorial  ceremony  for  the  deati.  In  brief, 
he  said: 

"Our  brotherhood  belonns  distinctively  to  the 
type  of  man  with  a  forward  movement  in  achieve- 
ment relating  to  commerce,  construction  and  educa- 
tion. The  manufacturer  and  producer  is  like  a 
ship  without  a  rudder  when  minus  the  great  dis- 
tributing force  which  you  represent.  This  force 
has  been  found  in  all  climes  and  all  ages  of  the 
world.  It  requires  today  the  best  training  and 
most  advanced  general  knowledge  of  a  multiplicity 
of  subjects,  a  keen  mental  grasp,  an  individual 
personality,  ingenuity,  and  a  knowledge  of  human 
nature.  Our  members  are  men  of  action,  always 
in  the  firing  lino  of  progress.  No  other  profession 
better  stands  the  acid  test  of  quality  in  action. 

"I  have  noted  in  your  manual  for  Memorial 
Day  the  line  which  is  best  understood  by  the  trav- 
elmg  man.  perhaps  in  a  temporal  sense  of  'Always 
going  home.'  So  with  us  all.  We  are  going  home 
•ome  day. 

"Some  of  our  Brothers  have  gone  but  are  still 
with  us  in  spirit,  and  to  us  who  remain  it  should 
be  a  comfort  to  know  that  we  have  a  thriving, 
energetic  organization  of  Brothers  who  are  each 
for  all  and  all  for  each,  in  providing  for  temporal 
and  social  comforts." 

A  lecture  on  the  three  princ  pies  of  the  Order, 
"Unity,"  was  delivered  by  William  Martin;  on 
"Temperance,"  by  Alfred  H.  Olmstead;  and 
"Charity"  by  Frank  Shattle. 

Jersey  City,  N.  J.— The  May  meeting  of  Jer- 
sey Council,  No.  503,  was  held  on  the  27th  with 
fourteen  members  attending.  Among  the  missing 
was  our  handsome  Snel  Connor,  and  the 
sleuths  of  our  search  squad  were  ordered  to  pro- 
duce him  at  the  nert  session. 

Our  new  Secretary.  Wm.  Noble,  performed  hia 
duties  very  well  and  is  certainly  making  good. 

Notice  was  received  from  Suburban  Council 
relative  to  an  outing  to  be  held  on  June  24  and 
several  members  promised  to  attend.  They  can 
be  assured  of  a  pleasant  day's  entertainment  as  the 
Suburban  boys  are  experts  at  providing  a  good  time. 

Some  of  the  superstitious  members  were  fussing 
about  unlucky  thirteen,  but  P  C.  Becker  broke 
the  hoo-doo  by  appearing  at  9  o'clock  and  the  gloom 
was  dispelled. 

One  application  for  membership  and  one  for 
reinstatement  were  received.  The  Bnishing  touches 
were  attended  to  at  the  June  meeting.— (C.  K.  G.) 

Newark,  N.  J.— The  regular  monthly  meeting 
of  Essex  Council,  No.  317,  was  held  May  20  at  the 
West  End  Club.  We  had  a  dandy  turnout,  con- 
sidering the  hot  night  it  was. 

Final  arrangements  were  completed  for  the  Grand 
Council,  June  9  and  10,  at  Asbury  Park,  Essex 
was  there  mighty  strong. 

Brother  "Jim"  Ryan's  report  on  our  theatre 
party  was  most  gratifying.  Due  to  the  hard  work 
of  both  Brothers  Ryan  and  Grand  Junior  Counselor 
"Phil"  Thorpe  we  were  able  to  clear  a  neat  little 
eum  on  the  event. 

Junior  Counselor  Lynch  is  very  keen  for  an  em- 
ployment bureau  in  Essex  and  he  has  the  backing 
of  real,  good  stuff. 

Someone  must  have  tipped  off  Past  Grand  Coun- 
selor Potterton  that  we  missed  him  at  our  last 
meeting.  He  was  on  hand  real  early  at  our  May 
meeting. 

Senior  Counselor  Jack  Moehrlng  has  started  a 
campaign  for  new  members  and  along  with  Brother 
McClellan  they  have  put  up  some  good  things  for 
the  Councilor  who  brings  in  the  most  members. 
We  have  started  off  big  and  at  the  expiration  of 
Senior  Counselor  Jack's  administration,  Essex 
will  have  had  a  banner  year. 

Essex  members  have  all  stepped  onto  the  band 
wagon  and  headed  straight  for  the  big  convention 
at  the  Metropolitan  Hotel  in  Asbury  Park,  N.  J., 
June  9  and  10. — (F.  M.  E.) 


New  York  City.— Knickerbocker  Council,  No* 
446,  held  its  regular  meeting  May  19,  at  Blooming- 
dale's  Hall,  Both  and  Lexington  Avenue.  Due  to 
the  eloquent  and  foreeful  letters  of  invitation 
written  and  sent  out  by  Senior  Counselor  Wile 
the  attendance  was  considerably  above  the  average. 
We  had  no  new  new  candidates  this  time,  and  their 
lack  gave  us  the  opportunity  to  discuss  matten 
of  importance  that  required  attention.  Among 
other  things  we  finally  succeeded  in  getting  up  a 
party  for  next  month,  when  most  of  the  members, 
with  their  wives,  will  have  an  automobile  outing 
and  picnic,  together  with  a  boat-ride. 

Sam  Garshelis  gave  a  lecture  on  astrology  which 
was  entertaining.  He  surprised  some  of  us  by  the 
precision  of  his  readings. 

For  our  next  meeting  we  have  in  view  the  initia- 
tion of  a  number  of  candidates  and  a  social  evening 
afterwards,  with  lunch  and  cigars. — (A.  8.) 

Brooklyn. — Brooklyn,  No.  165,  the  Council 
"that  shows  how."  held  its  regular  monthly  meet- 
ing on  May  13.  It  was  a  meeting  having  interest- 
ing features  to  which  quite  a  gathering  of  the 
boys  rallied.  A  perceptible  increase  in  attendance 
has  been  noted  right  along,  and  it  is  gratifying 
to  see  that  new  interest  is  being  shown  in  the 
Council. 

We  are  always  sure  of  at  least  one  initiation, 
and  had  the  pleasure  of  venting  our  "wrath"  on 
the  person  of  Herbert  C.  Schmuti  of  Richmond 
HiU. 

Our  outing  to  SayvjUe,  L.  I.,  scheduled  to  take 
place  on  May  27,  was  postponed  indefinitely. 
Councilor  Kline,  who  had  charge  of  the  affair, 
pleaded  inability  to  be  on  the  grounds  to  make 
arrangements  in  time. 

Quite  a  number  of  the  members  and  their 
families,  accompanied  our  two  delegates.  Bill 
Kenney  and  Walter  Fitzpatrick,  to  the  Grand 
Session  at  Binghamton. 

Brooklyn  was  ably  represented  at  the  Grand 
Council  this  year.— (G.  G.  P.) 

Brooklyn.— Flatbush  Council,  No.  601.  held 
its  regular  meeting  May  20,  with  a  total  attend- 
ance of  forty-two  Councilors. 

Two  candidates  were  initiated  and  one  transfer 
accepted,  that  of  Past  Counselor  Frank  N.  Roberts 
of  Jamaica  Council. 

The  Entertainment  Committee  reported  on 
smoker,  the  net  proceeds  of  which  would  amount 
to  $200. 

It  was  decided  to  hold  a  U.  C.  T.  picnic  for 
members  and  families  on  Saturday,  June  24. 

Past  Counselor  Geo.  H.  Merikle  reported  that 
he  had  visited  Brooklyn  Council  May  13 
and  that  Brooklyn  had  challenged  us  to  a  game 
of  baseball.  The  challenge  was  accepted,  for 
June  24. 

Watch  us  grow.— (W.  H.  E.) 

Buffalo. — The  Second  Saturday,  our  regular 
meeting  night,  fell  on  May  13.  Judging  from 
the  large  attendance  and  the  number  of  dues 
paid,  some  of  the  Councilors  are  a  little  super- 
stitious and  are  not  taking  any  chances. 

The  annual  outing  is  set  for  Saturday,  July 
22.  The  steamers  are  chartered  and  the  weather 
man  promises  us  a  grand  day.  Bring  the 
kiddies  and  friends.  There  will  be  games  and 
plenty  of  prizes. 

A  number  of  the  boys  expressed  regret  in  not 
being  able  to  personally  congratulate  "HoUey," 
B.  C.  HoUenbeck  and  "Mid,"  L.  H.  Middough. 
However,  they  all  wish  to  extend  their  best  wishes 
to  both  members  and  their  brides. 

Councilors  in  Erie,  Cleveland  and  Detroit  will 
be  pleased  to  know  Councilor  S.  B.  Lucas  is  very 
active  in  Buffalo,  No.  7.  He  is  a  member  of  the 
Executive  Committee  and  is  "our  scribe,"  his 
articles  appearing  In  the  Buffalo  Sunday  Times. 
Both  Mr.  snd  Mrs.  Lucas  have  made  a  hoet  of 
friends  in  Buffalo. — (W.  L.  C.) 


Troy. — At  our  uu>t  regular  meeting  on  May  13 
■  committee  was  appointed  to  wait  on  Mayor 
Fleming  and  the  Troy  Chamber  of  Commerce 
to  make  arrangements  for  the  invitation  of  the 
Grand  Council  to  meet  in  Troy  in  1923.  The  com- 
mittee, headed  by  John  K.  Ilartman,  include* 
W.  W.  Wilson,  John  D.  Gray,  John  W.  Temple 
and  Albert  E.  Davis. 

The  Clambake  Committee  reported  that  the 
annual  outing  would  be  held  at  Brookside  Park, 
September  9,  and  that  arrangements  for  a  record 
crowd  of  400  were  made.  All  Councilors,  who  hope 
to  be  in  the  vicinity  of  Troy  about  that  time, 
should  paste  this  notice  in  their  panamas  and  make 
every  effort  to  attend  this  annual  event,  which 
emulates  the  true  spirit  of  the  U.  C.  T.  in  every 
way. 

James  F.  Eagan  was  presented  a  Past  Senio'' 
Counselor's  badge  by  Albert  E.  Davis  on  behalf 
of  the  Council,  in  recognition  of  his  faithful  and 
efficient  efforts. 

The  beneficiary  prize,  a  large  bag  of  flour  was 
donated  by  Frank  A.  Massaro,  was  won  by  William 

A.  Gold. 

After  the  meeting,  refreshments  were  served 
through  the  courtesy  of  George  B.  Lee  and  a 
general  get-together  was  enjoyed  by  this  small 
company  of  travelers  who  gather  once  a  month  to 
compare  notes  and  assist  the  other  fellow  to  make 
his  sample  case  feel  lighter  and  the  world  look 
brighter. 

At  the  regular  meeting  of  June  3  several  candi- 
datee  were  initiated.  A  committee  was  appointed 
to  visit  several  of  the  Brothers  who  are  ill  at  this 

The  beneficiary  prize  was  won  by  Past  Senior 
Counselor  John  W.  Temple. 

The  Council  will  reopen  September  2.  

(W.  A.  G.) 

Watertown. — Garland  City  Council,  No.  238, 
observed  Past  Senior  Counselors'  Night  at  theii- 
May  meeting.  These  past  officers  present  were, — 

B.  S.  Hayes.  William  Clark,  C.  R.  Eggleston, 
Warren  Page,  J.  Ford  Gordon,  J.  E.  LewU,  P.  J. 
Leonard,  H.  A.  Stokes,  James  Goldthrite,  Frank 
Singleton,  H.  A.  Bernstein,  Morris  Monroe,  E.  C. 
Baldwin,  F.  A.  Stokes,  P.  W.  Devendorf  and  R.  T. 
CUckner. 

The  committee  in  charge  consisted  of  Lisle  Dorr- 
N.  A.  Bernstein,  Roy  Beecher,  R.  T.  Clickner. 
G.  T.  Schull  and  E.  C.  Baldwin. 

The  affair  marked  the  eighteenth  anniversary 
of  the  local  Council  and  was  attended  by  sixty-five 
memijers,  who  enjoyed  excellent  addresses  by  Past 
Supreme  Counselor  and  Past  Grand  Counselor 
of  New  York,  R.  A.  Tate  of  Utica,  Grand  Counselor 

C.  H.  Abbott  of  Auburn,  Grand  Treasurer  C.  R. 
Eggleston  of  Watertown,  and  others. 

County  Treasurer  Burton  S.  Hayes  was 
unanimously  elected  to  honorary  membership 
in  the  Council.  Mr.  Hayes  was  the  first  Sen- 
ior Counselor  of  Garland  City.  At  the  time 
the  local  charter  was  granted  by  A.  A. — 
Gillette  of  Buffalo,  No.  7,  Mr.  Hayes  was  a 
traveling  salesman  for  the  A.  H.  Herrick  Flour 
&  Feed  Co.  He  is  the  first  man  to  receive  this 
honor  from  Garland  City. 

E.  C.  Baldwin  read  a  brief  history  of  the  eigh- 
teenth years  of  the  council's  existence,  and  a 
memorial  service  was  held  for  these  charter  mem- 
bers who  have  passed  away:  George  L.  Fai- 
chney,  Claude  H.  Young,  John  R.  Clark.  Spen- 
cer C.  Lewis. 

Thirty  dollars  was  voted  the  fund  for  a  monu- 
ment to  the  late  Grand  Chaplain.  A.  A.  Gillette 
of  Buffalo,  father  of  nearly  every  Council  in  New 
York  State, 

The  session  was  concluded  with  a  banquet  at 
Sootty's  Eatable  Eats,  in  Arsenal  Street,  where 
Lisle  Dorr,  as  toaatmaster,  called  upon  C.  R. 
Eggleston,  C.  H.  Abbott,  R.  A.  Tate,  B.  S.  Hayes 
and  A.  R.  Zimmerman  for  remarks.  As  each 
speaker  arose  to  respond  he  was  presented  with 
a  suitable  gift  from  the  pill-shop  of  Council- 
man William  S.  George. 


THE    SAMPLE  CASE 


Warran.— Warran  Council,  No.  233,  want  to 
•xprasa  Its  appreciation  and  admiration 
for  The  Sampla  Case.  Aa  one  brother 
aaid  "There  is  no  better  magazine  comes 
to  my  house."  We  all  priie  It  highly  and 
watch  for  Its  coming. — (Member  No.  SM.) 

Our  annual  May  party  was  hold  at  Brookaide 
Inn,  Cortland,  with  about  160  present.  The 
usual  good  time  was  had.  A  ohioken  dinner  follow- 
ed, with  danoioB  and  a  social  time  later. 

May  26,  the  Council  met  in  regular  sesaion  at  8 
p.  m.  During  routine  business  two  applications 
were  acted  upon  favorably  and  will  be  guid«<l  along 
the  winding  pathway  to  the  heights  we  all  have 
trod.  At  this  meeting  wo  had  with  ua  Past  Grand 
Counselor  Ransom  B.  Collier  of  Columbus,  No.  1, 
who  gave  us  some  splendid  advice  in  the  govern- 
ment of  our  Council.  We  are  all  glad  to  have 
him  come  as  often  as  he  can.  While  here  bo 
visited  his  brother  and  wife. 

Our  degree  team  went  to  Aahtabula  June  16 
to  put  on  the  work  for  the  Council.  Our  male 
quartet  rendered  a  few  selections  in  their  uaual 
able  manner.— (H.  M.  C.) 

Columbua. — Columbua  Council,  No.  I,  met 
in  regular  monthly  meeting  May  13.  We  meet  the 
second  Saturday  in  each  month.  While  the 
attendance  was  not  large,  every  member  aeemed 
to  be  feeling  gc-d  and  full  of  pep.  You  are 
missing  something  good  every  time  you  miss  one 
of  the  regular  Council  meetings. 

Don't  forget  the  big  annual  picnic  and  outing 
at  Glenmarry  Park  July  15.  Everybody  is  going. 
Big  preparations  are  being  made.  Nothing  will 
be  left  undone  that  will  make  this  the  best 
D.  C.  T.  picnic  ever  held  by  Columbus  Council. 


TRIED  OTHERS? 

Now  Write  U: 

Complete  line  of  Hosiery  for 
man,  woman  and  child.  De- 
livery direct  if  desired. 

Here  are  two  best  selling  silks 
for  ladies.  39  more  styles  in  silk, 
lisle  and  cotton.  All  popular 
shades  and  colors. 

No.  1260 — Semi  full  faehioned, 
three  Beams,  12  strand  pure 
thread  silk,  per  pair  $2.00 

3  Pair  (customer  saves  $1.00).—.  5.00 

No.  1444— Semi  full  fashioned, 
three  seams,  10  strand  pure 
thread  silk,  per  pair  $1.40 

3  Pair  (customer  saves  20o)   4.00 

The  above  are  SELLING  pricea  to  the 
wearer,  upon  which  agent  receives  26  per 
cent  COMMISSION. 

For  use  as  samples,  we  allow  a  50  per 
cent  discount  from  list  nricea.  For  ex- 
anij)le;  the  value  of  the  above  numbers  is 
$;t.40.  50  per  cent  aiiecial  discount — $1.70. 
Remit  thia  amount  for  both  numbers. 

We  have  a  worthwhile  proposition  for 
Dislriot  Salee  Managent  who  can  produce. 

JOSEPH  BROS. 

Uanufalurrr,  of  HiahM'odt  Hotstry 

Dept.  B.,  S37  Broadway,  New  York 


Brother  Fred  Tanruther  is  chairman  of  the  Enter- 
tainment Committee,  this  yea/,  and  we  can  all  look 
for  some  mighty  good  times.  Confidentially,  the 
writer  knows  "Tan"  has  some  real  atuff  up  hia  aleere 
for  UB. 

Listen,  boys,  have  you  met  the  editor  of  the 


ttemple  OaaeT  Well,  11  you  have  not  you  mn  out 
of  luck,  for  he  is  a  regular  fellow,  the  kind  of  man 
you  like  to  shake  handa  with.  Drop  into  hia  oflSoe 
at  headquartera.  (You  know  where  I  mean, 
'round  where  Walter  Murphy  worka.) 

The  Glee  Club  certainly  ia  coming  along  in  fine 
shape.  Theae  boya  ought  to  be  aupported 
by  all  of  our  mombera.  They  meet  every 
Saturday  evening.  You  are  invited  to  at- 
end.  Our  good  brother,  Joe  MaHoney,  ia 
President.  Joe  alwaya  haa  a  amile  that  juat  will 
not  oome  off;  you  can't  beat  him. 

Notice— AU  Past  Counaelora  muat  wear  their 
Jewrla  when  attending  a  meeting  or  be  aaaeased  a 
penalty  of  one  dollar  for  each  offense. — (H.  D.  S.) 

Cincinnati. — Senior  Counaclor  Baehner  pre- 
aided  at  one  of  the  beet  atten.jed  meetinga,  on  May 
27,  that  Queen  City  Coun-il,  No.  145.  haa  had 
in  yeaia.  Grand  Treaaurer  Owen  came  down  from 
Springfield  to  be  with  ua.  During  the  courae  of  hia 
talk  he  made  ua  an  offer,  which  we  could  not  help 
accepting,  and  that  waa  the  promiae  to  bring  the 
Springfield  team  down  to  put  on  the  work,  provid- 
ing we  would  promiae  him  a  good-aised  claaa. 

Senior  Counaelor  Spencer  of  Cincinnati,  No.  2. 
and  Senior  Counaelor  Eakew  of  Covington.  No.  73. 
were  with  ua.  Brother  .Scheibla  entertained  us 
with  aong  and  waa  aaaiated  by  the  Councilors. 
The  feed  aa  a  finale  waa  a  grand  succeae.  Brother 
Eakew  aUted  that  if  thia  ia  the  way  Queen  City 
CouncU  does  things,  he  will  be  over  again. 
The  boya  who  miaaed  thia  meeting  should 
look  for  the  announcement  of  the  next  good 
time.— (E.  F.  K.) 

Cleveland.— Euclid  Council,  No.  421,  held  • 
very  peppy  meeting,  April  22,  which  made 
some  of  the  regulars  ait  up  and  take  notice. 
Paat  Counaelor  Arnold  ia  aome  apeaker  when 
he  geU  atarted,  aa  well  aa  Senior  Counaelor  Wol- 
aver.  It  ia  quiU  evident  that  under  the  guidance 
of  the  new  officers  lively  timea  are  in  atore  for  the 


TO  make  America  safe  and  friendly  for  those  who 
travel.  The  TRAVELERS  AID  assists  at  Rail- 
road Terminals  and  Passenger  Docks  all  travelers 

needing  advice,  protection  or  assistance.  No  charge  is  made  f  or  service. 

In  1920  1,500,000  travelers  were 
assisted  on  their  journeys  or  helped 
to  find  their  place  in  some  com- 
munity. 

In  the  United  States  a  great  move- 
ment is  under  way  to  strengthen  the 
existing  organizations  and  to  form 
new  societies. 

Your  Gift — If  you  want  thorough- 
going Travelers  Aid  work  accom- 
plished, send  at  once  your  check  for 
$1000,  $500,  $100  or  such  other 
amount  as  you  feel  you  can  give. 


In  170  Cities  -  -  - 

It  renders  daily  service  to  thousands  of 

travelers. 

It  directs  to  addresses  and  establishe* 
individua'.-,  in  the  community  by  securing 
employment,  rooms  and  recreation 

It  locates  friends  and  relatives. 

It  investigates  runaway  boys  and  girle 
and  arranges  for  their  proper  care. 

It  cares  for  the  traveler  who  is  ill. 

It  connects  the  immigrants  with  their 
friends  and  interprets  for  those  who  do 
not  speak  our  language. 


National  ^ssssociation  of  %xMtx^  0ib  ^ocieticg 

25  WEST  43d  ST.,  NEW  YORK  CITY 


3e  THE    SAMPLE  CASE 


JULY 


uieuibor*.  A  picnic  will  bo  held  Saturday,  July 
1,  at  Willow  Bcacli;  evfrylliiiiK  free  after  you  «et 
tbn^,  thru  the  biK  "Btnit"  party  that  is  belns 
planned  for  Snptnnihcr  23, 

May  27  the  Council  was  culled  to  order  by 
Senior  Counselor  Wolavcr,  with  every  officer 
at  his  station.  A  drive  for  new  members  is  on.  You 
old  DienibcrH  who  do  not  attend  meetings,  we  send 
you  a  personal  appeal  to  attend.  Wc  need  your 
support  and  help.  When  you  are  ill  or  meet  with- 
an  accident,  we  do  not  hesitate,  but  come  imme<li- 
utely  to  your  nssistance.  The  "Sunnhine  Club" 
of  the  Toadies'  Auxiliary  assist  us  in  looking  after 
those  who  need  attention.  Arc  you  not  interested 
in  that  kind  of  fraternalism? 

Come  out  to  the  meetings  and  get  acquainted, 
if  you  are. 

Councilor  Guy  L.  Hopper  is  ill  at  Mt.  Sinai 
Hospital  and  Councilor  Harry  A.  Lynn,  14225 
Ardinall  Ave.,  has  met  with  an  injury.  This  in- 
formation was  received  as  we  send  this  article.  Call 
on  them  or  send  them  cards  making  them  feel 
and  know  what  U.  C.  T.  means  in  time  of  distress. 
The  meeting  of  the  Executive  Committee  was 
held  at  Winton  Hotel  June  16.— (Skybo.) 

Toledo. — Instead  of  the  annual  trip  to  Sugar 
Island  for  their  picnic,  Toledo  Council  will  this 
year  bold  this  annual  event  in  beautiful  Willys 
Park  on  Saturday,  July  1.  This  park  is  located 
in  the  western  part  of  the  city  and  can  be  easily 
reached  by  street  car  or  automobile. 

Those  going  by  street  car  can  take  the  Long 
Belt  line  going  either  way  from  the  down-town 
section.  It  is  also  within  walking  distance  of  West 
Toledo. 

Outside  the  natural  beauty  of  this  park  to  attract, 
there  is  also  plenty  of  play  equipment  for  the 
youngsters  and  the  oldsters,  too,  who  enjoy  a  play 
occasionally.  A  natural  amphitheatre  makes  an 
ideal  place  to  hold  the  various  contests,  of  which 
the  committee  assures  us  there  will  be  plenty. 

The  feature  of  the  day  will  be  a  baseball  game 
between  Brother  Lou  Plotkin's  "All  Stars"  (7) 
and  a  worthy  opponent  yet  to  be  selected.  The 
lineup  has  not  been  announced  yet  but  with  such 
stellar  players  as  Weeber,  Roll.  Regan,  Chappie, 
Grossman,  Gall  and  Littin  a  real  ball  game  is  assur- 
ed. It  is  also  rumored  that  those  in  charge  of  the 
athletic  program  are  going  to  pull  off  a  "Barnyard 
Golf"  tournament,  so  get  out  your  "mare's  foot- 
wear" and  brush  up  on  "ringers"  and  "leaners." 

The  festivities  will  start  with  a  basket  lunch  at 
noon  and  from  then  on  there  will  be  plenty  to 
amuse  the  young  and  old  alike.  There  are  plenty 
of  benches  and  tables,  so  j'ou  need  have  no  fear 
of  ha%Tng  to  consvime  bugs  and  angle  worms 
with  your  lunch.  Don't  just  bring  the  fam- 
ily but  invite  your  brother  salesmen  and 
their  families  as  well,  as  this  is  to  be  a  traveling 
men's  picnic  and  not  a  U.  C.  T.  picnic.  Judging 
from  the  advance  indications,  the  interest 
taken  in  this  event  will  be  the  greatest  of  any 
picnic  ever  held  by  Toledo  Council. 

Remember  the  date,  Saturday,  July  1;  the 
place  Willys  Park;  the  time  as  soon  as  you  care 
to  come  and  as  late  as  you  will  wish  to  remain. 
You  can  reach  the  park  via  automobile  over  the 
boulevard  and  will  find  plenty  of  parking  space 
or  via  the  Long  Belt  car  line  going  either  out 
Monroe  or  Adams.  Let's  make  this  a  gala  event 
leaving  memories  that  will  be  fondly  cherished  by 
all  who  attend.  Last  but  not  least  this  will 
be  a  traveling  men's  picnic  and  not  strictly 
a  U.  C.  T.  affair.— (T.  B.  B.) 

Akron. — Council  No.  87  met  in  regular  session 
May  20,  with  a  good  attendance.  Two  new  mem- 
bers were  initiated  into  the  ranks  of  the  commer- 
cial army. 

Cotincilor  Rothrock,  who  was  confined  to  the 
house,  is  out  again  hustling  as  usual. 

Akron  Council  has  ordered  twenty-five  copies 
of  the  Sample  Case,  which  will  be  mailed  to 
salesmanagers  not  L".  C.  T.  and  followed  up  by  a 
good  and  true  Councilor  of  No.  87  for  a  subscrip- 
tion. 

Councilor  Giebenrath  reported  that  arrange- 
mentp  were  completwl  for  a  hanqnet  Hionnr  nf 


bsli  uud  chiukeu  ttlid  all  that  guea  with  theiu, 
besides  music  und  dancing  all  for  t2.U0  per,  at 
Hamlin's  Hotel,  Ix>ng  Lake  (formerly  Crook'i 
Hotel). 

On  April  9  we  held  our  annual  memorial  services 
in  V.  C.  T.  Hall.  Tribute  was  paid  to  four  members 
who  passed  to  the  Rtcrnal  City  during  the  year. 
A  special  program  of  music  by  Miss  lUwa  Kuhne, 
opera  and  concert  singer,  recently  from  I>resden, 
rendered  the  following  solos,  "Hear  Us,  O  Father," 
from  Renaldo  by  Handel;  "Be  Thou  Faithful 
Unto  Death,"  from  the  Oratorio  St.  Paul,  "Be 
Still  My  Soul,"  by  Mcridan.  It  is  to  be  deplored 
that  so  few  members  take  an  interest  in  these 
services. 

One  of  the  enjoyable  affairs  of  May  2  was  the 
annual  luncheon  for  members  of  the  Women's 
Auxiliary  of  the  United  Commercial  Travelers  at 
the  City  club.  The  tables  in  the  private  dining 
room,  decked  with  red  tulips,  hold  places  for 
thirty.  Mrs.  Carl  Wagaman  presided  as  mistress 
of  ceremonies,  and  toasts  were  given  by  Mrs.  H.  H. 
Hauenstein,  President  of  the  Auxiliary,  Mrs. 
W.  R.  Collette,  Mrs.  Nicholas  Laskaris,  Mrs. 
F.  F.  I'illmore,  Mrs.  O.  J.  Fankbonner  and  Mrs. 
H.  W.  Smith.  After  the  program  pedro  was 
played,  Mrs.  Wagaman  and  Mrs,  William  Berger, 
winning  the  honors,  and  Mrs.  J.  8  Mallett  consol- 
ation favor.  The  success  of  the  party  may  be 
accredited  to  Mrs.  E.  A.  Shutt,  head  of  the  com- 
mittee on  arrangements.  Honor  guests  were  Mrs. 
H.  H.  Hammond,  of  Hartville,  Mrs.  H.  W.  Smith, 
of  Atwater  and  Mrs.  J.  8.  Mallett,  of  Ravenna. — 
(Heinie.) 

Sandusky. — Sandusky  Council,  No.  278,  met 
in  regular  session  May  20  with  a  good  attendance 
and  with  the  new  Senior  Counselor  in  the  chair 

After  the  meeting  closed  tables  were  arranged 
and  pinochle  and  five  hundred  became  an  interest- 
ing diversion. 

A  new  Entertainment  Committee  was  appointed 
by  the  Senior  Counselor  as  follows:  Chairman, 
Adam  Link;  Henry  Cvirtis  and  E.  F.  Brentgart- 
ner,  with  Moe  Frohman  and  Cap.  Lawrence  as 
supernumeraries. 

The  ladies  gave  a  delightful  dance  at  Rye 
Beach  May  12.  More  than  one  hundred  were 
there  and  report  a  wonderful  time. — (Cap.) 

Norwalk. — Norwalk  Council.  No.  268.  held  a 
most  enjoyable  dinner  and  dancing  party  May  20 
in  honor  of  Frank  Sidnell.  an  enthusiastic  member 
of  the  Council  and  Grand  Counselor  of  the  state 
organization. 

The  banquet  was  served  at  the  Congregational 
church.  It  was  a  well  appointed  affair  and  delight- 
ful in  every  way. 

Later  in  the  evening  the  members  and  ladies 
repaired  to  the  Council  hall  where  dancing  and 
cards  were  in  order. 

At  the  banquet  Mr.  Sidnell  was  presented  a  fine 
U.  C.  T.  charm,  W.  J.  Symons  making  the  presenta- 
tion speech.  Mr.  Sidnell  responded  with  a 
talk  appropriate  to  the  occasion.  The  Rev.  H.  E. 
Woodward  gave  the  invocation  at  the  banquet. 
About  eighty  took  part  in  the  affair. 

Newark. — Newark  Council,  No.  274,  met  on  our 
accustomed  night,  the  third  Saturday  in  May  and 
had  a  very  fair  attendance.  Senior  Counselor 
Miller  was  on  the  job. 

It  was  amusing,  though,  to  note  how  many  had 
forgotten  the  pass-word.  All  filed  up  and  again 
received  it. 

It  was  decided  that  we  change  the  opening  hours 
of  the  Council  from  7:30  p.  m.,  to  8  o'clock  during 
the  months  of  June  to  October.  It  is  requested  that 
all  members  remember  to  be  on  time  at  8  p.  m., 
as  the  Senior  Counselor  is  very  desirous  for  prompt 
openings. 

Councilor  W.  A.  Hall  of  Cambridge  gave  a  short 
talk  and  will  now  be  one  of  our  Council,  having 
returned  to  his  home  city.  Newark,  to  reside. 

Councilor  Jim  Black  was  reported  sick  and  a  vote 
of  sympathy  was  to  be  sent  him.  Several  of  the 
men  visited  him.  He  is  one  of  the  good-old-stand- 
bys. 

fhjr  annua'  pionir  will  be  held  July  22     The  foJ- 


luwiUK  were  appointed  uu  the  comuiitleee  uud  re 
ported  progrow  and  final  arranKCmoots  at  the  Juni- 
meeliiig:  Picnic  Committee — Vail,  Clem  Altpaoh, 
Kennedy,  Juck  Gerard,  Homer  and  Re<!tor;  Sports 
Committee — Emerson  Brillhart,  Dan  Atspaoh, 
Crawmer;  Entertainment  Committee — Jack  Ger- 
ard, Northey,  W.  P.  Miller.  Brother  U.  G.  Brill- 
hart  will  provide  automobiles  to  convey  the  picriic- 
ers. 

The  Program  Committee  provided  its  first  iten 
in  the  June  meeting. 

Every  Council  meeting  is  to  have  some  attractive 
feature  of  some  kind  or  other.  The  Program  Com- 
mittee is  pledged  to  act  and  provide  attractions 
that  will  pull  the  men  anywhere  this  side  of 
Chicago  to  our  Council  meetings.  The  Brother 
who  cannot  be  there  will  for  sure  miss  something. 
We  plan  social  developments  as  well  as  mental 
ones,  so  our  meetings  are  not  to  be  just  an  informal 
procedure  but  to  be  of  such  a  character  that  will 
develop  saUaiii.cii  o(  bigger  type  for  the  work. — 
(R.  Northey.) 

Springfield. — At  the  last  meeting  the  ladiet: 
put  on  a  six  o'clock  supper  for  the  members.  Only 
a  small  bunch  was  present.  Those  who  were  not 
missed  a  fine  time.  Our  members  are  not  showing 
the  ladies  the  proper  appreciation  in  not  attend- 
ing these  suppern  as  it  is  no  small  job  to  prepare 
a  feed  like  the  last  one. 

The  Entertainment  Committee  put  on  a  dance 
ai  Noff  grounds  June  3,  and  like  all  others,  it  was  a 
grand  success.  They  aro  arranging  for  the  annual 
picnic  and  claim  this  picnic  will  be  "bigger  and 
better"  than  ever. 

A  number  of  our  members  attended  Grand 
Council  meeting  in  Columbus,  June  0-10.—  (W 
A.  L.) 


Ada. — The  new  Council,  organized  just  one  year 
ago,  now  has  near  sixty  members. 

The  manager  of  the  Hotel  Harris  extended  an 
invitation  to  the  members  of  the  U.  C.  T.  to  be  his 
guests  at  a  noon-day  luncheon.  Mr.  and  Mrs 
McFarland  arc  great  friends  of  the  United  Com- 
mercial Travelers. 

After  the  luncheon  the  boys  retired  to  the  parlors 
of  the  hotel  to  hold  an  informal  welcome  to  Brother 
Charley  Wait,  one  of  the  Grand  Counselors  of 
Oklahoma.  Then  at  8  o'clock  the  boys  met  in 
Odd  Fellows'  hall,  at  the  comer  of  Twelfth  and 
Townscnd  Avenue.  The  (2k)unf-il  balloted  on  the 
names  of  fifteen  new  members  and  then  had  the 
greatest  time  in  its  history  in  initiating  nine  of 
them. 

Nineteen  new  and  restored  members  were  added 
to  this  new  Council. 

Ada  Council,  No.  62.5,  brought  home  the  bacon 
from  the  Grand  Council  which  met  in  Tulsa 

May  15,  we  won  two  of  the  loving  cups  for 
increased  membership. 

The  regular  meeting  time  of  this  Council  is  thf 
first  Saturday  in  each  month.  All  U.  C.  T.  boyh 
are  welcomed.— (H.  B.  R.) 


PitUburgh.— Duquesne  Council,  No.  387, 
held  a  very  enthusiastic  meeting  May  20.  Past 
(Counselors  H.  M.  Steepleton  and  H.  H.  Boyd 
of  Fort  Pitt  Council,  No.  171,  were  among  those 
present. 

The  degree  of  the  Order  was  conferred  apon 
Ernest  E.  A.  Paine  and  Louis  G.  Kramer.  The 
degree  team  conducted  the  work  in  its  usual 
eflScient  manner,  and  the  newly  initiated  Coun- 
cilors expressed  themselves  delighted  to  be  mem- 
bers of  the  Order. 

ft  m  with  sincere  regret  that  we  learned  of  the 
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MANLY  J.  HEMMENS,  Secretary 


Buckeye  Mutual  Health  Association 


COLUMBUS,  OHIO 

Your  Insurance  Protection  is  not  Complete  without  First- 
Class  Health  Insurance 

CLASS  ONE 
Benefits  for  One  Day  or  More  of  Sickness 

$25.00  Per  Week  for  Confining  Illness  for  Two  Years 

FULL  BENEFITS  THE  FIRST  WEEK. 

$25.00  Per  Week  for  Loss  Resulting  from  Hazardous  Diseaees, 
such  as  Rheumatism,  Neuralgia,  Neuritis,  Lumbago,  etc. 

SPECIAL  OFFER  TO  COMMERCIAL  TRAVELERS 

For  Information  Addren 

MANLY  J.  HEMMENS,  Secretary 
Post  Office  Box  104,  COLUMBUS,  OHIO 


HARRY  H.  SMITH 
Past  Grand  Counselor  of 
Iowa,  says: 

"You  will  please  pardon  the 
delay  in  acknowledging  re- 
ceipt of  your  valued  favor  of 
the  llth  inst.,  enclosing  your 
check  for  fl38.57  in  full 
payment  of  my  claim  against 
your  company  for  illness,  as 
I  am  not  fully  recovered  and 
inclined  to  put  things  off  that 
possibly,  were  I  in  good  health, 
would  be  able  to  attend  to 
promptly. 

"However,  I  wish  to  thank 
you  very  much  for  your 
prompt  and  efficient  manner 
in  taking  care  of  my  claim. 
It  is  very  commendable  to 
say  the  least." 


away  of  Mrs.  MacNab,  mother  of  Past 
Grand  Counselor  Percy  P.  MacNab.  We  extend 
our  sympathy  to  our  worthy  Past  Grand  Counsel- 
or in  his  great  loss. 

We  are  pleased  to  learn  that  Past  Grand  Coun- 
selor MacNab  has  taken  up  his  residence  in  the 
Pittsburgh  district,  and  we  look  forward  to  having 
him  with  us  at  many  of  our  meetings.  He  served 
two  terms  as  our  District  Deputy  and  is  very 
popular  with  the  members  of  Duquesne. 

Councilor  John  A.  Dahlburg,  who  met  with  what 
was  considered  a  fatal  accident  in  Chicago.  Decem- 
ber 3J,  attended  the  meeting  and  received  the  con- 
gratulations of  the  Council  on  his  remarkable 
recovery.    He  has  resumed  his  duties  on  the  road 

Duquesne  Council  will  celebrate  its  fifteenth  anni- 
versary in  September.  The  Council  was  organized 
in  1907  by  a  few  enthusiastic  commercial  travelers, 
and  while  we  do  not  boast  of  the  largest  Council 
in  the  state,  we  believe  we  have  one  of  the 
beet  organized  and  most  progressive  Councils  of 
the  Order.  The  anniversary  will  be  observed 
in  a  fitting  manner,  and  when  our  wide-awake 
Entertainment  Committee  says  "fitting"  you  can 
bet  that  the  affair  will  be  a  dandy. 

The  membership  campaign  has  been  launched 
and  Chairman  Harvey  declares  there  will  be  no 
let  up  vmtil  Duquesne  is  the  largest  Council  in 
the  state.  The  Campaign  Committee  aims  to  add 
100  new  members  by  September,  and  in  order  that 
there  will  be  no  slip  in  this  arrangement,  ten  team 
captains  have  been  appointed,  each  of  whom 
has  the  priWlege  of  selecting  his  own  aids.  Each 
team  has  been  assigned  a  quota  of  ten,  and  we  are 
confident  that  the  boys  will  put  it  over.  The  team 
captains  are  as  follows,  W.  W.  Waitneiglit,  K.  P. 
Gearing,  W.  J.  Tipper,  J.  L.  Cadwallader.  C.  C. 
Benz,  R.  E.  Gaynor,  P.  M.  Little,  G.  W.  Thomp- 
son, P.  J.  Clancy  and  C.  F.  Harvey.  Any  Coun- 
cilor who  is  desirous  of  leading  a  team  "over  the 
top"  will  receive  a  commission  from  Col.  Harvey, 
632  Wabash  Building. 


You  have  read  Mr.  Hargraves  first  article  on 
Super  Salesmanship,  and  you  have  not  forgotten 
the  importance  of  the  THIRD  VEST  BUTTON. 
This  applies  to  writing  orders  for  the  U.  C.  T.  aa 
well  as  for  your  firm. 

The  new  U.  C.  T.  pennant  stickers  have  made  a 
big  hit  with  the  boys.  We  received  so  many 
requests  for  them  from  the  members,  many  of 
whom  never  get  around  to  the  meetings,  that  the 
initial  supply  was  soon  exhausted.  The  pennants 
are  neat  little  stickers,  bearing  the  emblem  of  the 
Order  and  printed  in  the  official  colors  and  add 
to  the  appearance  of  your  baggage  and  the  wind- 
shield of  your  automobile.  Members  desiring 
pennants  can  have  same  by  applj-ing  to  the  Secre- 
tary. 

Your  U.  C.  T.  BuUon  and  your  Third  VttI 
Button  will  put  the  campaign  over.  PUT  THEM 
TO  WORK.— (P.  J.  C.) 

Williamsport. — The  regular  meeting  of 
Williamsport  Council,  No.  350,  was  called  to 
order  by  Senior  Counselor  Hamm,  at  8  o'clock 
sharp.  Initiation  was  turned  over  to  the  degree 
king,  as  there  were  six  candidates  in  waiting  to 


-FLL  WORK  FOR  LIFE-i 

for  $4  paid  in  advance.  I  am  the  Modern 
Business  Cjrelopedia.  I  faithfully  advise 
everybody  in  business — whether  ao- 
ountant,  banker,  exporter,  efficiency 
expert,  lawyer  or  broker — regarding  any 
term  or  phrase  used.  I  hold  over  16,000 
terms  and  definitions  used  by  above, 
including  3,000  general  and  stock  ex- 
change abbreviations,  and  when  con- 
sulted, I  never  mislead.  Many  users 
claim  I  save  them  thousands  in  fees  and 
much  time.  S4  brings  ms  postrhast*. 
Since  I  am  guaranteed  to  plsase,  you 
ought  to  ORDER  ME  NOWl 

MODERN  BUSINESS  PUB.  CO. 
IO*pt.  a.C.,  IStTBroadwar.  N«w  Torfa|CUv 


receive  their  first  adventure  from  the  U.  C.  T. 
They  were  introduced  into  the  myeteries  'of  our 
Order. 

A  committee  was  appointed  to  submit  plans  and 
make  arrangements  for  our  annual  field  day  and 
picnic  to  be  held  about  the  second  Saturday  in 
August.  The  committee  will  report  at  our  next 
regular  meeting.  Definite  arrangements  were 
made  for  the  ball  held  at  the  opening  of  the 
Lycoming  Hotel,  June  23.  Every  Councilor 
received  an  invitation  to  this  affair,  the  invitation 
to  be  used  as  an  admission  to  the  hotel. 

It  is  with  deep  regret  that  we  announce  the 
death  of  our  beloved  Brother,  Charles  A.  Morgan 
He  was  always  a  hard  worker  in  our  Council  and 
wUl  be  missed  by  aU.  Williamsport  Council 
extends  its  deepest  sympathy  to  his  widow  and 
son.— (O.  L  S.) 

Williamsport.— Chautauqua  Council,  No,  202. 
held  its  regular  meeting  in  the  I.  O.  O.  F.  Temple 
at  a  o'clock  p  m..  May  20. 

Because  of  the  "Gingham  and  Overall"  supper, 
and  dance  which  was  to  follow  the  meeting,  it 
was  decided  to  dispose  of  the  work  on  hand  as 
speedily  as  possible.  Upon  adjourning  to  the 
dining  room  we  found  that  the  Entertainment 
Committee  had  prepared  a  fine  feed  at  which 
were  present  about  one  hundred  fifty  guests. 

Past  Counselor  Bohman  acted  as  toastmaster, 
much  to  his  credit,  but  was  interrupted  on  one 
occasion  by  a  heated  argument  between  our  old 
friend,  Andy  White,  and  Abe  Goldstein.  Andy 
wBS  teUing  Abe  about  some  of  the  wonderful 
inventions  of  the  age.  "Just  think  of  Marconi, 
the  man  who  invented  the  wireless  telegraphy, 
would  you!  Wonderful,  simply  marvelous,  I  tell 
you!  Can  you  name  anyone  who  has  ever  made  a 
more  wonderful  invention?  If  you  can  I'd  like  to 
know  who  he  is."  "VeU,"  repUed  Abe,  "the  guy 
who  inwented  'interest'  vasn't  any  slouch!" 

Counselor  Adolph  Katx  of  Brooklyn,  N.  Y.. 
Council,  No.  114,  was  with  us  on  this 
and  save  ua  a  short  talk. 
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The  Knack  of  Selling 

By  HERBERT  WATSON 

More  sales?  What  every  far-sighted  business  man  is  think- 
ing about  just  now.  And  here  is  the  most  popular  manual 
of  selling  strategy  ever  published — three  handy  pocket 
volumes  at  $2.50  ,  the  set.  Send  the  free  examination 
coupon. 


WHY  are  over  50,000  sets  of 
The  Knack  of  SeUing  in  use 
today?    A  natural  question 
and  the  answer  lies  simply  in  the 
books  themselves. 

Never  before  have  the  underlying 
motives  that  make  men  buy  been 
brought  out  so  clearly.  Never  before 
the  basic  methods  of  getting  atten- 
tion, convincing,  guiding  the  prospect 
lo  an  immediate  decirion,  revealed  in 
such  usahle  terms  that  any  man  can 
apply  them  to  strengthen  his  own 
appeal! 

Answers  objections — 
creates  desire 

"yHE  Knack  of  Selling  fairly  personifies 
*  the  "star"  salesman.  It  is  the  essence 
of  a  rich,  varied  sales  experience.  Herbert 
Watson,  himself  a  sales  executive  with  unus- 
ual records,  has  dug  deep  into  the  methods 
of  other  successful  sales  builders,  and  in  his 


A.  W.  Shaw  Company 

Ca»»,  Hnron  and  Erie  Streets,  Chicago 

Send  on  for  my  /re*  examination  for  10  full  days  Her- 
bert Watson's  three-volume  "Knack  of  Selling."  After 
a  careful  inspectioa  if  I  decide  to  keep  this  bandy  sales 
manual.  I  ll  send  you  $2.50  payment  in  full.  But  if  I 
d.^not  wish  t  I  keep  i 


^Canadian  pries  tt.7B.  duty  prnaid.  V.  8.  Terriiariu 
g'»«Mi  *tM.  and  aah  *<U*  «»<i«.  Att  oMo-  ammtrit,. 
W7«  auk  a>«l^.< 


three- volume  manual  reveals  the  selling 
principles  and  methods  that  batter  down 
objections  and  create  sales. 

Salesmen  need  just  such  a  handy  manual 
as  this.  It  goes  down  to  rock-bottom  in 
selling.  Explains  the  methods  now  in  suc- 
cessful use  *or  developing  real  selling  ability. 
Ferrets  out  weak  points  and  by  definite 
suggestion  shows  how  to  correct  them. 
Offers  practical  methods  for  developing  a 
winning  personality,  an  asset  every  sales 
builder  must  have.  With  such  informa- 
tion open  to  him,  almost  every  salesman 
can  win  a  new  name  and  place  for  himself 
on  the  rosters  of  business  enterprise. 

Who  uses  The  Knack 

of  Selling? 

'pHE  Knack  of  SeUing  has  a  "record," 
of  which  it  is  as  proud  as  any  record  es- 
tablished by  a  salesman.  This  record  in- 
cludes service  with  such  firms  as  The  Ford 
Company;  The  Belting  Company,  Cleve- 
land; Morgan  Sash  and  Door  Company, 
Chicago;  The  Packard  Company,  Fort 
Wayne;  Idaho  State  Life  Insurance  Com- 
pany, Boise;  The  Green  &  Green  Company, 
Dayton;  Dalton  Adding  IMachine  Company; 
The  J.  I.  Case  Company.  These  firms  and 
others  like  them  use  The  Knack  of  Selling 
in  quantity  lots.  In  many  cases  the  undevi- 
ating  company  policy  is  that  salesmen  read 
and  re-read  this  handy  sales  manual — so 
valuable  are  the  methods  and  principles 
brought  out. 

Send  no  money — mail  coupon 

VOU  wish  to  see  what  The  Knack  of  Selling 
*  is  like,  of  course.  Simply  fill  in  and  mail 
the  coupon  attached  and  the  three-volume 
Series  will  go  to  you  for  a  10-day /re«  inspec- 
tion. Then  if  you  wish  to  keep  it,  send  us 
$2.50,  payment  in  full.  If  not,  return  the 
set  at  our  expense.  Mail  the  coupon  to 
the  A.  W.  Shaw  Company,  Cass.  Huion  and 
Erie  Streets.  Chicago- 


The  "how"  of  selling: 


Mapping  out  the 
canvass 

— how  to  appeal  to  buying 

motive 
— make  the  canvass  most 

effective 
— avoid  possible  w'e  a  k  - 

— arouse  the  prospect 
— put  life  and  snap  into 

your  canvass 
— awaken  curiosity 
— secure  interest 
— create  desire 
— inspire  action 

Managing  an 
interview 

— how  to  get  attention 

— hold  interest 

— keep  command  over  the 
interview 

— revive  lost  interest 

— keep  the  talk  going 
your  way 

— turn  the  unexpected 
happenings  to  good  ad- 
vantage 

—arouse  the  right  motive 

— make  prospects  willing 
to  buy 

— close  the  sale 

Finding  and  correct- 
ing your  weak 
points 

— how  to  make  the  can- 
vass sound 

— locate  weaknesses 

— correct  them 

— find  y  o  -I  r  strongest 
arguments 

— take  advantage  of  pros- 
pect's weakness 

— bu'ld  up  an  effective 
selling  talk  on  new  com- 
modity 

— perfect  your  selling  talk 

— keep  a  daily  score  on 
your  sales  work 


How  and  when 
to  close 

— how  to  work  towards 

the  close 
— effect  a  quick  close 
— overcome  objections 
— block  the  avenues  of 

escape 

— refuse  "no"  for  an  an- 
swer 

— make  it  hard  not  to 

order 
— "  try-out "  close 
— sense  the  right  moment 
— bring  a  new  angle  to 

bear 

— apply  the  scientific 
principle  of  closing 

Getting  in  to  see 
the  prospect 

— how  to  pass  the  outer 
guard 

— successfully  disregard 
rules  against  visirors 

— avoid  antagonizing 
your  prospect 

— get  to  the  desk  of  the 
busy  prospect 

— get  in  on  a  "good  '  basis 

— apply  the  "opening 
wedge" 

— effect  an  entrance  in  the 
easiest  way 

— make  the  unwilling 
prospect  see  you 

— make  him  willing  to  lis- 
ten to  you 

Acquiring  the  art 
of  "mixing" 

— how  to  overcome  ti- 
midity 

— build  greater  self-confi- 
dence 

— secure  a  stronger  per- 
sonality 
— forget  self 

— concentrate  on  propo- 
sition 
— apply  "first  aid" 
— put  "punch"  into  your 
talk 

— be  a  good  "mixer" 
— develop  is'i^etic,  com- 

mandiuy  conveisft- 

tiona!  power 


JULY 
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Paat  Counaelor  V.  B.  Card  and  family  "Lliiiwl 

over  from  Westfield,  N.  Y.,  in  their  Ford  aedan, 
and  said  that  they  had  a  rattling  good  trip  over. 

The  last  of  July  will  see  our  annual  week-end 
picnic  held  at  the  State  Park  near  Salamanca, 
N.  Y.,  and  we  hope  that  any  of  the  boys  who  are 
In  that  neiRhborhood  at  the  time  will  attend  it, 
as  a  good  time  la  planned,  and  we  might  say 
assured,  to  all  who  oome. — (E.  J.  J.) 

Scranton. — The  new  Senior  Counselor  ap- 
pointed "some"  Entertainment  CommittM  to 
have  charge  of  the  social  afTairs  for  the  Council 
the  coming  year,  and  we  started  the  season  off  in 
fine  shape  June  2,  when  we  gave  our  minstrel 
show  and  dance  in  Town  Hall.  It  was  a  good 
show  and  those  who  think  that  Scranton  Council 
is  a  dead  one  and  never  attend  any  of  our  doings 
lost  out  entirely  on  this  night.  We  had  a  fine 
audience  in  spite  of  bad  weather — rain  all  day 
and  evening.   More  than  1,000  were  in  attendance. 

This  will  not  bo  the  last  by  any  means  and  when 
you  get  one  of  those  notices  to  attend  please  do 
not  consign  it  to  the  waste  paper  basket. 

We  have  passed  the  100  mark  and  started  the 
year  off  with  a  class  of  five  in  April,  two  in  May 
and  a  good  class  for  our  June  meeting.  The 
chairman  of  the  Membership  Committee  is  out  to 
make  our  membership  more  than  two  hundred  by 
March  31,  1923.  Let's  help  him  put  it  over.  Let's 
give  him  our  assistance.  We  want  Scranton  the 
largest  Council  in  Northeastern  Pennsylvania, 
but  it  cannot  be  accomplished  if  the  members  in 
general  do  not  lend  their  assistance.  It  will  pay 
you  to  get  acquainted  with  our  program. 

We  would  like  to  hear  from  all  members  who 
read  this  article  in  The  Sample  Case  and  learn 
just  how  many  do  appreciate  what  the  editor 
is  doing  for  us  in  putt.ing  this  travelers'  magasine 
in  the  front  rank  of  "good,  clean  literature." — 
(J.  G.  I.) 

Pittsburgh.— Fort  Pitt  Council,  No.  171,  is 
still  holding  its  own,  and  we  musi  take  our  hats 
off  to  good  old  Pennsylvania  for  its  showing  of  the 
past  fiscal  year;  it  still  leads  all  jurisdictions  for 
the  year,  with  a  net  gain  of  .591.  That's  speaking 
highly  for  the  loyalty  of  the  boys  of  this  common- 
wealth. 

Councilors,  don't  let  up,  for  you  have  the  best 
protection  on  earth  for  the  money,  and  let's  show 
our  Supreme  officers  that  we  can,  and  will  show  at 
least  500  members  for  Fort  Pitt. 

We  extend  our  sincere  sympathy  to  Councilor 
Arthur  G.  Naylor  because  of  the  sad  loss  of  his 
beloved  father,  who  passed  to  the  Great  Beyond 
during  May. 

We  have  several  good  things  in  store  for  the 
summer  months  so  don't  stay  away  even  if  it  gets 
hot. 

Don't  overlook  asking  your  friends  to  sub- 
scribe for  The  Sample  Case  at  a  good  dollar 
per  year  each.  It's  more  than  worth  it. 
Read  It  and  see.— (A.  H.  B.) 

New  Brighton. — Beaver  Valley  Councilors, 
take  notice  that  Beaver  Valley  Council  has  been 
invited  to  picnic  with  the  New  Castle  Council  at 
the  annual  tri-county  picnic  to  be  held  at  Cascade 
Park,  New  Castle,  Pa.,  Saturday,  July  29.  All 
particulars  and  final  arrangements  will  be  commu- 
nicated to  you  by  our  Secretary,  Harry  O.  Aiken, 
at  a  later  date.  Beaver  Valley  Councilors  will 
greatly  assist  the  committee  in  charge  and  show 
their  appreciation  for  the  good  time  prepared  by 
the  New  Castle  Council  by  arranging  to  be  present 
with  the  entire  family.  Let's  go  to  Cascade. — 
(W.  M.  D.) 

Butler. — Another  year  has  gone  and  Butler 
Council  is  right  up  in  front,  having  made  a  net 
gain  of  more  than  twenty-five  per  cent  in  member- 
ship and  124  per  cent  of  our  quota.  We  have  an 
idea  that  few  Councils  in  the  Order  can  show  a 
better  reoord  and  still  fewer  cities  show  as  large 
a  n.  C.  T.  membership  in  proportion  to  the  popula- 
tion. No.  465  now  has  a  membership  of  308. 

We  were  all  set  for  Grand  Council  meeting  at 
Erie  June  8.  9,  and  10,  and  had  a  fine  time.— 
(Doe.) 


Warren.— The  May  luoetliig  ol  Warren  Couaoll 
was  opened  at  7:4S  p.  m.,  with  the  Senior  Coun- 
selor and  all  oCBoers  present  except  two,  and  twenty- 
one  members. 

The  application  of  Mr.  Hickemell  was  received 
and  referred.  The  application  of  Harold  F.  Joy 
was  balloted  on  and  he  was  initiated.  We  hope 
to  have  much  of  joy  at  Council  hereafter. 

This  was  the  first  initiation  by  our  newly  organis- 
ed degree  team  under  the  captaincy  of  Past 
Counselor  T.  Q.  Jacobs.  The  work  was  very 
impressive.  Members,  make  an  effort  to  see  your 
team  work. 

Guy  E.  Swanson,  Youngsville,  was  elected  to 
membership  by  transfer  from  Erie  Council. 

Our  Entertainment  Committee  is  the  busiest 
committee  in  Warren,  arranging  for  the  annual 
basket  picnic  to  be  held  at  the  Outing  Club  some 
time  in  July. 

Hereafter  Council  meetings  will  be  held  the 
first  Saturday  of  the  month,  instead  of  the  second. 
There  are  many  advantages  in  the  change;  one  is 
that  we  shall  be  able  to  get  the  Council  news  into 
The  Sample  Case  before  it  is  history,  and  another 
will  be  it  is  much  easier  to  remember. 

The  June  meeting  at  the  opening  was  delayed 
ten  minutes  in  arranging  for  a  new  part  of  our 
work  presented  by  Past  Counselor,  T.  G.  Jacobs; 
that  of  the  presenting  of  the  colors.  This  is  a  most 
impressive  ceremony.  Councilors  who  were  not  at 
this  meeting  should  make  a  sijecial  effort  to  be  out 
the  first  Saturday  in  July. 

Two  candidates  were  led  over  the  rough  journey 
to  membership  by  the  degree  team,  which,  by  the 
way,  is  working  into  form  fast.  The  new  members 
were  E.  W.  Weod  and  Mr.  Hipkemell. 

Our  old  friend.  Councilor  Wilbert,  was  in  town 
and  headed  right  up  to  Council. 

Lyman  Broughton  favored  us  with  his  smiling 
countenance. 

Some  timely  remarks  were  made  by  Councilors 
Wilbert,  Strong,  and  Jacobs.  Past  Counselor 
Mount  also  gave  some  very  good  advice.  Frank 
still  holds  the  title  of  Father  of  our  Council.  He 
is  always  present  and  is  on  the  job  every  minute. 

A  Councilor  suggested  we  have  a  drive  for  attend- 
ance.  Shall  weT 

A  very  fine  lunch  was  served  by  our  Refreshment 
Committee.— (H.  A.  F.) 

Charleroi. — Monongabela  Valley  Council,  No. 
603,  met  in  regular  session  May  22;  only  one  line 
ofRrer  was  absent.  One  name  was  voted  on  and 
accepted.    Three  worthy  brothers  were  initiated. 

Senior  Counselor  Anderson  and  the  ofiScers  de- 
serve much  credit  for  their  good  work. 

The  Entertainment  Committee  arranged  some- 
thing good  for  us  June  5. 

Brothers  Charles  H.  ZoUer,  of  Fort  Pitt,  No.  171, 
and  E.  P.  Gearing  of  Duquesne,  No.  387,  favored 
us  with  some  good  remarks. 

Our  new  meeting  place  in  the  Malta  Hall  is  very 
pleasant  and  cosy.  We  hope  the  boys  will  all  come 
out  and  see  bow  nicely  we  are  located  and  turn 
in  and  fill  it  with  good  members.  Come  and  be 
numbered  with  the  regulars. — (M.  H.) 


SOUTH,DAKOTA 

Rapid  City,  S.  D.— Black  Hills  Council,  No. 
fll6,  is  rapidly  increasing  its  numbers.  At  a 
recent  meeting  new  officers  were  elected  as  follows: 
W.  M.  Boland,  Senior  Counselor;  T.  E.  MoEvoy, 
Junior  Counselor;  Grin  Van  Wie,  Secretary- 
Treasurer;  C.  H.  Grey,  Past  Counselor;  H.  D. 
HeCox,  Page;  T.  N.  Ameson,  Sentinel;  B.  H.  BeU. 
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Cooduotor,  and  Wm.  O.  Arit,  Chaplain.  Com- 
mittees were  appointed  as  follows:  Membership, 
Nels  Lund,  Chairman;  Roads,  Ben  Bell;  Enter- 
tainment, Wm.  Arlt. 

A  large  class  of  commercial  travelers  was 
reinstated  and  six  new  members  were  introduced 
into  the  mysteries  of  the  Order. 

June  18  all  members  and  their  families  bad  a 
gala  day  picnic,  which  included  a  trip  to  Sylvan 
Lake,  Wind  Cave,  Custer  State  Park  and  Hot 
Springs.  There  was  fun  and  more  fun,  plenty  of 
oars  and  all  were  good  fellows. 

On  the  third  Saturday  in  August  Black  Hills 
Council  and  Chadron  Council  will  hold  their 
annual  picnic  at  Hot  Springs,  8.  D.  It  will  be  a 
gala  day  for  all.  Commercial  travelers  making 
this  territory  are  cordially  invited  to  attend  this 
picnio.  Headquarters  will  be  Evans  Hotel. — 
(J.  O.  K.) 


Milwaukee. — Well,  wasn't  tbat'\>and  that  we 
had  at  Fond  du  Lao  some  wonder  and  also  the 
plug  hats  and  canes  that  the  boys  had  in  the 
parade?  They  say  that  we  looked  the  best  in  the 
line. 

Surprise  parties  last  month  were  in  style  as  E.  O. 
Koelher  and  R.  W.  Ziebell  had  one  and  then  some. 

H.  Springer  has  moved  from  Milwaukee  and  gone 
into  business  at  Lake  Forrest,  111. 

Word  was  received  from  F.  D.  Holmee  that  he 
may  come  back  to  Milwaukee  again  to  live.  He 
has  been  located  at  Grand  Bay,  Ala.,  for  some  time. 

Six  hundred  sixty-eight  have  paid  by  the  year 
and  their  troubles  are  over  until  next  April.  They 
will  pay  no  attention  to  the  assessment  notices. 

This  fall  the  EnterUinment  Committee  will  try 
to  sing  the  Old  Oaken  Bucket  backwards  at  one 
of  our  meetings.  This  is  a  very  difficult  task,  but 
you  know  that  Hans,  Bill  and  Fred  will  do  any- 
thing to  make  the  social  season  a  success. 

If  any  of  you  members  who  have  not  paid  in 
advance  and  want  one  of  the  Milwaukee  Council 
kcy-ring-holds  we  have  a  few  left  and  they  can  be 
secured  at  the  secretary's  home,  or  any  meeting 
night  of  the  Council,  at  twenty-five  cents  each 

Councilor  Zimmerman  is  now  selling  the  new 
Webster  cigar  and  says  that  the  only  complaint 
that  he  has  to  offer  is  that  the  factory  doesn't 
make  them  fast  enough. 

S.  M.  Bennett  is  back  in  the  tobacco  game  again 
and  feels  right  at  home. 

The  Ladies'  Auxiliary  held  its  picnic  at  Jackson 
Park.  All  report  a  good  time.— (L.  G.  E.) 

La  Crosse. — Councilors  of  La  Crosse,  No.  94, 
salute  Cbas.  H.  Collins,  Grand  Counselor  of 
Wisconsin.  Charlie  has  worked  hard  in  his  local 
Council  and  the  state  has  now  given  him  its  highest 
office — a  great  honor  carrjang  great  responsibilities, 
but  with  the  loyal  support  of  the  boys  of  No.  94 
his  tasks  will  be  lighter,  pleasanter  and  more 
efficient. 

If  you  ever  want  to  help  the  work  of  your  Coun- 
cil do  it  this  coming  fiscal  year  and  do  it  early. 

Every  member  you  get  helps  him  to  the  best 
accident  insurance  and  fraternal  lodge  he  can  get 
into. 

The  Grand  Council,  which  elected  Charlie,  was 
held  at  Fond  du  Lao  and  seven  from  La  Crosse 
attended:  Frank  Clark,  C.  C.  Barton,  Eddie 
Forss,  Ole  Elbertson,  Oliver  J.  Ash,  Alfred  Hoel, 
and  Charlie  Collins.  They  all  had  a  good  time  and 
gained  much  from  the  convention. 

Madison  secured  the  convention  for  1923,  which 
will  be  a  big  celebration  in  honor  of  the  silver 
anniversary  of  the  Grand  Council  of  Wisconsin. 

We  would  like  to  have  some  of  94'b  boys  living 
away  from  La  Crosse  write  the  Council  a  letter 
letting  us  all  know  how  you  are  getting  along. — 
(O.  J.  A.) 
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Lo  Fellers^  Oh  Boy 


WE  GOT  'EM,  ABSOLUTELY  the  blgg«Bi 
hit  on  the  market.  Exclusive,  too.  Cali- 
fornia Gold  coins  mounted,  eharma,  tie 
pins,  brooches,  rings,  etc.  Latest  fad, 
worn  by  many  of  New  York's  400.  Lib- 
eral commission  to  salesmen.  Sample 
mounted  $1,  2  samples  beth  different,  |2. 
Your  money  back  if  you  say  so.  Curiosity  »«ekers  and 
free  sample  fiends  save  your  postage.    LET'S  OO. 
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•OL"  DOC  SEECORD'S  ELIXIR. 

(Continued  from  psige  21.) 

scenes  of  thirty  years  gone  by  be  yours." 

"I'm  kind-a  exj)eftin'  it'll  jmt  me 
right  onto  my  taps,"  he  mused.  "You 
see,  I  got  to  thinkin'  of  Doc  and  hia 
elixir  last  nij^ht.  It  had  a  pow'ful 
effect  on  your  Uncle  .Jeremiah.  I  saw 
visions  of  Kine  Solomon,  with  his 
whole  household  of  wives  and  concu- 
bines. You  see,  I'm  73  years  ol' 
tomorrow,  an'  if  that  ar  elixir  puts  me 
back  thirty  year,  it'll  take  a  yoke  of 
oxen  to  hold  your  uncle.  If  that  ar 
elixir  does  its  work  riglit,  there'll  be 
somethin'  doinp;  up  in  Rattle  Snake 
Holler  this  night." 

"In  what  way,  Uncle  Jeremiah?" 
I  queried,  with  interest  in  his  expecta- 
tions. 

"Well,  you  see  thar's  my  son  Jim, 
he's  been  a  sort-a  running  things  to 
suit  himself  of  late.  I  don't  seem  to 
cut  much  figger  in  the  game.  Jim  has 
held  the  keerds  on  me  so  I  couldn't 
neither  trump  nor  foller  suit.  Jim's 
got  the  idee  in  his  head  that  I'm  too 
durned  old  to  even  sell  a  sheep  pelt  to 
a  tinner.  If  that  ar  elixir  puts  a  crimp 
into  Jeremiah  Absolum,  I'm  a-goin' 
to  give  that  ar  Jim  the  siirpri.se  o'  his 
life  about  sunset.  I'll  roll  that  feller  in 
the  burdock  and  briars  till  his  whiskers 
part  in  the  middle." 

"No  doubt  al)out  it,  uncle.  Your  face 
already  reflects  the  internal  fire  which 
comes  from  the  patriotic  influence  of 
1776." 

The  old  mule  got  a  cut  from  the  whip 
which  laid  the  hair  on  his  back  seven 
ways  for  Sunday.  Jeremiah  was  silent 
for  several  minutes,  then,  with  a  wise 
and  owlish  look,  he  said: 

"Stranger,  by  gum,  I  don't  like  the 
idee  of  exposin'  my  domestic  and 
foreign  relationship  for  no  public  to 
chew  on,  but  the  fact  is,  Maranda 
Jane — that's  my  wife  you  know — has 
been  a-callin'  me  'Grandpaw'  for  nigh 
onto  twenty  years — says  I'm  in  the 
last  stages  of  dotasie,  an'  I'm  to  sot 
right  thar  in  the  corner  while  she  runs 
the  machine.  You  see,  stranger, 
Maranda  is  my  fourth,  an'  she  can't 
count  more'n  fifty  summers.  She  feels 
her  oats.  She's  a  leetle  skittish  at 
times  and  needs  drivin'  with  a  curb 
bit.  She  hangs  to  that  ar  Doc  Hostler's 
chloroform  bottle  like  a  drunken  man 
to  a  lamp  post.  Why,  sir,  she  keeps  a 
regular  book  account  of  the  men  she 
says  ought  to  use  it,  an'  your  Uncle 
•feremiah's  name  is  at  the  head  of  that 
list.  If  I  could  get  my  dukes  on  that  ar 
ol'  Doc  Hostler  I'd  make  him  see  the 
Milky  Way  in  fifteen  seconds.  It'll  be 
well  worth  your  stayin'  over  to  see 
Maranda  come  down  from  her  high 
perch  tonight  when  I  enters  that  ar 
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minnit.  I'm  right  back  to  forty  year 
ago  when  I  knocked  out  four  of  the 
best  men  in  Rattle  Snake  Holler." 

"Uncle,  I  have  certainly  enjoyed 
your  company.  Time  has  slipped  by 
so  fast  that  I  didn't  note  it.  Here  we 
are  in  town,  and  right  over  there  is  an 
old  doctor's  office  where  you  can,  no 
doubt,  get  the  elixir.  But,  listen.  If 
that  elixir  puts  the  King  Solomon 
crimp  into  you,  let  me  know.  I  know 
a  bunch  of  the  boys  on  the  road  who 
would  be  delighted  to  meet  Doc 
Seecord,  face  to  face,  at  any  old  time, 
spot,  or  place,  the  choice  of  weapons 


SUCCESS  IN  SELLING.  T 

Edgar  Mason  removes  the  barriers.  In  | 
a  manner  forceful  and  logical  he  goes  into  * 
the  matter  of  practical  selling  so  that  you  • 
need  no  longer  pass  impotently  around  the  i 
obstacles  in  your  jath.  Mr.  Mason  lifts  J 
you  over  the  tough  jumps  with  a  pen  that  ^ 
hnows. 

You  will  want  to  read  his  book,  "SALES- 
TAUX,"  a  great  little  voliime  and  a  won- 
derful panacea  for  sales  ills.  It  is  replete 
with  snappy  illustrations  and  paragraphs 
which  sink  indelibly  into  your  conscious- 
ness. It  is  a  flowing  tide  which  can  sweep 
you  onward  to  sales  success  if  you  let  it. 
We  are  glad  to  announce  the  copies  may 
be  obtained  for  40  cents,  stamps  or  coin. 
Send  direct  to  Shaw  Publishing  CntntWTiy. 
Drawer  33,  Galeeburg,  III 


tu  lj«  a  tiypuderiniu  aynu^v  ut  short 
range." 

"  That's  8ur«  the  old  doc's  office, 
stranger.  I'll  hitch  this  mule  right  here, 
an'  in  less'n  a  shake  of  a  sheep's  tail 
I'll  have  a  shot  of  that  ar  elixir  into  me 
Here's  my  hand.  I'm  pow'ful  glad  t<. 
meet  you.  Jist  you  keep  your  eye  on 
Uncle  Jeremiah's  smoke  from  this  on." 

"Coodby,  uncle;  gtjodby.  May  your 
dreams  of  Methuselah  and  King  Solo- 
mon come  true.  May  your  faith  lead 
you  from  the  btirning  sands  of  human 
disappointment  to  that  bubbling  foun- 
tain, which  man  has  so  beautifully 
pictured  in  his  realm  of  hope,  that 
fountain  from  which  men  of  all  ages 
have  fondly  believed  they  would  some- 
time, somewhere,  drink  the  water  of 
Immortal  Youth." 


WHEN  SALESMEN  USED  MAGIC. 

(Continuefl  from  [tage  17.) 

would  be  in  the  same  place  as  the 
original  button.  Pressing  hard  against 
his  victim,  he  would  seize  the  button 
with  his  other  hand  and  pull  it  off. 
Often  his  victim  would  be  furiously 
angry.  The  operator  skillfully  slips 
back  his  button  and  takes  away  tne 
patch  of  gf)ods,  showing  his  victim  his 
Dutton  back  in  place. 

Tricks  With  False  Cards. 

Roterberg  likewise  made  many 
trick  cards  for  the  boys.  The 
cards  would  be  printed  with 
different  denominations  on  either  ends. 
For  instance,  the  conjurer  would  hold  up 
five  cards,  showing  a  queen,  a  nine,  a 
five,  a  seven,  and  a  jack.  He  would 
hold  them  long  enough  for  all  to  .study 
them.  Then  elo.sing  them  together  in 
his  hands,  he  would  blow  on  them — 
reversing  the  ends  as  he  did  so — open 
them  up  enough  to  shf)w  a  ten,  a  king, 
a  duce,  a  six  and  a  three  spot. 

Again  he  would  hold  up  hearts  and 
diamonds,  close  them  and  blow  on  them 
to  open  clubs  and  spafles.  It  was  all 
in  the  way  the  cards  were  printed. 

Ah,  boys,  selling  goods  in  those  old 
days  was  great  sport.  We  could  be 
really  great  men  with  our  magic  and 
bewildering  tricks.  Nowadays — well, 
you  know  the  game.  The  Sample 
Case  is  telling  mighty  well  how  to  play 
it  as  it  is  today. 


His  Fancy  Ran  Wild. 

A  bright  boy  was  asked  by  his  gov- 
erness to  write  a  description  of  his 
(imaginary)    travels    in    Italy.  She 
as  rather  staggered,  however,  when  she 
r  ad: 

"After  sailing  about  Venice  on  a 
gonzola  and  being  disappointed  in  the 
smallness  of  the  boasted  'Bridge  of 
Size,'  I  went  on  to  Rome.  Again  I  was 
disappointed.  The  Coliseum  there  com- 
pared unfavorably  with  the  one  in  Lon- 
don. The  macaroni  fields  were  white  for 
harvest,  but  the  spaghetti  was  only 
just  in  bloom.  There  was  nothing  on 
at  the  Vaticombs,  as  the  pope  no  longer 
lives    underground." — [Brooklsm  Cit- 


Honors  Even. 

Hub:  "You  spend  too  much  money 
for  false  hair.   Look  at  your  puffs." 
Wife:  "^nd  von  oppnd  too  much  for 

cigars.    Look  at  your  own  puffs." 
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1  Mk    ttAMl-l-ll.  CAfck 


ORGANIZED  I89S  INCORPORATBO  I $94 

The  Connecticut  Commercial  Travelers' 
Mutual  Accident  Association 

Ofic*,  RooBU  201-208  Gongr*M  Sonars  BI«x:k 
N«w  HaTM,  CoAMctlcvt 

Announces 
A  New  Policy  for  Women 

— Cemmarcial  TimT*l«n  9mif — 

BENEFITS  LIMITED  TO 


la  case  of  death  by 
aeeident. 

LoflB  of  both  unu, 
or  both  legs,  or 
•mm  and  leg. 

LoM  of  both  eyee. 

$2,506 
Lost  of  one  arm, 
or  ona  let. 

Lou  of  one  oye. 

Weekly  ind«nuii^  for  total 
disability  for  104  weeks. 

f12.M 

Weekly  indeaunMy  for  Qar- 
tlal  diaabiSty  for  6  weela. 

Membership  Fee  $2.00,  No  Annual  Dues 

The  first  and  only  Oommereial  Travelers  Association  to  accept  women  to  membership. 
Write  the  Secretary  for  Blanks. 

C.  B.  NICHOLS,  Secretary-Treasurer 


The  Nutmeg  State 
Commercial  Travelers' 
Health  Association 

INCORPORATED 

ORGANIZED  OCTOBER  1,  lf09 


For  Men  Only 

Age  Limit  18  to  55  Years 


Every  Member  of  the  U.  C.  T. 
Is  Invited  to  Join  Us 


C.  B.  NICHOLS,  Secretary-Treasurer 
Box  1916 
New  Haven,  Conn. 


BENEFITS  PAID 
Sick  Benefits 

CoBAaement  within  doors  due  to  sickneu 
origteflCing  after  thirty  days  from  date  of 


metubersbip  or  reinstetement : 

FHrst  Week^  confinement   I  7.00 

Second  Week's  confinement    20,00 

Each  week  thereafter,  not  exceeding 

24  consecutive  weeks  _    25.00 


Total  Disability 

Immediately  following  a  sickness  that  does 
confine  a  member  strictly  within  drors  and  for 
inch  continuation  of  sickness  which  does  not 
confine  m  member  witirin  doors: 

First  Week   _  $14.00 

Each  week  thereafter,  aot  exceeding 

six  weeks   T.tO 

Funeral  Benefits 

For  deatii  due  to  sickneu  origtoatiaic 
after  first  year's  contbmons  mem- 
bership in  the  Association  1  T5.ti 

For  death  dn*  to  sickness  originating 
after  two  years'  continuous  mem- 
bership la  the  Asioclatloa  150.0t 


NO  MEDICAL  EXAMINATIONS 
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Sales  Talks  That  Sell  Goods 

Practical  directions  for  successful  salesmanship  based  on 
30  years'  experience.  One  copy  50c,  three,  $1.25,  12, 
$4.50.  Satisfaction  guaranteed.  No  chance  to  lose.  Coin 
or  stamps. 

Sample  Case,  638  N.  Park  St.,  Columbus,  O. 


DEATH  OF  U.  C.  T.  VETERAN 

Elisha  DavU,  Member  Ohio  Grand  Executive 
Committee,  a  Long-Tlme  Member 

The  death  of  Elisha  Davis  at  his  home  in  Toledo, 
Ohio,  in  April,  removed  from  the  U.  C.  T.  an  active 
and  veteran  member.  Pneumonia  caused  his 
death.  He  wai>  elected  to  the  Grand  Executive 
Committee  of  Ohio,  and  611ed  that  position  with 
honor  to  himself  and  to  the  Order,  and  reflected 
his  excellent  judgement  in  every  official  act. 


ELISHA  DAVIS, 
Member  of  Toledo  Council.  No.  10,  and  Ohio 
Grand  Executive  Committee,  who 
.died  in  April.  1923. 

Srotner  Davis  was  one  of  the  oldest  employes  of 
The  Walding,  Kinnin  &  Marvin  Co.,  wholesale 
druggists,  Toledo,  both  in  years  and  length  of 
service.  Besides  his  membership  in  the  U.  C.  T., 
he  was  active  in  the  Toledo  Chamber  of  Commerce 
and  the  Odd  Fellows. 

He  was  one  of  those  sterling  worth  men,  whose 
heart  was  in  the  right  place  toward  his  fellow  men. 
To  know  him  was  to  love  him.  Illness  in  the 
family  of  a  brother  commercial  traveler  was  always 
his  first  interest,  and  his  innumerable  acts  of  private 
charity  will  never  be  known.  No  one  ever  appealed 
to  him  in  vain.  Where  misfortune  came,  there 
was  Councilor  Davis,  evdr  ready  to  help. 

He  leaves  a  wife  and  three  sons. 


 A  REMARKABLE  BOOK  

If  the  UOOMKN  BTTSINIBa  OTCLOPKDIA. 
Conulst  tTer  15.se*  delnltlM*  «f  MceoatlBS, 
buiklnc.  MBUDertUl,  eMoemlt,  expert,  laiartil 
Urms,  locladlni  l,*e(  (eneral  lad  (tMk  tUka 
abbrerUtliiis.  CtmpleU  bmliieii  eitaMatlw  la  me 
Telame.  Serrei  f&lttafaUr.  Baref  fees.  Tm  iMd 
It.  Best  prepaid  ti.  Umej-ttt' 
(Met  jem  NOW. 

MODERN  BUtlNCU  PUB.  M. 
DeiL  a.  IMI.  Bm#m.  Mm  Ywt  OM 


Kansas  Completes  | 

DUVAL  I 
Memorial  I 


rir^HE  building   of   the    Memorial   to  Past 

I  Supreme  Counselor  Claude  Duval  is  an 
achievement  of  which  The  'Kansas  Jurisdic- 
tion may  well  feel  proud. 

Fraternal  love,  sentimental  gratitude,  and 
generous  giving,  of  time  and  money,  are  all 
necessary  to  the  building  of  Memorials,  and  it  is 
great  satisfaction  that  "The  Kansas  Boys"  were 
not  found  wanting  in  any  of  the  essentials. 

The  Memorial  Committee  consisted  of  W.  D. 
Mowry,  Edwin  C.  Curtis,  Fred  A.  Haberlein, 
Harry  Jennings  and  J.  M.  Wilhelm,  all  members 
of  Kansas  City.  Kansas,  Council  No.  419,  feel 
well  repaid  for  the  time  they  gave  to  this  very 
worthy  enterprise.  It  was  completed  in  time  for 
the  unveiling  during  the  Grand  Council  session, 
June  2  and  3. 

The  ceremonies  of  dedication  were  conducted 
by  Supreme  Page  W.  D.  Mowry,  before  an  audience 
of  approximately  1000  persons,  in  Fairlawn  Ceme- 
tery. Beautiful  flowers  covered  the  grave  and  the 
massive  base  of  the  memorial.  The  cemetery  flag 
was  at  half  mast.  The  day  was  ideal  for  such  a  cere- 
mony, and  at  3:30  p.  m.  the  Hutchinson  Comet 
Band  played  softly  and  sweetly,  "Jesus,  Lover  of 
My  Soul,"  after  which  the  audience,  with  heads  un- 
covered, joined  with  the  Rev.  D.  G.  MacLennen 
in  his  invocation. 

\  ^During  the  prayer  the  monument,  which  had 
been  covered  with  the  colors  of  the  Order,  was 
unveiled  and  its  massive  beauty  was  impressive 
with  the  greatness  of  the  tribute  there  being  paid 
to  Claude  Duval  and  the  Order  he  loved. 

The  occasion  was  solemn  and  inspiring.  The 
quartet  sang  "Some  Day  We'll  Understand," 
followed  by  "Abide  with  Me."  A  spirit  of  fraternal 
love  and  reverence  for  the  Order  was  deeply  im- 
pressed. 

A  eulogy  for  the  Order  was  given  by  Past  Su- 
preme Counselor  James  A.  Kimble  in  his  usually 
eloquent  manner.  He  told  of  his  association  with 
Claude  Duval  when  the  Kansas  Grand  Jurisdiction 
was  formed,  and  paid  a  wonderful  tribute  to  the 
loving  service  given  the  Order  by  out  departed 
friend. 

On  behalf  of  the  city  of  Hutchinson,  the  Hon. 
A.  0.  Malloy  spoke  of  Claude  Duval  as  a  citisen, 
ai  a  oommeroial  traveler,  and  as  a  man  of  businesa 
responsibilitiee.  He  was  Claude's  neighbor,  conse- 
quently when  he  proclaimed  him  as  the  "embodiment 
of  the  highest  type  of  manhood,"  he  knew  whereof 
he  ipoke.  In  dosing  his  address,  be  said,  "I  am 
Informed  that  one  of  the  last  wishes  expressed  by 
Claude  Duval  was  that  his  remains  be  given  to  the 
embnee  of  thii  friendly  toil  in  hia  old 


ueeu  tbue  ohueeo,"  ountluuwl  Uu>  aimaket.  "Kit- 
ting indeed,  is  it  that  this  enduring  monument  shall 
testify  throughout  the  future  years  to  the  esteem 
in  which  this  man  was  held.  Yet  is  it  but  the 
symbol  of  the  sentiments  that  are  graven  upon 
the  tablet  of  memory  in  the  garden  of  the  heart  of 
hia  every  friend." 

"Ix)ng,  long  may  our  hearts  with  such  memories 
be  filled. 

Like  the  vase  in  whieh  roees  have  once  been 
dUtUled, 

You  may  break,  you  may  shatter  the  vase  if 
you  will. 

But  the  scent  of  the  roses  will  cling  round  it  still  ." 

In  cloning  the  exercises  the  master  of  ceremonies 
spoke  briefly  of  the  beautiful  character  of  the  man 
with  whom  he  had  been  closely  associated  for  years, 
of  his  high  ideals,  of  his  loving  devotion  to  the 
Order  of  the  U.  C.  T.,  to  which  he  devoted  the  best 
that  he  possessed.  He  was  an  inspiration,  and 
carried  his  companions  with  him  into  the  higher 
atmosphere  of  fraternal  love. 

The  beautiful  granite  monument  was  then  en- 
trusted to  the  care  and  keeping  of  Hutchinson 
Council  No.  34,  with  the  understanding  that  per- 
petual maintenance  and  care  would  be  accorded 
it. 

Claude  Duval  was  home  to  remain,  with  the 
friends  whom  be  loved;  he  felt  sure  of  their  loyalty 
even  to  the  end  of  life's  journey,  and  was  con- 
tented to  rest  where  loving  hands  could  manifest 
their  love  through  beautiful  flowers  placed  upou  bis 
tomb. 

Singing  of  "Nearer  my  God  to  Thee"  and  the 
benediction  closed  the  solemn  ceremony. 


MONEY 

Paid  the  first  of  every  month  to  our  salesmea 
for  orders  for  dnplicat*  or  triplicate  saUs 
books. 

Quality  high — price  low.  If  yon  wish  to  in- 
crease your  income  write  for  our  offer  to 
salesmen.  Give  reference  and  full  particulars 
as  to  past  experience  and  territory  wanted. 
DIXIE  SALESBOOK  COMPANY, 
Bedford,  Virginia. 


Are  You  Young  at  yl  AO 

.M  Xlf not^h.v?Get<iuickttll  f 

#  ^BL^kFREb  BOOK  about^  V  • 

M  ^Q^^B  the  prostate  gland  which  may 

M  ^^^^H  cauee  Bciatica,  backache.  Id- 

I  ^^^^^^H  terrapted  sleep,  depressed 

I  M^^^^^^^Kl  '°<^  other  often  seriouB  con- 
S^B^^^^^^^^^W  ditions.  Ittelleof  anew  drug- 
^^^^^^^^^^^^^V  leas  home  treatment  that  oor- 
^^^^^^^^^^^V  tecte  these  conditions.  Addresx 
^B^^^^^^^F  The  Electro  Thermal  Co. 
XjJB^^^  41»9  Mlio  Strtrt      StCTbeiTille.  Ohio 


pAnthol  for  Hay  Fever-^ 

Bm*  Tvin,  Cerru,  Catarrh,  and  ether  Intrt-naul 
eemplalota.  Highly  antlaeptu  and  antlgeale. 
ANTHOL  tlUyi  Irritation  and  InfUmmatlon  and 
assists  the  diseased  mucous  membrane  t«  t  nermal 
and  health;  cendltloo.  Clears  breochUl  coo- 
gestloD.  In  tubes  vrlth  sanlur;  elongated  nozzle 
and  applicator.  Bent  prepaid  on  receipt  ef  $1.00. 
THE  COLUMBUS  CHEMICAL  CO.,  Cslumbus.  0. 


BADGES,  BUTTONS,  CHARMS 

BAVY  WKGHT.  ■PBCIALLY 
MADE  FOR   BACK  COUNCIL 

THE  D.  L.  AULD  CO. 

Columbua,  Ohio 


rifr  CAaiRMB.  HatehlaMS  I*  omad  to  hars 
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Commercial  Travellers' 
Boston  Benefit  Association 

200  Devonshire  Street,  Rooms  547-551,  Boston,  Massachusetts 
ARE  YOU  IMMUNE  TO  DISEASE?      IF  SO,  YOU  ARE  FORTUNATE 
IF  NOT 

The  Best  Way  to  Protect  Yourself  Against  Loss  on  Account 
of  Sickness  is  to  Join  the  Boaton  Benefit 

PAYS 


$25 
WEEKLY 
INDEMNITY 

ON  ACCOUNT  OF 

CONFINING 
SICKNESS 

DUE  TO  ANY 

LEGITIMATE 
DISEASE 

NO  EXCEPTIONS 
OR  REDUCTIONS  OF 
BENEFITS 


$100 

DEATH 
INDEMNITY 

IS  PAID 
REGARDLESS 
OF  THE  AMOUNT 
OF  WEEKLY 
INDEMNITY 
A  MEMBER  MAY 
HAVE  RECEIVED 


$100 

PER  MONTH 

FOR 

PERMANENT 
TOTAL 

DISABILITY 

RESULTING  IN  EN- 
TIRE LOSS  OF  SIGHT 
OF  BOTH  EYES 

FHOM  DI8EASE 

OR  PARALYSIS 

hehui.tinq  in 
entihe  1,088  or  use  of 

BOTH  ARMS  ob 
BOTH  LEGS  ob 

ONF,  ARM  AND  ONF.  I.EO 

J  OR  26  MONTHS 


Apply  To-day  While  You  are  Still  a  Commercial  Traveler 

And  while  your  health  is  such  that  your  application  will  be  accepted 
IRA  F.  LIBBY.  Secretary 


FILLING  A  HE-MAN'S  JOB. 

(Continued  from  pap;e  9.) 
of  gently  wafting  you  through  the 
door  with  his  best  wishes  and  his  great 
desire  to  be  sure  to  stop  in  to  see  him 
on  your  next  trip,  trip  him  *up,  bust 
up  his  bushwa.  Tell  him  you  are 
going  to  look  forward  with  delight 
to  the  next  visit,  but  in  the  meantime 
seeing  that  it  had  cost  your  firm  sev- 
eral dollars  to  call  this  time,  vou  thought 
it  wouldn't  be  a  half  bad  idea  if  you 
took  advantage  of  this  visit  and  got 
acquainted,  so  that  the  next  time  he 
would  know  who  we  are,  and  summon 
all  the  guts  you  have,  and  sail  right 
in  and  sell  him  your  idea.  He  won't 
chase  you  out.  He  is  too  polite.  That 
is  the  weakness  you  want  to  play  on. 
You  have  all  the  best  of  it  with  one  of 
this  type,  simply  because  you  are  not 
selling  goods,  but  an  idea.  Beat  him 
at  his  own  game.  Nine  times  out  of 
ten  you  will  sell  him. 

Don't  take  everything  for  granted 
that  buyers  tell  you.  All  that  bunk 
and  hokum  they  tell  you  about  the 
wonderful  order  they  are  going  to  give 
you  on  your  next  trip— forget  it.  That 
18  the  stuff  that  makes  the  grass  grow. 
They  may  be  dead  on  your  next  trip 
— this  is  the  time  to  sell  them,  right 
now,  this  very  morning.  Fifty  dollars' 
worth  of  real  orders  in  your  order  book 
is  worth  fifty  thousand  dollars'  worth 
of  promises.  Take  it  from  me  that 
that  is  a  very  conservative  percentage. 
I  know. 

Don't  break  packages  for  anyone, 
except  in  rare  and  very  unusual  cases, 
and  then  only  after  a  careful  thought, 
we  are  running  a  manufacturinK  plant 
not  a  drue  store. 


Don't  waste  your  stamps  and  time 
sending  us  in  any  l>um  credit  orders. 
There  are  too  many  good  ones  for  us 
to  waste  time  on  poor  pay  firms.  Un- 
questionable references  of  where  they 
are  buying  on  open  account  and  a 
bank  must  be  attached.  If  you  sell 
a  firm  and  don't  have  the  credit  rating 
on  them,  go  to  one  of  your  large  firms 
— all  have  Dun's  book.  They  will 
let  you  look  at  it. 

Make  a  Clean  Sweep. 

Get  an  order  worth  while  to  have 
paid  you  for  your  trouble.  See 
to  it  that  you  do  this  and  pin 
on  your  order  a  list  containing  the 
record  of  sales  turned  in,  name,  ad- 
dress, kind  of  business,  and  price  you 
sold  at. 

Get  set,  sweep  right  out  of  your 
mind  everything  except  that  which 
has  a  bearing  on  your  business. 
Consider  yourself  a  warrior  battling 
to  attain  the  victory  of  a  fair  share 
of  the  general  prosperity,  up  to  the 
point  where  your  takings  will  cut 
into  what  has  heretofore  belonged 
to  other  salesmen  for  other  houses. 

Up  on  your  toes,  constantly 
fighting,  putting  the  very  best  of 
yourself  into  your  work.  Before 
this  day's  setting  sun  has  gone 
down  show  pro  f  of  the  confidence 
your  house  has  in  you. 

|iillllllliil]iliiiriiiiiiiiiiiiiiiiiiiiiniiiiiiiniir«niiraniniinn«iiiL 

B  The   Council'*  Roster  will  | 

=  not   be  printed  aiain   until  = 

I  the  August  number  of  The  m 

g  Sample  Case.  | 


THE  CLAN  OF  THE  OPEN  FACE 
(Continued  from  page  12.) 

sick.  I  need  some  help.  But  I  want  to 
be  perfectly  honest  about  this.  I 
have  no  money.  But,  if  you'll  take 
care  of  me,  when  I  get  back  on  my 
feet,  I'll  pay  you." 

The  physician  thought  he  would 
take  one  more  chance,  made  a  thorough 
diagnosis,  wrote  out  a  prescription, 
handed  it  to  the  man,  saying:  "You 
take  that  and  I  think  you'll  get  along 
all  right."  The  man  "looked  at  the 
prescription  and  then  at  the  physician, 
and  dubiously  asked:  "How  much 
will  it  cost  to  get  that  stufT  Doc?" 

The  doctor  carelessly  replied:  "Oh, 
about  a  dollar,  I  giiess.  He  was 
hardly  ready  for  the  response:  "But, 
good  Lord,  Doc,  I  haven't  any  dollar. 
Would  you  mind  letting  me  have  the 
dollar  and  put  it  on  your  bill?"  The 
doctor  said:  "Let  me  see  that  pre- 
scription!" He  took  it,  went  over  to 
his  desk  and  began  erasing  something. 
The  patient,  now  interested,  made 
this  interjection:  "What's  the  matter 
with  it.  Dog.?  You  seem  to  be  rubbing 
out  part  of  it."  The  doctor  never 
hesitated  in  his  task,  as  he  replied: 
"Oh,  I  had  a  little  nerve  tonic  in  there, 
but,  you  don't  need  that." 

But,  be  the  salesman  nervy  or  ner- 
vous, whether  he  be  just  beginning 
the  trail  of  his  vociifion,  or  whether  he 
has  reached  the  fullness  of  confidence, 
he  always  carries  that  extra  sample  of 
his  own  soul,  uncovered,  bare,  stripped 
naked,  before  his  prospect.  He  can 
enter  no  place  of  business  without  it. 
He  can  begin  no  conversation  with  it 
hidden.  It  is  displayed  in  a  case  he 
cannot  close,  no  matter  how  much  he 
might  prefer  it  otherwise. 

Model  and  Modifications. 

Nor  has  the  salesman  a  single 
sample  in  the  case  he  can  close 
that  compares  in  importance, 
with  that  extra  sample  on  which  he  can 
never  close  a  cover  or  place  a  lock. 
In  the  actual  selling  of  goods,  and  in 
the  still  larger  realm  of  securing  the 
satisfied  customer,  who  "repedts"  again 
and  again,  no  sample  exercises  so  much 
influence  as  that  displayed,  without 
comment  in  approach,  in  contact, 
and  in  the  parting  which  you  hope  will 
not  be  permanent. 

WTiat  it  is  no  man  has  satisfactorily 
defined,  in  any  terms  beyond  recall. 
Jesus  classified  it  the  best  of  all,  when 
he  told  men  that  in  prayer  they  had  the 
right  to  say:  "Our  Father."  Nothing 
has  ever  issued  from  human  lips  more 
significant.  It  establishes  the  in- 
timacy of  family  relation  between  man 
and  the  Supreme  Being,  whom  most 
of  us  who  speak  English  have  agreed 
to  call  God.  Family  relation  is  not  a 
matter  of  either  faith  or  reason.  It  is 
a  matter  of  fact.  Once  established  no 
desire  or  act  of  either  parent  or  child 
can  ever  change  it. 

If  the  relation  is  not  a  fact  there  is 
no  conceivable  process  by  which  it 
can  ever  be  accompUshed.  But  from 
years  of  mental  and  spiritual  travail, 
I  have  found  no  other  explanation  for 
your  existence  or  mine,  save  that  in 
paternal  office  God  now  as  at  the  first, 
according  to  the  Scripture,  breathes 
the  breath  of  Ufe  into  human  nostrils. 

In  family  relations,  that  children  are 
good,  or  that  they  are  bad,  does  not  at 
all  alter  the  fact  that  they  are  children. 

■Riit  grAndnniia  oi>  hadnnaa.  hy  axxy  accept- 


THE    SAMPLE  CASE 


TRAVELLING  SALESMEN  WANTED! 

Rush  your  reservation  in  quick  for  this  ideal  side-line — Get  the  rights 
for  your  territory — Write  for  complete  information  right  away 


The  kind 
of  a  side- 
line you 
are  looking 
for 


No  samples 
no  bother 


Big 

Commission 


The  right  kind  of  side-line  will  more 
than  pay  your  road-expenses.  Many 
a  good  man  has  insured  his  income 
by  choosing  a  money-making  side- 
line. Some  of  our  men  say  they 
make  more  from  our  proposition 
than  from  their  regular  line. 

This  side-line  is  a  dandy!  It  can 
be  worked  in  a  hurry,  between 
trains!  It  sells  on  sight — you  don't 
have  to  talk  your  head  off,  and 
argue  till  the  cows  come  home. 
Just  show  your  "papers"  and  tell 
your  story — it's  easy.  And  don't 
forget  this  proposition  has  been 
tested  for  years — it's  no  experiment! 

Every  sale  means  $10  cash  for  you! 
You  can  make  2  or  3  sales  a  day  with 
little  effort.    Some  men  make  4  or 


Responsible 
old  estab- 
lished house 


Don't  wait  a 
minute, 
WRITE 
TOD  A  Y! 


5  sales  a  day.  You  can  sell  mer- 
chants in  any  line,  in  every  town, 
big  or  little. 

The  wise  salesman  knows  THE 
HOUSE  is  the  most  important 
consideration!  Look  us  up — Dun 
or  Bradstreet  or  any  bank  will  tell 
you  we're  financially  O.  K.  The 
firm  grew  up  "on  the  road"  and 
treat  you  as  they  wanted  to  be 
treated  when  selling  others. 
Trade  reasons  and  lack  of  space 
both  make  it  impossible  for  us  to 
disclose  all  details  here.  We  invite 
you,  if  you  are  a  live,  successful 
salesman,  to  write  for  information. 
Be  sure  to  state  name,  age,  present 
house,  present  line,  experience,  LIST 
OF  TOWNS  covered  and  HOW 
OFTEN. 


K.  &  S.  SALES  CO.,  (Dept.  128)  4325  E.  Ravenswood  Ave.,  Chicago 


ed  standards,  writes  itself  so  vividly  in 
the  individual,  that  he  is  never  able 
to  hide  it  from  his  fellow  man,  for 
any  prolonged  period.  \Miether  his 
original  model  was  a  monkey-germ 
far  removed  in  history,  or  a  deistic 
miraole  of  creation  of  more  recent  date, 
evolution  can  not  be  denied. 

Cain  and  Abel,  in  allegory,  were  the 
prototypes  of  our  modem  himians. 
They  knew  nothing  of  any  fraternal 
responsibilitv.  Cain  clubbed  Abel  out 
of  his  path  that  he  might  make  his  sale. 
And  he  was  not  the  last  of  that  type 
of  salesman,  by  any  means. 

It  is  not  bevond  our  current  memory 
that  one  remarked:  "The  public  be 
damned."  and  met  with  both  applause 
and  emulation. 

But  men  have  since  discovered  that 
you  can't  damn  the  public  without 
damning  yourself  for  you  are  one  of  the 
constituent  parts  of  the  public.  In  this 
spiritual  evolution  we  have  learned 
that  whatever  the  human  origin,  that 
"something"  which  constitutes  the 
real  ego  is  subject  to  modifications 
that  vastly  improve  its  character,  and 
tends  to  the  establishment  of  com- 
mercial intercourse  on  principles  of 
fraternity  to  which  robbery  and  murder 
are  alike" and  forever  alien. 

No  Economic  Value  in  Hate. 

Our  new  ambassador  to  Germany 
has  been  both  criticized  and  com- 
plimented, according  to  the  atti- 
tude of  the  writers,  on  his  epigram, 
to  the  effect  that  he  did  not  believe  in 
"'the  spiritual,  moral,  or  even  economic 
value  of  hate."  Perhaps,  the  inter- 
national relations  of  the  world  have 


had  no  more  significant  illumination, 
since  the  pre-war  days. 

The  implications  of  this  axiomatic 
truth  are  numerous  and  their  applica- 
tions are  of  universal  scope,  involving 
the  entire  commercial  world  and  em- 
bracing every  salesman. 

Hate  has  no  economic  value.  Her 
children — jealousy,  deceit,  trickery,  re- 
venge— are  parasites  on  the  body  of 
world  commerce.  No  self-respecting 
representative  will  entertain  any  mem- 
ber of  this  degenerate  tribe.  They  wiU 
not  help  you  fill  your  order  blanks. 
They  will  rob  you  of  your  efficiency. 
Open  the  door  of  your  heart  to  them 
and  they  leap  into  the  case  you  never 
close,  evident  to  every  prospect  whom 
you  visit.  These  emotions  are  aborigi- 
nal to  any  achieving  salesmanship. 

The  modem  modifications  all  tend 
the  other  way,  toward  the  brotherhood 
of  man.  To  give  a  man  a  square  deal, 
delivering  goods  that  liave  close  rela- 
tions to  the  samples  shown,  is  now  ac- 
cepted as  good  business — and  it  is 
good  business  to  be  a  man  whether  a 
salesman  or  a  minister. 

Into  these  modern  modifications  enter 
tne  fundamental  things  that  have  been 
labeled  '"reUgious,"  and  on  whioh  or- 
ganized eoclesiasticism  has  ever  ordered 
the  segregation  under  cover,  lock  and  key. 

But  religion  is  always  on  display, 
in  a  case  no  man  can  close.  Men  were 
men  before  ever  there  was  a  priest. 
Men  are  men  today.  The  processes 
of  spiritual  evolution,  beyond  all  human 
power  to  prevent,  move  always  away 
from  Cain  and  toward  the  universal 
Christ,  not  only  in  Jesus  of  Nazareth, 
but  in  all  mon.  which  Wtiows  no  crocd 


or  ceremony,  no  ritual  or  rote,  but  only 
God,  our  Fathe'  and  all  men  brothers. 

In  spite  of  all  rebellion,  individual 
or  organized,  the  business  worid  was 
never  so  sensitive  to  the  salesmanship 
of  soul  as  it  is  today.  Salesmen  are  the 
ministers  of  a  gospel  that  is  economic 
as  well  as  religious— a  gospel  of  fra- 
ternity, on  which  alone  can  ever  be 
built  any  enduring  peace  or  prosperity 
Anger,  fury,  and  the  spirit  of  contest 
are  passing  from  the  sample  case  that 
can't  be  closed.  A  soft  answer  not  only 
tumeth  away  wrath,  but  turneth  m 
orders.  ,        .  i   .  • 

But  you  are  absolutely  unable  to  give 
that  "soft  answer"  whifh  is  both  good 
form  and  good  business— both  appro- 
priate and  renumerative— unless  you 
have  in  your  "Can't  Close  Sample  Case 
a  fine  sample  of  human  kindness  of  heart. 

The  inside  of  a  salesman  is  on  the 
outside— open  in  display.  The  eyes 
of  the  upright  salesman  are  ever  clear; 
his  carriage  is  one  with  his  character; 
and  his  hps  speak  straight.  The  sample 
that  he  carries  in  the  case  that  does  not 
dose  automatically  tallies  with  the 
goods  delivered  "as  per  your  order  of 
recent  date"  for  honest  manhood  and 
a  square  deal  in  the  business  world. 

God  bless  him  and  grant  him  high 
success  even  on  dark  days.  'Mav 
his  tribe  increase,"  both  on  the  road 
and  in  the  public  forum.  The  world 
has  need  of  such,  and  for  many  of 
them.  In  them  vests  the  real  success 
of  that  returning  prosperity  which 
has  been  coming  around  the  corner  now 
for  many  months.  On  them  will 
depend  the  duration  of  its  visjt  when 
once  it  shall  have  really  coi"-. 


THE    SAMPLE  CASE 


FOOT  TROUBLE 


A  serious  drawback 


OwingTto  the  fnct  that  it  is  necessary 
for  you  to  be  on  your  feet  almost  con- 
stantly, foot  trouble  js  a  very  serious 
difficulty.  Your  feet  should  be  given 
careful  attention  and  minor  troubles 
promptly  taken  care  of.  Tired  and 
aching  feet  as  well  as  many  other  appar- 
ently minor  difficulties  iiavo  often  de- 
veloped into  more  serious  troubles  which 
cause  you  to  lose  "PEP"  and  cut  down 
your  ability  to  make  the  proper  number 
of  calls  daily.  This  soon  begins  to  tell 
and  many  men  have  been  compelled  to 
give  up  their  positions  because  of  foot 
trouble. 

You  may  get  well  started  for  the  day, 
but  the  start  will  do  little  good  if  you  can- 
not stick  to  the  finish,  which  is  certainly 
impossible  with  defective  feet.  The  time 
lost  by  the  victim  of  bad  feet  is  not  ns 
costly  as  is  the  mental  distraction  which 
draws  his  mind  from  his  prospective  sale. 
You  can  accomplish  more  in  half  a  day 
working  under  favorable  conditions  Ih.in 
you  can  in  a  full  day  working  under  thi- 
mental  distractions  caused  by  painful 
feet. 

Physicians  and  foot  specialists  are  now 
recommending  a  new  appliance  for  the 
relief  of  tired  and  aching  feet  as  well  as 
more  serious  difficulties  resulting  there- 
from. The  new  appliance  consists  of  an 
elastic  brace  which  encircles  the  foot  just 
back  of  the  toes.  It  has  nimaerous  ad- 
vantages over  almost  all  other  appli- 
ances and  is  sold  under  a  positive  guaran- 
tee of  satisfaction  or  the  money  refunded. 
This  elastic  Arch  Brace  does  not  prop 
the  bones  into  position  which  weakens 
the  foot,  but  works  with  the  muscles  thus 
strengthening  them  so  that  they  wil- 
again  be  able  to  perform  their  duties 
properly. 


Relieve 
your  tired  feet 

Get  a  pair  of  Jung's  "Wonder  "  Arch 
Braces  today  whether  your  feet  arc  "in 
bad  shape  "  or  not.  They  relieve  tired  and 
aching  feet  instantly.     Help  weak  ankles. 
Overcome  pain  in  the  heel,  instep  or  ball  of 
the  foot,  as  well  as  in  the  calf  and  knee.  Such 
troubles  as  these,  and  callouses  on  the  ball  of  the 
foot,  cramped  toes  and  enlarged  joints,  are  due  to 
Ucn  arches  and  weakened  conditions  of  the  feet, 
c  your  doctor.  Men  and  women  everywhere  are 
g  them  because 

Jung's  Arch  Braces  Assist  Nature 

They  aid  the  interosseous  muscles  of  the  feet  and  help  them 
to  rfUnin  their  former  strength,  instead  of  building  a  false, 
rigid  supfKjrt  t>eneath  the  arch.   They  correct  fallen  arches  end 
foot  strain.  Relieve  tired  and  aching  feet  instantly.  Prevent  that 
"  brok-n-down"  feeling.    Dance  or  walk  for  miles,  stand  for 
hours  —  you  just  don't  get  tired.    They  eliminate  the  extra 
train  due  to  the  wearing  of  high-heeled  and  stylish  shoes. 
Recommended  by  chiropodists,,  physicians,  and  over  half 
a  million  satisfied  users. 

Our  Free  Book  Tells  How 

Their  extremely  light  weight  insures  perfect  foot  com- 
fort. Mo  ungainly  humps.  No  burdensome  pads.  No 
plates.  Made  of  specially  prepared  "supcrlas- 
t  ik  "  Exact  size  for  every  foot .  Price  S 1  per  pair .  Jung's 
■■  Miracle"  Arch  Braces  (extra  wide)  $1.50  per  pair. 
Your  money  back  if  not  entirely  satisfied.  (Canadian 
prices:  "  Wonders"  SI. 50;  "  Miracles"  $2.25.) 
If  your  shoe  dealer,   surgical  dealer, 
druggist  or  chiropodist  can' t  supply  you, 
order  direct.     Write  for  free  booklet. 

THE  JUNG  ARCH  BRACE  COMPANY 

1 1 1  Jung  Bldg.  Cincinnati,  Ohio 

Dealers— Ask  for  details  on  our  trial  offer. 


ARCH  BRACES 


MRS.  EMMA  MENGERT  RECEIVES  $5,000  CHECK 

Check  for  $.'),000  in  payment  for  claim  for  the  death  of  my  husband  received 
I  thank  you  for  your  promptness.  It  is  so  satisfactory  the  way  the  U.  C.  T  handled 
this  claim.  In  this  hour  of  such  great  sadness,  it  is  a  great  relief  to  know  that  my 
husband  had  the  foresight  to  protect  his  widow  in  such  a  trustworthy  Order. 
—MRS.  BMAfA  AfENOBRE.  Si6  Duval  St.,  Philadelphia. 

BLOUNT'S  ACCIDENT  CLAIM  PROMPTLY  PAID 

I  thank  you  for  the  promptness  with  which  you  paid  my  accident  claim.  The 
fraternal  features  of  the  U.  C.  T.  are  worth  the  price  of  membership  without  the 
liberal  msurance.  I  am  proud  to  belong  to  the  greatest  organization  in  North 
America.^.4A/£S  B.  BLOUNT,  Roanoke.  Va. 

STALLKNECHT  GETS  PROMPT  SERVICE 

It  is  a  pleasure  to  acknowledge  the  promptness  in  which  you  have  paid  my 
claim  for  an  accident.  It  has  been  a  pleasure  to  me  to  be  a  member  of  the  U.  C.  T. 
Aside  from  the  insurance  feature,  which  I  have  proved  is  the  best,  there  is  no  otiier 
Order  to  which  I  belong  that  I  think  as  much  of  as  I  do  the  United  Comjnercial 
.        ,1*,'  '*  everj-thing  that  any  man  can  ask  or  wish  tor.— JOSEPH 

A.  STAZIKNECHT,  Rochester,  N.  Y.  i/oai-n 

WOBBECKE  IS  SURPRISED 

1  was  most  agreeably  surprised  with  the  promptness  with  which  you  paid  my 
claim  for  an  a<^cldent.  While  I  have  carried  accident  insurance  for  nearly  eight 
years,  this  U  my  first  claim,  and  the  manner  of  its  settlement  speaks  volumes 
in  favor  of  the  Order,  and  accounts  for  the  success  it  has  attained. — W.  K  WOB- 
BEC  KE,  Newark,  Ohio. 


It 

Pays 

to 

be  a 

U. 

C.  T. 

IF  YOU  WOULD  BE  PROTECTED 

KEEP  YOUR  INSURANCE  PAID  UP 


;he   sample  case 


Salesboard  Operators, 


Fair  Workers,    Concession  Men 

SOMETHING  HEW 

XV  California  Gold  Souvenir  Quarters 
f  and  Halves 

"   Originator*  ol  the  Latest  Jawalry  Craxa. 

Send  7Sc  (or  sample, 


Complete  line  for 


imediate  delivery, 
with  holder. 


Exclusive  territory  to  live  salesmen. 

G.  GREEN  CO.,  58  Second  St.,  San  Francisco,  Calif. 


REJECTS  SOVIET'S  CLAIM. 
(Continued  from  page  15.) 
employment  of  millions  of  American 
workmen,  and  for  the  large  profits  of 
those  straw  men  called  capitalists. 
These  statements  have  the  same  degree  of 
injlation  as  the  Bolshevist  ruble,  which 
now  stands  at  4,000,000  to  the  dollar. 

When  Russia  was  running  full  blast, 
previous  to  the  war,  she  took  one  per 
cent  of  the  exports  of  the  United  States, 
which,  when  reduced  into  terms  of 
working  time  of  our  workmen  and  farm- 
ers, meant  roughly  the  employment  of 
say  30,000  Americans.  We  are,  there- 
fore, not,  nor  ever  will  be,  dependent 
upon  Russia  for  the  physical  welfare  of 
our  people.  . 

If  America  is  to  consider  financial 
assistance  to  Russia  on  any  basis  except 
charity,  we  must  examine  the  whole 
problem  from  a  practical  point  of  view. 
Two  solemn  facts  are  outstanding. 
Morally  and  Financially  Bankrupt. 

The  first  is  that  Russia  is  bankrupt. 
She  has  no  productivity;  her  factories 
and  mines,  even  where  founded  on 
Russian  raw  materials  and  repairs,  are 
producing  but  from  two  to  twenty-five 
per  cent;  her  railways  are  transporting 
less  than  seven  per  cent  of  their  pre- 
war capacity;  her  agricultural  produc- 
tion is  below  her  own  needs  instead  of 
the  great  normal  surplus;  she  has  eaten 
up  her  entire  fat,  and  can  for  a  long 
time  have  nothing  to  exchange  for  the 
services  of  our  workmen  or  the  savings 
of  our  investors.  Therefore,  if  we  would 
supply  work,  capital  and  talent  to  the 
reconstruction  of  productivity  in  Russia, 
they  must  be  given  upon  credit  or 
charity. 

Second,  when  our  people  are  called 
upon  to  place  their  savings  in  such  in- 
vestments, they  will  be  likely  to  ask  for 
security  for  repayment  and  evidence 
that  there  will  oe  a  return  to  produc- 
tivity, in  order  that  payment  may  be 
made.  We  arrive  at  once  at  the  pri- 
mary consideration  of  those  economic 
essentials  that  will  make  productivity 
possible  and  that  will  give  security  to 
mvestment. 

Our  Government  stated  these  stand- 
ards one  year  ago,  as  follows: 

"No  lasting  good  can  result  so  long  as 
the  present  causes  of  progressive  im- 
poverishment continue  to  operate.  It 
18  only  in  the  productivity  of  Russia 
that  there  is  any  hope  for  the  Russian 
people,  and  it  is  idle  to  expect  resump- 
tion of  trade  untQ  the  economic  bases 
of  production  are  securely  established. 
Production  is  conditioned  upon  the 
safetv  of  life,  the  recognition  by  firm 
guarantees  of  private  property,  the 
sanctity  of  contract  and  the  rights  of 
free  labor.'* 


This  statement  sets  no  moral  or 
political  standards;  it  is  but  the  hard, 
cold,  economic  fact.  It  was  made  in  a 
spirit  of  sympathy  and  interest  in  the 
practical  welfare  of  the  Russian  people. 

Since  this  statement  Russia  has 
made  some  progress  toward  these  pri- 
mary essentials.  But  the  fatal  difficulty 
is  that  under  even  the  present  some- 
what modified  system  both  security  and 
promise  of  productivity  are  insufficient- 
ly certain,  and  this  certainty  has  to  be 
made  clear,  not  to  the  American  Gov- 
ernment, which  is  not  a  money  lender, 
nor  to  the  American  banker,  who  is  but 
a  broker,  but  to  the  American  investor 
whose  savings  are  at  stake  and  to  the 
American  merchant  whose  goods  are  to 
be  contracted  for. 

Confidence  Must  Be  Restored. 
Unless  the  confidence  of  these  mer- 
chants and  investors  can  be  secured 
there  will  be  no  credits  extended  other 
than  the  minor  sums  of  the  greedy 
speculator.  Our  citizens,  in  considering 
these  things,  naturally  raise  the  question 
of  the  treatment  of  our  fellow  country- 
men who  have  already  invested  their 
savings  in  Russia,  not  alone  because 
of  any  solicitude  for  the  comparatively 
small  amount  of  such  investment,  but 
because  their  treatment  will  be  the  in- 
dex of  confidence  to  others,  and  far 
beyond  this,  because  there  lies  here  a 
principle  to  which  the  American  people 
must  needs  take  heed,  for  that  prmciple 
lies  at  the  root  of  the  whole  basis  of 
international  commerce. 

This  principle  is  that  imless  foreign 
merchants  and  investors  may  enjoy 
property  and  security  of  contract  under 
the  terms  of  the  institutions  by  which 
they  acquired  them,  or  alternately,  re- 
ceive compensation  for  the  loss  of  them, 
then  the  whole  fabric  of  international 
trade  and  commerce  will  disappear  and 
the  world  will  go  up  in  chaos.  It  is  im- 
possible to  conceive  commerce  between 
nations  that  is  not  founded  upon  the 
right  of  property  and  upon  the  sanctity 
of  contract.  . 

Property  rights  are  not  a  fetish; 
they  are  an  instrument  of  industry  and 
commerce  and  are  as  indispensable  as 
ships.  Unless  there  can  be  an  assurance 
ot  the  security  of  these  rights  of  for- 
eigners, there  can  be  no  processes  of 
exchange  in  goods  or  investment  of 
savings. 

There  is  no  enforcement  oi  property 
rights  and  contract  between  nations  un- 
less we  are  to  force  the  test  of  war, 
which  America  has  always  refused  to 
do.  Our  onlv  course  is  to  decline  rela- 
tionships until  these  things  are  main- 
tained. Upon  confidence  in  the  good 
faith  in  these  principles  among  nations 
rests  the  whole  fabric  of  international 
life. 


In  the  meantime,  while  Kusaia  slowly 
swings  toward  the  standards  that 
we  believe  are  vital  to  her  recovery, 
and  to  the  point  where  it  is  possible  to 
undertake  her  rebuilding,  America  has 
not  been  remiss.  ^  *u« 

Before  the  next  harvest,  the 
American  Relief  Administration 
will  have  expended  more  than  J50,- 
000,000  in  American  charity  in  the 
saving  of  Russian  peop  e  from 
starvation,  and  in  providing  seed 
for  the  next  harvest. 

This  operation  will,  perhaps,  do  more 
than  save  ten  million  of  humanity  from 
death.  It  will,  through  this  act  of 
charity,  save  the  soul  of  Russian  people 
from  an  abyss  of  despair  too  terrible  lor 
human  expression.  It  is  the  visible 
evidence  of  the  American  people,  and 
our  desire  to  help.  .  ,  ,  ,  , 
But,  when  all  is  said  and  done,  the 
great  problem  stands  out  Russia  is 
slowly  dying  because  the  dynamic 
forces  of  production  and  foreign  con- 
fidence have  not  been  restored,  we 
look  with  horror  and  deepest  sympathy 
upon  her  untold  miseries.  We  wish  to 
find  foundations  in  realism  for  assist- 
ance to  the  Russian  people. 

To  extend  this  help  requires  a  vast 
restoration  of  the  processes  of  business 
and  conmierce.  Russia  is  attempting 
to  make  progress  in  these  directions. 
We  wish  to  help.  But,  where  does  last, 
ing  help  He  except  in  the  firm  and  final 
re-establishment  of  those  basic  funda- 
mentals that  J  have  already  stated? 


I 


Live  Wire  Salesmen 


We  have  a  splendid  line  of  Etched  Brass 
and  Cast  Bronze  Signs  that  can  o?  ^old  as  a 
side  line.   If  you  are  interested  in  .Ijbe^l 
missions  and  exclusive  territory  wnt«  us  today. 
Newman  Manufacturing  Co. 

410  Elm  Street  Cincinr««tl,  O. 


Advertising  Specialty 
Salesmen 

TheTKemper  Thomas  Company  has  productive 
territory  for  advertising  men  of  experience  in 
Eastern  lUinois,  Eastern  Tennessee,  1  ne 
Dakotaa  and  New  Jersey.  Exclusive  Une  art 
calendars,  patented  novelties  and  Barker  signs, 
cloth  and  leather  specialties.  List  of  old  cus- 
tomers furnished.  Liberal  commissions.  Write 
Sales  Manager 

I The  Kemper  Thomas  Company 
Cincinnati,  Ohio 


A  Side  Line 

For  salesmen  calling  on  Depart- 
ment Stores,  Haberdasheries,  Gift 
Shops,  Jewelers,  etc. 

Holiday  or  Gift  Boxes 
Liberal  commission,  poo'  et  sam- 
ples, several  desirj^ble  tenitori^ 
still  open.  Include  references  and 
details  in  first  letter. 

Pictorial  Paper  Package 
Corporation 
AU;iORA         -        -  ILUNOIS 


JULY 


THE     SAMPLE  CASE 
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Piles  Cured  Without  Surgery 


^^^^  .'^^^ 


Established 
in  Kansas  City 
23  Years 


The 

Parkview 
Kansas  City,  Mo. 


No  knife,  no  scissors,  no  clamp  and  cautery,  no  "red  hoi" 
iron,  no  electricity,  no  confinement  or  hospital  bills  to  pay 

We  Cure  Every  Case  of  Piles  We  Treat  by  Dr.  McCleary's 
Mild,  Serum-Like  Treatment  or  You  Need  Not  Pay  One  Cent 

We  make  this|statement  because  when  a  case  of  piles  nas  been  neglected 
until  incurable  conditions  have  developed,  we  do  not  take  such  a  case 
for  treatment.  All  cases  are  treated  on  a  basis  of  a  complete  and 
satisfactory  cure.    Send  now  for  complete  information  on  an 

EASY  AND  POSITIVE  CURE 

DR.  McCLEARY'S  MILD  SERUM-LIKE  TREATMENT 

BEFORE  YOUR  CASE  BECOMES  INCURABLE 

We  will  furnish  you  the  names  and 
addresses  of  over  7,500  business,  pro- 
fessional and  traveling  men,  farmers  and 


stockmen,  women  and  children,  from  all 
over  the  United  States  and  Canada, 
whom  we  have  cured.  We  convinced 
them,  as  we  can  convince  you,  that — 
First — No  matter  what  you  have  tried 
without   success,   your   Piles  can  be 


permanently  cured,  positively  and  easily, 
by  our  treatment.  You  don't  need  to 
despair  or  suffer  any  longer. 
Second — As  to  Surgery — well,  to  put  ii 
mildly.  Surgery  in  the  Rectum  is  as 
dangerous  as  it  is  Painful — so  much  so 
that  we  would  not  opjerate  on  a  fellow 
human  being  for  the  removal  of  Piles 
for  a  money  consideration.  Scar  Tissue 
is  as  bad  as  Piles. 


,  ,  ,.  BANK  REFERENCES 

AB  to  our  reliability  and  good  standing  we  refer  you  by  permission  to  the  following  banks  of  Kansas  City: 


CommimweaUh  N(Uiorial  Bank  Miss<ruH  Savings  Bank  Central  Exchange  National 

Gate  City  National  Bank  Columbia  National  Bank  Home  Trust  Company 

We  also  refer  you  to  your  Home  Bank  or  Commercial  Club,  as  they  can  easily  verify  our  statements  by 
letter  or  telegram  to  the  institutions  named. 

If  you  are  afflicted,  simply  write  your  name  on  the  bottom  margin  of  this  page, 
tear  it  out  and  mail  today  for  full  information  on  easy  and  positive  cure;  also 
Free  Book  on  Rectal  Diseases  and  "Curing  Piles  Without  Surgery." 

DR.  McCLEARY'S 

PARKVIEW  SANITARIUM 

637  TENTH  AND  PASEO  KANSAS  CITY.  MISSOURI 


THE     SAtMPLE  CAttH 


JULY 


SOME  THERMOMETER 

-.he*  widr,  80  >nche«  InnR 
Jumbo  Thermometer 
and  Barometer 

iMt  and  lOcbM.  I>ut  iu  doIWi 
kod  eanti.  Board  of  man  ar* 
niakliK  bis  (ucoMMi  by  Mlling 
•ilvertiaing    •  p  •  o  •   OD  th» 

"JDMHO." 

$180.00    For    a    Day    and  a 
Hair  Work 

Oinplay  npave  In  public 
placffl  and  on  proiuintilil  cor- 
iirm  !•  eaoily  «Hi<irKl  for  tb«  big 
•JIIMHO    Tli.ruiooietar.  Tha 


thurinoinatar  in  a  day  aod 


THECHANEY  MFG.  CO. 

Sprin||IS«ld,  509  Boler  St.,  Ohio 


EPPLEY'S  HOTELS 


HOTEL  FONTENKLLE  Omaha.  Nebr. 

HOTEL  MARTIN  Sioux  Cltv.  Iowa 

HOTEL  MOVTROSB_Cedar  Rapid*.  Iowa 
HOTEL  CARPENTER. Sloui   Falls.  S.  D. 

HOTEL  LINCOLN  Lincoln.  Nebr. 

HOTEL  CATARACT  Sloui  Falls.  S.  D. 

HOTEL  LINCOLN  ScottsbluO.  Nebr. 

HOTEL  LINCOLN   Table  Rock.  Nebr. 

E.  C.  EPPLEY,  SoU  Owner 

ativa  OiBon — Houl  FootauU*.  Omaha 
Chioaso  Olfioar— 711  BtMar  Bids. 


for  Banquets  and  Famura.  41.00  per  do»en 
$10.00  per  gross.  Sold  exclusively  by 

GEO.  LAUTERER  CO. 
222  W.  Madiaon  St.,  Chicago; 


SEND  FORNEW  CATALOG 

PVTTIBONX'S  aniurpMsed  Una  af 
Supplies  aod  Para- 
phernalia foi  IJnlWd 
Cammertlal  Traieleri. 
Direet  TuKn  -  ta  • 
Cojtamei  S  a  r  T  1  e  a. 
Mall  ordere  gHea 
jpoeUl  atteotlaa. 
ilsa  headQaart«»  f« 
Secret  Baeletj  Racalla 


Stop  Using  a  Truss 


STUART'S  PlAPftO-PAOS 

are  difierent  from  the  truss, 
being  medicine  applicators 
made  BeH-adhealvB  pur- 


No  straps,  buckles  or  spring 


slip.  SO 

cannot  chafe  orpress  against 
the  pUDic  bone.  Thousands 
have  successfully  treated 
s.j~j  c«t«i™a.  themselves  at  home  without 
*SMtd^  hindrance  from  work-most 
auunciui.  obstinate  cases  conquered. 
StiH  89  woWot— easy  !o  apply— Ineipenslvs.  Awarde 
Gold  Medal  and  Grand  Pn.x.  Process  of  recovery 
natural  so  afterwards  no  further  use  for  trusses.  V, 


A  Heart  to  Heart  Talk 
with  U.  C.  T.'s 


Write  I 


Stuart  BIdg..  St  Louis.  Mo. 


Betnrn  maU  will  bring  Free  Trial  Plapao. 


ONE  of  the  great  professions  of  to- 
day is  that  of  the  commercial  trav- 
eler. It  is  the  best  paid  of  all  pro- 
fessions, and  only  the  highest  class  of 
salesmen  can  remain  in  it.  Competi- 
tion drives  the  weak  brother  off  the 
field. 

In  years  gone  by,  young  men  were  at- 
tracted to  the  ministry,  to  law,  to  the 
practice  of  medicine.  'I'oday  the  bright- 
est minds  look  for  an  honorable  and  suc- 
cessful career  as  a  salesman  on  the 
road.  The  commercial  traveler  is  the 
commercial  world's  finished  -product,  and 
commeice  rules  the  world. 

The  unprecedented  popularity  of  the 
U.  C.  T.  is  due  to  the  high  class  of  men 
who  constitute  its  membership.  Unless 
a  man  sells  at  wholesale  he  cannot  be- 
come a  member.  The  U.  C.  T  is  the 
most  popular  organization  among  travel- 
ing men  on  the  North  American  con- 
tinent. It  is  an  honor  to  any  man  to 
be  entitled  to  wear  the  U.  C.  T.  emblem. 

The  greatness  of  the  Order  makes  it 
necessary  that  its  official  publication 
be  the  greatest  magazine  of  its  kind  in 
the  world.  With  tliat  end  in  view  its 
editor  has  a  high  ambition.  It  is  the 
only  magazine  of  its  kind  that  covers 
the  entire  North  American  continent. 
It  is  distinctively  original  in  its  features. 
It  has  a  field  all  its  very  own. 

The  Sample  Case  is  the  greatest 
asset  of  the  U.  C.  T.  It  can  do  more 
to  promote  the  best  interests  of  the 
Order  than  any  other  one  thing.  It 
is  an  essential  part  of  the  U.  C.  T. 
Every  member  has  an  individual 
interest  in  it. 

Its  editor  is  only  human,  and  can  do 
only  one  human's  part  in  its  success. 
But  there  are  more  than  one  hundred 
six  thousand  stockholders  interested 
in  the  magazine — every  man  of  them  a 
high  class  salesman. 

To  make  The  Sample  Case  the  suc- 
cess that  it  should  be,  every  member  of 
the  U.  C.  T.  owes  it  to  his  Order  to  nelp 
its  official  magazine  in  every  way  that 
he  can.  The  greater  the  magazine,  the 
better  it  can  advertise  the  greatness  of 
the  Order.  Like  a  salesman,  it  must 
make  the  best  possible  appearance, 
AND  DELWER  THE  GOODS. 

To  do  this,  requires  an  income  in 
keeping  with  its  standing.  To  get  this, 
requires  but  small  effort  on  the  part  of 
members  of  the  Order.  Just  one  new 
subscriber  sent  in  by  each  and  every 
member  of  the  U.  C.  T.  will  put  his 
magazine  over  the  top.  Nor  is  he  asked 
to  do  this  for  nothing.  No  other  side- 
line he  can  carry  will  pay  him  so  large  a 
commission.  Unless  you  do  this, 
boys,  the  editor  cannot  keep  your 
magazine  at  the  head  of  the  mag- 
azines of  North  America.  If  J'ou 
are  satisfied  with  a  "house  organ"  for 
the  U.  C.  T.,  neglect  to  do  your  part  for 
your  magazine,  and  it  will  get  there. 

If  you  would  have  the  greatest 
Order  in  the  world  represented  by 
the  greatest  magazine  of  its  kind  in 
the  world,  you  can  make  it  so.  It  is 
up  to  you.  The  editor  can't  do  it 
■ingle  handed.    But  he  can  do  it  if 


every  man  of  you  will  do  his  part. 
What  your  magazine  is  today  i«  only 
a  foothill  to  the  mountain  of  suc- 
cess that  is  possible— if  YOU  will  do 
your  part. 

Your  editor  knows  how  to  make  a 
magazine  which  it  will  be  an  honor  to 
the  Order  to  call  its  own.  If  every  man 
of  you  will  do  his  bit.  the  U.  C.  T-  wiU 
have  the  greatest  publication  of  its  kind 
this  continent  has  ever  seen. 


SALESMEN  HoserPaintf'Vamis^. 
to  factories,  mills,  auto  owners,  stores, 
threahera,  outeifie  large  cities.  ExceUent 
proposition.    Paid  weekly. 

r\r»TV  nr%     junction  road 

DOTY    CU.     CLEVELAND,  O. 


WANTED 

Salesman  With  Initiative 


The 

repreeeDtina  a  line 
iDK  Koods  or  cicar 
income  by  takinc 


Ibat  eelle  to  drug,  hardware,  upory- 
•torca.  He  wiehee  to  increase  hia 
bigb  erade  iix>ecialt»  •ide-lme  that 
,  itoree  with  little  effort  and  paye 


li  lx.ral  cammiseiooi.  H  you  ar»  that  man,  wrrte  to 
for  particulare.   

KLIP  KLIP  IWFG.^CO. 

574  Clinton  Ave.  C,  Rocheater,  N. 


BIG  MONEY 
SIDE  LINE 

Liberal  commission  to  real 
salesmen  (not  order  takers) 
who  call  on  retail  grocery  trade. 
Highest  quality  food  product 
in  new  and  unique  container 
which  sells  on  sight. 

Territory  granted  to  good 
men  in  order  of  application. 

Write  at  once.  Tell  us  line 
you  are  now  selling,  territory 
covered,  experience  and  refer- 
ences. 

Sales  Manager, 
611  Carondelet  Bldg., 
New  Orleans,  La. 


For  Salesmen  Who  Can  Produce 


The  Brown  4  Bigelow  line  offers  an  unusually 
attractive  propoeition  to  salesmen  who  waiit 
to  establish  themselves  in  a  permanent  busi- 
ness, and  to  increase  their  eamin*  capacity 


aQBusUy.  ,  .  , 

Brown  4  Bi«elow  employ  1,200  people  in  the 
lareest  factory  in  the  world  devoted  excluaively 
to  the  manufact\ire  of  Art  Calendars  and 
Advertisini  Specialties.  They  constitute  a 
nationally  known  institntion  with  26  y^rs  in 
the  Remembrance  Advertising  business  Brown 
4  Bigelow  travel  ovej  200  salesmen,  coyenng 
North  America,  with  branch  offices  m  aU 
princir^al  cities     For  particiilare  write 

ED.  H.  EARHART,  Sales  Mgr. 

Brown  &  Bigelow 

ST.  PAUL,  MINN. 


SALESTAUX. 

(Continued  from  page  13.) 
"Not  interested,"  "Can't  use  your 
Btuff,"  and  a  hundred  others  that 
signify  "No"  should  mean  absolutely 
nothing  to  a  successful  salesman  be- 
cause of  the  fact  that  in  nine  caces  out 
of  ten  the  prospect  does  not  really 
mean  to  give  vou  a  negative  answer, 
but  it  is  a  well-known  fact  that  no  mat- 
ter what  you  have  for  sale,  nolwdy 
really  wants  to  buy  a  new  line  which 
calls  for  added  expenditure  and  hits 
their  pocketbook,  which  is  tlie  key- 
stone around  which  the  most  of  us  are 
built,  and  if  it  is  an  old  line  already 
carried,  they  are  not  anxious  to  stock 
up  until  the  very  labt  minute. 

They  may  recognize  the  value  of  the 
proposition  offered,  their  judgment 
telling  them  as  to  the  returns  to  be 
gained,  but  the  thing  that  is  uppermost 
in  the  buyer's  thought  is  that  any  pur- 
chase means  an  added  tax  either  on  his 
or  his  company's  pocketbook.  Just 
take  yourself  as  an  individual,  look 
into  your  own  personal  buying  habits 
and  you  will  find  this  to  be  true. 

Observing  Human  Nature. 

How  many  men  do  you  suppose 
wear  their  rusty  old  straw  hats  right 
up  to  the  morning  of  September  six- 
teenth carrying  a  new  three  dollar  felt 
home  with  them  the  night  of  the  fif- 
teenth, whereas  they  knew  for  several 
weeks  beforehand  that  this  expendi- 
ture had  to  be  made?  I  will  venture  to 
say  that  seventy-five  per  cent  of  the 
men  in  the  United  States  who  are 
slaves  to  this  decree  of  fashion  bought 
their  fall  hat  between  twelve  o'clock 
noon  and  six  p.  m.  September  fifteenth. 
I  know,  because  I  was  among  them 
and  I  had  to  fight  my  way  into  the 
store. 

Successful  seUing  results  from  ob- 
servation of  human  nature  and  the  con- 
struction of  a  plan  of  solicitation  which 
fits  your  line  and  takes  into  considera- 
tion the  views  of  that  particular  class 
of  the  human  race  that  forms  the  nu- 
cleus of  your  prospective  buyers.  This 
observation,  if  your  experience  is  sim- 
ilar to  mine,  will  lead  you  to  some 
very  startling  revelations,  provided  you 
make  notations  for  the  sake  of  com- 
parison. 

What  brought  it  to  my  notice  forci- 
bly was  the  fact  that  on  two  different 
occasions  1  happened  to  drop  in  on 
convention  or  association  meetings 
that  were  being  held.  One  was  a  hard- 
ware jobbers'  meeting  and  the  other 
was  an  association  of  garment  manu- 
facturers. In  looking  over  the  people 
assembled  it  was  astonishing  to  note 
that  the  hardware  men,  for  example, 
all  talked  and  acted,  as  well  as  looked 
so  much  alike  that  two  or  three  out- 
standing characteristics  were  easily 
discernable  in  practically  every  individ- 
ual in  attendance,  and  this  was  also 
true  of  the  garment  manufacturers.  As 
a  result  of  this  experience,  anyone  who 
has  observed  the  facts  as  I  saw  them, 
could,  I  believe,  successfully  pick  a 
hardware  dealer  or  a  garment  manu- 
facturer out  of  a  crowd. 

All  Creatures  of  Environment. 

This  may  sound  rather  far-fetched 
and  theoretical  to  the  reader  and  possi- 
bly it  is  somewhat  exaggerated  be- 
cause of  the  fact  that  this  faculty  of 
observation  and  comparison  has  been 
BO  acutely  cultivattd  in  my  own  ex- 
perience.   NeverthelPBS,  I  believe  that 


CHASE  THE  SALES  JINX 

Ii.  Edgar  Maaon'ii  Utoct  book,  "BALES- 
TAUX,"  he  provides  you  with  a  double- 
barreled,  suro-fire,  two-6sted,  knookout  for 
getting  rid  of  the  forcet  which  make 
buflioeaa  bad. 

Whetlicr  yuu  have  material  merchandiae 
to  Bell  or  your  aervicoH,  you  will  find  in 
"SAI-KSTAUX"  Bomething  to  help  you. 
It  tcllB  the  thingB  you  may  not  know  and 
reminds  of  things  we  are  apt  to  forget. 
Convincing,  inspiring,  interesting, 
•■SALESTAUX"  makes  Balesmen  and 
beller  Balesnicn.  The  publisher!!  will  send 
you  a  ropy  for  40  cents  with  order.  Ad- 
dress— Shaw  Publishing  Co.,  Drawer  33, 
GalcBburg,  III. 


it  can  be  said  without  fear  of  contra- 
diction that  we  are  all  creatures  of  edu- 
cation and  environment,  and  wliy 
should  it  seem  strange  to  sav  that  peo- 
ple who  sell  builders'  supplies  or  any 
other  class  of  merchandi.se  should  not 
be  influenced  and  moulded  by  this 
association  so  that  in  many  resi)ects 
they  would  think,  talk,  and  act  alike? 

On  this  basis  then,  it  is  readily 
assumed  that  in  order  to  successfully 
clo.se  the  number  of  accounts  to  which 
we  arc  entitled  under  the  law  of  aver- 
age we  should  carefully  analyze  the 
outstanding  characteristics  of  the  trade 
solicited  and  have  our  closing  argu- 
ments  prepared   so   that   they  may 


XlNT  WE  GOT  FUN?" 


appeal  most  forcibly  to  these  said 
characteristics. 

Please  do  not  become  obsessed  with 
the  idea  that  it  is  possible  to  sell  every- 
body. If  such  were  the  case,  sales- 
men and  sales  managers  would  be 
transferred  to  the  useless  department. 
I  do  believe,  however,  that  it  is  possi- 
ble, with  a  good  Une  and  a  well  pre- 
pared plan,  for  a  successful  student  of 
salesmanship  to  reach  that  point  of 
efliciency  where  he  can  sell  seven  out  of 
ten  of  those  prospects  whose  undivided 
attention  he  is  successful  in  securing, 
as  outlined  in  a  previous  article.  This 
is  a  high  mark,  yet  it  is  possible  of  at- 
tainment. It  would  certainly  add  very 
materially  to  the  peace  and  comfort  of 
every  sales  manager  in  the  United 
States  if  his  men  would  adopt  this  as  a 
slogan  and  keep  on  working  along  the 
lines  of  better  salesmanship  until  they 
attained  this  goal. 

Sales  Sense. 

In  the  next  and  last  of  these  articles, 
I  will  endeavor  to  give  you  a  general 
summing  up  of  the  articles  previously 
covered  and  tackle  some  of  the  num- 
erous rocks  in  the  salesman's  path, 
such  as  fear  and  self-consciousness, 
objections,  etn     Therp  io  much  talk 


rHE  SAM  rue   case  «• 

todav  of  increased  sales  resistance 
which  is  a  lack  of  buying  sense.  There 
seems  to  me  one  way  in  which  to  meet 
this  condition,  and  that  is  with  in- 
creased sales  sense  on  the  part  of  the 
individual  salesman.  Both  sales  re- 
sistance and  sales  sense  have  been 
numbered  among  those  absent  for 
several  years.  Sales  resistance  is  back, 
but  sales  sense  seems  to  want  to  stay 
under  cover  a  while  longer. 

1  may  be  all  wrong,  but  1  believe 
that  this  backwardness  on  the  jjart  of 
sales  sense  is  due  mainly  to  downright 
laziness  on  the  part  of  us  salesmen. 
We  are  either  100  i)er  cent  today  or  we 
are  quitters.  There  is  no  half-way  posi- 
tion. So-called  successful  salesmen 
are  being  let  out,  green  ones  are  tak- 
ing their  place  and  producing.  If  the 
salesmen  don't  soon  come  out  of  their 
hole,  recognize  the  fact  that  the  night 
of  ease  has  passed  and  the  sunshine  of 
work  is  with  us,  the  buyers  all  over 
the  United  States  will'  shortly  be 
greeted  with  an  entirely  new  set  of 
faces  and  a  new  era  or  a  new  school  of 
selling.  It  is  right  up  to  you,  Mr. 
Salesman,  What  are  you  going  to  do? 


The 


Gideon 


'T'"lii-  CJhriitlan  Commercial  Travelers  As- 
sociation of  America  are  inervaslng 
their  membsrship  rapidly.  Their  parpoa* 
is  to  bring  the  gospel  ef  Christ  t*  ths 
Commareial  TravaW*  and  tranilaaU  of 
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.lavs  bMB  placed  in  th«  houl  MrMms, 
10  far,  to  that  end. 

:hjustian  commercial  travelem 

ara  urgati  to  Join,  and  all  faUov  tr«T«im 
ara  soUeitad  to  subseiiba  for 

THE  GIDEON  UAOAZINE 
II. par  r—r.    This  vlll  halp  u  Ib  tk« 
wark.  bays. 

WrIU  for  psrtlcnlars  at  amea.  A.  B.  T. 
Moora.  National  gaeraUrr.  14*  8.  Dau'- 
bom  St..  Chicago.  IlL 


PTATobano  Habit 


No  craving  for  tobacco  in 
any  form  after  you  begin  taking^ 
Tobacco  Redeemer.  Don't  try  to 
quit  the  tobacco  habit  unaided.  It's  often 
a  losing:  fight  against  heavy  odds  and  may  ■ 
mean  a  serious  shock  to  the  nervous  eys-  H 
tem.  Let  us  help  the  tobacco  habit  to  quit  H 
YOU.  It  will  quit  you.  if  you  will  just  take  ■ 
TobaccoRedeemeraccordinf?to directions.  ■ 
It  ismarvelouely  quick;  thoroughly  reliable.  * 

Not  a  Substitute  I 

Tobacco  Redeemer  contains  no  habit-  ■ 
formingrdnigrsof  any  kind.  It  is  in  no  sense  H 
a  substitute  for  tobacco.  After  finishing:  • 
the  treatmentyou  have  absolutely  nodesire  ■ 
to  use  tobacco  again  or  to  continue  the  use  H 
of  the  remedy.  It  makes  not  a  particle  of  ■ 
difference  how  long  you  have  been  using  H 
tobacco,  how  much  you  use  orin  what  form  ■ 
you  use  it— whether  you  smoke  cigars.  " 
cigarettes,  pipe,  chew  plug  or  fine  cut  or 
use  snuff.  Tobacco  Redeemer  will  positive- 
ly  remove  all  craving  for  tobacco  in  any 
formina  veryfewdays.  This  we  absolutely 
guarantee  in  every  case  or  money  refunded. 

Write  today  for  our  free  booKiet  showing  jji 
tliedeadlyeffectof  tobacco  upon  the  human  H 
grstem  and  positive  proof  that  Tobacco  ■ 
RedeeraerwiU  quickly  free  you  of  the  habiU  ■ 
Newell  **Harmacal  Company.  I 
DepCSlO  St.  Louis.  Mo.  j| 
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Financial   Statement  for  the 
Month  of  May,  1922 


Cash  balance,  April  30.  1922  

Receipt*. 

AppUcIItionB.._  » 

Calls  for  asseBsnieute   268  49 

?^^(dS7baio:::::"::  ^909:66 

Interest  (bonds)   ^'^^  l?, 

Fines   

Rent  

Exchange  account- 
Suspense   

Sample  Case  

Premium.   

Ladies'  pins..  

Per  Capita  Tai  

Donations  

Sale  of  Bonds  

Checks  not  cashed 
Miscellaneous  


47.50 
36.00 
4.13 
656.61 
3,519.37 
9.48 
5.50 
150.00 
49.70 
30,866.46 
180.50 
11.55  51,: 


.85 


Total  Receipts   $484,929.63 

DUburaements. 

Death  Fund_-,-  »  H'W^'^^ 

Disability  Fund..  *^<\^*-^ 

General  Expense  Fund...  20,317.oO 

W  &  O.  Fund    6,548.00 

Disability  Reserve  Fund  34,192.64  ^  


Total 


disbursements.—  $138,279.93 


Cash  Balance,  May  31,  1922.. 
Cash  in  ofiBce   


GENERAL  EXPENSE  FUND. 
Disbursements. 

Salaries,  officers'.-  1,337.00 


Sal.  and  fees,  Sup.  &  _ 
Subordinate  Surgeons  - 

Salaries,  employes'  -.- 

Legal  exp  (litigation).... 

Investigating  claims  

Office  expense  

Supplies,  office  exp.  — — .- 
Trav.  expense  (officers ) 

and  committee  

Postage,  exp.  &  phone. — 

House  expense   

Official  publication —  

Refund  to  Secretaries  — 

Council  supplies  

Furn.  &  Fixtures  

F.  J.  C.  Cox— Chief  Agt. 
Advertising  &  printing 

State  Ins.  Dept  -  .- 

Expense  Supr.  Counselor 
Expense  Supr.  Council — 
Advanced  Return  check 
Account   — 


783.00 
4,336.84 
1,001.60 

658.67 
95.95 
1,116.92 

273.61 
278.17 
547.48 
6,855.61 
566.59 
860  08 
183.49 
143.00 
202.38 
22.40 


OWNED  BY  W.  &  O.  FUND  RESERVE. 

(Donated.) 

First  Liberty  Loan._  $      100  00 

Second  Liberty  Loan   100.00 

Fourth  Liberty  Loan   150.00 

War  Sav.  CertU's   1,670.00 

U.  8.  Treae.  Sav.  Certif' .        100  00    ^  ^^^^^ 

Real  Estate,  Supreme 
Headq'rs,  acquired  ap- 
praised value..  -...$  14,295.00 

INDEMNITY  DISBURSEMENTS. 

Death  and  Dis.  claims  paid  from  Jan- 
uary 1,  1922.  to  June  1,  1922..  $352,307.18 

Total  Disbursements  from  Death  and 
Disability  Funds  from  date  of  or- 
ganization  to  June  1,  1922..  _  10,2.58,918.20 

WIDOWS*  AND  ORPHANS'  FUND 
DISBURSEMENTS. 

Tot.  Disbursements  from  Widows'  and 

Orphans-  Fund  to  June  1,  1922  $946,489.43 

MEMBERSHIP. 

Number  of  applications  approved  from 

Jan.  1,  1922,  to  June  1,  1922...  -  59  23 

Total  membership.  May  1,  1922   106,706 

U.  C.  T.  MEMBERSHIP  BY  GRAND  JURIS- 
DICTIONS. 

March  April 

1922  1922 

Ohio           -                                  10,628  10,652 

Missouri:   ~         3.692  3,720 

Kansas   _                 4.040  4.056 

Michigan...                                    4.6.58  4,6.57 

Texas                                              2,4.56  2,469 

Minn^ota-N.bak                           7,649  7,705 

New  England                                  8,829  8,860 

Ky -Va.-W.  Va.-Md                         6,635  6,621 

Illinois                                            5,546  5,o57 

Nebraska...  -  -         2,390  2,383 

Montana-Utah-Idaho                       1,288  1,309 

Wisconsin                                       5,233  5.235 

Oregon-Wash.-B.C   -    1.931  1,936 

lowt   -                                 5,302  5.337 

California                                       3,381  3.426 

New  York                                       7,879  7.965 

Mississippi-Louisiana                        1.293  1,305 

Colorado  -                         .  668  665 

Tennessee                                     1.720  1,735 

Indiana  -                        3,620  3,610 

Pennsylvania   —    5,889  5,922 

Georgia-Florida                                  1,664  1,689 

Alabama                                          „  819  813 

TheCaroUnas..-  -  2,233  2,254 

New  Jersey-Delaware                        811  816 

Arkansas                                          1.136  1,140 

South  Dakota..  —    1.216  1,222 

Man.-Sask.-Alta  -             2,173  2,178 

Oklahoma                                     1.296  1,295 

Supreme                                          167  174 

Total.   106,242  106,706 


DISBURSEMENTS  WIDOWS'  AND 
ORPHANS'  FUND. 


To  beneficiaries   $  6,509.00 

Refunds  of  application  _  39.00 


$  6,548.00 


AMOUNT  IN  RESERVE  FUNDS. 

Cash  Death  Res.  Fund  _$  4,714.81 
Cash,  Dis.  Res.  Fund  —  3,149.77 
Cash,  W.  4  O.  Reserve 

Fulid    25,188.69 

Bonds,  Dis.  Res.  Fund  _  659,900.00 


DEATHS  OF  THE  MONTH. 

The  following  members  of  the  Order  were  re- 
ported to  the  Supreme  Secretary  during  the  month 
of  May,  1922,  as  having  passed  to  Eternal  City 
Council : 

Henry  Leiser,  member  of  Cincinnati  Council,  No. 
2,  Cincinnati,  Ohio. 

S.  Randakoff,  member  of  Detroit  Council,  No.  9, 
Detroit,  Mich. 

N.  E.  Rhoads,  member  of  Philadelphia  Council, 
No.  16,  Philadelphia,  Pa. 

J.  8.  Sebg,  member  of  Zenith  Council,  No.  40, 
Duluth,  Minn. 


999.02 


War  Savings  Stamna, 
Death  Res.  Fund  

Bonds,  Death  Reserve 
Fund   _—  

Bonds,  Widows'  and  Or- 
phans' Res.  Fund_  

Bonds,  Widows'  and  Or- 


DisabUity  Pind,  U.  8.  Se- 


ti.on7.uooo 


The  harder  a  salesman  works,  the 
more  goods  he  will  sell.  The  harder 
he  studies  salesmanship,  the  easier 
will  be  his  sales.  Untrained  men  waste 
time.  The  trained  man  can  see  more 
prospects  and  go  faster.  The  Sample 
Case  is  giving  you  the  very  latest  Serv- 
ice, by  the  highest  authorities  in  the 
world.  If  you  appreciate  this  Service, 
tell  it  to  others,  so  they  too  may  get 
the  benefit. 


F.  D.  Chrfacaden,  member  of  Saginaw  Council, 
No.  43,  Saginaw,  Mich. 

W.  Jarnbroee,  member  of  Beaton  Council,  No. 
44,  Boston,  Mass. 

Frank  Riley,  member  of  Saintly  City  Council, 
No.  50,  St.  Paul,  Minn. 

E.  S.  Holoday,  member  of  San  Antonio  Council, 
San  Antonio,  Tex. 

C.  O.  Sloane,  B.  Dondia,  member  of  Minneapolis 
Council,  No.  63,  Minneapolis,  Minn. 

H.  H.  Ward  and  Peter  Scholl,  members  of  North- 
western Council,  Chicago,  111.  ,  ^ 
k  Frank  J.  Sacket,  member  of  Buckeye  Council, 
No.  75,  Cincinnati,  O. 

\  James  O.   Franks,   member  of  I>eavenworth 
Council,  No.  76,  I^avenworth,  Kansas. 
.  C.  A.  Palmer,  member  of  Pitteburg  Council, 
No.  77,  Pittsburg,  Kans. 

Chas.  8.  Lipscheets,  member  of  Oregon  Council, 
No.  84,  Portland,  Ore.  .  „  , 

Geo.  W.  Heath,  member  of  Crookston  Council, 
No.  88,  Crookston,  Minn.  „ 

C.  M.  Smith,  member  of  Spokane  Council, 
Spokane,  Wash. 

R.  R.  Mclntyre,  member  of  Quincy  Council,  No. 

*^ip!^s">li'lt»l' member  of  Nashville  Council,  No. 
102,  Nashville,  Tenn.  .  „     ,     ,  ^  -, 

O  S.  Eastman,  member  of  Portland  Council, 
No.  103,  Portland,  Me.  .  „.  ,  ^ 

Dan  Landeheimer,  member  of  Vicksburg  Coun- 
cil, No.  105,  Vicksburg,  Miss. 

M.  C.  Seitz,  member  of  Janesville  Council,  No, 
108,  Janesville,  Wis.  ^  ^, 

F.  L.  Hewitt,  member  of  Blueetone  Council,  No. 
110,  Bluefield.  W.  Va.         ,  „     .  ^       .,  „ 

Harry  F.  Clark,  member  of  Peona  Council,  No. 

e'.  D.  Cakn,  member  of  New  York  Council,  No. 
114,  New  York  City.  ,  ,   „  „  

Geo  D.  Hardux  and  L.  E.  Philhp,  members  of 
Grand  Rapids  Council,  No.  131,  Grand  Rapids, 

Harry  Seder,  member  of  Worcester  Council,  No. 
136,  Worcester,  Mass.        ,  ^,     ^  , 
D.  R.  Graham,  member  of  New  Orleans  Council, 


cil.  No.  143,  Detroit,  Mich. 

P.  H.  Gamberton,  member  of  Aurora  Council, 
No.  149,  Aurora,  lU.      ,        ,  ,  , 

L  W.  Kannia,  member  of  Appleton  Council, 
No.  155,  Appleton,  Wis. 

B.  E.  Towsend,  member  of  Kalamazoo  Council, 
No.  156,  Kalamazoo,  Mich.   ,  .  ,    „    ,  ^ 

A.  E.  Hanke,  member  of  Little  Rock  Council, 
No.  157,  Little  Rock,  Ark. 

Thoa.  A.  Foster,  member  of  Bangor  Council,  No. 
158,  Bangor,  Me.  .  ^  .  ^.  -,  »t 

O.  B.  Hobart,  member  oi  Twin  City  Council,  No. 
160,'  Lewiston,  Me. ,  ,  ^  „     ,^   .  , 

John  F.  Kelly  and  L.  W.  Southwick,  members  of 
Brooklyn  Council,  No.  165,  Brooklyn,  N.  Y. 

L  A.  Haley,  member  of  Tri-City  Council,  No. 
166,  Rock  Island,  lU.  ^ 

Albert  C  Williams,  member  of  Fort  Pitt  Council, 
No.  171,  Pittsburgh,  Pa. 

C.  R.  Motor,  member  of  Monroe  Council,  No. 
183,  Monroe,  La.  ,  ^  ■       .  r.       -i  x- 

W  W  Boyle,  member  of  Tnmdad  Council,  No. 
185,  Triiidad,  Colo.  ,  ^i.,    i.  -, 

John  Rosenkranz,  member  of  Oehkoeh  Council, 
No.  190,  Oshkosh,"  Wis.    ^    .    ^  u  . 

W  8  Fansworth  and  G.  A.  Fryr.  members  of 
Manchester  CouncU,  No.  195,  Manchester,  N.  H. 

Fred  S.  Robertson,  member  of  Centraba  Council, 
No.  211,  CentraUa,  lU.  ,  „.  „ 

John  E  O'Brien,  member  of  Central  City  Coun- 
cU, No.  221,  SjTacuse,  N.  Y.  ^       •,  vr 

S.  F.  Henry,  member  of  Burlington  Council,  No. 
231^  Burlington,  Vt.  .  „  ., 

Jacob  J  Stangel,  member  of  Mamtowoc  Council, 
No.  232,  Manitowoc,  Wis.  .     ^       .,  „ 

W  O.  Monroe,  member  of  EUnire  Council,  No. 
236,  Elmira,  N.  Y.  ,  ^  „ 

Wm  KenneUy,  member  of  Albert  Lea  Council, 
No.  259,  Albert  Lea,  Minn. 

Ajithony  A.  LeaveUe,  member  of  Athens  Council, 
No.  262,  Athens,  Ohio.  ,  „  ,  , 

A  L  Bloomfield,  member  of  Galesburg  Council, 
No.  269,  Galesburg,  lU. 

Chas  McCoy,  member  of  Greenville  Council, 
No.  271,  GrcenviUe,  Texas.  ., 

W  R  Bearden,  member  of  Asheville  Council, 
No.  285,  Asheville,  N.  C.  ,  xt  u 

Arthur  O.  Freedman,  member  of  New  Haven 
CouncU,  No.  293,  New  Haven^  Conn. 

A.  H.  Mayes,  member  of  Calgary  Council,  No. 
804.' Calgary.  Alt* 
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Chu.  J.  Wblttea,  membet  uf  briUneimrt  Ooun 
all.  No.  30g,  Bridgeport,  Cona. 
I  C.  8.  DiokBon,  member  of  Tampa  Ck)uDail,  No. 
876,  Tamps,  Fla. 

J.  II.  Lvmib,  member  of  CharleetoD  Council, 
No.  400,  Charloeton,  8.  C.'        •  i 
•  Hoiiior  Dailey,  member  of  Gleiu  FalU  Council, 
No.  417,  C51en«  VallB,  N.  Y. 

>  O.  J.  Ryan,  member  of  Clianute  Council,  No. 
453,  Chanute,  Kaoa. 

It.  J.  Greene,  member  of  Jamaica  Council,  No. 
460,  Woodhaven,  N.  Y. 

W.  A.  Murray,  member  of  Port  Huron  Council, 
No.  462,  Port  Huron,  Mich. 

Roy  J.  Williams,  member  of  Cape  Girardeau 
Council,  No.  634,  Cape  Girardeau,  Mo. 

W.  J.  Gerner,  member  of  Keystone  Council, 
No.  507,  PhUadelphia,  Pa. 


THE  MYSTERIOUS  VOICE  ALOFT. 

(Continued  from  page  16.) 
"Only  the  one  on  yon  eastern  hori- 
zon." 

All  eyes  turned  eastward. 

The  stranger  was  that  terror  of  the 
seas — the  old  Conferedate  warship, 
'Alabama."  She  hung  alongside  until 
the  other  ship  approached.  Every- 
thing aboard  her  was  cleared  for  action. 

The  approaching  ship  came  along 
at  about  eighteen  knots.  She  was 
carrying  her  main  skysail  and  every 
stitch  of  canvas  that  would  draw. 

The  "Alabama"  maneuvered  from 
under  our  lea  and  came  up  on  our 
weather.  The  other  ship  was  approach- 
ing close  hauled,  a  little  more  than 
a  cable's  length  from  our  port  side. 
The  "Alabama"  was  how  between  the 
big  ship  and  the  "Navigator."  The 
stranger  carried  no  appearance  of  a 
name — a  strip  of  canvas  was  tacked 
over  it. 

The  wind  was  increasing  and  the 
sea  was  running  high  as  the  three  vessels 
oame  abreast  of  one  another.  All 
aboard  the  "Navigator"  were  on  deck 
to  watch  an  impending  sea  fight. 

"Heave  to!"  shouted  the  commander 
of  the  "Alabama,"  through  his  speak- 
ing trumpet. 

Heave  to  be  damned!"  came  the 
defiant  answer. 
"Heave  to  or  I'll  sink  you!" 
"Sink  and  be  damned!" 
Just  as  the  "Alabama's"  gunners 
were  in  the  act  of  firing  their  forward 
jun,  mounted  on  the  forecastle,  their 
vessel  made  a  dive  off  a  great  wave  and 
jwept  all  hands  onto  the  main  deck. 

On  the  northern  ship  we  saw  only 
he  Captain  and  the  man  at  the  wheel. 
3uick  to  grasp  the  situation,  her  Cap- 
;ain  directed  his  helmsman  to  keep  her 
jff  a  point  and  a  half.  His  good  ship 
airly  jumped  from  sea  to  sea — must 
lave  been  making  twenty  knots  at 
east,  her  tall,  tapering  masts  bending 
ike  willows.  Up  went  the  Stars  and 
itripes,  a  picture  of  defiant  majesty. 
V.8  a  parting  salute  to  the  "Alabama," 
;he  northerner  dipped  his  colors  three 
limes,  sig^nifying,  "Good-by,  I'm  off." 
Utering  its  course,  the  northern  ship 
ihot  away  into  the  haze,  on  its  uninter- 
'upted  way  to  the  Cape  of  Good  Hope. 

We  had  a  heavy  blow  that  night, 
and  reefed  our  vessel  down  to 
lower  topsails,  reefed  foresail, 
md  mizzen  staysail.  Just  as  the  last 
nan  stepped  down  onto  the  deck  the 
'host  of  the  "  Navigator"  again  cried 
>itterly,  far  up  in  the  rigging: 

Sailors  stood  j^hast.  Forebodings 
igain  filled  every  mind.  I  looked 
oward  Tom.  That  same  peculiar  smile 
ras  playing  over  his  face.  The  mystery 
I'as  not  sfifeoting  his  nerven. 


NeAt  day  we  uol  a  auutbeaiil.  wind, 
which  stayed  with  ub  until  we  reached 
the  Southeast  Trades.  Soon  we  sighted 
the  island  of  St.  Helena.  Within  a 
few  hours  we  dropped  anchor  off  James- 
town. The  mountains  of  that  island 
are  nearly  3,000  feet  above  sea  level. 

When  we  had  come  to  anchor,  and 
Captain  Cathness  was  stepping  dowu 
the  side  ladder,  a  voice  called  out: 

"Captain,  don't  let  the  cook  go  anliore 
— he'll  gel  drunk  and  raise  helU" 

Captain  Cathness  smiled,  and  climbed 
into  nis  boat.  Tom  rushed  out  from 
behind  a  pile  of  ropes,  ran  around  the 
main  fife  rail,  jerking  at  his  sleeves  as 
he  shouted: 

"Come  on,  ve  damned  bouud«.  I'll 
give  you  the  threshing  you  deserve  for 
speaking  that  way  about  me  to  the 
Captain." 

Every  man  of  them  denied  saying  a 
word.  One  sailor  meekly  suggested 
that  it  was  the  ship's  ghost  that  hud 
spoken. 

"Ghost  or  no  ghost,"  belligerently 
yelled  Tom,  "I'm  going  to  lick  the  one 
who  said  that  to  Captain  Cathness." 

It  was  to  St.  Helena  that  Napoleon 
was  banished  by  the  British.  He 
lived  there  from  1815  to  1821.  His 
home  during  those  lonely  years  was 
still  guarded  by  Briti.sh  soldiers.  We 
were  permitted  to  enter,  and  it  was  my 
privilege  to  sit  in  his  favorite  chair, 
and  to  recline  on  the  bed  on  which  he 
had  slept. 

Tom  and  I  were  permitted  to  give 
evening  entertainments  for  the  soldiers 
in  the  garrison  on  the  island.  Our 
songs  and  dances  made  a  big  hit  with 
them.  By  an  oversight  Tom  revealed 
something  to  me  at  one  of  those  enter- 
tainments. 

After  an  eight-days'  visit,  sailing 
day  came  at  last.  We  had  bought 
sheep  and  chickens,  and  fresh  vege- 
tables were  thrown  in  without  cost, 
for  good  measure.  All  kind  of  vege- 
tables are  grown  on  St.  Helena,  many 
varieties  of  flowers,  and  there  are  hun- 
dreds of  different  kinds  of  birds. 

By  6  o'clock  in  the  evening  all  our 
men  had  been  rounded  up  by  the 
soldiers  and  brought  aboard — most  of 
them  drunk  and  happy,  including  Tom, 
of  course.  The  offense  was  kindly 
overlooked  by  our  officers.  I  have 
visited  that  island  twice  since  then, 
renewing  acquaintance. 

Up  went  our  anchor  and  we  squared 
away  for  London.  Twice  during  that 
voyage  the  mysterious  voice  was  heard 
far  aloft,  and  every  time  it  was  heard. 
I  winked  at  Tom.  Finally,  I  told  hiui 
that  unless  he  quit  that  trick  of  ven- 
triloquism .  he  might  cause  serious 
trouble.  After  that  the  mysterious 
voice  was  heard  no  more. 


DEATH  OF  J.  J.  STANGEL 

Cuunoilor  J.  J.  Stangel,  Manitowoc  Council, 
No.  232,  WiBoonsin,  passed  away  recently.  His 
death  was  due  to  an  accident.  Thinking  an  eleva- 
tor was  waiting,  he  stepped  through  the  gate  and 
fell  through  the  shaft  onto  the  basement  floor. 
He  was  ijBtmtly  killed.  He  leaves  a  wife  and  three 
children,  but  his  policy  carried  with  the  U.  C.  T. 
will  be  their  protection — $6,300. 

Brother  Stangel  was  engaged  in  the  wholesale 
and  retail  hardware  business.  He  was  a  high  class 
man  in  every  sense  of  tb*  word  and  was  antiv* 


WANTED 
Live  Salesmen  Everywhere 
To  Sell  this  High 
Grade  Wagon 


given  on  Commis- 
sion Basis. 


The  G>atler  Car  Manufacturing  Co.,  Inc. 

203  ProplrH  B.nU  BuiMin?,  Buffalo,  N.  V. 


Silk  Socks  for  Salesmen 

Wear  tlie  ijeuuine  artirle,  jierffrt  in  con- 
ntnirtion,  guuraiiteod  qimlily,  and  at  price* 
that  rut  out  all  iiitermctcliate  profits  Black 
and  colors.  Si»e«  t)  1-2  to  11  1-2.  Six  i.airs 
for  »4  00.  Cash  with  ortler  or  C.  O.  D. 
HARRY  G.  SELTZER,  Reading.  P.. 
(Member  of  Heading  Council.) 


COee  20  DAYS 
mtEi  TREATMENT 

Send  No  Money 

Just  fill  In  the  coupon  below  and  Ret  a  20  Days' 
Trial  Treatment  of  the  wonderful  nerve,  blood 
and  health  builder— Nuga-Tone.  It  inviiiorates, 
tones  up  and  stimulates  all  the  vital  organs  and 
bodily  functions— helps  themdotheirworkas  Na- 
ture intended  they  should.  That  is  the  only  safe 
and  sane  method  toget  quickand  permanentrclief. 

Nuca-Tone  stimulates  the  liver,  invigorates  and 
regulates  the  bowels  sotheymoveregularly,  there- 
by overcoming  constipation.  It  tones  up  the  stom- 
ach, aids  digestion,  prevents  bloating  and  gas 
on  the  stomach  and  bowels.  Gives  a  wonderful 
appetite,  induces  sound,  retreshing  sleep  and 
Increases  the  weight.  It  sweetens  the  breath  and 
removes  the  coat  from  the  tongue.  Nuga-Tone 
relieves  sick  headaches,  biliousness  and  a  sallow, 
muddy  complexion  will  soon  become  clear  ana 
rosy;  gives  you  more  ambition,  pep  and  a  new 
lease  on  life  Fo«  thin,  weak,  run-down,  debil- 
itated, nervous,  neurasthenic,  sickly  men  and 
women  there  is  nothing  as  good  as  Nuga-Tone  to 
put  them  on  their  feet  again.  Take  it  a  few  days 
and  you  will  be  more  cheerful,  happy  and  feel 
like  life  is  worth  living. 

ACT  TODAY f  Kpfe^S^! 

ponNOW.  Delays  are  sometimes  costly.  Try  this 
great  revitalizer  at  our  expense.  It  has  donewon- 
ders  for  thousands  of  others— now  let  it  do  the 
same  for  you.  If  Nuga-Tone  wasn't  such  a  good 
medicine  we  could  not  afford  to  let  you  try  it  20 
days  absolutely  free  of  cost.  Use  the  coupon  now 
before  it  slips  your  mind.  Nuga-Toneisalsosold 
by  druggists  and  is  absolutely  guaranteed  to 
give  you  entire  satisfaction  or  money  refunded 
—  see  guarantee  on  each  package. 

30'd'ay"s  TRIAL  C^^^ 

NATIONAL  LABORATORY, 

72b  _1018  S.  Wabash  Ave.,  Chicago 
GENTLEMEN:— Please  send  me  Froe  of  all 
Cost.  Postage  Prepaid,  a  30  days'  trial  treat- 
ment of  Nuga-Tone  with  the  understanding  I 
wlUtake  it  20  days  and  if  benefited  pay  you  $1.00j 
If  - not  benefited.  I  will  return  the  remainder  of 
the  package  and  I  owe  you  nothing. 

Nam*  

8t.&No.orR.F.]>.  


THE    SAMPLE  CASE 


JULY 


SUPREME  COL  NCI  L 


Supren.e  Counselor,  C.  V.  HOJ>DKRMAN,  412 
^     No.  16th  St.,  Nashville,  Tenn. 

Supreme  Junior  Counselor,  FRANK  J.  ROESER, 
St.  Louis,  Mo. 

Supreme  Post  Counselor,  GEORGE  E.  HUNT, 
Everett,  Mass. 

Supreme  Secretary,   WALTER   D.  MURPHY, 
Columbus,  Ohio. 

J.  C.  NESBITT,  Columbus, 


Hunrenie  Conductor,  W.  J.  SULLIVAN,  Chicago, 
111. 

Supreme  Page,  W.  D.  MOWRY,  Kansas  City, 
Kans. 

Supreme  Sentinel,  FRED  L.  WRIGHT,  Mil- 
waukee, Wis. 

Supreme  Chaplain,  ROBT.  A.  LOWRY,  Knox- 
ville,  Tenn. 

Supreme  Surgeon,  DR.  EARL  W.  EUANS,  Col- 
umbus, Ohio. 

Supreme  Attorney,  JOHN  A.  MILLENER,  Col- 
umbus, Ohio. 


Supreme  Auditor,  CHAS.  A.  HEBBARD,  Colum- 
bus, Ohio. 

Samnle  Case  Editor,  CHAS.  H.  SMITH,  Co- 
lumbus, Ohio. 

Supreme  Executive  C  o  m  mi  tte©— LO  U  I  S 
WIRTH,  Cincinnati,  Ohio;  CHAS.  A.  HEBBARD, 
Columbus,  Ohio;  D.  P.  McCarthy,  Fostona, 
Ohio;  GEO.  F.  BROWN,  Lexinitton,  Ky. 

Thirty-fifth  Annual  Session  Supreme  Council 
opens  Tuesday,  June  27,  1922,  at  10  a.  m. 


COMMITTEES  OF  THE  SUPREME  COUNCIL 


STATE  OF  THE  ORDER  COMMITTEE. 

M.  J.  MARTIN,  221  1st  Natl.  Bk.  Bldg.,  Hous- 
ton, Texas. 

S.  C.  Dinan,  717  W.  Southern  Ave.,  Williams- 
port,  Pa. 

P.  M.  EMMERT,  Box  394,  Hutchinson,  Kans. 


JURISPRUDENCE  COMMITTEE. 

HARRY    L,   ESKEW,   518    Independence  Life 

Bldg.,  Nashville,  Tenn. 
GEO.  E.  DE  LAND,  138  Mayweed  St.,  Worces- 
ter, Mass. 

J.  L.  REED,  4330  Decomsey,  Covington,  Ky. 


AUDITING  COMMITTEE. 

RALPH  H.  DAVIS,  48  Chestnut  St.,  Bingham- 
ton,  N.  Y. 

H.  H.  DORAN,  319  N.  Washington  St.,  Ottumwa, 
Iowa. 

SAM  T.  REID,  E.  Main  St.,  Spartanburg,  8.  C. 


OHIO — Grand  Counselor,  F.  E.  Sidnell,  118 
W  Mail  St.,  Norwalk,  Grand  Secretary,  R.  F. 
Somerville,  P.  O.  Box  347,  Dayton,  Thirty-third 
Annual  Session  at  Columbus,  June  9-10,  1922. 

MISSOURI— Grand  Counselor,  W.  B.  Sterk, 
Lafayette  St.,  Neosha;  Grand  Secretary,  R.  J. 
Claflin,  Box  504,  Carthage.  Thirty-first  Annual 
Session  at  Sedalia,  June  2-3,  1922. 

KANSAS— Grand  Counselor,  C.  W.  Payne, 
527  E  let  St.,  Hutchinson,  Kans. ;  Grand  Secretary 
E.  P.  Bernardin,  Box  528,  Parsons,  Kans.  Thir- 
tieth Annual  Session  at  Hutchinson,  June  2-3,  1922. 

MICHIGAN— Grand  Counselor,  H.  D.  BuUen, 
704  E.  Kalamazoo,  Lansing,  Mich.;  Grand  Secre- 
tary, Maurice  Heuman,  106  E.  Wilkins,  Jackson? 
Thirtieth  Annual  Session  at  Flint,  Mich.,  June, 
1923. 

TEXAS— Grand  Counselor,  J.  P.  Landry,  1760 
Franklin,  Beaumont;  Grand  Secretary,  W.  P. 
Gilbert,  P.  O.  Drawer  43,  Waco.  Twenty-ninth 
Annual  Session  at  Beaumont,  May  11-12,  1923. 

MINNESOTA-NORTH  DAKOTA— Grand 
Counselor,  C.  W.  Final,  Crookston,  Minn.;  Grand 
Secretary,  J.  M.  Dresser,  423  Metropolitan  Bank 
Bldg.,  corner  5th  and  Cedar  Sts.,  St.  Paul,  Minn. 
Twenty-ninth  Annual  Session  at  Valley  City,  N. 
Dak.,  June,  8-9,  1922. 

NEW  ENGLAND — Grand  Counselor,  E.  B. 
Stacev,  59  Hare  wood  PI.,  Lynn,  Mass.;  Grand 
Secretary,  Charles  A.  Haines,  235  Grove  St., 
Melrose,  Mass.  Twenty-seventh  Annual  Session 
at  Springfield,  Mass.,  June,  1922. 

KENTUCKY'-VIRGINIA-WEST  VIRGINIA- 
MARYLAND-DISTRICT  OF  COLUMBIA— 
Grand  Counselor,  H.  T.  Martin,  American  Bro. 
Co.,  Roakoke,  Va.;  Grand  Secretary,  Geo.  F. 
Brown,  330  Woodland  Ave.,  Lexington,  Ky. 
Twenty-eixti  Annual  Session  at  Charleston,  W. 
Va.,  June,  1922. 

ILLINOIS— Grand  Counselor,  Bert  MoTaggart, 
904  North  St.,  Mt.  V.,  111.;  Grand  Secretary,  J. 
Hugh  Foster,  326  W.  Madison  St.,  Chicago. 
Twentv-seventh  Annual  Session  at  Alton,  111., 
May  17-18-19,  1923. 

NEBRASKA — Grand  Counselor,  Glenn  Matte- 
eon,  Sidney,  Nebr.;  Grand  Secretary,  Harry  C. 
Price,  617  N.  9th,  Beatrice.  Twenty-fifth  Annnat 
at  Holdr^  May  lS-10.  lOSs 


GRAND  COUNCILS 


MONTANA-UTAH-IDAHO— G  r  a  n  d  .Coun- 
selor, W.  R.  Williams  532  Redonda  Ave.,  Salt  Lake 
City,  Utah;  Grand  Secretary,  J.  G.  H.  Gravely, 
801  N.  18th  Boise,  Idaho.  Twenty-fourth  An- 
nual Session  at  Ogden,  Utah,  June  8-9-10,  1922. 

WISCONSIN— Grand  Counselor,  C.  H.  Collins, 
910  So.  8th  St.,  LaCrosse,  Wis.;  Grand  Secretary, 
L.  G.  Evcrson,  1237  1st  St.,  Milwaukee.  Twenty- 
fifth  Annual  Session  at  Madison,  Wis.,  May  31- 
June  1-2,  1923. 

OREGON-WASHINGTON-BRITISH  COLUM- 
BIA—Grand  Counselor,  E.  M.  McConnan, 
Box  1560,  Victoria,  B.  C,  Grand  Secretary,  R- W. 
Hodgkinson,  15th  and  Glison  St.,  Portland,  Ore 
Twenty-fourth  Annual  Session  at  Vancouver, 
B.  C,  June  2-3,  1922. 

IOWA — Grand  Counselor,  Oscar  H.  Berges, 
1203  N.  8th  St.,  Burlington;  Grand  Secretary, 
A.  M.  Brackett,  1260  43d  St.,  Des  Moines.  Twen- 
ty-third Annual  Session  at  Oskaloosa,  June  8,  9, 
&  10,  1922. 

CALIFORNIA— Grr.n.i  Counselor,  J.  H-  Brill, 
4038  Brighton  Ave.,  Oakl-.i.d,  Calif.;  Grand  Secre- 
tary, B.  W.  LaveUe,  2620  '  s  t.,  Sacramento. 
Twenty-fifth  Annual  Session  at  San  Bernardino, 
May,  1923. 

NEW  Y'ORK— Grand  Counselor,  C.  H.  Abbott, 
120  S.  Fulton,  Auburn;  Grand  Secretary,  W^alter 
M.  Winn,  64  Utica  St.,  Clinton,  N.  Y  Twenty- 
second  Annual  Session  at  Binghamton,  June  »-y-iU, 


MISSISSIPPI-LOUISIANA— Grand  Counselor, 
Ed.  Kahn,  986  Louisiana  Ave.,  Shreveport,  La.; 
Grand  Secretary,  Mose  Frank,  P.  O.  Box  343, 
Shreveport,  La.  Twenty-second  Annual  Session 
at  Alexandria,  La.,  May,  1922. 

COLORADO— Grand  Counselor,  Fred  L.  Hum- 
phrey,  618  Emerson,  Denver;  Grand  Secretary, 
Ira  J.  Schnars,  1437  Cleveland  Place,  Denver, 
Colo.  Twenty-first  Annual  Session  at  Pueblo, 
June  9-10,  1922. 

TENNESSEE— Grand  Counselor,  J.  A.  Good- 
pasture, 818  Fairmond,  Bristol,  Va.;  Grand  bec- 
retary,  J.  D.  Hardin,  P.  O.  Box  595,  Cleveland. 
Twenty-first  Annual  Session  at  Nashville,  May 
25-26,  1922. 

INDIANA— Grand  Counselor.  F.  E.  Burhaus. 
Rlkhart.  IimI  '  OwnH  (Wrtitarv    kihmrt  A  Dwlrt. 


1603  Chestnut  St.,  Terre  Haute.  Twenty-second 
Annual  Session  at  Elkhart,  Ind.,  May  18-19,  1923. 

PENNSYLVANIA— Grand  Counselor,  Leroy 
D.  Osborne,  953  W.  8th  St.,  Erie;  Grand  Secre- 
tary, Chas.  W.  Frey,  110  S.  Jared  St.,  Du  Bois, 
Pa.    Nineteenth  Annual  Session  at  Erie,  1922. 

GEORGIA-FLORIDA— Grand  Counselor,  J.  B. 
Thornton,  c-o  Talmadge  Bro.,  Athens,  Ga.;  Grand 
Secretary,  F.  W.  Theiling,  1935  Walton  Way, 
AuguEta,  Ga.  Eighteenth  Annual  Session  at 
Jacksonville,  Fla.,  May,  1923. 

ALABAMA— Grand  Counselor,  R.  O.  Mitchell, 
408  E.  Clinton,  Huntsville,  Ala.;  Grand  Secretary, 
M.  J.  Robertson,  Box  911,  Birmingham.  Eight- 
teenth  Annual  Session  at  Montgomery. 

THE  CAROLINAS — Grand  Counselor,  E.  C. 
Caldwell,  HufBne  Hotel,  Greensboro,  N.  C;  Grand 
Secretary,  A.  H.  Snider,  Box  68,  Salisbury,  N.  Car. 
Sixteenth  Annual  Session  at  Spartanburg,  S.  Car., 
June,  1922. 

NEW  JERSEY-DELAWARE— Grand  Coun- 
selor S  N.  Sears,  222  Knox  Ave.,  Grantwood, 
N.  J.;  Grand  Secretary,  Chas.  H.  Egeln,  1281 
Springfield  Ave.,  Irvington,  N.  J.  Fifteenth 
Annual  Session  at  Asbury  Park,  N.  J.,  June  9-10, 


ARKANSAS— Grand  Counselor,  D.  E.  Shapard 
614  Greenwood,  Ft.  Smith.;  Grand  Secretary, 
Robert  E.  Gray,  2304  No.  1  St.,  Ft.  Smith.  Thir- 
teenth Annual  Session  at  Little  Rock,  May,  1923. 

M  ANITOBA-SASKATCHEWAN-A  LB  E  RTA 
— Grand  Counselor,  R.  H.  A.  H.  Knight,  Box 
380,  Regina,  Sask  ;  Grand  Secretary,  W.  H.  Mc- 
Kibbin,  2143  Angus  St.,  Regina,  Saek.  Eleventh 
Annual  Session  at  Yorkton,  Saak.,  June  2-3,  1922. 

SOUTH  DAKOTA — Grand  Counselor,  R.  L. 
Wilson,  307  So.  State  St.,  Aberdeen,  S.  D.;  Grand 
Secretary,  N.J.  Lund,  Rapid  City.  Twelfth  An- 
nual Session  at  Sioux  Falls,  S.  D. 

OKLAHOMA— Grand  Counselor— B.  C.  Under- 
bill, Medford,  Okla.  Grand  Secretary,  Kiah 
Hodges,  410  So.  5th  St.,  Clinton.  Seventh 
Annual  Session  at  Medicine  Park.  4th  Thure.- 
Fri  -Sat.  Mav.  1923 
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RECOMMENDED  HOTELS 

and  HOTEL  NEWS 


NOTICE  TO 

TRAVELERS 

Ttie  hotela  lo  thig  Hit  air  recummrcided 
II  clvlng  service  worth  the  monew.  No 
othen  will  be  accepted. 

This  Hotel  DtrectDry  li  recommended 
to  the  general  travelltig  public,  ae  hotel* 
that  are  endorsed  by  Commercial  Tra»- 


Tbls  Magaslne  goes  every  month  to 
125,000  Commercial  Travelen  In  every 
part  of  the  United  States  and  Canada 
who  are  using  hotels  every  day. 


ARKANSAS 


HOTEL  MARION 

Marion  Hotel  Company,  Proprieton 
O.  W.  Everett,  Manager 
LITTLE  ROGK     —  ARKANSAS 

ONTARIO.  CANADA 


The  CarU-Rite  Hotel,  Toronto 

The  name  of  thl«  hotel  was  coined  from  the  namei 
•r  Measra.  Carrell  *  Wright,  Proprietors  ef  the 
Walker  House.  Mr.  Carroll,  the  President  of  the 
CarU-Rlte  Ce..  la  one  of  the  oldest  members  of  the 
V.  C.  T.  In  Canada,  and  U  directly  In  conttel  af 
the  Carls-Rlte,  a  modern  hotel  with  excellent  ap- 
paintment.  One  of  the  flneat  eaulpped  hatela  In 
Toront*.  Rates:  American  plan  $5  per  day  up: 
European,  tS.SO  per  day  up. 

HERBERT  (DOC.)  McCARTT.  Uanaeer. 


THE  WALKER  HOUSE 


CAUFORNIA 


Uverside'i  newest,  most  modcra  aad  laadios 
Commercial  hotel. 

THE  REYNOLDS. 

Bakerafleld'a    most   ap-te-dat«   and  Uading 
Commercial  hotel. 

THE  TEGELER. 

Owned  and  operated  by  Charles  B.  Haaillton 


NEW  HOTEL  CARDS 

Bancroft,    Springfield,  Ohio. 
Shawnee,   Springfield,  Ohio. 
The  Texas,  Fort  Worth,  Texas. 
St.    Anthony,    San  Antonio, 
Texas. 

The  Menger,  San  Antonio, 
Texas. 

Neshannock,  New  Wilming- 
ton, Pa. 

Kirby,  Muncie,  Ind. 

Pioneer,  Logan,  W.  Va. 

Edison,  Schenectady ,  N.  Y. 

Waranoke,  South  Manchester, 
Conn. 

Entertainment     Club  Cafe- 
teria, Charleston,  S.  C. 
The  Buffet,  Charleston,  S.  C. 


TOURING  SEASON  IS  ON. 


Hotels  Recommended  by  Commer- 
cial   Travelers    Are  Attracting 
Auto  Parties. 

The  auto  touring  season  is  at  its 
height.  Those  in  the  east  are  driving 
west,  those  in  the  middle  states  are 
touring  both  east  and  west,  while  auto 
parties  from  the  west  are  speeding  along 
the  highways  of  the  east  and  the 
south.  Especially  the  mountain  states 
in  the  south  are  attracting  southern 
touring  parties. 

This  is  the  season  when  hotels  are 
doing  their  big  summer  business.  Auto 
parties  spend  week-ends  at  leading 
hotels,  and  all  are  hotel  guests.  Few 
such  parties  start  out  without  making 
inquiries  for  hotels  along  their  pro- 
posed routes.  Their  hotels  are  selected 
with  special  care,  because  the  hotels 
will  be  their  homes  for  the  weeks  they 
will  be  out. 

A  large  majority  of  the  touring  par- 
ties is  composed  of  prosperous  mer- 
chants and  their  families.  Every  one 
of  those  merchants  will  route  his  party 
to  hotels  recommended  to  him  by  the 
salesmen  who  sell  him  his  goods.  The 
commercial  traveler  KNOWS  THE 
GOOD  HOTELS.  Should  the  cus- 
tomer's route  take  him  far  from  the 
salesman's  territory,  that  salesman  will 
look  in  his  Sample  Case  to  select  hotels 


Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave  in 
oommeroial  traveler  eu*"*  ronmg  Rnfm  nn  giiao- 
titv  •uharriptinna 


NOTICE  TO 

HOTEL  MANAGERS 

Memhera  of  the  U.  C.  T.  4re  author- 
lz«>d  lo  sollrll  advertlaenaenta  (or 
The  Snmple  <jii»e  Hotel  Dtrnctory, 
and  we  ahull  appreclnto  four  coopera- 
tion with  lh«m. 

WARNINC;— la  case  rash  payment 
la  m  \de  at  the  time  of  jlTlnft  the  order, 
make  all  checks  payable  to  THE 
SAMPLE  CASK,  (^ilumbua,  Ohio. 
OO  NOT  PAV  MONEY  OR  (,IVB 
CHECKS  TO  ANY  PERSON  NOT 
PERSONALLY  K.NOWN  TO  YOU. 


CO>iNECTICUT 


MOTEL  BONO 
THE  BONDMORE 
eOND  ANNEX  MOTEtl 
The  tkref  .rncdcm  hotal* 
of  Hartford, Conn.,  under 
Otvncr  -maoageman-t  t>t  \ 
HARRY  S.BONO 


HARTFORD,  CONNECTICUT 
Highland  Court  Hotel 

An  Hottl  for  Bomt  Loteri. 

The  Motor  Bus  with  the  Scotch  Tar- 
tan is  at  the  Station  to  meet  you. 

ENCLUSIVE  PLAN, 
The  Mohican  Hotel 

New  London,  Conn. 
F.  B.  Walker,  Manager 

All  rooms  with  bath 

South  Manchester,  Conn. 
WARANOKE  HOTEL 

Try  our  restaurant  special  lunch 
Rates  $1.50  and  up.  Samuel  Davidson,  Prop 


DISTRICT  OF  COLUMBIA 


Facing  the  U.  S. 
Capitol  Grounds 


Every  Modern 
Improvement. 


HOTEL  DRISCOLL 

WaaUaffton.  D.  C 
A  Hlsh  Claia  Hotel  Near  the  Union 
F.  P.  ORBELLO.  Manager. 

IVom  |1.«0.  Froim  ti^O 


THE    SAMPLE  CASE 


FLORIDA. 


"/(  i»  Alwayt  Junt  in  Uiami  ' 

HOTEL  TA-MIAMl 

HoB«  of  the  U.  C.  T. 
"Th«   Mo»t    Perfectly    Ventilated  Hot«l 
in  th«  South" 

Miami,  Florida 

S.  D.  McCREARY,  M«Lna»«r 


(or  hiB  GUBtoBier,  beoaueis  any  bote 
which  IB  adTertiaing  in  The  Sample 
CaRS  has  been  recommended  by  some 
commercial  traveler,  else  the  adver- 
tisement would  not  he  there. 

Up-to-d»t«  h«t«li  »r«  labieriblng  far  Tha 
Sample  Ca»e  ao  they  can  have  a  eopy  to 
leave  In  commercial  traveler  Kueat  room*. 
Rates  on  quantity  aobaerlptlona. 


MINNESOTA 


HOTEL  PALMS 
West  Palm  Beach,  Florida 

Summer  Months — European  Plan 
Winter  Months — American  Plan 

The  Hotel  where  you  are  cordially  we  corned 
during  the  busy  winter  months  as  well  as  In 
summer,  where  the  rate  is  always  uniformly 
fair.  Just  the  place  for  week  end  rest  plus 
ane  surf  bathing. 

D.  G.  BINION,  Manager  

"OASIS  OF  WEST  FLORIDA" 
SAN  CARLOS  HOTEL 
Pensacola 
Headquarters  for 
Our  Friends,  the  Traveling  Men 


GEORGIA 


Hotel  Callahan 

Bainbridge,  Ga. 

American  Plan 

Special  attention  to  the  Commercial 
Traveler 


INDIANA 


BANCROFT,  SPRINGFIELD,  OHIO. 

The  Bancroft  Hotel,  Sprinefield, 
Ohio,  is  operated  on  a  basis  of  (food-will. 
Every  U.  C.  T.  member  is  received  with 
cordiality  by  Mr.  Chase,  the  manager. 

All  rooms  have  the  comfort  of  a  pri- 
vate bath.  An  excellent  cafe  serves 
tasty,  wholesome  food  at  reasonable 
prices. 

In  fact,  the  environment  of  The 
Bancroft,  combined  with  kindly  service, 
makes  it  a  hotel  worth  stopping  at. 
Note  the  ad  for  this  hotel  under  the 
Ohio  heading. 

SHAWNEE,  SPRINGFIELD,  OHIO. 

Charley  Gavyey,  of  The  Shawnee, 
Springfield,  Ohio,  is  one  of  those  popu- 
lar men  who  wins  friends  not  alone  by 
his  radiating  personality,  but  by  the 
management  he  gives  his  hotel.  The 
Shawnee  has  all  outside  rooms,  with 
circulating  ice  water,  and  every  modern 
convenience.  For  commercial  men  it 
has  large,  light,  sample  rooms.  For 
tourists  it  is  a  home  of  rest  and  good 
accommodations.  The  Shawnee  carries 
a  card  under  the  Ohio  heading. 


OON'T    OVERLOOK    PORTLAND.  ME. 

The  Home  •f  The 

NEW  CHASE  HOUSE 

Mtlne's  only  Modem  Fireproof  HoteL  Best  Boem; 
With  Pr!»»U  Bith  and  ToUet  IJ.50— Next  IJ.IO 
— Neil  $1.5».  H»t  ud  e«ld  wstei  snd  I'lerio le 
Id  Ail  BMms. 

DslliM  Ysu. 

B.  r.  HlaaelsU 
PcTtlud  CsaacU  Itt 


NEW  KIRBY  HOTEL 

Muncie,  Indiana 

Dell  Locke,  Prop. 

Rates  $1.2B  and  up.  All  rooms  runnins:  water. 
Excellent  cate,  moderate  prices. 

A  U.  C.  T.  Home 


IOWA  

SCENIC  HOTEL 
McGregor,  Iowa 

Hot  and  cold  water      Steam  heated  rooms 
Modem  throughout 
On  all  north  Iowa  State  Hisrhways 
Bronson  &  Mayer,  Props. 

KANSAS  

Hotel  Lassen 

WICHITA,  KANSAS 
250  Rooms.  Fire  Proof 

Rates  $2.00  per  day  upward. 


LOUISIANA  

A  GOOD   PLACE  TO  STOP- 
HOTEL  MONROE,   MONROE,  LA. 

Free  Fan  Serrlce.    Bates  B.  P.  t»  -J*^ 

tected    froni    fire    by    Automstlt    Sprinklers.  KBtlxe 
property  being  remodeled  »nd  added  to,  making  It  aiod- 
eni  In  efery  respect.    J.  E.  DouiMis.  Managsr. 
In  the  heart  st  the  World's  largest  gas  lold. 

MAINE  ~ 


GOOD  HOTELS  IN  TEXAS. 

Texas,  the  land  of  wonders,  has  some 
as  good  hotels  as  any  state  in  the 
union.  For  instance,  at  San  Antonio 
are  the  St.  Anthony  and  The  Menger, 
with  $2.00  rates  for  rooms  with  bath. 
Can  you  beat  it?  At  Fort  Worth,  The 
Texas  is  one  of  the  leading  hotels  of  the 
United  States — 500  rooms  with  bath, 
$2.00.  All  are  modem  in  equipment 
and  are  recommended  not  alone  to 
commercial  travelers,  but  to  auto 
parties  and  tourists  generally.  See 
their  card  under  the  Texas  heading. 


Best  in  Their  City 


NESHANNOCK,  PENNSYLVANIA. 

The  Hotel  Neshannock  is  one  of  the 
finest  little  hostelries  in  Western  Penn- 
sylvania. Situated  on  the  Pittsburgh- 
Erie  highway,  in  the  heart  of  Lawrence 
County,  where  there  is  plenty  of  good 
fresh  air  and  water  and  the  best  of 
real  country  supplies  for  the  table. 
All  U.  C.  T.  boys  will  find  a  real  welcome 
at  The  Neshannock  and  fair  prices  and 
good  service.  The  rooms  are  neat  and 
clean;  all  beds  are  the  very  best  possi- 
ble. The  hotel  is  newly  decorated  and 
has  running  water  in  aU  rooms.  Mr. 
Cox  is  a  very  effcient  manager  and 
treats  the  boys  fine.  It  is  the  ideal  place 
for  a  week-end  or  a  week's  vacation. 
— [C.  T.  H. 

NEW  KIRBY,  MUNCIE,  IND. 

Muncie,  Ind.,  has  reasons  to  feel 
proud  of  the  New  Kirby  Hotel.  Dell 
Locke,  proprietor,  is  making  it  a  real 
home  for  men  who  sell  on  the  road.  The 
New  Kirby  is  likewise  putting  Muncie 
on  the  tourists'  map.  All  rooms  have 
running  water,  and  it  maintains  an 
excellent  cafe.  Prices  are  very  moderate 
— rooms  $1.25'.|up.  See  card  of  the 
New  Kirby  under  Indiana  hotels  in 
The  Sample  C^oo 


Saulpaugh  Hotel  Mankato,  Minn. 

Hotel  Winona  Winona,  Minn. 

Hotel  Fairmont  Fairmont,  Minn. 

Cook  Cafeteria  Rochester,  Minn. 


ROBERTS-KARP  HOTEL  CO.,  Props. 
Art  Roberts  and  Ted  Karp 

We  strive  to  please 


Hotel  Owatonna 

Owatonna,  Minnesota 

Fred  C.  Johnson,  Prop. 

American  PUn.  Rate  $3.26  and  up 


Hotel  Heinrich 

MANKATO,  MINN. 

Rates  $1.00  np,  with  mnninK  water 
60  CENT  MEALS 


MISSOURI 


Plfflters 

HOTEL, 

SAIMT  tvOtJIS 

104  Yean  of  Hopitality 

Headquarters  of 
St.  LouU  Council,  U.CT. 

Welcomes  all  Traveling 
„  Salesmen 

Ha$  Been  Thoroughly  Modernized 

Rooms  without  Bath,  $2.00  up 
Rooms  with  Bath,  $2.50  up 

MEVEREIX  L.  GOOD.  Gen.  M^r. 
Dick  Walton — D.  Woodworth,  Assts. 


NEW  HAMPSHIRE 


Hotel  Endicott 

The  Home  of  Commercial 
Travelers 
Concord,  N.  H. 


NEW  YORK 


When  in  Schenectady  stop  at 

THE  EDISON  HOTEL 

The  Home  of  the  Commercial  Traveler 
Rooms   with   and   without    bath,    $1.60  up 
Laree  and  well  liehted  sample  rooms. 


Up-to-date  hotels  are  subscribine  for  Thi 
Sample  Case,  so  they  can  have  a  copy  t< 
leave  In  commercial  traveler  gxitst  rooms 
Rates  on   quantity  subscriptions. 


THE    SAMPLE  CASE 


NORTH  CAROLINA 


Hotel  Robert  E.  Lee 

Winston-Salem,  North  Carolina 
Courtesy  Flr«t 

Finest  Transient  Hotel  In  the  Carolinu 
Built  «t  coat  of  $1,260,000. 

200  Rooms — 200  Baths. 

Every  Room  with  ClreaUtlng  Filtered 
Ice  Water. 

Rates:  »2.B0,  $8.00,  $8.60  single; 
$4.00,  $4.60  and  $6.00  Double.  Sample 
Rooms,  $8.00  day  rate,  $4.00  full  rate. 
Commercial  men  remaining:  both  Satur- 
day and  Sunday  nights  are  rebated  60 
cents  per  night. 

Operated  by  Olmstead  Hotel  SysUm, 
H.  T.  MIMS.  Manager 


OHIO 


HOTEL  DESHLER 

Best  Location 
toA  SerriM 

60 

Sample  Room*  i  "  S  j  ,j 3 )  J  }f!U-: 

^m^mm^  I'lTrTrrrTl  v 
400  Rooms     "  ^ 


Rates  $2.50     5^^^    "  — 

sod  UD. 


Hotel  Argonne 

Lima,  Ohio 

160 all  outside  rooms,  and  160  baths; 
circulating  io«  water  throughout  the 
bouse. 

Excellent  Cuisine;  Cafeteria  in  oon- 
neotion,  with  high  class  service  at 
modem  prices. 


Rates  $2.00  up 

DOiBS  Ssnitary  Barber  Sho|t 
Wm.  Haafnar,  Manacer 


BANCROFT  HOTEL 

Springfield,  Ohio 
Noted  for  its  kindly  service. 
All  rooma  with  bath— $2— $2.50— $3.50 


HOTEL  SHAWNEE 

Springfield,  Ohio. 

Fred  Van  Orman,  Pres.  and  Gen.  Mgr. 
Charles  T.  Gavyey,  Residential  Manager 

All  outside  rooms  with  circulating  ice  water  and 
every  modem  oonvenience. 

L&rse,  light  sample  rooms. 

Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave  in 
commercial  traveler  guest  rooms.   Rates  on  quan- 


Op-tu-date  hotels  are  subeorlblng  (or  The 
Sample  Case,  so  they  can  have  a  copy  to  leave  in 
commercial  traveler  guest  rooms.  Ratee  on  quan- 
tity Bubsoriptions. 

PIONEER,   LOGAN,  W.  VA. 

Every  room  an  outside  room  and 
every  room  with  a  bath,  advertises 
The  Pioneer,  Lo^an,  W.  Va.,  in  its  card 
in  this  maRazine  under  West  Virginia 
hotels.  Rut  that  doesn't  tell  how  popu- 
lar The  Pioneer  is  with  the  "KniKhte  of 
the  Grip."  Neither  does  it  tell  the 
delightful  accommodation  for  tourists, 
or  of  the  scenic  highways  for  autoists 
in  reachinR  Logan.  Commercial  travel- 
ers are  enthusiastic  for  The  Pioneer. 

EDISON,  SCHENECTADY,  N.  Y. 

Room  with  a  bath,  11.50 — sounds 
like  old  times  to  the  commercial 
travelers.  The  Edison,  Schenectady, 
N.  v.,  is  making  that  rate  in  its  ad  in 
The  Sample  Case,  under  the  New  York 
heading.  Large  and  well  lighted  sample 
rooms  make  The  Edison  attractive  to 
men  who  sell.  It  is  recommended  by 
the  boys  who  make  Schenectady. 
Tourists  will  likewise  be  delighted  with 
the  accommodations  there. 


OHIO— ContinaMi 


WARANOKE,  CONNECTICUT. 

Samuel  Davidson  has  taken  charge 
of  the  Waranoke.  South  Manchester, 
Conn.  With  his  long-time  training  he 
is  making  it  one  of  the  leading  hotels 
in  that  state.  He  has  installed  a 
restaurant  special  lunch  that  is  pleasing 
traveling  salesmen.  Room  rates  are 
$1.50.  This  hotel  is  recommended  by 
salesmen. 


GOOD  PLACES  TO  EAT. 

Charleston,  S.  C,  now  has  two 
places  which  specially  attract  commer- 
cial travelers,  because  of  the  excellent 
cuisine.  Old-time  Southern  cooking 
hits  a  soft  place  in  the  heart  of  every 
man  who  ever  enjoyed  it.  It  can  be 
found  at  the  cafeteria  of  the  Charles- 
ton Entertainment  Club,  as  well  as  at 
The  Buffet  Cafe.  This  is  a  real,  live 
tip,  boys.  Follow  it  up.  If  vou  forget 
the  names,  turn  to  the  card  of  the  two 
eating  places  under  the  South  Carolina 
heading  and  refresh  yoxir  memory  just 
before  you  get  to  Charleston,  because 
you'll  miss  it  if  you  miss  eating  at  one 
or  both  of  those  popular  places.  Miss 
Kate  M.  Price,  the  manager,  developed 
the  cafeteria  from  the  War  Camp 
Community  Service,  and  she  has  some- 
thing well  worth  your  attention.  Don't 
overlook  this  tip. 


SIOUX  CITY'S  NEW  "GAME." 

Sioux  City,  Iowa,  has  a  new  "game" 
in  which  only  commercial  travelers 
play.  It  starts  with  the  question,  "Who 
shall  I  get  to  haul  my  baggage  to  the 
Martin?"  The  players  must  have 
trunks,  then  they  provide  themselves 
with  checks.  Leaving  the  train  they 
pass  the  trunk  checks  out  to  an  employe 
of  the  Sioux  City  Bus  &  Transfer  Com- 
pany, and  walk  away.  Every  man 
wins  a  prize,  because  of  the  unexcelled 
service  in  speedy  delivery  of  the  bag- 
gage to  the  hotel.  Every  commercial 
traveler,  who  makes  Sioux  City,  will 
find  this  convenience  awaiting  him. 
Don't  forget  it  is  the  Sioux  City  Bus 
&  Transfer  Co.  to  whom  you  look  for 
service.  If  the  name  slips  your  mind, 
look  in  The  Sample  Case  advertising 
columns  and  refresh  your  memory. 
Tell  your  friends  about  this. 


Cincinnati's 

Rates  from 
$2.50  PER  DAY 


HOTEL  MARTING 

r  I  REPROOF 

IRONTON,  OHia 

Dpened   to  the  Public   September    10,  1919. 
128  Room«.  98  with  Private  Bath. 
Rates,   tl.60  and  up 
C.  H.  McCLUNG,  Manager. 


Hotel  Jefferson 

L.  E.  DAMRON,  Prop. 
A  Strictly  Commercial  Hotel 

Spring  and  High  St*. 
COLUMBUS,  OHIO 


WALDO  HOTEL 

COLUMBUS,  OHIO 

Hot  an.l  Coia  Running  Water 
One  block  from  Union  Station 
Geo.  T.  Weber,  Mgr. 


HOTEL  WINTON 

Columbus,  Ohio 

Arauod  the  corner  from  lnt«rurhAD  BtAtiuo 

Sate*  SI. JO  to  tS.OO 
CLEANUNESS  COURTESY  COMTOBT 
rineat  and  best  equipped  small  bstel  In  Cslumbus 
H.  T.  Jeffries.  .Manoo^ 
Tswn    StrMt    Bstwesn    Third    aad    Fsurtti  BtrMta 

The  Hotel  Gorrell 

335-337  North  Main  St. 
Findlay,  Ohio. 

W.  E.  Gorrell,  Proprietor. 
European  Restaurant  in  Connection. 
Rates — $1.00  with  running  water,  $1.25  and 

$2.00  with  bath. 
All  T.  B.  G.  &  S.  Dayton  Limited  care  pass 
door.     T.  F.  &  F.  and  Lake  Shore  Electric 
cars  within  half  square  from  hotel.  Near 
B.  &  O.  Depot. 

HOTEL  STAR 

European. 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water. 
Rates,  $1.00  up. 

Three  blocks  from  Union  Station. 
Thomas  H.  Campbell,  Mgr. 


Fireproof  Modern 

HOTEL       1  $1.50 
COLUMBUS    }  to 

At  Columbus      J  $3.00 

E.  D.  (Eddy)  Sullivan  R.  R.  Wamer 


THE    SAMPLE  CASE 
OHIO— Continued 


THE  CHITTENDEN 


Le>£n|  CMnmercUl  Hotel  in  Calmbin, 


0M« 

Wodarmt*  Trif—OoB—  Bhop  <■  •OB»««tl«. 
N.  A.  COURT,  Managar 


Hotel  Marlon 


Marlon.  Ohio 


luropean  Plan. 

Dining  room  nnder  new 
e«rt«  lervlce.  W.  G.  Mlnihill,  Prop. 


Niles;  Ohio   New  Allison  Hotel 
Rates  $1.50  and  up. 

Tea  Room  Alwayi  Open. 
MALVIN   KLINE,  Mgr. 


OKLAHOMA 


Oklahoma  Cty,  Okla.      Huckbs  Hotel 

Rates  $2.00  per  day  and  up 


PENNSYLVANIA 


THE  LYCOMING 

WILLIAMSPORT,  PA. 

Management    -:-    John  F.  Letton 


A  modern  Fireproof 
Hotel  operated 
European  Plaa 

A  Hotel  with  Com- 
fort and  Refinement 
combined  with 
Moderate  Charees 

Our  References  are 
Those  who  have 
been  our  Guests. 


THE  CAPITAL  HOTEL 

Main  and  Walnut  StrMU 

JOHNSTOWN,  PA. 
S3.S0  to  ti.OO  American  Plas 
llAkaooT  Hotel  your  HOME  while  in  Johnit<i«o 


IN  NATION 
IN  DECORATIOfJ 
IN  RECREATION 
IN  EXPECTATTHv 

So,  what  more  can  you  ask  for 


White 


HOTEL  WEBER 

Sam  R.  W»b«r,  Prop. 

Lancaater,  Pa. 

IDOrcomBfor  U.  C.  T.  Travelers 


HOTEL  ROYAL 

A.  J.  GEORGE,  Mgr. 
G>nnell8vilie,  Pa. 


Up-to-date  hotels  are  eubsoribing  for  The 
Sample  Case,  bo  they  can  have  a  copy  to  leave  in 
■vjmmeroial  traveler  lu""*  mom.  RdtM  nn  o.i«r- 
titT  •iih»mnr»ion» 


BLISS,  BLUFFTON,  IND. 

Councilor  H.  E.  Jennings  writes  that 
H.  C.  Weber  and  son  have  taken  over 
the  management  of  the  Bliss  Hotel, 
Bluffton,  Ind.,  and  are  making  one  of 
the  beet  of  hotels  of  it.  Run  on  the 
American  plan,  at  a  $3.00  rate,  dandy 
good  menu,  he  recommends  it  to  the 
Boys  who  visit  BluSton. 

JEFFERSON,  NEW  YORK  STATE. 

The  boys  making  Watkins,  N.  Y., 
either  on  business  or  pleasure,  writes 
Councilor  William  S.  Holt,  will  be  glad 
to  know  that  the  .Jefferson  Hotel, 
located  in  the  beautiful  Finger  Lake 
section,  as  well  as  in  the  widely  known 
Watkins  Glenn,  has  been  taken  over 
by  C.  H.  and  H.  C.  Duriand.  The 
Jefferson  is  now  up-to-the-minute  in 
service,  serving  delicious  food  fresh 
from  their  farm.  This  is  a  pointer  for 
tourists  heading  for  some  of  the  scenic 
places  in  New  York  State.  Don't 
pass  up  a  tip  like  this. 

LORAIN'S  NEW  HOTEL. 

Loraine,  Ind.,  purposes  having  hotel 
accommodation  of  the  best  in  the  land. 
There  is  a  project  under  way  to  build  a 
new  Elks  Club  and  hotel  combined. 
It  will  be  4-8tories,  with  every  modern 
equipment.  All  guest  rooms  will  be 
outside  rooms,  with  baths,  shower  and 
tub,  and  the  plans  may  include  a  pool 
in  the  basement.  Construction  work 
has  started.  Traveling  men  making 
Loraine  will  find  it  of  interest  to  step 
around  and  inspect  that  new  building 
as  it  goes  up. 

HERALD  REDUCES  RATES. 

C.  B.  Bertrand  &  Son,  manager  of  the 
Herald  House,  Clayton,  N.  Y.,  at  the 
instigation  of  Councilor  Lanphere, 
Central  City,  N.  Y.,  has  reduced  rates 
to  $3.50  a  day  for  commercial  travelers 
only.  This  is  a  special  concession  to 
the  men  who  make  that  city,  and  the 
Herald  House  should  be  given  every 
consideration  for  meeting  the  requests 
of  U.  C.  T.  travelers.  Brother  Lanphere 
also  states  that  he  obtained  a  50-cent 
storage  rate  in  Clayton  from  John 
Gonseth.  This  is  another  good  pointer 
for  the  boys  making  that  city. 

MICHIAS,  MICHIAS,  N.  Y. 

Councilor  L.  A.  Lutz  writes  to  recom- 
mend The  Michias,  Michias,  N.  Y. 
Randal  &  Foote,  the  managers,  are 
making  the  hotel  especially  attractive  to 
commercial  travelers.  Its  location  is 
good  and  its  accommodations  are 
attractive.  When  visiting  Michias, 
do  not  miss  registering  at  The  Michias 
urges  Brother  Lanphere. 

SERGEANT,  MIDDLEBURY,  VT. 

The  Sergeant,  Middlebury,  Vt.,  is 
giving  the  U.  C.  T.  boys  an  absolutely 
square  deal,  writes  councilor  Guy  H., 
Cummings  of  Boston.  It  is  the  best 
$2.50  hotel  that  he  has  found  in  his 
territory,  he  asserts.  Rooms  are  large 
and  clean,  and  the  dining  room  is  very 
good.  Free  storage  for  autos  is  offered 
by  Manager  O'Connell,  who  did  not 
raise  his  rates  during  the  war. 

NEW  ADAMS,  OSWEGO,  N.  Y. 

The   renowned    Adams    House  at 


l>KNNa  YLV  Af«IA— Contlnuad 


    Amerioan  Plan  . 

B  Newly  Deoorated  and  Puminhed  Throughout. 
K  Hot  and  Cold  Running  Water  in  each  Room.  3 
B      WHERE  ALL  V.  C.  T.  MEN  STAY  1 
r^iiiiiiiiiMiiiiiiiiiiiiiiiiiiiMiiiiiiiifiiiiiiiiiiiiiiiiiiiiiiiiiiinjiiiC 


THE  PARK  HOTEL   WilHamsport,  Pa. 

Commercial  Traveler*  Home 

Free  tranaportation  between  hotel  and  R.  R. 
Rooms  with  hot  and  oold  water,  $2.00  up.  Free 
use  of  detached  showers  and  bath.  Rooms  with 
private  bath  1-3.00  up.  Rebate  Friday,  Saturday 
and  Sunday  (for  two  or  three  consecutive  days) . 
Quick  lunch.  Grill  and  Dining  Room  with  popular 

Charles  Duffy  Owner  and  General  Manager 


Oil  City,  Pa.       The  Arlington 

European  Plan 
First  Class  Restaurant  In  Connection. 
T.  F.  WASSER,  Manager. 


Kane,  Pa.    The  New  Thomson 

U.  C.  T.  HEADQUARTERS 
High   Cla«»   Service  Reasonable  Prices 

THE  DIMELING 

Central  Penna's  Hotel 
Headquarters  for  all  U.  C.  T.  Boys 
CLEARFIELD,  PA. 
M.A.  McGinnifl,  Manager 

The  NEW  FALLON  HOTEL 

LOCK  HAVEN,  PA. 

The  Home  of  the  Commercial  Travelers.  Rates: 
American  Plan,  $4  up;  European  Plan,  $1.75  up 
Garage  in  connection. 


Hotel  Updegraff    Williamsport,  Pa. 

Commercial  Travelers  home.  Modem  and  up- 
to-date  with  hot  and  cold  water  and  telephone  in 
every  room.    Reasonable  rates. 

Chas.  Weingartner,  Prop,  and  Mgr. 
Barney  Staib,  Ass't.  Mgr. 


Scran  ton 


Hotel  Casey 


Absolutely  Fireproof.   European  Plan.  Rates 
$2  60  up.    Hotel  Casey  Company. 


Franklin,  Pa.    Exchange  Hotel 

J.    B.    FRY.  Manager. 

European  $1.25  up 


York, 


Pa. 

J. 


Hotel  Brook 

RING.  Prop. 


HOTEL  NESHANNOCK 

New  Wilmington,  Pa. 
Phillip  M.  Cox,  Manager 

On  the  Pittsburgh-Erie  Highway,  Ideal  Sununer 
and  Winter  Home  for  the  Commercial  Traveler. 

Stonekoro,  Pa.      Hotel  Homer 

Lyons  &  Sullivan,  Props. 
Where  the  U.  C.  T.  Boys  feel  at  home 


SHENANGO  HOUSE 
Sharon,  Pa. 


The    renowned     Adams     House     at         Up-to-date   hotels   are   subscribing   for  The 

Oswego,  N.  Y.,  long  the  home  of  the  sample  Case,  bo  they  can  have  a  copy  to  leave  in 

commercial  traveler,  under  the  manage-  oommerciai  traveler  ri«>t  ronm.   R8t«  on  qn»n 

mpnt    of   the    Jov    BTothero   is   bfling  ritv  .nb<i«rirrtoT„ 


SOUTH  CAROLINA 


When  in  Charlestown  S.C. 

Patronize  either 

THE  CAFETERIA 

Charleston  Entertainment  CI  ub 
61-67  Wentworth  Street. 

One  block  from  New  Charleston 
and  Argyle  Hotels 

Hours,  IB  to  3;  6.46  to  7.30 
Sunday,  12.30  to  2.30 

OR 

THE  BUFFET 

13  Broad  Street 
Right  in  the  heart  of  the 
business  section 

Three  blocks  from  Timrod  Inn 
and  St.  John's  Hotel 

Hours,  7.16  A.  M.  to  I,  P.  M. 
Every  day  excepting  Sunday 

Delicious  Food;  Good  Home  Cook- 
ing; Reasonable  Prices. 

Pay  us  a  visit  once  and  you  will 
l>e  so  pleaseil  that  you  will 
call  iigain. 


TEXAS. 


The  National  Hotel 

Richmond,  Texas 

"Where  you  feel  at  home" 
American  plan,  S3.()0  per  (ia> 
Modem  oonvenienoes. 

THE  TEXAS 

Fort  Worth,  Texas. 

600  Rooms— 600  Baths— Rates 
from  $2.00 

THE  ST.  ANTHONY 

San  Antonio,  Texas. 

600  Rooms— 500  Baths— Rates 
from  $2.V,0 

THE  MENGER 

San  Antonio,  Texas. 

!00  Rooms— 200  Baths— Rates  without 
bath  $1.60,  with  bath  from  $2.00 


VERMONT. 


lENNINGTON,  VT.  THE  PUTNAM 

»V«tern«l  Greetin^t,  Brother  Ceuncllor. 
C.  H.  STAFFORD.  Prop. 

VIRGINIA. 


HOTEL  RICHMOND 

RICHMOND,  VA. 

Corner  9th  and  Grace  Streets 

"FIRE  PROOF" 
HeaUquartere  for  U.  C.  T. 
W.  E.  HOCKETT,  Manap.. 


rebuilt  and  repaired,  with  additioae  ut 
thirty  rooms,  with  snowers  and  adjoin- 
ing baths  and  expect  by  September  1 
to  be  fully  equipped  to  tak«  care  of  the 
boys  first  in  their  usual,  hospitable 
form.— E.  E.  Woodruff,  P.  C. 

Up-to-date  hotela  are  •ubaorlbinc  fux  I'Lc 
Sample  Case,  ho  they  oao  have  a  oopy  to  leavo  1l 
oommeroial  traveler  guoet  room*  Ratm  on  ijuao 
tity  Buhscriptioni! 


THE    SAMPLE  CASE 

VIRGINIA— Continued 


ST.  CHARLES  TREATS  'EM 
RIGHT. 

Councilor  W.  W.  Lucas,  writing  from 
Hillsboro,  Ohio,  expresses  appreciation 
of  the  way  he  was  treated  by  the  man- 
agement of  the  St.  Charles  hotel. 
New  Orleans.  He  was  there  during 
the  Knights  Templar  Conclave,  when 
hotels  were  turning  away  guests, 
many  paying  no  attention  to  reserva- 
tions because  of  the  high  rates  charged 
the  visitors.  Yet  the  St.  Charles  took 
care  of  the  commercial  travelers  who 
made  reservations,  and  without  anv 
added  cost.  This  is  a  service  all  travel- 
ing salesmen  will  appreciate. 

RECOMMENDS  HOTEL  WHITE. 

Senior  Counselor  .J.  Frank  Groman, 
San  Antonio,  Texas,  writes  that  the 
Hotel  White,  Wylie,  Texas,  is  making  a 
$2.00  rate  to  commercial  travelers. 
He  gives  a  tempting  menu  served  him 
for  dinner,  at  a  50-cent  cost.  "Honest- 
to-goodness"  butter,  he  joyfully  adds; 
"real  coffee  with  real  cows'  cream  in  it. 
In  Mrs.  White  the  boys  traveling 
through  Texas  will  find  a  hotel  manager 
who  gives  as  ^ood  service  as  many  of 
the  big  hotels  in  larger  cities." 


Other  Hotel  News 


Traveling  Hotel  Directory. 

Commercial  travelers  are  traveling 
hotel  directories.  Not  a  man  of  them 
who  isn't  asked,  probably  every  day, 
by  some  passenger  on  a  train,  in  a  wait- 
ing room,  or  in  hotel  lobbies,  to  direct 
a  tourist  or  other  traveler  to  "some 
good  hotel  in  the  town  to  which  I  am 
going."  The  men  who  make  their 
homes  in  hotels  are  supposed  to  know 
this.  They  do  know  it.  They  do  not 
hesitate  to  tell  it,  either.  Give  a  travel- 
ing man  a  raw  deal,  and  listen  to  the 
conversations  that  follow  even  within 
your  own  hearing.  Please  him,  and 
listen  to  him  buzz  for  you. 

Hotels  become  homes  to  him.  He 
learns  the  clerk's  first  name,  the  p  jrter's 
name,  and  calls  them  familiarly  by  it. 
He  knows  the  dining  room  girls  by 
name  and  takes  an  interest  in  their 
welfare.  He  knows  the  manager,  and 
if  he  likes  him  he  boosts  for  him  in 
season  and  out  of  season.  He  knows 
what  he  wants  and  usually  gets  it — 
or  changes  hotels. 

There  is  no  class  of  men  who  register 
at  hotels  who  are  better  traveling  hotel 
directories  than  a  traveling  salesman. 
If  he  is  asked  to  name  a  hotel  not  in  the 


Up-to-date  hotels  are  Bubscribing  for  The 
Sample  Case,  so  they  can  have  a  oopy  to  leave  id 
somjBercial  traveler  t^uvt  mnma  Rnioa  on  oii«n- 
tttv  B.ihBorirfirMit 


HOTEL  POWAHATAN 
Roanoke,  Va. 

aad  Modem  pUoe  for  the  travelma 
■take  tbelr  home  A1m> 

HOTEL  SHENANDOAH 

Jttu  aoUi  that  hi 
Bat«i|100  up 


Ma  rale*  through  war  tin 
Kuooing  water  in  all  roon 


Murphy's  Hotel 

Richmond,  Va. 
U.  C.  T'b  eat,  meet  and  greet 
Rate  $1.50  and  up 


Hotel  Carroll 

Lynchburg,  Va. 
Q.  R.  Lawson,  .Mgi. 

Absolutely  Fireproof 
WEST  VIRGINIA 


The  Fairmont 

Fairmont,  West  Virginia 

A  now.  modern,  fireproof  hotel  conducted  o> 
ewropean  Plan  with  rate,  from  11.25  U>  14 

Excellent  Cafe  and  lunch  room  .erviw.  ' 
Direction  of  R.  I.  Q-Neal.  Gen.  Manager,  a. < 
Bobt.  H.  ran. 


Parker.bi.rt  CUrkaburf 

THE 

TAYWOOD 

RUNNING  WATER 
EUROPEAN  SHOWERS 


Wyoming  Hotel 

Mullens,  W.  Va. 

W  D.  Wren,  Mgr. 
The  hotel  of  service  and  the  home  for  the 
trayehng  men.    The  central  point  for  the  Vii- 
Einian  coal  fields. 


PIONEER  HOTEL 

Logan,  W.  Va. 

Where  the  traveling  man  will  be  made 

to  feel  at  home. 
Large  Sample  Rooms  Cafeteria  Service 
Every  room  an  outside  room  and  every  room 
with  bath 

^/S^ATX  WORTH.  MGR.  DIRECTOR 
OEOROB  BRITTINGBAM,  ASST.  MGR. 


_  WISCONSIN 

HOTEL  GILPATRICK 

MILWAUKEE. 

rtrat  t«  Iteduce  the  Caat  of  Travoi 

"IJEW  RATES" 

Koom  with  hot  and  cold  water  $1.60 

Room  with  bath,  tub  or  shower  2  00 

Room  with  bath,  tub  2!e« 

The  United  Commercial  TravVferi' 
Headquarters. 
TK.    w^-.th    WhIU   Hot.i  IfUwanV.. 


THE  SAMPLE  CASE 
Wl  SCONSIN — Continued 


APPLETON  WIS.  HOTEL  APFLETON 
APPLETOr*,^  New   in  1920 

Well  Lighted  Sample  Ro^^.^        ^6  .nd  up 

Theo.  L.  Held,  Manager 


territory  he  has  traveled  he  turna  to 
The  Sample  Case  to  find  out.  He 
knows  that,  if  a  hotel  is  m  the  recom- 
Sed  hotel  columns  of  hjs  magazine 
he  can  recommend  it.  That  is  wnv 
Eotels  get  such  big  ^^\^'f'J:''''lY± 

bsfu"a"l^bu5oTrsa-uhY^^d 

To  get  hotel  ads  for  The  Sample  Case 
and  when  he  gets  an  ad  rora  a  hotel 
manager,  he  becomes  a  bigger  booster 
than  ever  for  that  hotel. 

Up-to.Jate   hotels  *?'    T  ■  * 

Sample  Case,  so  they  can  have  a  copy^<';--J. 
commercial  traveler  a-.est  rooms.   Rat^s  on  jua 
tity  subscriptions. 

Broadview,  Wichita,  Kan«. 

Charles  L.  Way  .  opened  the  Hotel 
Broadview  at  Wichita,  Kans  recently 
and  is  giving  excellent  service.  ne 
Bpecia  ly  caters  to  the  commercial  trade^ 
As  some  objection  has  been  made  to 
some  of  the  Wichita  hotels  by  men  who 
make  that  town,  it  might  be  a  good 
idea  to  try  out  Manager  Way  s  service. 

Ticonderoga  Inn,  New  York. 

Charles  L.  Rotter  has  taken  over  the 

of  experience  as  steward  and  chef  m 
some  of  the  larger  hotels  in  that  state, 
and  purposes  giving  the  Ticonderoga 
Inn  a  service  that  wi  l.  please  all  travel- 
ing men.  Good  cooking  and  comfort- 
able beds  are  his  features. 

E.  F.  Eby  in  Charge. 
E  F.  Eby  is  in  charge  of  the  American 
Hotel,  CircleviUe  Ohio.  f^^^^ 
been  redecorated,  new  light  fixtures 
added,  and,  according  to  Brother  l.^. 
Mahoney,  the  dining  room,  changed  to  a 
regular  service  plan,  is  now  serving 
excellent  meals  at  a  reasonable  price. 

The  Carlton  Restaurant. 

James  H.  Bleadingheiser,  expert 
chef,  has  opened  the  Carlton  restaurant 
at  Cadiz,  Ohio,  and  is  giving  excellent 
service,  according  to  some  of  the  umo 
travelers. 

Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave  m 
commercial  traveler  paest  rooms.  Rates  on  quan- 
tity  subscriptions. 


Crew  Salesmen- 

SELL 


-Agents 


STORY  OF  THE  ITCHING  PALM 

(Continued  from  page  19.) 
as  he  could.    Yes,  he  would  wait  until 
the  morning.    Resides,  it  was  after  3 
o'clock,  anyway. 

So  he  went  to  the  movies. 

The  next  morning,  after  a  restless, 
elecpless  night,  Billy  once  more 
started  out  for  Mr.  Oroueh's 
office.  Ho  timed  his  departure  so  that 
he  would  reach  the  buyer's  office  at 
about  10  o'clock.  He  wanted  Mr. 
Grouch  to  get  settled  for  the  morning, 
and  have  his  morning  mail  read  before 
he  interrupted  him.  (Incidentally  be- 
tween you  and  mc,  Grouch  had  been  on 
the  job  since  7:30  that  morning.) 

At  just  10  o'clock,  Billy  arrived  at 
the  Burnside  building  and  almost 
bumped  into  Bonny  Marcus,  who  was 
coming  out.  They  had  never  been 
very  friendly — Benny  and  he — in  fact, 
they  never  spoke  to  each  other  now, 
and  so  neither  of  them  even  nodded  as 
they  passed. 

But,  somehow,  Benny  didn't  appear 
very  frisky  this  morning  to  Billy. 
"That  was  a  pretty  good  omen!  Chancer 
were  he  had  been  turned  down  by 
Mr.  Grouch.  Chances  were  Grouch 
even  gave  bira  Hail  Columbia  after 
seeing  Billy's  line.  No  wonder  Benny 
was  looking  a  little  down  at  the  gills. 
Hereafter,  he  would  have  to  split  his 
business  with  Brother  Bill.  He  felt 
almost  tempted  to  whistle  as  he  took 
the  elevator  to  the  eighth  floor. 

"Mr.  Grouch  in?"  he  asked  the  girl, 
who  had  ushered  him  into  the  private 
office  the  day  before. 

The  girl  did  not  recognize  him.  Well, 
she  will  soon  know  me  pretty  well, 
after  she  begins  writing  out  orders  to 
hand  me,  thought  Billy.  For  the 
present,  she  looked  at  him  coldly. 
"Mr.  Grouch  has  just  left,"  said  she. 
"Back  soon?" 

"I  can't  say.  Mr.  Grouch  has  left 
for  Boston — " 

"Left  for  Boston!"  gasped  Billy. 
"Did — did  he  leave  any  message  for 
me?" 

"What's  the  name,  please?" 

"Kane,  of  the  B.  J.  Cleveland 
Company." 

"Oh,  Mr.  Kane,  is  it?  There's  a 
little  package  for  you.  You  were 
supposed  to  come  in  yesterday,  I 
believe."  .  ,  t^-j 

"I  was  too  busy  to  get  around.  Uid 
he  leave  any  word  or  order  for  me?" 

"Mr.  Grouch  had  an  order  for  you 
yesterday,  but  he  wanted  some  extra 
specifications  made,  so  he  wanted  to 
see  you  before  definitely  placing  the 
order.  He  had  to  leave  town,  so  he 
couldn't  wait  and  as  another  salesman 
was  in  early  this  morning,  he  placed  the 
order  with  "him.  Mr.  Grouch  will  ret)-irn 
next  Saturday,  if  you  wish  to  see  him. 
Then  she  turned  back  to  her  desk. 
"Huh!"  said  Billy  to  himself,  as  he 
left  the  office.  "I  knew  blamed  well 
I'd  lose  some  money  somewhere  after 
that  darned  left  hand  of  mine  began 
to  itch." 


"Cataracts" 

Cleanses  Autos  quickly  with- 
ou*  marring  finest  varnished 
surface.  .Ml  brass;  can't  rust. 
Attaches  t«  Garden  hose,  foro- 
ing  water  through  mop.  Two 

".'tyles.    Postpaid.  Sample  No. 

.t.  $1.75;  No.  2,  $1.38. 

FjATARACT  auto  WASHBB  CO. 


He  Put  It  Across  wit 
the  CLEVELAND'S  HeJ 

And  here's  his  testimony:  "I  can  put  my  « 
story  across  more  quickly  with  this  portfoUi 
samples,  prices,  catalogs,  etc.,  are  arranged  rii 
where  I  need  them.  And  the  genuine  leather  fin 
adds  to  the  quality  impression  of  ray  line;  in  fs 
my  buyers  often  comment  on  its  appearance. 

The  CLEVELAND  PORTFOLIO  is  his  eil 
order-getter.  VOU  can  put  it  to  the  same  use- 
appearance  makes  the  right  impression  while  ; 
develop  your  sales  talk  around  its  contents. 

CLEVELAND 

Portfolios  and  Bags 

Cleveland  portfolios  come  in  a  variety  of  at 
with  various  interior  arrangements— there  s 
exactly  suited  to  your  use.  Made  of  nch.  attrac 
leather,  durably  stitched  throughout,  they  are 
pared  to  stand  years  of  service  and  hold  t 

*'^'ur  complete  line  of  traveling  bags,  suit  c 
and  sample  cases,  made  of  finest  leathers,  U 
signed  to  fit  the  needs  of  business  men.  (Jr  ' 
make  them  to  order. 

Sales  Managers — Save 

By  standardizing  on  Cleveland  Portfolios 
Bags  for  your  salesmen.  At  the  same  time  you 
vide  for  them  the  best  equipment  for  your 
ticular  line. 

Send  for  Free  Booklets 

"Portfolios"  is  a  book  that  will  show  you  ho 
eauip  your  men  for  bigger  sales— illustrates 
Cleveland  line.  Write  for  it  today,  teUin 
whether  you  are  interested  in  Portfolios  or  B 


No  greater  character  analysis  stu- 
dent lives  than  Mr.  Bargrave.  The 
Series  he  is  running  in  this  magazine 
have  been  adapted  specially  to  men 
who  sell  at  wholesale.  Councils  in  the 
larger  cities  will  increase  interest  in 
their  Order  by  having  the  distinguished 
lecturer  address  meetings  in  their 
cities.  He  Is  one  of  the  most  enter- 
taining lectureri  in  North  America. 


$1915 

GENUINE  BLACK 
WALRUS 


Ertr»  qtwOlty  genuine  blmck  thronk  wab 
h»nd  eewed  frame,  full  leather  Unlng 
M  Inehc  $19.75 


The  Cleveland  Leather  Goods 

?«-28  NokU  Cmv*  N  « 


VNTUU  HlUK  LlNil.  aima  TUitiug  wbolCMU 
1  retail  dry  gooda  >nd  drug  houMt.  Volum* 
iUmm.  Write,  giving  permanent  addreM. 
ibar,  687  Eighth  Ave.,  New  York. 

-K^  

AL  HIDIO  LINE  SALESMEN:  We  want  real 
reaaive  aaltwuien.  Men  wbo  are  oalling  on 
ious  lines  wtio  rroogniie  a  real  opportunity  for 
latantial  eztru  money  for  ttieir  spare  time  efTort. 
r  line  o[)fns  up  poaaibilitii-s  in  the  advprtising 
oiait>  tielcl,  which  have  never  been  touched, 
it  cooperation,  good  coniraigaion  on  initiul  niid 

d  1     .        ' :  . 

Columbia  Novelty 

Portage,  Wis. 



S8  YOUR  TRADE  USE  SALES  BOARD 
30RTMENTS7  WRITE  US  KOH  THE  NEW 
A  B  PLAN  OF  COMMISSIONS.  LARGER 
AN  EVER.  THIS  18  A  HEAL  PR0P08I- 
FOR  LIVl-;  MEN.  NO  SAMPU-iS— NO 
LLl:;CTIONS— STATE  TERRITORY  COV- 
ED ANP  xiOW  OKTEN.  CL.A^H  OE  TRADE 
TLELi  ON,  AND  YOUR  PRESENT  LINE. 
IITE  TODAY  SURE,  K.  &  8.  SALES  COM- 
NY.  4325-4333  EAST  RAVEN8WOOD  AVE- 
E,  CHICAGO.  ILLINOIS. 

■K.  

UESMEN — Our  product  is  used  by  Groceries, 
rkets.  Garages,  Clothing  and  Dry  Goods 
A  side  line  that  sells  every  day  will  not 
irfere  with  your  regular  Una.  Write  for  our 
position.    The  F.  D   Crane  Company,  Boi 

VI.  

NTED — Salesmen  who  call  on  GarageK,  ao-  T 
lory  stores,  hardware  stores,  etc.,  to  handle  as 
le  line,  a  fast  selling  specialtv.    Large  commis- 
Free  sanj^ples^   Address  Clamper  Mfg.  Co., 


AUTU  ACUKNHUHy  BAUSHMEN  Ui  aur<  Ibr 
World's  Best  Spark  Plug  aa  •  side  line.  PAH 
Spark  Plug  Co.,  Binghamton,  N.  Y. 


jL  Advertising  Pencils  and  Penholders.  Big 
imissions,  Quick  Sellers.  A  profitable  Side 
).  Write  for  Proposition.  Keystone  Pencil 
ks,  Altoona,  Pa. 


j;SMEN— Side  Line  men  calling  on 
6,  Givrage  and  Auto  Accessory  Trad( 


calling^  on  Hard- 
y        "  _ 
Pocket   samples.    Everhot  Mfg. 


YOU  want  a  side-line,  a  pocket  side-line  with 
territory  restrictions.    One  that's  out  of  the 
I  money"  class — that  sells  and  sells  well  when 
t  things  are  hard  to  sell— that  pays  good  oom- 
lion  and  promptly  on  all  orders  well  rated  and 
ced  by  a  house  tnat  you'll  be  proud  to  repre- 
If  you  do,  write  today. 
The  Specialty  Service  Corporation, 
Des  Moinea,  Iowa. 

t.  8. 


NTED  Salesmen  calling  on  dry  goods  trade  to 
y  our  Soapfaeteners  as  side  line.  Pocket 
plea,  exclusive  territory.  The  Guarantee 
iialty  Mfg.  Co.,  5100  Superior  Ave.,  Cleveland, 


SNTS  Wanted  to  seU  "Havana  Treat"  6  cent 
rs  to  smokers  and  stores.  Profitable  business, 
ana  Treat  Cigar  Co..  Utioa,  N.  Y. 

EUNE  SALESMEN  aeU  the  new  Crazy 
to  toy  jobbers  and  dealers.  Performs  many 
liar  stunts.  Cannot  be  controlled.  Liberal 
missions.  Quick  sales.  Good  repeater.  Con- 
ent  Pocket  outfit.  WiUard  Multitool  Mfg. 
i^ny.  Lansing,  Michigan. 

NTED  Side  Line  Men  to  carry  any  part  or  all 
ur  line  of  Work  Shirts,  Play  Suits,  Boys'  and 
I  s  Combination  Suits,  Khaki  Pants  and 
rails,  selling  to  Clothing,  Dry  Goods  and 
eral  Store  Trade.  State  lines  now  handling 
territory.  Forest  City  Overall  Mfg.  Co.. 
kford,  Illinois. 

M;  

E  LINE  SALESMEN  to  sell  burglar-proof 
I  look  to  hardware  trade.  Liberal  commiBsion, 
Illusive  territory  granted  to  responsible  parties 
lii  contract  as  Jobber.  Give  reference  and 
«itory.  If  interested  send  26  cents  for  sample 
iiress  Roal  Products  Co.,  50  Lewis  Place.  St. 
Aa,  Mo. 

S;M;  

lEAT  ONE  DAY  SALE  Enameled  Ware 
<  king  Utensils.  Big  items  to  retail  for  lo  each— 
I  >nderful  sales  proposition.  Can  be  sold  in  large 
•imall  towns.  A  large  quantity  of  attractive 
iertifling  matter  free  with  each  sale.  Sold 

ii  illustration.  A  money  making  side  line 
imission  $20.00  on  each  sale  paid  promptly' 
-  Valley  Enamel  &  StampinB  fV>  .  ISO  Knrth 


SALESMEN  8IDELINB— JEWELRY  MADE 
OF  CALIFORNIA  GOLD  SOUVENIR  QUAR- 
TERS AND  HALVES.  SEND  76o  FOR  8A.VI- 
PLE  CHARM  OF  GOLD  MOUNTED  HALF 
BIG-PAVING  PROPOSITION  FOR  LIVE  MI.N 
WRITE  AT  ONCE  FOR  PARTICULARS 
J.  G.  GREEN  CO..  68  SECOND  81  RFi:T, 
SAN  FRANCISCO.  CALIF. 
4fl7-M 


RETAIL  lo  EACH.  Famous  Paramount  Brand  of 
Aluminumware  Cooking  Utensils  to  ritail  at  lo 
each.  Every  live  merchant  a  good  ijrospect. 
The  gnatcHt  selhng  proposition  on  tliu  market. 
$30  00  coiiiniiBsion  on  each  sale.  Sold  from  pocket 
sample  and  illustration.  Commission  paid  weekly. 
Wonderful  side  line.  The  Enterprise  Aluminum 
Company,  180  North  Wabash  Avenue.  Chicago. 
416-M 

GOoTnsTDELlNE— SeUing  juvenile  books  to 
department  and  book  stores.  15%  commission. 
Entire  new  line.  Mention  territory  covered. 
The  Walter  M.  Soott  Publiahing  Co.,  048  Huron 
Rd.,  Cleveland,  Ohio. 

622-M.  

WANTED— Salesmen  to  handle  our  toy  balloons 
as  a  sideline.  Salesmen's  samples  furnished. 
Twenty  per  cent  paid  promptly.  Can  be  sold  to 
almost  every  store.  Used  the  world  over  as  an 
approved  advertising  medium.  Prices  that  eom- 
pete  Write  lui  at  once.  National  Mailing  Serv- 
ice, Gallon.  Ohio. 

531 -M.  

8 A LESMEN  WANTED  to  seU  Advertising  Pen- 
oils  and  Coin  Wrappers  as  ■  side  line;  good  oom- 
missioiis.    Consolidated  Co.,  Erie.  Pa. 
611-M. 


The  two  ads  which  we  ran 
in  The  Sample  Case  Classified 
columns  have  certainly  given 
good  results.  We  thank  you 
for  the  numerous  responses. 
— Mfg.  Sales  Assn.,  Alliance, 
Ohio. 


SALESMEN  calling  on  either  Hardware.  Depart- 
ment. Drug,  and  Variety  Stores  to  carry  our  line  of 
wire-gripped  sanitary  brushes.  Sells  on  sight. 
Constant^  repeater.  Hardly  any  competition. 
Address  "Drug,"  care  Sample  Case. 

617-M.  

Salesmen  wanted  to  sell  Mince  Meat  to  the  grocery 
bakery,  meat  market,  cafes,  lunch  rooms,  olubie 
and  cafeterias,  as  a  side  line.  Can  make  from 
$100.00  to  $300.00  a  month.  Factory  412  N. 
Morgan  St.,  Chicago.  III. 

613-M.  

SIDE  LINE  SALESMEN— calling  on  Variety  and 
five  and  ten  cent  stores,  to  sell  a  line  of  extension 
curtain  rods  on  commission  basis.  All  territories 
are  open.    Address  "Variety,"  care  Sample  Case. 

596-M.   

SIDE  LINE  Salesman  to  seU  jobbers,  dealers  and 
tire  repair  shops.  Liberal  oommission.  Look-On- 
Shim  Co.,  Canton,  Ohio. 

603-M.  

SALESMEN — calling  on  retail  dry  goods  in  Mon- 
tana and  Idaho  to  carry  our  buttons  as  side  line. 
Good    commission.     American   Brokerage  Co., 
Railway  Exchange  Bldg.,  Seattle,  Wash. 
599-M.  

WANTED — Salesmen  in  every  state  to  handle  a 
side  line  of  only  six  samples  of  boys'  popular  wash 
suite,  in  which  individuality,  distinction,  service 
and  sensibility  are  featuriied.  L.  B.  Merwin  Co.. 
Bloomington,  111. 

B98-M.  

DO  Y  OU  SELL  the  General  Stores,  Clothing  or 
Dry  Goods  tradeT  If  bo  write  for  our  proposition 
on  Children's  Play  Suits  and  Boya  Combination 
One-Pieoe  Garments.  Ours  is  a  quality  line  at 
popular  prices.  Marengo  Specialty  Mfg.  Co., 
Box  456,  Rookford,  lU. 

264-M.  

HAVE  ATTRACTIVE  side  line  for  salesman  oaU- 
ing  on  shoe  repairers.  Liberal  commission.  Strat- 
ton  Mfg.  Co.,  Erie,  Pa. 

564-M.  

Salesmen  Wanted — Highway  and  Street  Depart- 
ments, Roofing  and  Paving  Contractors  buy  our 
Burners.  Profitable  side  line  for  Salesmen  who 
call  on  them  Bumar  On..    In«  TTninn 

Hill.  N  J 


THE    SAMPLE    CASE  OS 

SALESMEN  oalling  on  grooen,  dejwrtment  ■turn, 

SS^i^!^  I  ^^^Y  r^P-ter.  and  good  oom- 

^eion.    Paul  L.  Smith,  Kutitown.  Pa. 


I>er  year  extra  com- 


SALESMEN-WiU  $.3,000 

mission  selling  a  side  line'  mU-rest  you?  Our 
proi>o«itmn  IS  earning  this  amount  for  many  of  t  e 
men  who  have  taUn  it  on.  N.xessa^  o.dv  to 
carry  two  10  o.  san.ple  cai»  Will  .TXsal«^nen 
with  all  mail  orden,  resulting  from  their  efforts 
State  territory  you  cover  Every  de|«rtment 
store,  hotel  and  public  buUding  a  prostwit  The 
IWeer  Soap  Co  .  61  St.  Paul  A%e  .D.^^n;  OhiJ, 

Salesmen  <»lling  on  department  store,  wanted  for 
-      a  line  of  nbbons  and  dress  belting  direct  from  the 
Sin  imk""*"'  "  10%  commissi^ 

ot'li'vrN^w  Y^orkS  N«'-,P'^  ' 
5.W-M.  

*'m  '  r"/  ^'^^  ''"o  Salesmen 

selhng  Wollo— 5  feature  8,rtirk  Plugs.  Pl^sVarka 
in  oil  or  «rea«e  and  «,lls  itself.  Write  t^y  f" 
prot«eition.    WoUo.  3328  f)Uve  St..  St.  Uuis,  AIo 

WANTED— Salesmen  who  havT  op|K)rtunity  ti 
call  upon  Printing  01fic«.  to  sell  o.ir  new  Gaum 
1  ins,  as  a  sir  e  line  on  a  commission  basis.  Chi. 


Indiana  Corporation  offers  a  sicJe  line  that  is  a  biv 
money  maker.  Reijuiree  only  very  Uttle  time 
No  inveetment.  No  s«mpl«.  \Vl,en  '"wriuLg 
lor  information  sUte  what  territory  you  cover 
Amencan  Cleanser  Co.,  Indianapolis,  Ind 
549-  M  

turer  o(  well  known  auto  acecesorit*  as  a  side  line 
Salesmen  covering  territory  in  car  preferred 
Ooo<l  commuwion  to  right  man.    Address  Box  4.56' 


WE  WANT  SI Ul-  LINK  man  on  a  strictly  com- 
mission  basis  to  seU  WatenToof  Fabric  Shopping 
Bags  to  merchant*,  also  men  to  n.ake  hoiie  to 
house  canvass  of  same^  A  school  boy  made  $9  00 
^^^rd^y^fitrnpoD.  Write  for  further  information 
to  BlMh  Specialty  Co.,  Walden.  N.  Y 

Hand  Made  Dreases  Saleemen  calling  on  Infan'tT 
Dept  to  handle  "Mary  Moore"  hand  made  girls 
dresses.  2  to  6  years  Commission.  Wilham 
Moore  Company.  Davenport.  Iowa. 

SANITARY  CELLULOID  Price  Tags  for  Mea'i 
Market*  Perfection  Holders  from  which  Tara 
cannot  be  removed  are  esr^cially  desirable  for  self 
serve  C  roveriea  Perfection  Price  Tag  Co  495 
East  Lewis  St.,  San  Diego,  Calif. 

521-M  

SALESMEN— to  carr>-  Side  Line  of  Knitted  Outer- 
wear, on  commission  basis.    "Box  66,"  care  Sam- 


W  A  NTED— Salesmen  ever>  where  to  sell  our  men's 
belts  as  a  side  line^  20  %  paid  promptly  Wonder- 
ful seller  during  the  entire  year.  Credit  for  repeat 
orders.  Send  $1  00  for  sniaple  line  of  three  belts 
orierbook  etc.  NATIONAL  MAILING  SERV- 
ICE, NATIONAL  BANK  BLDG.,  GalionrOhio 
532- M.  

AGENTS  WANTED. 

AGENTS-$f50  to  »200  a  Week.  Free  Sami^les". 
Gold  Sign  Letters  for  Store  and  Office  Windows 
Big  Demand.  Liberal  offer  to  general  agents  Me- 
taUie^Letter  Co.,  431  V.  No.  Clark  St..  Chicago. 

BIG  MONEY  AND  FAST  SALES  Every  owner 
buys  Gold  initi.lL'!  for  his  auto.  You  charge  $1.50 
make  $1.35.  Ten  orders  daily  easy  Write  for 
particulars  and  free  samiiles.  American  Mono- 
gram Co.,  Dept.  48,  East  Orange.  N.  J. 

884-H.    

MY  500%  PKUtlT  Article  is  needed  in  every 
home,  an  "IDEAL"  Ad'g  Specialty.  "Sure-Shot" 
SeUing  Method  FREE  to  Agents.  O.  Home.  1957 
Warren,  Chicago. 

341-M  

$75.00  to  $160  weekly,  i'ree  samples.  Lowest 
priced  gold  window  letters  for  stores,  ofSoes  and 
autoe.  Anybody  can  do  it.  Large  demand. 
Exclusive  territory.  Aome  Letter  Co.,  2800L 
Congress,  Chicago. 

334-M.  

AGENTS— UjSXRIBUTOKS— Get  the  exclusive 
selling  rights  to  "FLASHonDASH"  low  gasoline 
signal  for  Ford  Cars.  New  invention,  low  priced, 
easy  seller,  no  competition.  Nothing  to  equal  it 
for  making  big  money.  Write  today  for  full 
details.  Auto  Gas  Gauge  Co.,  Hackett  and  Park- 
wood,  Toledo.  Ohio. 

468-M.  

YOU  can't  blow  out  the  Rapid  Flaming  Pocket 
Cigar  Lighter.  Wonderful  new  invention.  Noth- 
ing like  it  anywhere.  Never  fails.  Sells  on  sight. 
Big  commission.  Details  f re*  Rapid  Mfg.  Co., 
lOEaet  14th  «at  v.,  Vo,fc 
<oa  V 


•4  IHC     aAMFLE  CASK 

aeU  AlumlDum  Vest  hocket  Pencil  Sharpenet  witt 
renewable  raior-«harj.  blade  to  all  Btoree,  wiegh 
only  1-4  o«.  Free  cliBijlay  care  with  every  dozen 
order.  GoodB  Kuarantec^l  iHsrfect  or  replaced  free. 
Bitt  comnuBHioi.  rmid  on  aeceptanoe.  W"t«  'o' 
particulars.  Little  BroB.  Co..  P.  E.  Bldg..  Lob 
Aogelea,  Calif. 

600-M.  

Aitente  Double  your  money.  Pelmet  PoliBliiiig 
Cloth  oleanB  all  metals.  Retails  25  cto.  fcami.le 
I'ree.  A.  F.  Gale  Co.,  17  Edinboro  St.,  Boston, 
MasB. 

677-M.  

AGENTS— Selling  Dealers,  Jobbers,  Owners, 
Meritorious  Automobile  accessory.  Quick  sales. 
Repoata.  300%  Profit  Uetad»  $1.00.  Particu- 
lars and  samples  tl.OO.  8  &  M  Mfg.  Co.,  146 
West  83rd  St.,  New  York. 

676-M.  

AGENTS  can  make  big  profits  introducing  to 
business  and  club  men  the  only  practical  mechani- 
cal pencil  ever  made;  outlasts  all  otliers;  sells  on 
sight;  pleasant  association.  Write  Dura  Pencil 
Co.,  115  Broad  St.,  New  York  City. 

694-M.   .  

MAKE  831.00  PROFIT  WITH  $1.50 
Selling  Pure  Gold  Leaf  Monogrums  for  Automo- 
biles—Trunks, Bags— Window  and  Wagon  Let- 
ters Apphed  Instantly.  No  experience  neces- 
sary No.  1  Outfit  brings  you  $32.50— Cost  only 
•  1  50— You  make  $31.00  Profit.  Get  colored 
catalog.  Full  Particulars— Free  Samples  (36  De- 
signs) "Hurry."  Nulife  luto-Aid,  Hartford, 
Conn. 

622-M.  

AGENTS  and  Crew  Managers,  men  or  women, 
for   article   every   woman   needs.    Over  150% 
profit.    Write   tor  information.    Ohio  Sales  & 
Mfg  Co.,  1459  W.  6th  St.,  Cleveland,  Ohio. 
672-M.  

AGENTS — Men  and  women  make  $8  and  $10  a 
day   taking   orders  for  ladies'   high-grade  silk 
hosiery;  sells  three  pairs  for  $4.50.    Mandel  &  Co., 
1276  W.  3rd  St.,  Cleveland,  Ohio. 
674-M. 

START  A  SMALL  MANUFACTURING  BUSI- 
NESS— WATCH  IT  GROW— Make  the  Goods 
You  Sell.  This  is  easily  done  with  Miller's  Guar- 
anteed Manufacturer's  Formulas  and  unequalled 
Commercial  Service.  Many  of  the  biggest  sell- 
ing specialties  originated  in  my  laboratorj-.  I've 
been  26  years  supplying  the  best  in  Formulae  to 
manufacturers  everywhere.  Stamp  brings  valu- 
able Literature  relative  to  manufacturing  House- 
hold specialties.  Food  Products,  Laundry  Special- 
ties, Soaps,  Beverages,  Flavoring  Extracts,  Condi- 
ments, Sauces,  Polishes,  Disinfectants,  Automobile 
Products.  Specialties  in  all  Lines.  Write  me 
regarding  any  product  you  desire  to  duplicate — 
Guaranteed  Analytical  service — charges  reason- 
able. H.  L.  Miller,  Analytical  Chemist,  Tampa, 
Florida. 

655-M.  

AGENTS— Crew  men,  novelty  men.  Gloo-Pen, 
a  50c  mucilage  fountam  pen;  everybody  buys  on 
demonstration;  sample  25c;  big  profit  plan  free. 
Gloo-Pen  Company,  56-EE  Pine  Street,  New  Y'ork. 
530-M.   

AGENTS— Earn  $50  to  $100  a  week  selling  Mar- 
quette Tire  Tool.  Simple  demonstration  eells  it. 
Removes  tires  in  a  jilly  Every  owner  wants  it. 
Thousands  in  use.  Exclusive  territory  going  fast. 
Agent's  sample  $1.00,  retails  at  $2.50.  Write  for 
full  particulars  or  send  $1.00  for  sample  and 
particulars.  Marquette  Mfg.  Co.,  Dept  F.^218.8. 
Wabasha  Ave.,  St.  Paul,  Minn 
525-M. 


BOOKS.   

ft  DIFKI^ItlNl'  BusinenB  Publications  covering 
Accounting,  Advertising,  Administration,  Mer- 
chandising, SalesmanBhip  and  Taxation,  all  pre- 
paid only  25c.  Value  $1.50.  Instructive,  educa- 
tional, practical.  WalharnorcCo  ,  l^fayette  Bldg,, 
Philadelphia,  Pa. 

667-M.  

500  THINGS  to  sell  by  mail.  Remarkable  new 
publication.  Workable  plans  and  methods.  Lor«e- 
leaf  cloth  binder.  Preijaid  $100.  Walhamort 
Company,  Lafayette  Bldg.,  Philadelphia,  Pa. 

568-  M.    

HOME  STUDY. 
STUD  Y  Journalism.  Advert  iBcment  writing. 
Salesmanship  and  Photographic  Joumabsm  at 
home.  New  mcthofl.  Lowest  tuition  rates.  I'.x- 
pert  instructors.  Write,  mentioning  subject  in 
which  interested.  Walhamore  Institute,  Lafay- 
ette Bldg.,  Philadelphia,  Pa. 

569-  M.  ■ 

AUTOMOBILES.  

Automobile  McchanicB,  Owners,  _  Garagemen, 
Repairmen,  send  for  free  copy  America  s  Popular 
Motor  Magazine.  Contains  helpful,  instructive 
information  on  ovcrhauUng,  ignition  wiring,  car- 
buretors, batteries,  etc.  Automobile  Digest,  0o6 
Butler  Bldg.,  Cincinnati. 

610-M.   

BUSINESS  CHANCES 
FREE— FORMULA  CATALOG,  LABORATOR- 
lES  BOYLSTON  BUILDING,  CHICAGO. 
627-K.  


MISCELLANEOUS 


WHEN  TRAVELING  TO  STATE  of  Flonda— 
"Rent  a  New  Ford— Drive  it  Yourself"- We  cater 
to  U.  C.  T.  patronage.  Commercial  Rates  upon 
application.  The  Fordit  Co.,  804  Laura  St.,  Jack- 
sonville, Fla. 

243-M.  

SELL  your  Snap  Shots  at  $5.00  each.  Kodak 
prints  needed  by  25,000  publishers.  Make  vaca- 
tions pay.  We  teach  you  how  and  where  to  seU. 
Write  Walhamore  Institute,  Lafayette  Bldg., 
Philadelphia,  Pa. 


DISTRICT  MAN AGER:^  WANTED 
"SAL-ADE"  the  new  food  product  is  just  out  and 
ready  for  our  National  selling  campaign.  Great 
consumer  satisfaction  guarantees  enormous,  con- 
tinual repeat  orders.  Territorial  Managers  wanted 
immediately.  Must  conduct  mail  order  business, 
and  manage  Agents  and  Salesmen.  We  want  the 
type  of  men  who  are  satisfied  only  with  large  earn- 
ings. To  men  of  this  sort,  we  offer  a  man  s  sized 
income  unlimited  opportunity  for  development 
and  an  assured  future.  Write  or  wire  immediately 
Vice-President,  Fruit  Valley  Corporation,  Roches- 
ter, New  Y'ork. 
178-M. 

—  PATENTS  ~ 

STERLING  P.  BUCK,  15  YEARS  REGiS- 
TERED  PATENT  Attorney,  Suite  7,  629  F.  St., 
N.  W.  Washington,  D.  C.  (Inquiries  answered 
promptly.) 

894-K.   ,  


IF  I  WERE  A  SALESMAN. 

(Continued  from  page  14.) 

could  Bay  WE,  US  &  COMPANY—] 
then  I'd  know  what  "dividend"  meana 
and  BomethinK  of  the  painful  proccBS  by  j 
which  a  whole  lot  of  business  and 
liberal  portion  of  "grief"  in  transformed  j 
into  a  fairly  decent  dividend. 

I'd  think  in  terms  of  the  whole  busi- 
ness and  pass  on  the  glad  tidings  of  a 
prospective  piece  of  new  business  in  the 
lines  which  I  didn't  know  to  the  sales- 
men from  my  own  house  who  could  land 
the  orders  in  the  "live  box."   Of  cour 
if  I  were  a  stockholder  and  part  owih 
of  the  whole  business,  I'd  boost  for  t  ■ 
house  every  chance  I  got.    I'd  atte  ' 
the   stockholders'    and    probably  < 
directors'  meetings,  and    quietly,  v 
obtritsiiely,  tactfully  sell  myself  to  1 
big  men  I'd  meet  there. 

Part  3.    From  the  Office  Manage 
Point  of  View. 

If  I  were  a  salesman  I'd  try  to  get  t^^ 
INSIDE  viewpoint.  I'd  try  to  put 
myself  in  the  position  of  the  office 
manager,  the  boy  with  the  worried 
look  and  the  grouchy  disposition,  and 
wonder  how  he  got  that  way. 

Very  likely  I'd  discover  that  not  all 
the  troubles  of  business  are  confined  to 
the  road.  I  believe  I'd  try  and  find 
out  what  per  cent  of  the  office  grief 
and  of  my  own  troubles  on  the  road  is 
caused  by  the  negligence,  carelessness, 
or  indifference  of  myself  and  other 
salesmen.  I  believe  I'd  be  as  courteous 
and  considerate  in  the  home  office  as  I'd 
try  to  be  in  the  office  of  my  customers. 

P.  S. — Then  if  the  big  chief  called  me 
in  on  the  carpet  some  day  and  said, 
"I've  been  watching  you!  You  are 
made  of  the  right  kind  of  stuff  for 
'department  manager'  and  some  day 
(who  knows?),  you  may  be  'general 
manager.'  "  I'd  be  surprised,  of  course 
(who  wouldn't?),  but  1  could  look  back 
and  say,  "O  boy,  it  was  hard  going,  but 
it  was  worth  it!"  And  then  I'd  realize 
that  I  was  about  to  find  out  what  real 
responsibility  and  business  manager- 
ship mean. 


The  man  at  this  end  of  the  ^ 

line  is  trying  to  do  his  part;  | 

if  you'll  try  to  do  yours.  The  | 

Sample   Case   goes   over   the  s 

top.  i 


Pino  enc/o«e>o  One  OoliAi  toi  whict  entei  tny  tubmcnptior-  to 
yout  trtagaMirtf  fat  on*  y'»ar.  hegtnntng  u-ith  current  ••au« 
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DEATH  CLAIMS  OHIO  BROTHER 

Councilor  F.  J.  Sacket,  a  Past  Senior  Counselor 
of  Buckeye  Council  No.  75,  Cincinnati,  Ohio,  died 
at  his  home  at  Norwood,  Ohio,  May  17,  after  ■ 
long  illness,  induced  originally  by  influenza. 

He  is  survived  by  his  wife,  who  was  Miss  Maude 
Achor  of  Cincinnati.  Her  father  "Lafe"  Achor 
was  one  of  the  founders  of  the  Buckeye  Council 
At  the  time  of  his  death  Brother  Sacket  was  Vice- 
President  of  the  C.  R.  Talbott  Company. 

He  was  widely  known,  and  generally  liked.  He 
was  influential  in  business  life,  active  in  civif 
advancement  and  a  true  and  loyal  husband.  For 
many  years  he  was  a  member  of  the  Executive 
Committee  of  Buckeye  Council. 

Mrs.  Sacket  is  President  of  the  Ladies'  Auxi 
liary  of  Cincinnati,  and  was  instrumental  in  iu 
organization  She  is  enthusiastically  for  th» 
n  C  T 


Re- Elected  Secretary. 

Ilarrison  Elliott,  who  for  the  pa«t 
three  years  has  been  Secretary  of  the 
Columbus,  Nebr.j  Chamber  of  Com- 
merce, will  be  located  in  Beatrice, 
Neb.,  as  Secretary  of  that  Chamber, 
on  and  after  July  1.  Mr.  Elliott  was 
recently  re-elected  Secretary  of  the 
Nebraska  Chamber  of  Commero«.  with 
offi/^p  at  Rpatripp  NpHt 


How  You 
can  be 
a  U.  C.  T. 

AKE  application  to  uny  man  who  wears 
a  U.  T.  C.  button,  or  to  an\'  Council  Sec- 
retary-— there's  one  in  your  town.  Must 
j     be  made  at  >'our  home  town. 

j  Initial  cost  is  but  $10,  which  pa>  s  one 

;  assessment,  one-cjuarter  Council  dues,  Widows 
;     and  Orphans'  Fund  allotment 

J  You  must  be  21  years  old,  and  of  good 

;  moral  character. 

;  Once  a  member  your  family  as  well  as 

J  >'ou  will  have  protection  in  case  of  an  accident 

;  to  you.   It  is  the  best  insurance  >'ou  can  carry-. 

;  It  associates  you  with  men  in  \-our  voca- 

;  tion.    Only  men  who  sell  at  wholesale  are  eligi- 

;  ble.    Members  can  change  their  business  after- 

j  ward  without  affecting  their  membership. 

c.^....^^^^...^^  ^ —  —  —  >   ^^^^  


Wntc  NOW  for  f  1(11  particulars  to 

WALTER  D.  MURPHY,  Supreme  Secsetary,  Columbus,  O. 


Has  This  Ever  Happened  to  You? 


IF  YOU  %vcTi'  a  guest  at  dinner  and  you  over- 
turned a  cup  of  eoffoc,  what  would  you  do? 
What  would  vou  say?  Would  you  turn  to  the 
hostess  and  say  "I  beg  your  pardon"?  Would 
vou  offer  apolonicis  to  the  entire  company? 
Would  you  ignore  the  incident  completely? 
Wliich  is  the  correct  thing  to  do? 

To  ho  al)le  to  do  and  say  the  right  thing  at 
the  right  time  ia  the  badge  of  culture,  and  the 
man  or  woman  who  has  that  power  is  indeed 
an  individual  of  polish  and  i)oise. 


and  friendly 
il)le  who  have 
:  conversation 


of  fl 


ntm<l,icfin„.  A 
diictioii  is  ;iri  ;ir 


that 

I ,  courteous  con 


tself,  and  reflects  re 
1  whi)  is  the  medium. 

?  IJo  your  introductions 
smit,  easy  atmosphere,  or  one  that  is  uncom- 
ihmI?' 

111)10  test  and  see  what  you  really  know  about  the 


(Icul 


To  eslal 
understand 
never  met 

fl(AV  TllnlC 

•■lu  nun-rnl 
is  Uie  puvi 
versnti<in-n 
fincmcnt  :ii 
How  <lo 
create  a  |)1 
fortablv  sti 
Try  i  his 

'*^Vl')s!''lVi'(')Vn  a'li'i  Miss  Smith  have  met  at  your  home  for  the 
first  tiine.  \\  oiild  vou  sav.  Mm.  Brown,  meet  Miss  Smith,  or 
l/t.s'.s  ,S''///7/(   iiKel  Brown?    Would  you  say,  Miss  Smith, 

let  me  wakr)i,,u  acuunlnlcd  vHth  Mrs.  Brown? 

If  Mr  Blank  h:ii)i)('iic(l  to  drop  in  for  a  httle  chat,  how 
would  vou  pveseut  liim  to  the  ladies:  to  both  at  once,  or  to 
each  one  indu  iduallv?  And  how  would  you  present  Bobby, 
who  comes  running  in  from  school;  Bobby,  this  is  Mr.  Blank, 
or  Mr  Hlinih.  lhi'-<  is  Bohhi/,  or  wo\ild  you  use  the  /  want  you 
to  vu'cl  met  hod?  Do  you  ever  say,  /  tnke  pleasure  in  intro- 
durinq-'.    Is  it  right  or  wrong?  w      r  *u 

flow  do  vou  introduce  a  sweetheart  lo  your  relatives  tor  the 
first  time?  '  How  do  you  introduce  her  or  him  to  your  friends? 

On  the  other  hand",  if  vou  are  being  introduced,  how  do  you 
acknowledge  it?  Do  you  use  any  of  these  expressiom- 
" Phn.s<'d  to  know  i/on."  '•Delighted,  '  "  How  do  you  dor 
a  gentleman  rise  upon  being  introduced  to  a  lady?  Does  the  lady 
rise?    Is  it  correct  for  the  lady  and  gentleman  to  shake  hands.' 

The  difference  I'etween  the  right  and  WTong  thing  m  intro- 
duciii"-  is  the  difference  between  culture  and  coarseness. 

The  man  who  would  be  polished,  impressive,  and  the 
woman  who  covets  the  wonderful  gift  of  charm  must  culti- 
vate the  art  of  introduction. 

Etiquette  at  the  Dance 

The  ball-room  should  always  be  a  center  of  culture  and  grace. 
To  commit  a  breach  of  etiquette  at  the  dance  is  to  condemn 
yourself  as  a  hopeless  vulgarian.  But  alas!  how  many  blunders 


Does 


^  ^1 

are  made  by  people  who  really  believe  that  they 
are  following  the  conventions  of  society  to  the 
highest  letter  of  the  law!  What  blunders  do  you  make  in  the 
ball-room?   These  questions  may  help  you  discover  them. 

Does  etiquette  allow  a  woman  to  ask  for  a  dance?  May 
she  refuse  to  dance  without  a  reason?  What  is  the  proper 
thing  for  a  young  girl  to  do  if  she  is  not  asked  to  dance? 
What  is  a  polite  and  courteous  way  of  refusing  a  dance? 

According  to  etiquette's  laws  is  it  necessary  for  a  gentle- 
man to  dispose  of  his  partner  to  someone  else  before  he  ask.-^ 
another  lady  for  a  dance?  How  shall  he  ask  a  lady  to  dance? 
Which  are  the  correct  forms  and  which  the  incorrect?  How 
shall  he  dispose  of  the  ladv  after  the  dance  if  he  must  return 
to  the  lady  he  has  escorted?  What  is  the  right  dancing  posi- 
tion for  the  gentleman?  For  the  lady?  W^hat  stj'le  of  dress 
is  correct  to  wear  at  a  dance? 

There  is  perhaps  no  better  place  to  display  the  culture  and 
finesse  of  your  breeding  than  the  ball-room,  resplendent  with 
the  gay  gowns  of  women  and  enchanting  with  the  ease  and 
gracefulness  of  dancing  couples.  Here  is  the  gallantry  of  true 
gentlemen  and  the  grace  and  deUcacy  of  cultured  women 
asserts  itself.  Here  you  can  distinguish  yourself  either  as  a 
person  of  culture  or  a  person  of  boorishness. 

When  Wedding  Bells  Ring  Out 
etiquette  again  comes  tothefore.  What  is  the  right  dress  for  the 
bride  to  wear?  How  shall  the  invitations  be  worded?  When 
shall  the  groom  give  his  farewell  bachelor  dinner?  How  shall 
congratulations  be  extended?  And  after  the  wedding  there  are 
cards  of  thanks  and  cards  of  invitation  to  be  sent.  The  wed- 
ding breakfast  must  be  arranged  and  perhaps  a  honeymoon 
trip  must  be  planned.  Suffice  to  say,  that  the  bride  and 
bridegroom  will  find  invaluable  aid  in  the  Book  of  Etiquette. 


Book  of  Etiquette 

Sent  Free  For  5  Days 


In  the  ino*t  luiiiute  details  of  daily  life,  i"  the  hours  of  pro.spenty 
and  advorMtv  alike,  at  all  times,  there  is  the  omnipresent  need  of 
holding  one  s"  self  in  hand,  of  impressing  by  one  s  culture  and  breed- 
ing of  doing  the  right  thing.  Culture  is,  after  all,  one  of  the 
fine  arts.  To  excel  in  music  or  painting  the  price  is  ^ngJance, 
study  and  incessant  effort;  to  be  cultured,  poushed.  the  pnce  i,s 
conscientious  effort  and  study.  '  ,        j  • 

•'Clothe'^  mav  make  the  man."  but  whether  you  are  clothed  in 
rags  or  silks  your  culture  cannot  be  hidden.  For  he^who  is  polite 
refined  and  well  bred  wears  a  gorgeous  robe  endowed  with  the  hne 
embroidcl-^- of  honor  and  respect.    Not  even  rags  can  cover  it. 

The  world  a  harr^h  iudge,  but  it  is  mst.  It  will  not  tolerate  the 
man  who  m  -kcs  blunders  at  the  dinner  table.  It  will  not  tolerate 
the  wonmn  who  breaks  the  conventions  of  society  at  the  dance. 
It  will  not  tolerate  the  illiterate  in  the  Art  of  Etiquette.  .  , 

The  Book  of  Etiquette  is  excellent  in  quality,  comprehensive  m 
proportions,  rich  in  illustrations.  It  comes  to  you  as  a  guide  a 
revelation  toward  better  etiquette.  It  dispels  hngenng  doubts 
corrects  blunders,  teaches  you  the  right  th.ng  to  do.  It  is  a  book 
that  will  last.  You  will  preserve  it.  to  refer  agaj#  and  agam  to  its 
invaluable  aid  toward  culture  and  refinement.  . 

The  woman  who  is  .rav  eling  alone  must  be  extremely  circumspect 
in  her  conduct.  The  conventions  of  etiquette  must  be  strictly  ob- 
served. The  man  who  is  escorting  a  woman  abroad  must  not  subject 
her  to  embarrassment  by  blunders  in  etiquette.  The  Book  of  Eti- 
quette covers  the  etiquette  of  travel  completely..  Tips,  dress,  calling 
•>ards.  corresDondence    addressmg  rovalf 


abroad  are  discussed  and  the  etiquette  in  France  and  England 
disclosed.    The  chapter  is  brimful  of  hints  and  pomt«rs  to  the  man 
or  woman  who  travels. 

SEND  NO  MONEY 
The  coupon  below  entitles  you  to  5  days'  FREE  examination  of 
the  2-volume  set  of  the  Book  of  Etiquette.  At  the  end  of  that  time, 
if  vou  decide  that  vou  want  to  keep  it,  simply  send  us  S3.o0  in  full 
paj-ment— and  the  set  is  yours.  Or.  if  for  any  rea.son  you  are  not 
satisfied,  return  it  to  us  and  you  won't  be  out  a  cent.  You  owe  it 
to  yourself  and  to  the  children  in  your  home  to  have  a  set  of  the 
Bo6k  of  Etiquette  in  your  library.  This  opportunity  inay  ne^-er 
come  again.  Send  for  the  set  today  and  surprise  your  friends  with 
}-our  knowledge  .  ,    r  .  -  -       -  -    1  " 

of  the  correct  "  "  i. 

thing  to  do. 
say,  write,  and 
wear  at  all  times. 
Just  mail  the 
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-don't 


t  of  the  1 
rn  the  books  or 
under  no  oblieatioa 


ad  addressing  clergv 


send  any  money.  , 
Nelson  Double- 
day,  Inc.,  Dept. 
1027  Oyster 
Bay.  New  York. 
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Super  Salesmanship 

THE  WEEKLY  LETTER  SERVICE 

That  is  Revolutionizing  The  Selling  Game 
One  Letter  Per  Week,  Showing  You  the  Right  Appeal  to  Each  and  Every  Prospect 
MR.  GORDON  J.  A.  HARGRAVE 

America's  Recognized  Leading  Sales  Expert 

hus  written  this  Series  of  definite  sales  helps  that  all  ambitious  salesmen  should  have  to  succeed. 
You  cannot  afford  to  be  without  it,  as  you  are  paying  such  a  big  price  in  the  business  you  are 
now  losing  that  you  could  and  would  get. 

BE  A  MASTER  SALESMAN 
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SUPER-SALESMANSHIP 

is  easily  learned,  easily  applied,  absolutely  infallible  and  makes  selling  easier. 

More  Sales  Bigger  Sales  Increased  Income 

Gordon  J.  A.  Hargrave,  11th  Floor,  033  Plymouth  Court,  Chi?ago,  111. 

Kindly  send  me  your  Super-Salesmanship  service  for  one  year,  comprising  52  Super-Sa'es- 
manship  Letters  (1  per  week),  and  one  Fabricord  Leather  Container. 

Enclosed  find  §7.00  as  first  payment.  T  also  agree  to  send  von  -So. 00  per  month  for  the  next 
9  months,  as  full  payment  of  total" So2. 00— lO^c  discount  for  cash. 
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Turn  to  every  individual  advertisement  in  this  magazine.    The  advertisers  are  trustworthy  and 
deserving  the  attention  of  every  reader 


SHORT  CURVES  AHEAD 


Most  men  Hke  a  vitible  typewriter— the 
MORE^they  can  see  of  them  the  better  they 
like  them. 

D'ye  ever  notice  that  the  men  who  boast 
that  they  are  self-made  generally  worship 
their  CREATORT 

A  fashion  note  says  that  chic  Parisian  girls 
wear  one  feather  only,  but  it  doesn't  say  where 
they  wear  it. 

Probably  one  reason  why  a  girl  can't  catch  a 
ball  is  because  a  FELLOW  is  so  much  bigger 
and  easier  to  catch. 

Pictures  of  society  girls  remind  us. 
No  matter  how  short  the  dress. 

We  should  cross  our  legs  when  posing 
For  a  photo  for  the  press. 

Her  name  was  Irene,  she  wore  crepe  de  chine, 
but  more  could  be  seen  of  Irene  than  of  crepe  de 
chine. 

The  reader  who  doesn't  read  every  advertise- 
ment in  The  Sample  Case  is  missing  one  of  the 
bast  feature  departments.  It  pays  to  read  ads 
and  patronize  advertisers.    Try  it  and  see 
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DANGER— SOUND  HORN 


Can't  help  envying  Judge  Landis—he's  to 
devote  ALL  his  time  to  baseball  this  season. 

In  its  fight  to  maintain  rates  the  Pullman 
Company  appears  to  be  heading  a  BERTH 
CONTROL  movement. 

"Autos  Within  the  Reach  of  All"  reads  a 
headline.  ALL,  likewise  seem  to  be  within  the 
the  reach  of  autos. 

Mary  had  a  little  lamb,  a  hootch  cocktail 
or  two:  when  they  lifted  her  into  her  car,  my 
goodness,  what  a  STEW. 

The  happy,  happy  days  are  here. 

We  do  not  care  a  rap — 
We  can't  get  any  lager  beer. 

But  hard  cider  is  on  tap. 

One  can  gladly  welcome  even  the  hottest 
days  this  summer,  because  we'll  not  meet 
unbuttoned  galoshes  on  the  streets. 

To  write  feature  articles  for  The  Sample 
Case  requires  knowledge  and  experience;  to 
write  for  the  Councils  department  requires 
news,  but  to  write  for  this  column  requires  only 
a  typewriter. 
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a  month  side  line 
M  pfofits  ^  ^  ^ 

Some  are  making  several  times  this  each  month 
Y^^^     depending  upon  the  time  devoted  to  the  sale  of 


Self  Closing— Fly  Tight— Fire  Tight— Weather  Tight 

WASTE  PAPER  AND  REFUSE 
RECEPTACLES 

Here  is  a  clean  business  proposition  that  can  be  sold  in 
()uantities  from  circulars— no  samples  to  carry.  The 
market  is  unlimited. 

Tlie  Economy  is  the  ideal  receptacle  for  the  sanitary  and 
handy  collection  of  Waste  Paper,  Ladies'  Napkins,  Fruit 
and  Vegetable  Refuse,  Hotel  and  Restaurant  Linens,  etc., 
etc.  in  Stores,  City  Streets,  Parks,  Schools,  Institutions, 
Rest  Rooms,  Depots,  Hotels,  Hospitals,  Office  Buildings, 
Theatres,  Factories. 

Made   in    several    sizes.     Enameled   Green,  Red, 
White,  Mahogany,  Walnut  and  Oak.    Each  Recepta- 
cle has  a  bag  container  hung  inside  permitting 
easy  and  quick  emptying  without  moving. 
Stocks    carried    at    Factory   Branches  in 
many  cities.    Quick  Returns.    You  can  not 
afford  not  to  get  our  proposition. 

ECONOMY  BALER  CO. 

DEPT.  SC.       ANN  ARBOR,  MICH. 


CHANNING  E.  JONES,  President 


MANLY  J.  HEM  MENS,  Secretary 


Buckeye  Mutual  Health  Association 

COLUMBUS,  OHIO 

CLASS  AA 

The  Double  Indemnity  Certificate 

$50.00  Per  Week  for  Confining  Illness  for  Two  Years 

Full  Benefits  are  paid  for  Hazardous  Diseases  such  as  Rheumatism, 
Neuralgia,  Neuritis,  Lumbago,  Sciatica,   Myalgia,  Arthritis. 

BENEFITS  FOR  ONE  DAY  OR  MORE  OF  SICKNESS 

CLASS  ONE 
$25.00  Per  Week  for  Confining  Illness  for  Two  Years 

FULL  BENEFITS  ARE  PAID  FOR  PRACTICALLY  ALL  DISEASES 


SPECIAL  OFFER  TO  COMMERCIAL  TRAVELERS 

For  Information  Address 

MANLY  J.  HEMMENS,  Secretary 
Post  Office  Box  104,  COLUMBUS,  OHIO 


CHARLES  A.  DREUX 

Past  Grand  Counselor 
of 

Miss. -La., 
says: 

"Your  check  to  cover  my  full 
claim  for  recent  illness  has  been 
received.  I  am  thoroughly  sat- 
isfied with  jour  settlement,  and 
wish  to  thank  you  for  your  prompt 
attention  to  same. 

"I  appreciate  the  fact  that  every 
travelling  man  should  have  health 
insurance,  as  well  as  life  and  ac- 
cident, and  I  will  endeavor  to 
have  a  few  more  of  our  boys  down 
here  to  join  your  association." 
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Entirely  New  Angle  in  Making  Sales;  Something 
You  Would  Never  have  Thought  of;  the  Gifted 
Hargrave  Leaves  No  Possibility  Unexplored 
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BLOND 
Utsm  IDEAS 
SUPERFICIAL 
TAST  MENTAL  VIBRATIONS 


WHY    IS   A  BLOND? 
It  is  very  important  for  you 
to  know  how  to  appeal  to  your  Blond 
prospects. 

You  naturally  mast  keep  mental 
pace  with  Mr.  Buyer  and  also  have 
Mr.  Buyer  keep  mental  pace  with  you, 
to  have  a  satisfactory  conclusion  to 
your  sales  talk.  As  a  SCIENTIFIC 
SALESMAN,  you  must  know  the  nuinher 
of  ideas  your  prospect  can  inentally 
absorb. 

The  Blond  wants  to  hit  the  high 
spots  and  grows  mentally  impatient 
if  you  dwell  too  long  on  any  one 
subject.     The  Blond  has  a  variety- 


loving  brain;  he  likes  change. 

THE  MORE  BLOND  YOUR  CUS- 
TOMER, THE  MORE  IDEAS  OR 
DIFFERENT  THOUGHTS  YOU 
MUST  GIVE  HIM  DURING  YOUH 
SALES  INTERVIEW. 

Check  up  on  your  Blond  friends; 
listen  to  any  one  of  them  talking  over 
a  ten  minute  period  and  count  how 
many  different  ideas,  each  one  totally 


Whatever  may  have  happened  to 
the  horses,  it  must  be  conceded  that 
the  auto  has  put  the  horse-fly  out  of 


irrelevant  to  the  other,  he  will  hit  upon. 

The  brain  is  never  empty,  nor  can 
it  handle  any  more  than  one  idea  at 
a  time,  so  that  you  must  give  the 
Blond  your  thoughts  and  ideas  as  fast 
as  he  himself  indicates  by  this  lest. 

If  you  do  not,  other  ideas  will  force 
themselves  into  his  brain,  no  matter 
how  interested  he  might  be;  but,  hy 
hitting  on  more  angles  of  your  proposi- 
tion in  quick,  succession,  you  keep  the 
Blond's  variety-loving  intellect  fully 
occu|.ied  with  your  story. 

To  keep  him  interested  in  your  pro- 
position,  you   must   continue   to  give 
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Many  V.  C.  T.  CouncUi  are  organ- 
Mna  ttudy  ctubi  to  gel  the  full  bene- 
fit of  The  Sample  Case  SERVICE. 
Should  those  clubs  wish  to  progress 
faster  than  the  Hargrove  lectures 
appear  In  this  magazine,  the  series 
can  be  bought  direct  from  him, 
adapted  for  study  clubs.  Ills  adver- 
tisement appears  on  the  Inside  front 
cover  of  The  Sample  Case. 


him  many  angles  of  it,  fio  that  his  mind 
will  not  be  permitted  to  stray. 

When  telling  a  joke  to  a  Blond,  be 
sure  and  make  it  short  and  snappy; 
because,  if  you  do  not  he  is  laughing 
at  the  finish  before  you  are  half-way 
through. 

Color  a  True  Indication 

COLOR  gives  you  a  true  indication 
of  the  number  of  ideas  that  are 
going  in  and  out  of  the  prospect's 
brain,  within  a  specified  length  of  time. 
Color  is  shown  by  the  hair,  skin  and 
eyes;  and  two  out  of  the  three  indicate 
whether  an  individual  is  Blond  or 
Brunet. 

The  two  extremes  in  color  are  the 
absolutely  black-skinned,  black-haired 
and  black-eyed  individual;  he  is  the 
deepest  brunet;  and  the  pink-skinned, 
pink-eyed  and  white-haired  albino,  the 
most  blond. 

The  albino  is  the  most  irresponsible 
individual  living;  he  has  so  many 
different  ideas  going  through  his  mind, 
so  fast,  that  he  cannot  catch  and  hold 
one  long  enough  to  "put  salt  on  its  tail" 
and  use  it.  And  he  will  never  make  a 
success. 

When  you  find  it  hard  to  dis- 
tinguish whether  a  person  is  a 
blond  or  brunet,  you  may  forget 
about  Color,  because  this  individual 
is  very  close  to  a  balance;  and  as 
a  balance,  will  be  able  to  take  in 
ideas  as  you  give  them. 

IT  IS  ONLY  THE  DECIDED 
BLOND  THAT  YOU  HAVE  TO 
TAKE   INTO  CONSIDERATION. 

Be  sure  to  distinguish  the  difference 
between  ideas,  and  decision  and  action. 
Ideas  mean,  the  number  of  thoughts 
traveling  through  the  brain;  Decision 
is  shown  in  the  way  we  decide  upon 
those  ideas;  whereas,  physical  action 
is  the  result  of,  or  accompanies  decision. 
Are  You  Blond  or  Brunet 

IF  YOU  are  a  Blond  and  are  talking 
to   a   prospect   who    is   as  blond 
as  you  are,  you  will  be  giving  different 


ideas  just  as  fast  as  he  receives  them, 
thercfoie  as  the  two  of  you  are  the 
same  in  color,  you  can  go  along  in  your 
own  way. 

If  you  are  a  Brunet,  trying  to  sell 
a  Blond,  you  must  develop  the 
ability  to  cover  more  ideas  in  youf 
sales  talk;  that  is,  do  not  be  so 
specific  in  your  explanations  of 
any  one  thought,  but  hit  on  many 
more  phases  of  your  proposition, 
in  rapid  succession. 

A  Blond  can  listen  in  an  interested 
way  from  half  a  minute  to  one  minute 
on  one  angle  of  your  proposition;  if 
you  keep  talking  on  this  same  thought 
longer  than  that,  other  ideas  are  going 
to  flock  into  his  mind,  and  interest 
is  lost. 

You  mil  find  that  you  will  have  to 
sell  the  blond  customer  every  time  you 
call  on  him,  as  he  has  thought  of  so  many 
different  things  since  your  last  visit. 

It  is  very  easy  for  you  to  sell  the 
Blond  on  a  new  account,  because  the 
Blond  likes  new  ideas  and  becomes 
interested  when  you  explain  to  him  the 


Gordon  J.  A.  Hargrove  Is  giving  The 
Sample  Case  readers  a  scientific  ttudy 
In  character  analysis— of  yourself 
and  your  customers— which  cannot 
be  obtained  except  through  him. 
He  Is  one  of  America's  foremost  men. 
His  articles  In  this  magazine  rank 
higher  than  those  published  In  any 
other  magazine.  This  is  a  selling 
point  for  those  who  are  getting  lub- 
scribers  for  The  Sample  Case. 


UNPARALLELED 

OPPORTUNITY 

An  unparalleled  opportunity  is  offered 
readers  of  The  Sample  Case  to  obtain 
the  Gordon  J.  A.  Hargrave  Scientific 
Salesmanship  course  direct  from  him, 
so  that  it  can  be  studied  faster  than  is 
possible  in  the  installments  appearing 
in  this  magazine.  Write  to  him  direct. 
His  address  is  on  the  inside  of  the  front 
cover  page.  Gordon  J.  A.  Hargrave  is 
one  of  the  greatest  character  analjfsts 
in  the  world. 


Salesmen  who  have  applied  the  Har- 
grave series  in  their  lines  are  requested 
to  write  to  the  editor  of  The  Sample 
Case  and  tell  how  the  advice  worked. 


new  features  of  your  proposition. 

Don't  worry  about  interruptions  when 
you  are  selling  a  Blond,  as  he  can  answer 
the  telephone,  listen  to  several  people, 
one  right  after  another,  and  still  keep 
your  sales  story  in  mind. 

Be  sure  to  never  repeat  when  you 
are  talking  to  your  blond  prospect. 
When  any  interruption  occurs  and  you 
start  to  talk  again,  start  where  you  left  off. 
Applying  Psychological  Moment 

It  is  very  rarely  that  a  man  will  buy, 
even  though  he  might  want  what  j'ou 
have  to  sell,  unless  you  bring  him  up 
to  a  state  of  action  through  your  sales 
talk.  A  very  good  illustration  of  this 
follows: 

A  Blond  business  man  had  directed 
his  office  manager  to  find  a  certain 
system,  such  as  he  described;  and  one 
day  was  called  upon  by  a  salesman, 
who,  so  the  office  manager  told  him, 
had  just  what  was  wanted. 

The  salesman  was  Bnmet,  and  he 
did  not  know  the  "psychological  mo- 
ment." After  his  introduction  to  Mr. 
Blond  Buyer,  he  began  giving  his  sales 
talk        ^is  usual  manner,  explaining 


very  thoroughly  every  detail  of  the 
equipment. 

Although  interested  in  the  proposition 
and  wanting  to  buy,  the  Blond  grew 
mentally  impatient  and  seeing  some 
unopened  letters  on  his  desk,  divided 
his  attention  between  the  salesman  and 
his  mail. 

As  the  Brunet  persisted  in  his  con- 
centrative  way,  Mr.  Blond  lost  interest; 
and,  as  the  Brunet  salesman  confidently 
awaited  consummation  of  the  sale, 
Mr.  Blond,  having  read  all  of  his  letters, 
simply  announced  that  he  had  changed 
his  mind. 

This  sale  was  lost,  only  because  the 
Brunet  did  not  give  his  blond  prospect 
enough  different  ideas  about  the  system, 
to  keep  his  variety-loving  brain  busy. 

Thoughts  Fly  Fast 

WHEN  your  prospect  is  more  blond 
than  yourself,  his  brain  is  travel- 
ing faster;  that  is,  he  is  covering  more 
ground  than  you  are;  therefore,  you 
must  speed  up  with  your  ideas  and 
cover  more  of  your  proposition. 

Stand  on  the  corner  of  a  city  thorough- 
fare during  the  busy  hours  of  the  day, 
and  notice  the  automobiles  passing  up 
and  down.  See  how  quickly  they  come 
and  go,  and  are  lost  sight  of  in  the 
traffic  within  a  few  seconds. 

Again  stand  on  the  same  comer, 
in  the  middle  of  the  night  and  see  the 
automobiles  pass  you.  You  can  keep 
one  of  them  in  sight  for  a  long  time. 

Liken  each  one  of  these  machines  that 
pass  you  during  the  day,  to  an  idea  in 
the  brain  of  the  Blond,  and  you  will 
realize  how  fatt  your  mentality  has  to 
go,  thinking  up  new  ideas  to  keep  that  fast 
mentality  of  the  blond  prospect  busily 
engaged,  thinking  about  your  proposition. 

Give  the  Blond  from  15  to  20  different 
ideas  in  as  many  minutes.  You  can 
readily  see  that  in  doing  this,  you  can- 
not be  very  specific  and  thorough  on 
any  one. 

HIT  THE  HIGH  SPOTS  WITH 
THE  BLOND. 


The  commercial  traveler  has  the 
most  honorable  profession  of  the  age. 
It  is  attracting  the  highest  class  men 
in  North  America.  His  standing  in  the 
community  ranks  with  that  of  the 
greatest  assets  of  every  city. 
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Showing  a  Wide  Difference 
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BRUNET 
FEW  IDEAS 
THOROUGH 
SLOW  IVJENTAL  VIBRATIONS 


WHY    IS   A  BRUNET? 
If  you  do  not  know  how  to 
correctly  appeal  to  the  brunet 
buyer,  you  will  lose  the  sale  without 
ever  knowing  the  reason  for  it. 

The  Blond  is  the  headline  reader 
of  the  newspaper;  the  Brunet,  the 
article  reader.  Naturally,  the  Blond 
gets  more  ideas  in  the  same  space  of 
time  than  the  Brunet,  but  the  Brunet 
has  a  more  thorough  understanding 
of  the  ideas  he  gets,  than  the  Blond. 

The  Brunet  is  concentrative  and 
thorough  in  mentality  and  can 
successfully  handle  only  a  few  ideas 
at  a  time;  therefore, 

THE  MORE  BRUNET  YOUR  CUS- 
TOMER, THE  FEWER  IDEAS  YOU 
MUST  GIVE  HIM  IN  YOUR  SALES 
TALKS. 

Recently,  I  had  before  me  two  sales 
talks  made  up  by  two  sales  managers 
of  the  same  concern,  one  a  Blond  and 
the  other  a  Brunet.  Both  talks  covered 
eight  pages;  while  the  Blond  requested 
his  salesman  to  bring  24  different  points 


to  the  buyers'  attention,  the  Brunet 
sales  manager  hit  on  eight. 

The  Brunet  took  one  full  page  for 
each  idea,  whereas  the  Blond  sales 
manager  only  used  a  third  of  a  page  for 
each  one  of  his  ideas;  naturally,  the 
Brunet's  explanation  of  each  angle 
was  much  more  thorough  and  complete. 

You  must  fully  comprehend  the 
differences  and  distinctions  in  "number 
of  ideas,"  and  mental  and  physical 
action.  COLOR  shows  only  the  number 
of  thoughts  and  ideas. 

The  forehead  shows  mental  action 
and  the  chin  shows  physical  action. 
Mental  action  is  the  way  we  decide 
on  the  thoughts  and  ideas;  and 
physical  action  is  the  way  we  act 
on  thoughts  and  ideas.  While  Color 
shows  the  number  of  thoughts  and 
ideas. 

 ~| 

I  The  man  who  wins  is  the  man  whose  | 
head  is  a  parking  place  for  ideas,  and  » 
not  a  mere  rendezvous  for  hair.  t 


The 
Right 
Way 
to 

Sell 
the 
Brunet 


Grading  from  the  lightest  blond  to  the 
deepest  brunet.  Color  shows  the  number 
of  ideas  you  must  give  the  prospect 
to  keep  his  mentality  fully  occupied 
with  your  proposition. 

The  Brunet  is  known  by  dark  brown 
or  black  hair;  hazel,  brown  or  dark 
eyes;  and  a  dark  or  sallow  skin.  Brunet 
skin  tans  when  exposed  to  the  sim. 
Two  out  of  three  of  these  features  will 
determine  whether  an  individual  is  a 
blond  or  brunet. 

The  very  darkest  brunet  is  the  in- 
dividual with  coal-black  skin,  hair  and 
eyes.  This  tj'pe  can  never  achieve 
success  in  life,  because  he  has  so  few 
ideas  and  concentrates  so  long  upon 
one,  that  he  can  never  use  the  few  that 
he  has.  However,  there  are  very  few 
of  this  deep  brunetness. 

The  harder  it  is  to  distinguish 
your  customer's  classification,  the 
less  you  have  to  worry  about;  because 
if  it  is  impossible  to  tell  whether 
he  i«  a  blond  or  brunet,  then  you 
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may  know  that  he  is  a  balance, 
and  will  be  able  to  assimilate  ideas 
according  to  the  speed  of  others, 
regardless  of  color. 

One  Idea  at  a  Time 

WHEN  interviewing  Mr.  Brunet, 
take  up  one  complete  idea  at 
a  time;  go  into  each  thought  very 
tliorouglily  and  concentrate  on  it,  so 
that  liis  slow,  tliorough  brain  will  have 
opportunity  to  assimilate  that  idea 
before  you  go  to  another. 

If  you  hit  upon  too  many  different 
phases,  or  change  from  one  subject 
to  another  rapidly,  you  will  confuse 
the  Brunet  to  such  an  extent  that  he 
will  not  remember  any  and  your  efforts 
are  worse  than  wasted. 

Think  of  the  mentality  of  Mr.  Buyer 
and  yourself,  as  two  objects  traveling 
in  the  same  direction;  you,  Mr.  Sales- 
man, must  set  your  pace  to  his,  as  you 
are  endeavoring  to  interest  Mr.  Buyer 
to  patronize  you,  thereby  helping  you 
to  be  more  successful. 

If  you  are  a  blond  salesman  and 
trying  to  interest  a  Brunet  Buyer,  keep 
well  in  mind  that  you  must  tone  your 
versatile  mentality,  your  variety-loving 
brain  to  the  slow,  steady  and  thorough- 
going pace  of  the  brunet  mind. 

If  you  are  a  Brunet  salesman,  trying 
to  sell  a  blond,  you  must  cultivate  the 
ability  to  inject  greater  variety  into 
your  sales  talk;  be  less  explicit,  give 
him  many  ideas  and  let  them  follow 
in  rapid  succession. 

ALWAYS  KEEP  ABREAST  OF 
YOUR  BUYER,  BEING  CAREFUL 


NOT  TO  RUN  AWAY  FIIOM  IIIM 
NOIl  ALLOW  HIM  TO  RUN  AWAY 
FROM  YOU. 

A  Brunet  salesman  one  day  came 
into  my  office  and  said,  "Mr.  Ilargrave, 
1  have  never  realized  the  value  of  this 
knowledge  given  in  SCIENTIFIC 
SALESMANSHIP,  as  I  have  today. 
Yesterday,  I  heard  you  give  Color 
in  your  lecture, and  my  first  call  this 
morning  was  on  a  decided  blond. 

"This  man  I  had  never  been  able 
to  sell  before,  and  I  had  never  known 
the  reason  why.  Today,  when  I  began 
to  talk  to  him  /  saw  myself  again  losing 
out;  so,  applying  SCIENTIFIC  SALES- 
MANSHIP, I  started  in,  hitting  only 
the  high  spots  and  I  noticed  that  I  was 
holding  his  attention.  I  kept  changing 
from  one  idea  to  another  just  as  fast 
as  I  could  get  them  in  my  mind,  and 
succeeded  in  opening  the  account." 

Detail  for  Brunet 

BE  observant,  and  you  wiU  find 
that  Mr.  Brunet  in  talking  will 
only  touch  upon  few  subjects,  but 
will  discuss  them  at  length.  Because 
of  his  very  slowness  in  mental  vibration, 
he  is  thorough  and  will  want  to  con- 
centrate upon  one  thought  and  examine 
it  in  detail,  for  that  is  the  only  way 
that  he  can  assimilate  an  idea. 

Give  him  too  many  things  to  think 
about  at  once,  try  to  crowd  him  with 
too  many  ideas,  and  he  will  feel  that 
you  are  pushing  on  his  heels;  he  will 
step  aside,  mentally,  and  let  you  go 
on  and  on  while  he  pursues  the  even 


tenor  of  his  way  and  you  are  forgotten. 

When  interrupUoriH  occur  during  your 
interview  with  Mr.  Brunet,  be  very 
careful  to  go  back  and  rehearse  the  lanl 
few  sentences. 

Give  him  the  last  ideas  over  again, 
because  in  attempting  to  shift  his  brain 
to  the  interruption  and  back  again 
to  your  talk,  he  will  lose  part  of  your 
conversation  and  it  will  take  him  a 
little  while  to  pick  up  the  threads  of 
discourse  once  more. 

The  Brunet  will  rarely,  unless  vitally 
interested,  tell  you  to  "hold  your  horses 
and  slow  up  a  bit"  when  you  have 
been  going  full  steam  ahead  and  giving 
him  ideas  too  fast. 

As  you  race  on,  he  realizes  that  he 
cannot  keep  up  with  you  and,  with 
his  characteristic  mental  patience  and 
slowness,  he  may  just  sit  and  listen, 
then  when  time  for  the  signature  comes 
he  says  "Nothing  doing." 

If  you  were  giving  interviews 
to  both  a  blond  and  brunet  customer, 
of  thirty  minutes  each,  you  should 
give  to  the  blond  as  many  as  15  to 
20  different  angles,  in  order  to 
keep  him  interested;  while  to  the 
brunet,  more  than  5  to  7  would 
result  in  confusion. 

THE  ONLY  WAY  TO  SELL  MR. 
BRUNET  IS  TO  GIVE  HIM  FEWER 
IDEAS  AND  BE  VERY  THOROUGH 
IN  YOUR  EXPLANATION  OF  EACH 
ONE. 

Yours,  for  a  Protruding  THIRD 
VEST  BUTTON, 


PUSH  OUT  YOUR  THIRD  VEST  BUTTON 


U.  C.  T.  DESIGNER. 


August    Cover    Design    Drawn  by 
Brother  C.  C.  Owen,  Hol- 
man,  Wisconsin. 

One  of  the  prettiest  of  cover  designs 
for  The  Sample  Case  is  presented  with 
this  number.  The  drawing  was  made  by 
Brother  C.  C.  Owen,  Holman,  Wis. 
Councilor  Owen  is  an  artist  of  special 
merit,  as  is  shown  by  his  work  on  this 
design.  As  an  illustrator  for  advertising 
designs  he  has  few  equals,  and  The 
Sample  Case  editor  calls  the  attention  of 
magazines  wishing  exclusive  covers,  and 
advertisers  wishing  unique  and  original 
drawings,  to  Mr.  Owen.  He  has  here- 
tofore specialized  in  designing  for  holi- 
day greeting  cards,  gift  cards,  place 
cards,  invitations,  letter  heads,  mem- 
orials, resolutions,  illuminated.books,  sale 
cards  and  similar  lines. 

Those   wishing   original    and  unique 


drawings  with  a  punch  to  them,  pre- 
pared by  one  who  is  an  artist  and  whose 
work  has  a  punch  to  it,  will  find  in  C. 
C.  Owen,  R.  F.  D.  2,  Holman,  Wis., 
one  who  will  certainly  deliver  the  goods. 


Why  Not? 

"You'd  better  lengthen  those  skirts, 
Marie." 
"Uh?" 

"Gentlemen  are  apt  to  mistake  you 
for  a  little  girl  and  try  to  take  you  on 
their  laps." 

"Well?"— [Exchange. 


The  Voice  of  Experience. 

"Mrs.  Weatherwell  seems  to  be  very 
much  in  love  with  her  husband.  She 
calls  him  up  by  telephone  a  half  dozen 
times  every  day." 

"That  isn't  love,  you  silly  little  goose. 
It's  suspicion." — [New  York  American. 


Way  Tired  Business  Men  Feel. 

"What  you  need  is  an  efficiency  ex- 
pert," declared  the  applicant  for  such 
a  job. 

"What  I  need,"  thundered  the  exas- 
perated business  man,  "is  a  bunch  of 
experts  who  will  do  the  work  I  am  pay- 
ing them  to  do  and  not  to  tell  me  how 
to  run  my  end  of  things.  There  isn't  a  ■ 
mother's  son  working  for  me  who  doesn't 
feel  just  as  well  qualified  as  you  to  tell 
me  how  things  should  be  done— but  if 
you  really  need  work,  I'll  give  you  a 
job  as  porter." — [Exchange. 

Thrift. 

"Father,"  pleaded  little  Sandy  Mac- 
Dougal,  "will  you  give  me  a  dime  to  see 
that  movie  with  the  sea-serpent  in  it?" 

"Son,"  answered  big  Sandy,  "dinna  be 
so  wasteful!  Just  ye  take  this  magni- 
fying glass  down  to  the  garden  and  find 
ve  a  worm." — [New  York  American. 
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Science  in  salesmanship 


Puts  Tonnage  in  Business 

"Cut-and-Try"  Salesmen  are  Disappearing; 
New  Conditions  Demand  Application  of  Study 


Specially  prepared  article 

By  SPENCER  JANNEY  STEINMETZ 
President  John  Steinnictz  Company 
Boston,  Mass. 


IN  the  selling  game — thirty  years  of  it, 
during  which  I  have  sold  goods  in 
every  city  in  the  country  of  over 
10,000  population — I  have  seen  manv 
changes  in  the  science  of  salesmanship. 
Indeed,  I  have  seen  it  become  a  science. 
The  "cut-and-try"  salesman,  who  fitted 
his  sales  methods  to  each  particular 
buyer,  but  had  no  general  plan,  is  grad- 
ually disappearing.  The  traveling  man 
who  depended  for  orders  on  a  pocketful 
of  cigars  and  a  breezy  line  of  talk,  gets 
nowhere  nowadays.  The  fellow  whose 
principal  asset  was  his  ability  to  put 
something  over  on  his  competitors,  by 
secrecy  or  trickery,  is  as  dead  as  the 
dodo. 

Although  I  have  become  the  head  of 
our  firm,  I'm  still  on  the  road — more  of 
a  salesman  than  ever.  We  are  all 
brothers  in  the  craft.  We  can  succeed 
individually  only  as  we  exchange  ideas 
and  help  to  boost  each  other  along; 
collectively  we  can  succeed  only  through 
co-operation. 

There  never  was  a  time  when  co- 
operation was  so  important  as  now. 
Swapping  ideas  and  experiences  is 
never  more  necessary  for  traveling 
men  than  in  slack  times.  Selling 
science  is  the  accumulation  of  the 
experiences  of  others  and  a  period 
of  business  depression  multiplies 
the  necessity  for  just  that  kind  of 
science. 

How  to  get  your  proposition  and  your 
personality  to  the  buyer  at  a  minimum 
cost — that  is  the  big  problem  of  the 
salesman  in  times  like  these. 

Applying  Science  in  Selling. 

Let  me  tell  you  how  an  experience  in 
Denver  last  winter  has  helped  me  to  put 
science  into  salesmanship  during  the  past 
twelve  months.  My  line,  which  is  hard- 
ware, was  pretty  dead.  Many  other 
houses  were  calling  their  men  in  from 
the  road  and  my  board  of  directors 
wired  me,  asking  if  I  did  not  think  I 
had  better  quit  traveling  until  business 
picked  up. 

One  of  the  advantages  of  being  the 
head  of  the  firm  is  that  you  do  not  have 
to  follow  the  suggestions  of  your  board 
3f  directors.  I  distinctly  did  not  think 
I  had  better  quit.  I  had  a  selling  cam- 
paign all  mapped  out  and  hundreds  of 
50od  customers'  orders  would  have  been 
bung  up  in  the  air  if  I  had  called  it  off 
then.  So  I  started  traveling  a  new  way 
— by  long  distance.  I  sat  in  a  Denver 
hotel  and  covered  the  United  States  of 
America,  Canada  and  Mexico  by  tele- 
phone. 

A  blizzard  was  raging  all  through  the 
Rocky  Mountain  states.  The  wind 
howled  and  the  very  building  shook.  I 
put  in  my  list  of  calls,  asking  if  there 
svas  very  much  danger  of  not  getting 
"nany  of  them  because  of  wires  down. 


'J'he  answer  was  "No  wires  down  as  far 
as  the  division  inspectors  in  all  directions 
report." 

Using  the  Telephone. 

THEN  came  the  report  on  my  first 
call,  which  was  to  Santa  Ke,  New 
Mexico,  and  the  fun  began.  "Wire 
ready  in  two  minutes,"  said  the  operator. 
No  sooner  had  I  finished  it  than  the 
other  calls  began  coming  in.  Five 
hundred  miles  south  of  Denver  came  in. 
Eleven  hundred  miles  northeast  from 
Colorado  came  in.    Way  down  on  the 


Reading  and  swapping 
ideas  was  never  before 
more  necessary  among 
road  salesmen.  The 
science  of  selling  is  the 
accumulated  experience 
of  others.  To  give  the 
scientific  side  of  sales- 
manship is  the  SER\'- 
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sunny  shores  of  the  Pacific  Ocean  a  call 
was  open.  Way  up  in  cold  Manitoba, 
where  the  snow  was  twenty  feet  deep, 
the  operator  said  "All  ready."  Chicago, 
with  its  grime  and  smoke,  blinked  at  me 
through  the  fog  and  mist.  St.  Louis, 
where  you  could  almost  hear  the  rumbles 
of  the  great  big  paddle-wheel  boats  on 
the  Mississippi,  said  "All  ready."  Little 
Pueblo,  in  the  midst  of  the  Rocky  Moun- 
tains came  in.  The  great  flour-mill  city 
of  Minneapolis  shouted  "Here  I  am." 
Kansas  City,  way  down  on  the  Kaw 
River,  with  its  tens  of  thousands  of 
cattle  in  the  stockyards,  bellowed  back, 
"Here  we  are."  The  great  railroad 
terminal  in  Washington,  D.  C,  said 
"All  ready."  Way  dow^n  at  Atlanta, 
Georgia,  in  the  cotton  fields,  a  girl's 
voice  with  that  delightful  southern 
accent,  which  is  so  charming  to  a  man's 
ear,  said  she  was  ready. 

I  kept  at  it  two  days,  from  seven 
o'clock    in    the    morning   until  eleven 


o'clock  at  night.  Right  then  and  there 
I  solved  the  question  as  to  whether  I 
was  to  keep  on  traveling.  When  our 
directors  got  the  reports  of  results  from 
that  batch  of  tele|)hone  calls,  they 
changed  their  minds  about  waiting  for 
business  to  pick  up.  It  had  picked  up. 
I  have  been  traveling  ever  since  and 
have  just  finished  an  18,000-mile  trip 
on  which  I  have  been  selling  by  tele- 
phone every  step  of  the  way — only  my 
"steps"  have  been  hundreds  of  miles 
apart.  My  plan  has  been  to  select  a 
city  as  a  center,  plot  out  the  territory 
around  it  in  the  form  of  a  sort  of  checker 
board  and  begin  making  my  moves — 
by  long  distance. 

Results  Pour  In. 

DOES  it  pay?  Does  it  sell  hardware? 
Does  it  i)roduee  "tonnage?"  I 
have  kept  an  accurate  account  of 
these  campaigns  and  of  exactly  what  I 
have  expended,  in  time  and  money,  in 
covering  each  territory.  Here  are  some 
of  the  results — and  they  are  illustrative, 
for  I  have  had  practically  the  same 
experience  in  every  city  selected  as  a 
center  of  operations: 

In  Lansing,  Mich.,  the  circuit  took  in 
eighty  miles  north,  east,  south  and  west, 
including  Kalamazoo,  Bay  City,  Ann 
Arbor  and  other  towns.  Aly  telephone 
tolls  cost  me  .?24.00  and  my  profit  was 
S3S0.00  and  a  continuous  repeat  right 
along  afterwards  by  mail. 

I  spent  four  hours  making  calls  from 
Davenport,  la.,  to  Rock  Island,  Des 
Moines,  Moline  and  other  towns.  Tolls, 
S22.00;  profits,  .5230.00. 

From  Richmond,  Va.,  I  tapped  the 
West  Virginia  coal  mine  territory,  the 
James  River  towns,  Norfolk,  Newport 
News  and  other  cities.  That  was  a 
bull's  eye.  My  tolls  were  $90.00  and  my 
profits  8940.00 

Out  of  telephone  calls  from  Madison, 
Wis.,  that  cost  me  S22.00  I  got  sales  for 
a  total  of  SI, 400.00  in  four  and  a  half 
hours.  New  Orleans  put  me  in  touch 
with  Jackson,  Miss.,  Tuscaloosa,  Ala., 
Houston,  Beaumont  and  Corpus  Christi, 
Tex.  The  tolls  cost  S34.00  and  sales 
amounted  to  $1,900.00. 

From  Seattle  I  gathered  in  Tacoma, 
Walla  Walla,  and  the  cities  in  the  Inland 
Empire.  In  San  Francisco  I  got  fine 
results  from  Berkelej',  Salt  Lake  and 
surrounding  towns.  Los  Angeles  put  me 
in  touch  with  San  Diego,  The  Needles 
and  the  Imperial  Valley,  where  I  closed 
orders  that  I  had  long  hoped  for  but 
had  been  unable  to  nail  down. 

Figure  what  it  would  cost  in  time  and 
money  to  cover  these  territories  per- 
sonally, and  you  have  the  whole  story 
as  far  as  cutting  costs  is  concerned. 
Added  to  this  advantage  of  my  method 

(Continued  on  page  58.) 
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Here's  another  side,  the 


Purchasing  Agent's  Approach 

Must  Conserve  Hours  as  Well  as  Energy,  but 
Should  be  Courteous,  Tactful  and  Friendly 


IT  is  often  said  that  the  "ap[)roach  is 
everythinR."  As  a  rule,  the  phrase 
is  appHed  to  sellinp;  and  it  is  the 
salesman  who  is  expected  to  evolve  a 
manner  of  approach  that  will  make  a 
pleasing  impression  upon  the  man  he 
wishes  to  sell. 

But  the  purchasing  agent  also  conveys 
an  impression  to  the  salesman  by  his 
manner  of  approach.  If  there  can  be 
any  great  difference  in  the  degree  of 
importance,  the  purchasing  agent's  man- 
ner of  approachmg  the  salesman  is  the 
more  important. 

The  purchasing  agent  must  conserve 
his  hours  as  well  as  his  energy.  It  is 
always  permissible  to  refuse  to  see  a 
representative  of  a  firm  from  which  he 
cannot  buy,  or  one  who  calls  through 
friendly  motives.  To  do  so  saves  the 
salesman's  time  as  well  as  his  own. 
But  the  refusal  must  be  courteous  and 
tactful.  Better  by  far  to  see  the  man  and 
dismiss  him,  than  to  permit  the  refusal  to 
leave  the  salesman  disgruntled  or  angry. 

The  good  will  and  friendly  feeling 
of  the  salesman  is  essential  to  suc- 
cessful purchasing.  The  average 
purchasing  agent  has  to  buy  so 
many  diflerent  materials  and  there 
are  too  many  different  brands  and 
types  of  all  these  different  materials 
for  him  to  knov»r  each  as  completely 
as  the  salesman  knows  his  particular 
one.  The  purchasing  agent  regards 
the  salesman  as  an  advisor  and 
relies  upon  him  to  give  honest 
counsel. 

THE  purchasing  agent's  manner  of 
approach  begms  with  the  manner 
in  which  the  caller  is  received.  A 
young  girl,  no  matter  how  pretty  she 


Digest  of  an  article 

By  HELEN  HYSELL 

in  "The  Purchasing  Agent" 

may  be.  must  have  tact  and  a  pleasing 
personality,  else  she  will  rub  the  caller's 
fur  the  wrong  way. 

The    most    even-tempered  salesman 


The  most  even-tem- 
pered salesman  resents 
the  empty-headed,  al- 
ways preoccupied  girl  so 
often  chosen  for  a  recep- 
tion clerk,  likewise  that 
superior  small  boy,  whose 
manner  is  unmistakably 
condescending,  and  whose 
eyes,  if  not  his  mouth, 
say,  "Good-night!  An- 
other peddler!"  And  yet, 
these  are  the  types  of 
reception  clerks  most 
often  employed  in  the 
outer  offices  o  f  ultra- 
modern concerns. 


resents  the  empty-headed,  indifferent, 
frequently  inaccurate  and  almost  always 
preoccupied  girl  chosen  by  so  many 
firms  as  a  reception  clerk.  And  he  re- 
sents the  superior  small  boy  whose 
manner  is  unmistakably  condescending 
and  whose  eyes,  if  not  his  mouth,  say: 
"Good  night!    Another  peddler!" 


And  yet  these  are  the  types  of  recep- 
tion clerks  most  often  employed,  even  in 
the  outer  offices  of  ultra-modern  con- 
cerns. Now  and  then  the  salesman  finds 
an  intelligent  young  woman,  not  neces- 
sarily ornamental  but  always  pleasant' 
and  understanding  and  alert. 

The  middle-age  man,  if  carefully 
cho.sen,  is  usually  satisfactory.  In  fact, 
salesmen  seem  to  prefer  meetinij  a  man 
in  the  outer  office,  since  the  majority  of 
women  employed  in  receiving  capacity 
have  proved  so  unsatisfactory  as  go- 
betweens. 

ONE  large  manufacturing  concern 
has  imported  a  typical  "Southern 
Colonel"  of  kindly  dignity  whose 
knowledge  of  business  is  nil  but  whose 
instinctive  knowledge  of  tact  and  cour- 
tesy is  complete.  The  purchasing  agent 
of  this  concern  is  firmly  convinced  that 
this  charming  old  gentleman  has  been  the 
reason  for  dozens  of  especially  good 
propositions  offered  by  salesmen  during 
the  year  of  his  employment.  Salesmen 
who  were  saving  their  best  offers  for 
some  purchasing  agent  of  cordial  manner 
or  large  orders  glowed  under  the  smiling 
kindliness  of  the  reception  clerk  and 
presented  their  favorable  propositions  to 
the  purchasing  agent  of  his  company. 

Constructive  co-operation  is  essen- 
tial to  correct  relationship  between 
buyer  and  seller,  and  one  of  the  most 
potent  factors  in  establishing  thi« 
relationship  is  the  consideration  and 
courtesy  shown  the  salesman  along 
the  path  from  the  outer  door  of  the 
general  offices  to  the  inner  door  of 
the  purchasing  agent's  private  office. 
The  approach  is  everything. 


OFFICER  IS  SENTENCED. 

Makes  Unprovoked  Attack  on  Alston  H.  Pickett, 
Commercial  Traveler,   Montgomery,  Ala. 

W.  R.  Scarbrough,  state  law  enforcement  ofiScer, 
of  Alabama  was  sentenced  to  four  months  hard 
labor  and  to  pay  a  fine  of  $300  by  Judge  Walter  B. 
Jones  at  Montgomery,  a  short  time  ago,  on  a  charge 
of  assaulting  Alston  H.  Pickett,  a  well  known  Mont- 
gomery traveling  salesman.  Scarbrough  was  released 
from  jail  when  he  made  a  $1,000  bond  pending 
his  appeal  to  the  Appellate  court  of  Alabama. 

In  sentencing  Scarbrough  the  Judge  denounced 
hie  attack  on  Pickett  in  unmeasured  terms.  Suspect- 
ing Pickett  of  being  a  bootlegger,  Scarbrough  and 
four  companions  had  stopped  him  on  a  lonely  road 
at  night  as  he  was  returning  home  in  his  car.  Not 
only  did  they  search  his  car,  but  Scarbrough,  it  is 
charged,  beat  him  unmercifully.  In  summing  up 
the  case,  in  addressing  Scarbrough,  Judge  Jones 
•aid: 

"It  is  admitted  that  you  had  no  reason  whatever 
to  eoBpeot  Mr.  Pickett  of  violating  any  law.  He 
had  committed  no  offense.  You  had  no  warrant  for 
his  arrest.  You  had  no  search  warrant,  and  there 
was  absolutely  no  reason  why  you  should  stop. 


assault  him  and  search  his  car.  While  a  detective 
from  another  State  held  his  hands  by  your  request, 
you  assaulted  Mr.  Pickett  without  provocation  or 
warrant  of  law. 

"Mr.  Pickett  was  entitled  to  receive  from  you  and 
your  colleagues  protection  of  his  rights.  It  was  as 
much  your  duty  to  protect  him  in  the  enjoyment  of 
his  rights  as  it  was  to  arrest  him  if  he  violated  the 
state  laws.  Indeed,  our  constitution  specially 
declares  'that  the  sole  object  and  only  legitimate  end 
of  government  is  to  protect  the  citizen  in  the  enjoy- 
ment of  life,  liberty  and  property  and  when  the 
government  assumes  other  functions  it  is  usurpation 
and  oppression.'  You  are  a  sworn  officer  of  the  law 
and  you  should  have  respected  Mr.  Pickett's  rights. 
You  are  paid  a  salary  from  the  State  Treasury  to  do 
that.  But  instead  of  protecting  Mr.  Pickett's  rights 
you  invaded  them." 


Self-Confidence. 

There  is  everything  in  being  mentally 
stable;  in  holding  a  right  mental  attitude; 
in  having  a  mind  that  is  confident,  poised, 
sure  of  the  principles  on  which  its 
philosophy  is  based.  People  who  are  all 
afloat  and  not  mentally  dependable,  who 
have  no  fixity  of  purpose,  and  are  not 
reliable,  are  not  the  men  we  turn  to 
emergencies.  It  is  the  self-confident 
man,  the  man  who  feels  sure  of  himself, 
the  man  who  is  sure  of  his  philosophy 
and  of  his  principles,  the  man  of  great 
faith,  on  whom  we  depend  in  suprenw 
crisis,  when  others  are  driven  to  the  wall 


Fool  Questions. 

F.  G.  asks:  "If  there's  a  rent  tn  the 
landlord's  clothes,  does  he  increase  that, 
too?" 

Warden,  you  better  put  this  bird  in 
irons.    He's  dangerous. 


On  the  Job. 

Pretty  Niece  (blushing):  "Auntie 
what  would  you  do  if  you  learned  thai 
a  young  man  was  secretly  inquiring  aboui 
your  abiUty  as  a  cook?" 

Wise  Aunt:  "I  should  immediatel] 
make  secret  inquiries  as  to  his  ability  tc 
provide  things  to  cook,  my  dear."— 
(Catholic  Transcript. 


THE    BAMPLE    CASE  II 


General  sales  manager  tells  how  to 

Reduce  Sales  Resistance 

A  Prospect  Either  Sells  the  Salesman,  or  the 
Salesman  Sells  the  Prospect  and  Gets  the  Order 


4  SALESMAN  reduces  the  sales  re- 
A  sistance  as  he  increases  his  own 
"  ^  ability  as  a  salesman.  Necessary 
8  it  is  to  study  the  prospect,  it  is  all  the 
lore  necessary  for  a  salesman  to  study 
imself  and  to  do  everything  he  can  to 
lake  himself  proficient  in  his  chosen 
ork. 

Much  thought  is  bein^  given  today 

0  the  cost  of  distribution,  which  is 
ecoming  so  high  that  modern  business 

1  looking  for  ways  and  means  to  get  the 
lanufactured  product  to  the  ultimate 
onsumer  at  a  price  which  can  be  paid. 

This  means  that  salesmen  must 
3ok  upon  their  work  as  a  profession 
nd  must  read,  study  and  think  just 
s  the  minister,  the  physician,  the 
ttorney,  the  engineer,  and  other 
rofessional  men  must  constantly 
ead  and  study  to  keep  themselves 
live  to  what  is  being  thought  and 
eveloped  in  their  various  profes- 
ions. 

It  is  by  the  reading  of  good  books  and 
lagazines,  not  only  on  subjects  relating 
•)  the  field  of  selling,  but  on  other  fields 
f  business  practice,  that  the  salesman 
in  profit  by  getting  a  line  on  the  ideas 
ad  actions  of  others.  While  on  this 
abject  of  reading,  it  would  be  well  to 
lention  the  opinion  of  a  well-known 
lies  executive  who  says,  that  it  is  fatal 
ir  a  salesman  to  read  the  morning  news- 
oper  before  starling  out.  This  is  because 
lere  is  such  a  variety  of  news  items  and 
)pics  from  all  over  the  world  that  no 
lan  can  read  them  closely  and  then  go 
at  with  his  mind  concentrated  on  one 
ling,  namely — selling,  and  the  over- 
)mmg  of  sales  resistance. 

Overdoing  Sales  Talk. 

fUST  recently  we  heard  a  salesman 
say  that  a  slump  in  his  business  was 
due  to  his  inability  to  make  his 
ingue  function  along  with  his  brain, 
robably  the  trouble  nere  was  that  the 
-ain  was  not  functioning  at  all,  and  the 
ingue  was  functioning  too  much. 
An  observation  of  hundreds  of  sales- 
en  in  our  organization  leads  me  to  say 
lat  the  man  who  looks  like  a  star  is  not 
ways  the  man  who  ultimately  makes 
r  himself  a  place  in  his  business.  There 
•e  many  men  who  by  every  rule  of 
ason  should  succeed  as  salesmen, 
hey  have  the  personality,  the  education, 
le  appearance  and  other  excellent 
aalifications,  but  they  may  not  get  as 
r  as  the  poor  fellow  whose  appearance 
against  him  and  who  would  never  be 
eked  as  a  salesman.  The  one  who 
oks  like  a  star  makes  no  progress  be- 
luse  he  does  not  put  forth  the  right 
nd  of  effort.  The  more  ordinary  man, 
alizing  that  he  is  handicapped,  jumps 
with  both  feet  and  does  things  under 
le  impression  that  he  must  work  to 
!ep  hur  place. 


Reprinted  from  Lefax. 
By  B.  W.  BROWN 
General  Sales  Manager 
R.  L.  Dolling  &  Co.,  Investment  Brokers 

There  have  been  many  attempts  to 
define  the  work  of  a  salesman.  Someone 
recently  said  that  a  good  salesman  was 
a  man  who  could  sell  a  F'ord  car  to  Sena- 
tor Newberry.  Our  definition  of  a  sales- 
man, however,  is  a  man  who  brings  in 
profitable  orders  and  keeps  on  doing  it. 

A  salesman  must  realize  that  in  every 
interview  a  sale  is  made.  The  prospect 
either  sells  the  salesman  on  the  idea  that 
he  cannot  or  will  not  buy,  or  the  sales- 
man sells  the  prospect  and  gets  the  order. 

Sales  resistance  frequently  is  the  fault 


In  salesmanship  there 
is  a  golden  rule,  just  the 
same  as  in  any  other 
profession.  That  golden 
rule  is— NOW.  If  this 
word  is  persistently  ap- 
plied, its  reward  will  be 
reaped  by  spelling  it  the 
other  way— WON. 

Overdoing  sales  talks 
is  a  mighty  element.  The 
writer  gives  some  good 
rules  for  reducing  resist- 
ence. 


of  the  salesman  and  not  the  prospect. 
The  difficulty  of  overcoming  sales  re- 
sistance is  in  inverse  ratio  to  the  amount 
of  effort  put  forth  to  overcome  it. 

One  of  the  old  philosophers  who 
traveled  far  and  wide  was  asked  whether 
or  not  he  ever  got  tired  walking.  The 
reply  was  that  sometimes  he  did  get 
tired  walking,  but  then  he  carried  a 
fifty-pound  weight  on  his  shoulder  for 
a  mile  and  after  discarding  the  weight 
felt  as  fresh  as  at  the  beginning. 

Rules  for   Reducing  Resistance. 

FAILURE  to  overcome  sales  resis- 
tance is  due  to  both  sins  of  omis- 
sion and  commission.    Here  are  a 
few  bromides: 

(1)  Do  not  wait  too  long  between 
calls.  In  many  lines  frequent  calls  are 
necessary  and  a  common  error  is  the 
thought  that  at  least  a  week  should 
elapse  between  the  first  and  second 
calls.  Forty-eight  hours  is  enough.  Sales 
are  lost  every  day  because,  in  the  time 
between  calls,  the  prospect  increases  his 
resistance. 

(2)  Of  all  the  objections  that  can  be 
brought  up  in  a  canvass,  the  most  fatal 
is  the  unspoken  objection.    Many  ex- 


cuses are  brought  up  to  spar  for  time  or 
to  dismiss  the  salesman,  but  what  the 
salesman  needs  to  get  at  is  the  real  objec- 
tion which  sticks  so  far  bach  in  the  mind 
of  the  prospect  that  it  is  not  brought  up 
unless  the  salesman  diplomatically 
reaches  it. 

(3)  Today's  sales  are  made  by  what 
the  salesman  does  not  say  as  well  aa 
by  what  he  does  say.  The  moral  here 
is — don't  talk  too  much.  A  salesman 
should  give  particular  thought  to  the 
training  of  his  voice,  but  not  to  get  his 
voice  so  perfect  that  he  likes  to  hear  it 
constantly. 

(4)  The  men  who  bring  in  the  most 
orders  regularly  are  those  who  keep 
away  from  detail.  Except  in  technical 
lines  a  good  straight-from-the-shoulder 
canvass  of  thirty  minutes  is  enough. 
Whenever  anyone  tells  you  that  he 
cannot  understand  why  "he  lost  that 
prospect  when  he  spent  three  hours  with 
him — you  have  the  reason  right  there. 

If  a  salesman  will  look  over  his  own 
sales  records  he  will  see  that  more  time 
was  spent  with  the  prospect  he  did  not 
sell  than  with  those  he  did  sell.  Per- 
sistence is  all  right,  but  it  does  not  equal 
the  wisdom  of  hunting  up  new  prospects. 
Many  salesmen  go  on  the  basis  of 
"three  strikes  and  out;"  that  is,  if  a 
prospect  is  not  sold  on  the  third  call, 
the  salesman  leaves  him  for  "future 
reference." 

See  the  Inaccessible  Prospect. 

WE  all  naturally  call  on  those  per- 
sons who  are  easily  seen,  and  who 
could  be  expected  to  buy  our 
product.  Change  this  plan.  See  those 
prospects  who  are  difficult  to  see,  be- 
cause they  are  inaccessible. 

Good  salesmen  are  shrewd  enough  to 
see  the  advantage  of  working  on  Satur- 
days, at  night,  or  on  rainy  days,  and 
holidays.  Prospects  can  be  seen  then 
because  the  other  salesmen  are  firmly 
convinced  of  the  impossibility  of  seeing 
them.  The  law  of  iiospitality  must  be 
remembered,  and,  all  things  being  equal, 
attention  can  be  obtained  in  a  prospect's 
home  better  than  elsewhere. 

One  thing  for  the  good  salesman  to 
remember  is  that  first,  last,  and  all  the 
time  he  is  after  an  order.  This  means, 
then,  that  he  should  spend  as  much 
time  as  possible  actually  in  the  presence 
of  the  prospect.  Time  spent  in  going 
to  and  fro  on  the  trolleys,  waiting  at 
the  corner,  etc.,  does  not  generate  actual 
sales  power. 

A  salesman  should  always  look  and 
act  busy  and  successful,  because 
everyone  likes  to  transact  business 
with  one  who  is  busy.  Nothing  suc- 
ceeds like  success.  Never  give  the 
prospect  the  idea  that  having  noth- 
ing else  to  do  you  dropped  around 
(Continued  on  page  67.) 
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THE    SAMPLE  CASE 


AUGUST 


It  requires  salesmanship  in 


Making  a  Sale  to  a  Lawyer  ' 

An  Old -Timer  Relates  the  Important  Part  a 
Rosebud  Played  in  Overcoming  Resistance 


Written  for  The  Sample  Cnac 

By  JUDGE  HUBKR  A.  COLLINS 

Rctirerl  salesman,  Yuma.  Arizona 


ALTHOUGH  1  have  long  since  quit 
the  road  and  settled  down  out 
West  where  my  heart  had  always 
yearned  to  be,  my  mind  continually 
harks  back  to  the  time  when  I  made  my 
daily  bread  through  the  convincing  of 
customers  that  my  house  was  the  p  ace 
in  which  they  should  first  put  their 
trust,  and  so  at  the  request  of  our  good 
editor  and  a  number  of  the  old  scouts 
whom  I  formerly  knew  on  the 
road,  I  will  endeavor  to  write  for 
your  edification  how  1  made  my 
hardest  sale. 

Although  in  the  odd  forty  years 
of  my  life  I  have  sold  about 
every  sort  of  article  that  was  made 
to  sell,  the  hardest  game  1  have 
ever  gone  up  against  in  this  line 
was  books.  I  was  selling  law 
books,  and  my  prospective  cus- 
tomers were  lawyers  and  judges. 
Of  course.  I  was  well  informed  on 
my  lines,  having  been  admitted  to 
practice  some  years  before  and 
made  a  dismal  failure,  partly 
owing  to  locating  in  a  wild-cat 
town,  and  partly  to  the  fact  that 
my  health  broke  down.  So  I 
closed  my  desk  and  accepted  a 
job  back  on  the  road  for  the  pur- 
pose of  studying  how  the  other 
lawyers  did  it,  and  also  to  regain 
my  health. 

After  a  few  weeks  of  strenuous 
coaching  by  the  office  force,  where 
I  signed  up,  I  was  ready  to  hit 
the  grit,  and  I  did  hit  it  hard,  for 
I  knew  that  if  I  failed  in  this  old 
game,  I  was  done  for.  I  had  self- 
confidence  enough  to  know  that  if 
anyone  could  sell  law  books  I 
could,  and  I  argued  with  myself 
that  few  fellows  had  the  advan- 
tages that  I  then  had  in  this 
new  game. 

I  wish  here  to  state  that 
in  n.y  opinion  this  line  of 
self-argument  is  the  very  meat 
of  the  nut.  Get  it,  boys.  It 
is  the  only  way  to  cut  the 
melon,  call  it  Psychology, 
Christian  Science,  plain  nerve, 
or  any  thing  you  like,  you 
simply  have  got  to  convince  yourself 
before  you  can  convince  anyone  else. 

MY  hardest  sale  was  made  in  a  good 
sized  town  of  the  Middle  West, 
and  my  man  was  one  of  the  best 
known  attorneys  in  that  locality,  but 
had  the  name  of  being  an  extremely  hard 
customer  to  handle,  and  was  death  on 
book  agents.  Someone  had  unloaded 
on  him  a  lot  of  worthless  volumes  at  a 
big  price.  A  lawyer  cannot  sell  a  set 
of  books  he  buys  when  he  finds  he  has 
been  stung,  but  must  either  throw  or 
give  them  away  or  keep  them  on  his 
shelves  where  he  has  them  before  him 
day  after  day  to  remind  him  of  his 


.lud^c  lluljcr  A.  Collins  traveled  the 
WeHt  when  selling  Koods  meant  a  life  of 
adventure,  when  men  carried  revolvers 
strapped  to  their  belts,  and  a  rea<ly  hand 
•'on  the  draw."  Although  this  sale  refers 
to  selling  law  books,  Councilor  Collins 
at  other  times  sold  exclusively  at  wholesale. 


JUDGE  HUBER  A.  COLLINS, 
Attorney  at  law.   Yuma.  Arizona:  offices  at  Los  Angeles  and 
Imperial  Valley.  California,  and  Yuma.  Arizona:  an  old  time 
salesman. 


error.  The  sight  does  not  improve  his 
feelings  toward  book  salesmen. 

I  arrived  in  town  early  Sunday  morn- 
ing and  soon  learned  that  about  every 
big  law  book  house  in  the  United  States 
had  sent  their  representative  to  that 
city  in  the  past  month.  At  the  hotel 
I  met  one  of  the  men  from  an  opposition 
house,  who  was  just  checking  out  and 
who  informed  me  that  he  had  spent 
three  days  there  and  had  not  made  a 
sale. 

I  had  a  line  on  all  lawyers,  as  I  always 
carried  R.  G.  Dun's  report.  After 
studying  this  list  thoroughly,  I  found 
that'  the  particular  man  whom  I  most 
wished  to  sell,  was  the  biggest  lawyer 


in  the  town.  My  house  had  never  hoI( 
liim  any  books,  excepting  a  few  voluni' 
that  he  had  personally  written  for 
This  man  was  rated  very  highly  in  every 
way  and  I  was  aurprised  that  he  had 
not  been  landed;  so  I  picked  on  him  as 
my  one  best  bet. 

First  off,  I  inquired  as  to  my  man's 
residence.    Partly  to  pass  the  time  away 
and  partly  to  try  and  get  next  to  him 
and  learn  something  about  his 

  likes  and  dislikes,  I  strolled  out 

past  his  home,  which  I  found 
was  a  large,  elegant  residence  with 
a  beautiful  lawn  and  garden  in 
front. 

As  good  luck  would  have  it,  I 
found  him  in  the  garden  carini 
for  a  favorite  rose  bush.  AlthougE 
I  made  no  mention  of  why  I  wat 
there,  I  got  up  a  conversatior 
with  him  and  learned  that  Im 
pet  hobby  was  flowers. 

1  did  not  tarry  too  long 
but  soon  went  back  to  the  hote 
and  rested  up  and  read  over  m 
prospectus,  so  as  to  be  well  i 
formed  the  morning  when  I  wf- 
on  my  calls. 

KNOWING  It  to  be  the  n; 
that  a  stenographer  gene- 
ally  gets  to  the  office  befof 
her  employer,  I  was  on  hant 
bright  and  early  next  mornin> 
and  had  a  good  chance  to  mf 
the  young  lady  before  her  c 
ployer  arrived. 

In  this  way  I  made  a  mem 
note  of  just  what  law  books  w 
on  his  shelves,  and  made  up  n 
mind  as  to  what  books  he  shoul 
have  there. 

In   a  short  time  my  man  ar 
rived.    Advancing  to  him  wit' 
a  pleasant  smile  and  holding 
beautiful  rose  bud  in  my  left  hand 
which    I   took  particular  pain 
that  he  should  notice,  I  renewe^ 
the  acquaintance  I  had  starte 
the  day  before.    When  he  hear 
whom  I  represented,  a  frown  i' 
mediately    appeared    on  1 
forehead,  but  I  had  caught  h 
unaware  to  begin  with,  and  he  cok 
not  well    throw  me  out  as  he  had  do 
to  so  many  others  in  the  past.    I  knt 
that  my  battle  had  begun  in  earne.s 
so  I  walked  over  and  deliberately  close 
the  door  of  his  office.    By  this  time  \^ 
were  within  his  inner  sanctum  sanctoru; 

I  requested  him  to  take  a  seat  a 
listen  to  my  argument  for  15  minut 
and  if  he  could  honestly  say  that  I  li 
not  interested  him,  I  would  go  my  v^ 
and  would  bother  him  no  more, 
pleaded  that  he  was  too  busy  to  boti 
vnth  me  that  morning  and  stated  m 
emphatically  that  he  did  not  wish  rt 

(Continued  on  page  40). 
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Salestaux 


A  Wallop  at  01)jcctions  and  Alibis, 
with  a  Few  "Don'ts"  as  a  Final 
Knock-Out;  Get  the  Order 

For  The  Sample  Case 

By  E.  D.  MASON 

Through  Courtesy  of  Oil  News,  Gakslnirg,  II!. 


ZBig>  Oldeis 

dont  Scare  Bl^  Meru 


v.r//]  Installment  of 


If  vol;  want  to  use  a 

-JAMMee-  BUILD  50METHINf» 


Resume. 

I HAVE  always  been  told  that  it  was 
:i  b;id  plan  to  state  before-hand  to  a 
prospect  that  you  wanted  to  sell 
iiu  something;  in  fact,  it  amounts  to 
huo.st  certain  suicide,  but  to  each  and 
ver\-  one  of  you  boys  who  have  read 
In  so  articles,  I  want  to  say,  be  on  your 
uaril,  because  in  this  chapter  1  shall 
criainly  try  to  sell  you  something,  and 
hat  something  is  Better  Salesmanship 
ml  the  effort  necessary  to  attain  it. 

riiroughout  the  whole  series  an  en- 
eavor  has  been  made  to  follow  clearly 
nd  cleanly  the  sales  plan  as  outlined 
0  you.  In  other  words,  in  the  first 
rticle  an  endeavor  was  made  to  ap- 
Toach  you  without  arousing  antagon- 
im  and  secure  such  attention  on  your 
lart  as  might  cause  you  to  look  forward 
,'ith  interest  to  the  remainder  of  the 
rticles.  or,  the  first  article  combined 
•oth  the  approach  and  the  interested 
ttention  sections  of  the  sales  solicita- 
ion  in  an  effort  to  secure  the  necessary 
ttention. 

Study  Yourself. 

The  second  and  third  articles  were 
ntcnded  in  the  nature  of  an  explanation 
if  the  basis  on  which  the  first  one  had 
)een  built,  emphasizing  also  the  necessity 
or  study  of  yourself,  your  company  and 
ts  products  in  order  to  cover  the  educa- 
ional  division  of  your  personal  sales 
olicitation. 

In  article  four,  while  no  attempt  has 
■een  made  to  sell  you  anything  person- 
lly,  the  reason  why  the  study  and  ap- 
ilication  previously  mentioned  were 
lecessary  was  clearly  outlined  on  the 
)asis  of  the  fattening  of  your  individual 
)ocketbook. 

While  in  article  five,  taking  it  for 
janted  that  many  of  you  still  remained 
adifferent,  a  selling  effort  has  been  made 
0  put  you  on  your  metal  and  bring  your 
lose  right  down  to  the  fact  that  you  are 
ither  going  ahead  or  backward,  and  un- 
ortunately  the  most  of  us  are  going 
)ackward.  A  real  honest-to-John  ses- 
ion  with  ourselves  will  easily  convince 
he  majority  of  us  that  our  sales  tactics 
re  not  of  the  non-skid  variety.  How 
nany  of  you  observed  the  above  facts 
irhile  reading  these  articles?  Don't  tell 
ae  about  it,  but  on  the  answer  to  this 
luestion  hinges  your  present  powers  of 
■bservation. 

Don't  condemn  yourself,  because 
linety-nine  out  of  every  hundred  persons 
lave  failed  to  recognize  their  God-given 
lower  of  observation  which  is  present 
vith  all  of  us  and  only  needs  a  little 
■ultivation  to_  develop  into  a  valuable 
.sset  in  any  line  of  endeavor. 


Ednar  D.  Mason  wishes  to  hear  (roin 
not  less  thun  1,000  commercial  travclira 
who  arc  interested  in  better  salesmanMhip. 
are  sincere,  in  earnest,  wish  to  study,  and 
who  will  thresh  this  thing  out  to  a  finish, 
if  you  think  ho  can  help  you  along  these 
lines.  This  will  not  cost  you  a  penny. 
Mr.  Mason  has  been  helped  by  othjfs, 
and  feels  that  he  would  like  to  pass  it  along. 
Address  him  in  a  personal  letter,  223 
Oliver  Street,  Pittsburgh.  Pa.  This  is  the 
Inst  of  this  scries.  If  readers  arc  inter- 
ested, please  write  to  Mr.  Mason  and  urge 
him  to  write  another  scries  for  The  Sample 
Case. 


Right  at  this  point  all  of  us  should 
either  resolve  to  go  ahead  and  fight  this 
thing  out  and  make  better  salesmen  of 
ourselves,  or  recognize  the  fact  that  we 
don't  have  the  necessary  back-bone  to 
go  forward,  and  will  get  ourselves  a  nice 
easy  job  as  an  order-taker  where  the 
necessity  for  initiative  and  sales  effort 
is  entirely  lacking. 

Assuming  that  all  of  the  dead-wood 
has  been  eliminated  and  that  those  of 
you  who  read  from  this  noint  on  are 
really  anxious  to  forge  ahead,  let  us 
consider  a  few  of  the  stumbling  blocks  or 
alibis,  as  some  call  them,  which  seem  to 
retard  our  efforts.  These  very  obstacles 
are  not  stumbling  blocks,  but  are  in 
reality  the  salesman's  meal  ticket,  as 
without  these  things  to  overcome,  sales- 
men would  not  be  necessary,  and  when 
we  recognize  them  as  our  meal  ticket, 
we  will  roll  up  our  sleeves  and  proceed 
to  raise  our  standard  of  living  through 
increased  income. 


BE  A  BETTER  SALESMAN 

Business  rotten?  Expenses  bigger 
than  the  credit  side  of  the  commission 
account?  Do  you  feel  yourself  going 
stale?  Or  do  you  just  have  an  unsatiable 
longing  for  greater  success  and  bigger 
earnings? 

Edgar  Mason  knows  salesmen  and  sell- 
ing. His  book  "SALESTAUX"  is  a  gem. 
It  is  virile  and  inspiring,  for  either  beginner 
or  past  master. 

We  beUeve  "SALESTAUX"  to  be  worth 
its  weight  in  gold.  It  is  announced  that 
the  publishers  will  send  a  copy  direct  on 
receipt  of  40c  in  stamps  or  coin.  Address 
Shaw  Publishing  Co.,  Drawer  S.'i,  Gales- 
burg,  lU. 


Alibis  Are  Buyer's  Stock. 

It  has  been  stated  by  one  authority 
that  alibis  are  the  buyer's  stock  in  trade, 
which  he  has  to  sell  the  salesman,  ana 
that  the  salesman  either  is  big  enough 
to  sell  the  buyer  a  bill  of  goods  or  the 
buyer  sells  him  an  alibi.  If  this  is  true, 
I  would  say  that  there  are  plenty  of 
salesmen  today  who  are  better  buyers 
than  they  are  sellers. 

Please  understand  that  no  personality 
is  injected  into  any  of  these  statements. 
The  wTiter  is  not  attempting  to  set 
himself  up  as  a  one  hundred  per  cent 
oracle  who  knows  all  there  is  to  know 
about  selling  or  anything  else,  but  I  do 
know  that  my  own  personal  efficiency 
has  been  increased,  as  has  that  of  many 
others,  through  study,  observation  and 
application,  and  as  I  warned  you  in  the 
beginning  of  this  article,  I  will  do  my 
darndest  to  sell  you  the  idea  of  better 
salesmanship,  even  though  it  be  necessary 
to  make  you  mad  in  order  to  do  it. 

Right  now  I  want  to  hear  you  say, 
"Dog-gone  that  know-it-all;  I'll  show 
him  I'm  no  piker  when  it  comes  to  sell- 
ing." This  is  exactly  the  spirit  that  is 
necessary  in  order  to  rouse  any  of  ua 
out  of  our  natural  inclination  to  be 
mentally  lazy,  and  I  personally  was  as 
sore  as  a  boil  for  two  or  three  months 
after  this  medicine  was  handed  to  me 
before  I  finally  decided  to  try  it  out, 
with  almost  instantaneous  improvement 
in  my  sales. 

Taking  under  consideration  objections 
advanced  by  prospective  buyers,  I  be- 
lieve the  buyer  will  agree  with  me  when 
I  say  in  all  sincerity  that  they  constitute 
his  stock  in  trade  with  which  he  hopes 
to  get  rid  of  the  salesman,  bearing  in 
mind,  as  I  have  previously  stated,  that 
nobody  really  wants  to  buy  anything 
that  you  have  to  sell,  no  matter  how 
good  U  is  or  how  much  they  want  or 
need  it.  These  objections  might  be  the 
subject  of  an  article  in  themselves,  but 
can  be  briefly  classified  as — 
Many  Objections. 

1.  Price  objections,  generally  used  to 
find  out  if  you  are  quoting  your  best 
prices,  which  has  its  foundations  on  the 
old  horse-trader  idea  so  prevalent  with 
the  American  people; 

2.  Objections  or  questions  with  no 
foundation  which  are  advanced  purely 
to  disconcert  and  get  rid  of  a  salesman; 
and 

3.  Real  objections  or  honest,  sincere 
questions  based  on  a  desire  on  the 
buyer's  part  to  bring  out  any  bad  fea- 
tures of  your  proposition  which  you 
naturally  would  not  mention,  did  any 

(Continued  on  page  37.) 
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It's  a  long,  long  jump 


From  Mattresses  to  Shirts 

Versatility  in  Salesmanship  is  Acquired  by 
Rigorous  Study  of  Product;  Poise  Necessary 


Interesting  interview  with 

LEO  WOLF 
Author  of  Wolf's  Sales  Talks 


VERSATILITY  in  salesmanship  en-  my  elTorts.  On  days  when  orders  are 
ables  the  salesman  to  change  his  slack  I  am  getting  essential  information 
line.  The  man  who  can  sell  but  on  all  important  points, 
one  line  is  tied  hard  and  fast  to  that  "1  could  not  succeed  if  I  did  not  take 
line.  He  who  understands  salesmanship  pride  in  my  line  and  in  my  work.  Bales- 
can  sell  anything.  manship  is  the  greatest  profession  in 
Know  your  line,  whatever  you  may  the  world.  I  am  getting  the  self-same 
sell,  is  the  keynote.  It  adds  to  the  enjoyment  and  enthusiasm  now  that  I 
amenities  when  there  is  a  grace- 
ful acknowledgment  of  sui)crior 
information.  From  selling  mat- 
tresses to  shirts  is  a  long  jump. 
Especially  if  the  salesman  has 
been  selling  mattresses  for  a 
quarter  of  a  century.  But  that 
is  what  Leo  Wolf,  Wheeling,  W. 
Va.,  has  done.  That  author  of 
Wolf's  Sales  Talks,  an  enlighten 
ing  little  book,  follows  his  own 
advice  —  and  is  selling  shirts  at 
wholesale  sometimes  in  car  lots. 

He  knew  nothing  about  shirts, 
but  he  did  know  a  lot  about 
selling.  Selling  has  been  his 
hobby  for  thirty-five  years,  and 
he  is  not  only  a  salesman,  but  he 
is  a  lecturer  on  salesmanship. 
Right  here  The  Sample  Case  will 
give  salesman's  organizations  a 
live  tip.  Make  a  lecture  date 
with  Mr.  Wolf  if  you  would  fill 
your  hall  and  get  a  lecturer 
whose  batting  average  leads  the 
season. 

In  a  personal  interview  with 
Leo  Wolf  with  reference  to  his 
change  in  selling  line  he  said: 

"My  finances  are  sufficient  to 
take  good  care  of  me  without 
going  onto  the  road  as  a  sales- 
man, or  as  a  lecturer.  But  fin- 
ances are  not  the  secret  of  hap- 
piness. 

"I  enjoy  selling.  It  has  been 
my  life's  work.  It  is  as  deeply 
engrafted  into  me  as  is  studying 
law  is  to  an  old  lawyer.  I  took 
up  this  change  in  my  line  just 
to  demonstrate  to  myself  that  a 
true  salesman  can  sell  anything. 

"A  salesman  should  spend 
every  effort  to  learn  all  he  can  about  his 
product.  As  soon  as  you  find  you  can- 
not sell  on  your  first  call,  and  this 
frequently  happens  to  the  most  exper- 
ienced, get  your  prospect  to  give  you 
all  possible  information. 

"Tell  him,  'Sorry  you  are  not  inter- 
ested, but  as  you  admit  my  hne  is  a 
very  good  one,  will  you  please  tell  me 
just  what  there  is  in  the  similar  lines 
you  are  handling  that  most  impresses 
you?  I  ask,  not  out  of  curiosity,  but 
because  I  am  anxious  to  learn  every 
angle  of  my  proposition,  and  that  as 
speedily  as  possible.' 

"Of  course,  I  have  had  long  experi- 
ence as  a  salesman,  but  I  MUST  know 
what  I  am  talking  about  before  I  can 
convince  the  dealer.    Results  have  been 


LEO  WOLF. 
Distineuished  salesman  traveling  out  of 
author  and  lecturer. 


Wheeling,  W.  Va 


a  urprisingly  good.    My  sales  fully  justify 


got  when  a  young  man  making  my 
first  successful  trips  out. 

"My  advice  to  any  salesman  is,  don't 
change  your  line  if  you  are  doing  well, 
but  if  you  are  forced  to  change,  study 
your  new  line  until  you  know  every 
detail  from  quality  of  goods,  method  of 
manufacture,  and  delivery,  on  up  to 
how  to  present  it  in  competition  with 
similar  lines,  to  bring  out  its  most 
striking  selling  points. 

UTT7ERE  I  to  be  asked,  after  thirty- 
Y  Y  five  years'  experience  as  a  com- 
mercial traveler,  what  is  the 
most  valuable  characteristic  a  salesman 
can  have,  in  order  to  be  permanently 
successful,  I  should  answer,  POISE. 

"To  be  possessed  of  that  sublime 
trait  of  character,  when  it  is  coupled 


with  honesty  and  energy,  is  to  have 
battle  virtually  won.  I  will  suggeb 
that  any  salesman  interested  in  hit 
profession,  from  ethics  to  practical  sale* 
making,  on  up  to  collections,  will  fine 
interesting  suggestions  in  my  book 
'Wolf's  Sales  Talks.'  It  can  be  bough' 
through  The  Sample  Case. 

"Some  extra  fortunate  Individ 
uals  are  born  phlegmatic.  The; 
absorb  disappointments  smilingly 
laugh  at  discomfort,  and  whei 
their  best  efforts  miscarry,  tl 
simply  shrug  their  shoulders  am 
with  invincible  courage  they  stud: 
new  methods  and  avoid  the  oh 
mistakes. 

"But,  by  far  the  great  ma 
jority  of  men  are  not  able  ti 
stand  the  gaff.  They  sulk,  ge 
peevish,  irritable.  Their  very  de 
portment  'gums'  many  a  possibl 
sale.  To  maintain  a  prope 
POISE,  to  keep  your  head, 
the  big  thing  under  these  circum 
stances.  Here's  Ella  Wheele 
Wilcox's  Unes: 


"  'Tis  easy  enough  to  be  pleas 
When  life  ghdes  along  like  a  son; 
But  the  man  worth  while 
Is  the  man  who  can  smile 
When   everything    goes  de 
wTong.' 

"When  prospects,  and  eve 
your  'sure  thing'  customers  elud 
you,  when  trains  are  late,  whe 
hotels  are  crowded,  when  weathc 
is  abominable,  when  every  efTor 
seems  to  result  in  failure,  jus 
stop  a  moment  and  realize  ho^ 
much  harder  you  are  making  i 
for  yourself,  and  how  much  va. 
uable  time  you  waste  in  'ste^s 
ing'  over  things  that  can't  b 
helped.  Those  are  the  tim 
when  you  need  POISE. 

"You  can  cultivate  poise,  an 
when  you  have  acquired  it,  yo 
have  an  infinite  advantage  ovc 
your  irritable  competitor.  But,  remen- 
ber,  poise  does  not  linger  long  with  tj 
dishonest.  And  do  not  confuse  po 
with  indifference.  They  are  antonyc 
Indifference  makes  for  sloth  and  tl 
dulling  of  the  faculties.  Poise  makes  f< 
thankfulness  and  the  glories  of  life  an 
the  opportunity  for  endeavor. 

"Poise  will  make  you  cheerful  i 
defeat,  modest  when  successful,  eag< 
under  every  circumstance.  Work  t 
obtain  poise.  It  is  a  priceless  posse 
sion. 

"But  I  must  be  off.  I  am  going  t 
beat  my  yesterday's  record.  You  st 
with  a  new  line  I  feel  Hke  a  young  fello 
on  his  first  trip  out.  I  must  make 
new  record  every  day.  Selhng  shir' 
is  great  sport  for  an  old-time  mattre; 
salesman." 
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A  blessing  for  the  deaf 

Ever  Hear  a  Rose  Bloom? 

Vactuphone  with  its  Marvelous  Little  Vacuum 
Tube,  Holds  Unlimited  Hearing  Possibilities 

* 

Interview  with  Earl  C.  Hanson 

By  CHARLES  HOLEMAN  SMITH 

Managing  Editor  of  this  Magazine 


LISTENING  to  sounds  which  no 
human  cars  have  heard  since  the 
world  began  is  now  possible.  The 
minutest  sound  can  be  amplified  until 
it  can  be  studied,  as  the  laboratory 
student  analyzes  the  atom  under  his  mi- 
oroscope  and  differentiates  it  down  to 
its  infinitesimal  electron. 

When  Galilio,  the  Italian,  invented  his 
telescope,  he  turned  existing  theories 
topsy-turvy,  and,  by  projecting  human 
vision  into  illimitable  space,  he  advanced 
celestial  science  beyond  the  realm  of 
guess-work.  When  Leeuwenholk,  jthe 
lioUander,  invented  his  microscope,  the 
infinitely  small  in  Nature  was  brought 
into  full  view,  giving  berth  to  new 
branches  in  science.  Marconi,  another 
Italian,  made  it  possible  to  communicate 
at  long  distances  without  using  wire 
connections,  and  gave  to  the  world  a 
epoch  in  scientific  research. 

But  it  was  left  for  a  young  American 
to  magnify  sound.  What  Cialilio  and 
Leeuwenholk  did  for  extending  human 
vision,  and  Marconi  did  for  extending 
sound,  Earl  C.  Hanson  has  done  for 
niagnifying  sound.  Galilio  enabled  man- 
kind to  penetrate  space  with  vision; 
Leeuwenholk  magnified  the  infinitcsi- 
mally  small  so  that  human  vision  could 
examine  and  study  it.  Marconi  extended 
the  human  voice  into  space;  Hanson  has 
magnified  sound. 

During  the  World  War,  Mr.  Hanson 
was  doing  research  work  in  the  Navy 
Department,  and  astounded  the  world 
with  his  inventions.  With  a  marvelous 
little  vacuum  tube  he  has  developed  a 
system  for  hearing  sound  so  faint  that 
it  had  never  before  been  thought  to  have 
been  a  sound. 

It  was  Hanson's  inventions  which 
were  used  by  the  allies  in  the  war  zone, 
to  overhear  conversations  and  signals 
between  the  Germans,  from  trench  to 
trench.  The  enemy  discovered  their 
signals  were  being  betrayed,  but  their 
greatest  and  shrewdest  students  could 
not  discover  how  it  was  done. 

Continuing  his  research  in  amplifying 
sound  waves,  this  remarkable  little 
vacuum  tube  still  the  basis  for  extended 
experimentation,  Hanson  devised  a  com- 
plete sj'stem  for  guiding  ocean  vessels 
through  the  most  intricate  channels,  by 
the  use  of  sound  instead  of  sight. 
Equipped  with  a  listening,  or  receiving 
device,  which  includes  the  vacuum  tube 
amplifier,  ships  may  follow  a  submerged 
electric  cable  and  find  their  way  through 
the  densest  fogs  or  heaviest  smoke 
clouds.  No  longer,  thanks  to  Earl  C. 
Hanson,  are  impenetrable  fog  banks  the 
terror  of  the  seas.  Navigators  may 
close  their  eyes  and  bring  their  vessels 
safely  into  port  "by  ear."  Audio  Pilot- 
ing System  is  the  name  given  by  its 
inventor  to  that  system,  and  it  will  soon 
be  in  use  on  every  war  vessel  of  the 


Great  inventors  are  in  the_  world  but 
not  of  it.  Their  thoughts  are  concentrated. 
Address  them,  they  look  up,  disturbed 
Touch  on  their  "liobby,"  their  eyes  bright- 
en, every  facial  niuscle  vibrates  n-ith  joy. 
Study  Earl  C.  Hanson's  face  in  the  accom- 
panying picture.  There  is  the  face  of  one 
of  the  world's  greatest  inventors.  It  is 
a  face  young,  yet  old.  The  deep  lines  of 
an  Edison  or  a  Bell  or  a  Berliner  are  not 
yet  there,  tut  the  penetrating  look  in 
those  eyes  shows  the  student,  deep,  pro- 
found. 


larged  the  scope  of  the  telephone  to  a 
point  where  it  permits  us  to  talk  from 
coast  to  coast  in  America.  The  radio 
service  was  made  possible  with  it.  Those 
on  shore  can  now  talk  with  those  in  mid- 
ocean;  those  at  ground  stations  can  talk 
with  those  far  up  in  the  air.  Voice 
vibrations  can  be  amplified,  without 
distortion,  to  any  volume  desired. 

Limitless  possibilities  are  before  it. 
Who  could  foretell  the  astronomical 
possibilities  that  were  to  follow  Oalilio's 
telescope?  Who  could  have  forecast  the 
inestimable  benefits  to  humanity  and  to 
science  made  possible  by  Leeuwenholk's 
micro.scope?    Paramount    results,  eco 


Earl  C.  Hanson,  hold 
ing  his  marvelous  littit 
vacuum  tube,  and  a  Vac 
tuphone,  his  wonderful 
invention  for  intensify- 
ing sound  waves.  It 
tains  limitless  possibili- 
ties, but,  best  of  all,  with 
it  the  deaf  may  hear. 


United  States,  as  well  as  on  nearly  all 
passenger  and  freight  vessels. 

SUCH  a  simple  looking  Httle  glass 
tube  it  is.  Closed  at  one  end,  with 
a  point,  like  an  electric  hght  bulb, 
and  sealed  at  the  other  end  into  a  black 
base.  Within  are  two  tiny  wires  and  a 
thin  piece  of  metal.  Yet,  this  tube, 
simple  as  it  looks  to  the  uninitiated,  is 
an  invention  on  which  millions  of  dollars 
have  been  spent,  and  it  is  protected  by 
hundreds  of  patents. 

In  the  creation  of  that  tiny  tube  the 
combined  concentration  of  the  world's 
greatest  inventive  minds  have  been 
centered — Bell,  Blake,  Edison,  Berliner, 
Fleming,  DeForest,  Hanson,  and  others. 
The  vacuum  tube,  amplifier  has  en- 


&  Underwood.  Waabm^ton 

nomically  and  socially,  are  awaiting  the 
next  steps  in  using  Mr.  Hanson's  inven- 
tion. 

BORN  in  California  twenty-nine  years 
ago,  the  future  inventor  whose  dis- 
coveries were  to  astound  the  world, 
early  began  to  take  an  interest  in  elec- 
trical devices.  The  sole  trend  of  his 
mind  centered  on  this  one  line  of  thought. 
In  boyhood  he  produced  a  wireless  tele- 
phone. At  the  age  of  nineteen,  he  per- 
fected a  complete  system  of  wireless 
transmissoin.  At  the  age  of  twenty- 
nine  he  stands  foremost  among  the 
world's  great  inventors. 

But,  his  inventions  have  not  been 
confined  solely  to  the  extension  of  modern 
(Continued  on  page  35.) 


THE    SAMPLE  CASE 


AUGUST 


Initiating  a  stranger  in  Texas 


Reggie  Sees  a  Badger  Fight 

Young  English  Tea  Salesman  a  Good  Sport,  but 
Becomes  Victim  of  Jokers;  We've  All  Bit  on  It 


lixclusivc-  to  tlic;  Sample  (."ase 

By  1-:MKRY  MAi3lS0N  STANFIELD 

Guthrie,  Oklahoma 


REGINALD  V.  KATHBURY, 
recently  from  0\d  l^ngland,  was 
in  tlie  U.  S.  A.  representing  the 
family  name  and  fortune  in  the  sale  of 
Rathbury  &  Co.  Ltd.  famous  tea. 

Reggie  was  an  atjrceable  chaf),  blessed 
with  an  ojien  trusting  countenance.  He 
was  one  with  whom  you  would  trust  the 
key  to  your  wine  cellar  or  would  allow 
to  entertain  your  mother-in-liiw  for  an 
afternoon.  Polite  to  the  Nth  degree 
you  could  tell  that  Reggie  was  from 
England  before  he  even  uttered  a  word. 
He  had  a  way  of  lighting  and  smoking 
his  cigarettes"  tliat  ;it  onc^e  advised  the 
world  that  he  had  hccu  raised  a  pet — a 
hot  house  flower  so  lo  speak. 

When  he  came  to  our  town,  to  sell 
Rathbury  tea,  he  created  a  furore  of 
excitement  when  he  asked  Uad  Babcock, 
our  genial  Hotel  Proprietor,  for  a  "sweet" 
of  rooms  with  "bawth." 

Dad  winked  at  Speck  McGee,  his  over- 
worked bell  hop,  porter,  night  clerk  and 
assistant  manager. 

Speck  arose  to  the  occasion  and  es- 
corted Reggie  to  his  "sweet"  with  proper 
dignity. 

After  Speck  had  given  Reggie  all  the 
chance  in  the  world  to  tip  him  and  was 
turned  down  flat,  he  returned  to  the 
lobby  and  informed  Dad  that  he  bet  that 
Englishman  would  learn  considerable 
before  he  got  back  to  mother. 

"Well  Speck,"  said  Dad,  "maybe  we 
can  assist  somewhat  in  teaching  said 
native  of  England  the  rudiments  of  Amer- 
ican humor,  wit,  etc.  Just  keep  your 
shirt  on  and  don't  worry." 

Dad's  hotel  was  known  over  a  large 
territory  as  a  good  hotel  to  spend  Sunday 
in.  Mrs.  Babcock  did  the  cooking  and 
she  was  a  splendid  cook. 

She  had  just  finished  dressing  four 
fine  springers  for  the  morrow's  dinner 
and  her  kind  motherly  face  was  still  a 
little  flushed  from  the  exertion  as  she 
peered  into  the  lobby  from  the  dining 
room  door. 

"Daddy,"  she  asked,  "isn't  this  the 
week  that  Jim  Garvey  stays  with  us?" 

"Yep,"  replied  Dad,  "he'll  be  in  on  the 
6:10  I  guess." 

THE  6:10  pulled  in  on  time,  and  as 
expected,  big,  jovial  Jim  Garvey 
unloaded  himself  and  grips  on  the 
station  platform. 

"Coming  Harry?"  he  inquired,  as  a 
fine  looking  man  stepped  down  from  the 
car.  "Pile  your  grips  in  Speck's  cart 
here;  he'll  bring  'em  over." 

When  they  walked  into  the  hotel 
Dad  greeted  them  in  a  hearty  genuine 
way.  "Just  in  time  for  some  of  mother's 
biscuits,  bovs." 

"Dad,"  said  Garvey,  "meet  my  friend 
and  sales  manager  Harry  Beckett.  I've 
been  telling  him  about  your  hotel." 

When  they  entered  the  dining  room 
Dad  took  them  over  to  a  table  where 


Reggie  Rathbury  was  sitting.  "Gentle- 
men," said  Dad,  "allow  me  to  present 
Mr.  Rathbury,  who  sells  Rathbury  tea 
and  who  is  making  our  fair  city  for  the 
first  time."  After  seeing  that  everyone 
was  comfortable  Dad  went  back  to  his 
office  with  the  feeling  that  all  was  well. 

"How  long  have  you  been  in  the 
States?"  asked  Garvey. 

"Quite  some  time  now,"  replied  Reggie. 
"I've  been  ovaw  for  some  six  weeks." 

"How  do  you  like  our  country?"  asked 
Mr.  Beckett. 

"Rawther  well,"  said  Reggie.  "Climate 
ripping  and  all  that,  but  what  do  you 
chaps  do  for  sport  out  in  these  little 
towns?  I'm  a  great  lover  of  sports,  all 
sorts  of  sports,  and  it  bores  me  howrible 
to  be  in  a  place  where  they  are  without 
them." 

"Say,  boy,"  spoke  up  Garvey,  "by 
some  peculiar  oddity  of  destiny  you  have 
been  dropped  into  the  town  where  they 
excel  in  a  sport  that  is  relished  by  all 
Americans,  but  enjoyed  by  only  a  favor- 
ed few,  as  the  badgers  are  found  only 
in  this  particular  part  of  the  United 
States.  On  my  last  trip  here  I  witnessed 
a  badger  fight  that  was  indeed  the  best 
that  I  have  ever  seen. 

"Badger?  Badger  fight?"  queried 
Reggie.    "That  is  interesting." 

"Yes,  indeed,"  said  Beckett.  "Don't 
you  have  that  kind  of  sport  in  England?" 

"No,"  answered  Reggie,  "I  never 
saw  one  that  I  recall,  not  even  in  a 
circus." 

"Well,  well,"  sympathized  both  men. 
Then  Beckett  proceeded  to  tell  a  long 
interesting  story  of  his  first  badger 
fight. 

After  they  had  finished  eating  and  left 
the  dining  room,  Garvey  said  to  Beckett, 
"Well  Harry,  let's  go  up  and  see  some 
of  the  boys  and  let  them  know  we  are  in 
town,  so  they  will  be  ready  for  us  Monday 
morning.  Won't  you  come  along  Mr. 
Rathbury?"   asked  Beckett. 

As  they  walked  up  Main  Street  they 
notice  Rathbury  had  a  preoccupied 
demeanor.  The  first  merchant  they 
called  on  was  very  busy  so  they  sauntered 
into  the  next  store. 

"Boss's  gone  to  supper,  Jim,"  said  Bill 
Peterson,  the  clerk  on  duty. 

"All  right,  Bill,"  said  Garvey.  "We 
will  wait  for  him.  Meet  Mr.  Beckett, 
my  salesmanager  and  Mr.  Rathbury  who 
sells  Rathbury  tea." 

Bill  acknowledged  the  introductions 
and  invited  them  back  to  the  rear  of 
the  store  to  sit  and  rest.  Some  customers 
came  in  and  Peterson  was  kept  busy  for 
a  few  minutes.  When  he  returned, 
Rathbury  said: 

"Mr.  Peterson,  I  understand  you  have 
some  wonderful  badger  fights  around 
here." 

Bill  looked  at  Garvey  and  noted  a 
slight  flutter  of  his  right  eye  lid. 

"Oh  yes,"  said  Bill,  "but  we  are  forced 


to  hold  them  on  the  quiet  now  as  the 
boys  got  80  excited  at  the  last  one  that 
they  bet  a  lot  of  money  and  the  town 
council  voted  it  against  the  law  to  hold 
badger  fights  in  Culbertson." 

"Well  that  is  certainly  tough  luck," 
said  Garvey.  "What  have  you  done 
with  your  grey  hounds,  Bill?" 

"I've  got  them  down  home  in  the  barn, 
Jim,  they  sure  need  exercise,  but  I 
haven't  had  time  to  devote  to  them." 

"Gentlemen,"  said  Garvey,  "Bill,  here 
has  got  two  of  the  best  badger  fighting 
grey  hounds  I  ever  saw.  They  have 
whipped  every  badger  pitted  against 
them  since  they  were  pups.  In  fact,  I 
understand  they  are  the  only  dogs  in  this 
part  of  the  country  that  ever  whipped  a 
badger." 

"My  word,"  ejaculated  Reggie,  "What 
wonderful  dogs!  And  grey  hounds!  I 
cawn't  believe  it.  Bah  Jove,  I  should 
like  to  see  them  fight." 

"Well,"  said  Bill  thoughtfully,  "it 
might  be  arranged.  A  hoy  was  in  here 
this  morning  with  a  splendid  badger  that 
he  caught  up  in  the  hill  country.  If  you 
fellows  will  be  quiet  about  it,  I'll  see  what 
I  can  do.  I'll  come  for  you  at  the  hotel 
in  the  morning." 

"Fine!  fine!"  shouted  Garvey  and 
Beckett.   Reggie  was  plainly  happy. 

That  evening  before  retiring,  Garvey 
and  Beckett  let  Dad  and  Speck  in  on 
the  fight.  Bill  Peterson  was  extremely 
busy  with  the  aid  of  his  boss,  making 
the  arrangements  and  tipping  off  every- 
body necessary  to  a  good  badger  fight^ 

THE  next  morning  opened  cool  and 
clear.  Reggie  was  up  bright  and 
early,  feeling  chipper  than  a  canary. 
He  greeted  Garvey  and  Beckett  in  a  most 
brotherly  manner.  Called  them  old 
chaps  and  remarked  that  he  was  indeed 
fortunate  to  be  in  on  something  he  could 
wTite  home  about. 

About  ten  o'clock,  Peterson  came  in 
and  informed  them  every  thing  was 
ready.  He  asked  their  pardon  for  hi., 
seeming  audacity  but  stated  it  was  the 
custom  in  Texas  to  search  all  parties  for 
weapons  before  allowing  them  to  witness 
a  badger  fight.  They  all  agreed  readily 
and  were  then  and  there  searched.  He 
led  them  to  the  outskirts  of  the  town  to 
an  old  abandoned  livery  stable  of 
spacious  dimensions. 

When  they  entered  the  barn,  Reggie 
seemed  surprised  at  so  large  a  crowd, 
especially  after  hearing  that  it  was  illegal, 
but  soon  overlooked  this  fact  when  he 
saw  the  two  big  rangy  greyhounds  held 
in  leash  by  a  lanky  youth,  who  seemed  to 
worry  for  fear  they  would  get  loose. 

There  was  betting  going  on  right  and 
left.  Money  changing  hands  repeatedly. 
Reggie  overheard  such  remarks  as  "I'm 
laying  fifteen  on  the  dogs."  "I'll  raise 
you  to  twenty-five  on  the  badger"  and 
(Continued  on  page  36.) 
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Doing  business  in  the  Near  East 

Buying  Rugs  a  Ceremony 

No  Chairs,  No  Cashier,  No  Floorwalker; 
Salaams  Greet  Buyer,  Coffee  is  Served 


RUG-BUYING  in  the  Orient  isn't  so 
much  a  sale  as  it  is  a  ceremony.  You 
pick  your  way  through  cobbled 
streets,  enter  the  Grand  Bazaar,  and  stum- 
bling over  bales  of  merc  handise  in  the  semi- 
darkness,  find  your  way  into  one  of  the 
thousand  tiny  shops.  Meanwhile,  your 
progress  has  been  watched  with  undis- 
guised interest  by  staid,  white-bearded 
Tiu-ks  seated  before  their  stalls.  Stroll- 
ing merchants  draped  in  rugs  have 
stopped  you.    And  young  touts,  urging 


Exclusive  to  the  Sample  Case 

By  ELEANOR  MURRAY 
New  York  City 

you  to  go  in  half  a  dozen  different  direc- 
tions, you  have  brushed  aside  with  the 
Turkish  phrase,  " //at'tiec  j/t7!"— which 
is  to  say,  "Beat  it!" 

Inside  the  shop  there  are  no  chairs,  no 
cashier,  no  floorwalker.  There  is  nothing 
but  an  old  man  entirely  surrounded  by 
rugs.  Salaams  greet  you,  and  coffee  or 
tea  is  served  while  you  sit  on  a  pile  of 
rugs  preparing  to  watch  the  fine  pieces 
to  be  turned  over.  Then  one  after 
another  the  merchant  shows  his  wares 


Weaving  rues  in  a  Near  East  Relief  industrial 
home,  at  Erivan,  Armenia.  The  picture  illut- 
trates  an  important  activity  of  Near  East  Relief, 
the  American  oreanization  which  not  only  is 
striving  to  save  from  starvation  and  exposure 
over  one  hundred  thousand  orphan  children, 
but  has  also  initiated  a  program,  for  making 
the  children  self-supporting  and  thrifty,  so 
that  they  may  one  day  become  the  nucleus 
of  strong  and  indepetident  nations.  The  rugs 
made  by  the  girls  are  sold  and  the  proceeds 
used  to  defray  part  of  the  expense  of  orphanage 
maintenance. 

until  finally  you  say  "Durl"  "Stop!" 
Whereupon  the  admired  rug  is  set  aside. 

In  this  manner  you  select  three  or 
four  pieces.  Then  the  all-eventful  word 
is  spoken,  "  Kotch  karoos,"  or  "how 
much,"  and  the  battle  of  prices  begins. 

After  forty-five  minutes  or  so,  when  the 
merchant  refuses  to  come  down  more 
than  twentj'-five  per  cent,  you  sigh 
resignedly  and  walk  out.  But  only  to 
renew  the  battle  some  days  later.  Ulti- 
mately he  comes  down  thirty  per  cent, 
explaining  that  he  does  so  rather  than 
disappoint  you. 

You  now  carry  the  rug  outside  the 
bazaar  into  the  sunlight  for  close  inspec- 
tion. If  it  pleases  you,  you  hire  a  porter 
to  carry  it  home  on  approval.  You  may. 
in  fact,  change  your  mind  (and  the  rug) 
half  a  dozen  times  without  the  slightest 
impatience  on  the  part  of  the  merchant. 
When  finally  you  are  satisfied,  you  pay 
the  money  down. 

It  may  have  been  a  wearisome  ordeal 
for  you,  but  the  Oriental  rug-merchant 
keenly  enjoys  the  game,  and  incidentally 


Rug-buying  in  the  Orient  isn't  so  much  a  sale  as  a  ceremony.    You  are  greeted  with  many 
lalaams,  tea  is  served,  and  finally  you  itupect  the  vares. 
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he  rarely  fails  to  make  an  excellent  profit 
on  whatever  price  you  pay — salea  effi- 
ciency, Oriental  style! 

The  finest  rugs  in  the  market  are  Bok- 
iiaras,  for  which  you  give  about  sixty 
dollars,  and  HcluchiHtans,  costing  about 
thirty  dollars,  according  to  size  and 
quality.  Genuine  old  rugs,  however,  are 
destined  soon  to  become  exhausted  in 
Near  Eastern  markets,  owing  to  the 
occidental  demand.  Indeed  the  great 
majority  of  them  have  already  been 
bought  up  in  the  United  States. 

To  revive  this  war-stricken  industry 
of  rug-weaving,  as  well  as  to  give  a 
starving  peojile  work,  the  Near  East 
Relief  has  instituted  centers  in  the  Cau- 
casus and  Anatolia  with  workrooms  and 
looms,  and  rations  for  girls  from  eight  to 
twenty  years  old.  Thus  lOastern  women 
are  enabled  to  carry  on  their  traditional 
occupation,  and  American  millionaires 
to  be  further  indulged  in  the  matter  of 
rare  collections. 

The  art  of  rug-weaving  has  been 
handed  down  from  parents  to  children 
for  generations,  and  little  girls  of  six 


Spinnine  warp  for  weaving  rugs. 
Armenian  refugee  camp. 


years  show  a  ready  aptitude  for  the  work. 
The  wool  grows  on  the  backs  of  the  sheep, 
dye  stuffs  grow  in  the  forests  and  fields, 
and  labor  is  always  at  hand  for  the  weav- 
ing. 

Of  course  where  wages  have  always 
been  of  the  lowest,  they  naturally 
laugh  at  the  proverb  which  says  "time  is 
money."  Their  patience  seems  inexhaus- 
tible. They  plod  along  conscientiously 
at  the  loom  with  that  age-old  pride 
which  harks  back  to  the  time  when  ru^s 
were  primarily  designed  to  adorn  their 
own  homes  and  firesides. 


Editor  Left  Town  After  This. 

Somebody  sent  the  editor  of  the  Poke- 
town  Gazette  a  few  bottles  of  home  brew. 
The  same  day  he  received  for  publica- 
tion a  wedding  announcement  and  a 
notice  of  an  auction  sale. 

Here  are  the  results: 

"William  Smith  and  Miss  Lucy  Ander- 
son were  disposed  of  at  Public  Auction 
at  my  farm,  one  mile  east  of  a  beautiful 
cluster  of  roses  on  her  breast  and  two 
white  calves,  before  a  background  of 
farm  implements  too  numerous  to  men- 
tion, in  the  presence  of  about  seventy 
guests  including  two  milch  cows,  six 
mules  and  one  bob-sled.  The  Rev. 
Jackson  tied  the  nuptial  knot  with  200 
feet  of  hay  rope  and  the  bridal  couple 
left  on  one  good  John  Deere  gang  plow 
for  an  extended  trip  with  terms  to  suit 
purchasers. 

They  will  be  at  home  to  their  friends 
with  one  good  baby  buggy  and  a  few 
kitchen  utensils  after  ten  months  from 
date  of  sale  to  responsible  parties  and 
some  50  chickens. — [Sent  in  by  Neal  L. 
Handy. 


Snap  Judgment. 

"Will  there  be  motor  cars  in  heaven?" 
"Of  course,"  said  the  sanguine  motor- 
ist. 

"■\Miat  about  traflBc  policemen?" 
"If  I  see  one  I'll  know  I'm  in  the  other 
place." — [Birmingham  Age-Herald. 

Process  of  rug  weaving  as  carried  on  in  the 
industrial  establishment  of  Near  East  Relief, 
with  finished  rug  on  the  wall,  tiote  primitive 
construction  of  loom. 
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Getting  next  to  the  buyers 


How  I  Made  My  Hardest  Sale 

Special  Telegram  Lands  Indifferent  Customer; 
Another  Tells  of  Poorest  Sales  He  Ever  Made 


Timely  Tips  or  Men  on  the  Road 

THE  SAMPLE  CASE  SERVICE 

For  Men  who  Sell  at  Wholesale 


rriHE  best,  but  not  the  largest  sale  I 

I  made  was  in  Pomeroy,  Ohio.  I 
have  a  very  good,  and  an  old 
lu'iount  there.  I  always  sold  him,  but 
(in  three  or  four  trips,  whenever  I  showed 
liiin  any  samples,  no  matter  how  big 
selling  value  they  were,  he  would  always 
tell  me:  "Send  samples  of  these  to  my 
New  York  buyer."  I  did  this,  but  I 
never  got  an  order  from  that  source. 

Last  winter  my  firm  made  a  very 
large  and  low  priced  purchase  of  a  silk 
fabric,  at  such  a  price  that  we  made  it 
up  into  garments  to  sell  at  $24  a  dozen, 
instead  of  $39,  the  regular  price.  The 
stvles  were  beautiful.  It  was  a  big 
seller.  In  three  months  we  sold  more  than 
10,000  dozens. 

On  several  occasions  I  had  had  letters 
and  telegrams  sent  to  me  in  care  of  the 
Pomeroy  firm,  and  they  were  invariably 
handed  to  me  opened,  with  an  apology 
for  the  firm's  carelessness. 

Just  before  arriving  there  on  the  call 
I  am  tellinfj  about,  I  had  my  firm  send  me 
a  telegram  in  the  care  of  the  firm,  reading: 
"Have  about  18  dozens  Numbers  495 
and  496,  good  colors,  perfect  goods,  which 
we  will  close  out  at  $24  per  dozen; 
regular  price  $39." 

On  arriving  there  the  next  day,  the 
person  who  formerly  bought  of  me  said, 
"Ike,  a  telegram  came  for  you,  and  I 
opened  and  read  it  by  mistake."  I 
appeared  greatly  flustered.  "Hope  noth- 
ing is  WTong  at  home,"  I  worriedly  an- 
swered. 

After  I  read  it  I  looked  up  with  appar- 
ent great  relief  in  my  face. 

"Have  you  those  samples  with  you?" 
asked  the  prospect. 

I  sold  him  the  two  lots,  and  told  him 
that  if  there  were  one  of  two  dozen  more 
I  would  send  them  all  to  him.  He  was 
so  pleased  that  he  ordered  two  other 
numbers,  making  an  order  totaling  more 
than  $900. 

I  again  sold  him  on  my  spring  visit. 
A  month  or  so  after  his  first  order  he 
made  inquiry  if  we  had  any  more  of 
Nos.  495  and  496.  He  had  sold  them  as 
specials  at  $2.95  each — two  dollars 
lower  than  his  competitor  was  selling 
the  same  garments.  On  the  tags  of  my 
samples  I  had  not  changed  the  original 
seUing  price  of  $39. — [I.  Friedman. 


My  Poorest  Sale. 

IN  the  spring  of  '93  on  my  initial  trip 
representing  a  manufacturer  of  men's 
shoes  and  also  one  of  ladies'  shoes, 
both  of  Buffalo,  N.  Y.^  I  had  an  experi- 
ence that  was  really  mteresting,  writes 
John  A.  Hach  of  Michigan. 

On  my  first  trip  I  called  on  Mr.  , 

at  Bucyrus,  O.,  who  graciously  looked  my 
hne  over  and  selected  ten  samples,  which 
he  set  aside.  After  making  his  selection, 
he  gave  me  the  sizes  and  widths  wanted 
and  the  date  of  shipment. 


On  account  of  a  heavy  ruuli  of  other 
copy  for  this  number  of  The  Sample  Cose, 
the  feature  departments,  "My  Biggest 
Bonchead,"  "Funniest  Story,"  and  "My 
Narrowest  Escape"  have  had  to  hold  over 
until  a  later  number.  Commercial  trav- 
elers are  urged  to  send  in  articles  for  "My 
Hardest  Sale"  and  the  other  departments. 
The  Sample  Case  will  use  every  one  sent 
in,  if  it  is  suitable. 


While  I  was  making  out  the  details  of 

of  the  order  Mr.  took  the  selection 

he  had  made  and  carried  them  to  the  rear 
of  the  store,  where  he  tacked  my  samples 
on  the  wall.  Thinking  he  was  practicing 
a  joke  on  a  new  beginner,  I  inquired  his 
idea.  He  replied  that  he  had  adopted 
a  new  rule:  that  whenever  he  bought 
any  goods  from  a  new  house  he  would 
keep  the  samples  until  the  goods  arrived, 
and  if  they  did  not  come  up  to  the  sample 
he  would  return  them. 

When  I  woke  up  to  the  realization  that 
he  meant  to  carry  out  his  new  resolution 
I  thanked  him  very  kindly  for  picking 
me  for  his  first  victim,  and  assured  him 
that  I  should  avail  myself  of  the  first 
opportunity  that  offered  to  get  square 
with  him.  In  this  I  did  not  have  to  wait 
long  for  a  sweet  revenge. 

A  Revengre  Sale. 

The  following  spring  again  found  me 
in  the  town  of  Bucjtus.  This  time  I  was 
making  a  big  hit  on  a  grain  overshoe,  to 
take  the  place  of  overs  over  felt  boots. 
This  article,  while  it  made  a  hit  with 
every  dealer  to  whom  I  showed,  did  not 
prove  practical,  because  it  was  made  in 
what  the  trade  knows  as  a  hand-pegged 
bottom,  extra  heavy  upper  and  bottom, 
which  proved  too  stiff  and  hard  for  a 
flexible  felt  boot,  a  fact  that  could  not  be 
known  without  practical  experience. 

In  passing  from  the  depot  up  town,  I 
made  it  my  business  to  pass  the  store  of 

Mr.  ;-  in  the  hope  that  I  might  get 

sight  of  him,  and  he  of  my  felt  boot, 
which  I  was  carrying  under  my  arm. 

In  this  I  was  favored  by  seeing  my  man 
standing  in  the  doorway.  I  gave  my  felt 
boot  such  publicity  as  to  draw  his  atten- 
tion. He  called  to  me  and  asked  to  see 
what  I  had  to  offer.  Taking  the  boot, 
he  walked  into  the  store.  I  followed. 
Once  inside,  I  realized  at  once  that  he 
was  interested  and  that  the  opportunity 
was  mine. 

He  paid  me  the  compliment  of  saying 
that  I  had  the  best  thing  he  had  ever 
seen  and  so  on.  This  resulted  in  his 
request  for  exclusive  sale  of  the  boots  for 
that  town,  with  a  good  substantial 
order,  in  solid  cases  of  8-9-10-11-12-13; 
in  all  fifteen  cases  at  $24  per  case. 

Knowing  his  leaning  toward  the  al- 
mighty dollar,  I  gave  him  a  discount 


of  5  per  cent  10  days  with  an  early  ship* 
ment. 

He  got  the  goods,  took  his  discount,  and 
I  got  my  revenge. 

The  last  time  I  saw  Mr.  he  was 

still  lamenting  his  poor  investment  in  grain 
overs,  which  proved  a  dismal  failure  and 
virtually  a  dead  loss  as  he  sold  the  entire 
lot  to  a  local  cobbler  for  patching.  My 
parting  shot  to  him  as  I  left  him  was  his 
mistake  in  not  nailing  my  sample  of  his 
good  buy  on  the  wall,  to  which  he  replied 
"Oh,  go  to  h  1." 


CEDAR  RAPIDS'  GREAT  FIRM. 


Harper-Mclntire    Company  Utilize 
Special  Edition  of  Local  Paper 
to  Illustrate  Its  Growth. 

Cedar  Rapids,  Iowa,  "points  with 
pride"  to  the  great  business  development 
of  that  city  within  the  last  few  years. 
The  growth  has  been  phenomenal. 
Greatest  among  its  industries  is  the 
wholesale  hardware  house  of  Harper  and 
Mclntire.  Founded  in  1867,  that  fiirm 
has  had  a  business  growth  that  now 
ranks  among  the  largest  wholesalers  in 
its  line  in  the  Middle  West. 

In  June  the  "Har-Mac  Expansion 
Edition"  of  the  Evening  Gazette,  of 
Cedar  Rapids,  a  24-page  newspaper,  is 
taken  up  almost  entirely  with  illustra- 
tions and  wTiteups  of  the  firm.  It  is 
one  of  the  greatest  advertising  plunges  a 
hardware  firm  could  have  taken,  and 
results  have  justified  the  expense. 

Cedar  Rapids  is  a  thrifty  Iowa  city. 
It  could  not  be  otherwise  with  such  firms 
as  the  Har-Mac  Hardware  Company. 

C.  W.  Harper,  President  of  the  company, 
is  vet  a  young  man,  but  his  business 
ability  stands  foiemost  among  the  lead- 
ing business  men  ot  that  State.  William 
Felder  is  Vice  President,  W.  P.  Myers, 
Secretary,  and  R.  W.  Harper  is  a  Vice 
President  and  Treasurer.  E.  W.  Gray 
is  manager.  This  is  a  combination  of 
brains  and  progressive  ideas  that  would 
put  over  any  enterprise.  The  firm  was 
founded  by  S.  H.  Harper  and  Frank 
Mclntire,  both  deceased. 

Twenty  salesmen  are  employed.  Most 
of  them  belong  to  the  U.  C.  T.  They 
are:    C.  M.  Johnson,  O.  R.  Anderson, 

D.  B.  Johnston,  V.  C.  James,  A.  J. 
Waechter,  Jay  Curby,  M.  L.  Anderson, 
A.  E.  Foster,  Joe  Hallender,  A.  E. 
Murrav,  Chas.  W^  Day,  F.  M.  Gaines, 
F.  D.  Haney,  O.  K.  Mauck,  Scott  Smith, 
Steve  Hauser,  W.  J.  Gross.  Walter  E. 
Owens,  B.  G.  Greenman  and  L.  B.  Nel- 
son. 


A  promise  should  be  given  with  caution 
and  kept  with  care;  made  by  the  heart 
and  remembered  by  the  head.  It  is  the 
offspring  of  intention — to  be  niu"tured  by 
recollection.  Delayed,  it  is  just  deferred; 
neglected,  it  is  an  untruth  told"  attended 
to,  it  is  a  debt  honorably  settled. 
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Time  a  Big  Factor  in 
Road  Expense  Economy 

Intensive  Covering  of  Territory  Requires 
a  Motor  Car,  Long  Jumps  are  Made  by  Rail 


When  one  conBidcrs  that  there  are  more; 
thiiii  ten  million  automobilcH  in  operation 
in  the  United  States  and  Canada,  it  is 
really  remarkable  how  few  accidents 
occur.  As  cars  arc  built  stronger,  and 
better  equipped  with  ({ood  brakes,  safe 
headlights,  electric  horns,  and  as  tlic 
public  uses  more  common  sense  and  ciiri' 
in  truvclinn,  the  pcrcontHKC  of  uccidcnls 
is  bound  to  dccTcaxc. 


ECONOMY  in  visiting  the  trade 
should  be  as  rigorously  observed 
as  if  every  commercial  traveler 
were  selling  his  own  individual  product. 
The  jokesmiths  will  take  their  cranks  at 
salesmen — "charging  up  silk  stockings 
on  expense  accounts,"  and  all  that — 
they  have  to  have  their  fun — but  every 
salesman  knows  no  such  thing  ever 
happens.  The  high  cost  of  road  ex- 
penses, with  present  railroad  passenger 
rates,  hotels,  and  taxi  fares,  is  a  serious 
item  for  every  man  who  sells  at  whole- 
sale, and  more  especially  to  the  com- 
mission men.  But  time  is  likewise  a 
big  factor  in  road  expense  economy. 

Salesmen  generally  are  agreed  that 
the  high  spot  man  with  a  long 
jump  between  stops,  has  to  travel  by 
rail  and  frequently  use  the  Pullmans. 
His  economy  in  road  expenses  is  limited. 

But  to  the  men  who  intensively 
cover  their  territory,  the  auto  offers 
an  advantage  of  which  the  long 
distance  salesman  cannot  take  advan- 
tage. But  there  is  a  growing  tendency 
among  all  selling  corporations  to  work 
territory  more  thoroughly,  and  since 
one  of  the  objects  sought  is  to  reduce 
the  lost  time  spent  in  traveling  long 
jumps,  railroad  transportation  proves 
too  expensive  in  time  consumption 
because,  while  a  train  may  stop  at  each 
point  to  be  covered,  there  are  not  suffi- 
cient local  trains  to  enable  the  sales- 
man to  pass  from  one  town  to  the  next 
rapidly  enough. 

The  automobile  is  solving  the  prob- 
lem for  increasing  sales.  The  auto 
truck  is  likewise  solving  a  serious  prob- 
lem for  quick  delivery  within  a  limited 
territory. 

But  it  isn't  every  auto  that  is  suitable 
for  a  commercial  traveler.  His  require- 
ments demand  a  design  specially 
adapted  to  his  needs.  He  should  have 
a  closed  car,  as  he  must  travel  in  all 
kinds  of  weather,  and  must  have  com- 
plete weather  protection. 

Nor  will  he  travel  in  a  car  that  hasn't 
a  good  appearance.  It  is  just  as  neces- 
sary for  him  to  reach  his  customer  in  a 
first-class  conveyance  as  it  is  for  him  to 
wear  presentable  clothing,  travel  in  a 
Pullman  when  necessary,  register  at  a 
first-class  hotel,  and  in  other  ways 
act  and  live  in  harmony  with  the  stand- 
ing of  his  house  and  the  quality  of  the 
line  he  is  selling. 

Again,  his  car  must  be  roomy  and 


comfortable,  because  the  commercial 
traveler  often  has  to  travel  on  poor 
roads,  and  it  is  false  economy  to  try  to 
economize  through  the  use  of  a  car  and 
wasting  the  energies  of  the  salesman 
in  an  uncomfortable,  hard-riding  car. 

His  car  should  have  ample  space  for 
himself  and  room  for  a  large  sample 
case  or  trunk,  or  both.  A  car  with  a 
compartment  back  of  the  driver's  seat 
for  the  samples  is  preferable,  leaving 
all  the  room  possible  for  the  comfort 
of  the  driver. 

While  his  car  should  be  low  in  price, 
price  should  not  be  sacrificed  in  the 
interests  of  persf)nal  safety.  Its  doors 
and  windows  should  be  large,  giving 
the  driver  clear  vision  in  all  directions — 
a  very  importanl  safety  factor.  Head- 
lights should  be  equipped  against 
accidents  from  glare — -a  strong  steering 
gear,  adequate  brakes  and  a  dependable 
horn  are  necessary  accessories. 

Study  should  be  given  to  the  gasoline 
consumption,  as  well  as  oil  consump- 
tion.   Tire  mileage,  of  course,  will  de- 


SAID  the  little  red  rooster:  "Gosh 
all  hemlock,  things  are  tough. 
Seems   that   worms   are  getting 
scarcer,  and  I  cannot  fine  enough. 
What's  become  of  all  the  fat  ones  is  a 

mystery  to  me; 
There  were  thousands  through  that 
rainy  spell,  but  now  where  can  they 
be?" 

The  old  black  hen  who  heard  him  didn't 

grumble  or  complain, 
She  had  gone  through  lots  of  dry  spells, 

she  had  lived  through  floods  of  rain; 
So  she  flew  upon  the  grindstone,  and  she 

gave  her  claws  a  whet, 
As  she  said:   "I've  never  seen  the  time 

there  weren't  worms  to  get." 

She  picked  a  new  and  undug  spot;  the 
earth  was  hard  and  firm; 

The  little  rooster  jeered,  "New  ground! 
That's  no  place  for  a  worm." 

The  old  black  hen  just  spread  her  feet, 
she  dug  both  fast  and  free, 

"I  must  go  to  the  worms,"  she  said, 
The  worms  won't  come  to  me." 

The  rooster  vainly  spent  his  day, 
through  habit,  by  the  ways. 

Where  fat,  round  worms  had  passed  in 
squads  back  in  the  rainy  days. 

When  nightfall  found  him  supperless, 
he  growled  in  accents  rough; 


pend  entirely  on  the  condition  of  the 
roads,  and  tires  should  be  selected 
especially  for  the  roads  each  has  to 
cover. 

A  special  car  is  built  for  commercial 
travelers  by  the  Chevrolet  Motor 
Company,  and  advertised  in  1  he 
Sample  (;aHe.  In  selecting  a  car  it 
might  be  advisable  to  give  the  Chevro- 
let special  study. 

Many  thousand  dollars  are  wasted 
by  the  use  of  railroads  when  an  auto- 
mobile would  be  far  cheaper,  because 
the  important  factor  is  not  the  cost  per 
mile,  but  the  cost  per  hour  of  the 
salesmen's  actual  sclhng  time. 

There  is  no  ijctter  nor  cheaper  means 
of  transportation  than  the  motor  car. 
More  towns  can  be  visited  in  a  day, 
saving  long  waits  at  a  town  after  the 
trade  has  been  seen,  as  well  as  hotel 
expenses.  Smaller  places  can  be  visited 
enroute  that  would  have  to  be  passed 
over  if  traveling  by  rail.  Where  cus- 
tomers in  a  city  or  town  are  widely 
separated,  the  use  of  an  automobile 
will  save  time  in  waiting  for  street 
cars,  and  will  eliminate  taxi  fares. 

This  is  an  age  of  sfjccd.  Old  methods 
are  obsolescent  if  not  obsolete.  The 
commercial  traveler  of  today  has  to 
employ  seUing  methods  which  a  few 
years  ago  were  unthought  of.  His  life 
is  speeded  up  by  the  necessities  of  his 
trade.  He  cannot  linger  along  the  way, 
as  his  dear  old  predecessors,  the  old- 
time  "drummers,"  were  expected  to  do. 

The  automobile  is  setting  a  new 
pace  in  selling  goods,  as  well  as  in  the 
general  domestic  life  of  the  world. 


"I'm  hungry  as  a  fowl  can  be.  Condi- 
ditions  sure  are  tough." 

He  turned  then  to  the  old  black  hen  and 

said:     "It's  worse  with  you. 
For  you're  not  only  hungry,  but  you 

must  be  tired,  too. 
I  rested  while  I  watched  for  worms,  so  I 

feel  fairly  perk; 
But  how  are  vou?    Without  worms, 

too?    And'  after  all  that  work!" 

The  old  black  hen  hopped  to  her  perch 

and  dropped  her  eyes  to  sleep, 
And   murmured   in   a   drowsy  tone: 

"Young  man,  hear  this  and  weep: 
I'm  full  of  worms  and  happy,  for  I've 

dined  both  long  and  well. 
The  worms  are  there  as  always — but  I 

had  to  dig  Hke   !" 

Oh,  here  and  there  red  roosters  still  are 
holding  sales  positions, 

They  cannot  do  much  business  now  be- 
cause of  poor  conditions. 

But  soon  as  things  get  right  again  they'll 
sell  a  hundred  firms — 

Meanwhile  the  old  black  hens  are  out 
anil  gobbUng  up  the  worms. 

—  [From  "Bearings." 


Some  people  seem  to  think  that  op- 
portunity should  break  in  the  floor, 
chloroform  them  and  carry  them  oCf  in 
a  Umousine. 


AUGUST 


THE    SAMPLE  CASE 


SI 


Learn  to  Do  Business 
on  Different  Basis 

New  Problems  Require  New  Angle  in  Meeting 
Them;  Business  Men  Should  Work  Together 

The  Sample  Case  Interview  with 

CHARLES  HENRY  MACKINTOSH 

President  Associated  Advertising  Clubs  of  the  World 


BUSINESS  today  is  presenting  new 
nroblenis  that  must  bo  met 
by  new  methods,  according  to 
Charles  Henry  Mackintosh,  President 
of  the  Associated  Advertising  Clubs 
of  the  World.  There  never  was  a  time 
in  the  history  of  the  United  States 
when  it  was  so  urgent  that  the  business 
people  should  get  together,  and  dis- 
cuss business  conditions  thoroughly 
and  carefully. 

"We  have  got  to  learn  to  do  business 
today  on  an  entirely  different  basis," 
insists  Mr.  Mackintosh.  "We  cannot 
run  on  the  methods  of  twenty-five 
years  ago.  New  methods  will  have  to  be 
tried  out  for  the  next  quarter  of  a  cen- 
tury." 

With  reference  to  the  general  talk 
about  hi^h  prices,  Mr.  Mackintosh  de- 
clares this  condition  is  not  unparalleled 
in  the  history  of  this  country.  Three 
times  prices  have  gone  up,  he  quoted 
from  history,  and  every  tijne  above  250 
per  cent  from  the  starting  point. 

He  does  not  forecast  a  return  to 
prices  before  the  World  War  under 
twenty-five  years. 

"Don't  think  for  a  minute,"  he  said, 
"that  we  shall  have  a  descending  price 
market  for  the  next  quarter  of  a  cen- 
tury. It  may  be  fifty  years  before 
prices  return  to  250  per  cent  above  the 
valley  level.  I  expect  to  see  business 
people  have  hard  times  for  several 
years  because  of  new  conditions  which 


they  have  been  unprepared  to  meet. 

"Prosperity  and  high  prices  have 
nothing  in  common.  High  prices  have 
nothing  to  do  with  prosperity.  As  prices 
fall  the  purchasing  price  of  a  dollar 
comes  up,  so  that  from  the  general 
standpoint  of  the  public-at-large  this 
constant  fluctuation  in  prices  means 
virtually  nothing. 

"From  the  standpoint  of  merchandis- 
ing, it  is  a  big  problem.  We  shall  have 
to  do  business  for  the  next  twenty-five 
years  on  a  falling,  instead  of  a  rising, 
market,  as  we  have  been  doing  for  the 
past  quarter  of  a  century.  There  is  all 
the  difference  in  the  world  between 
buying  and  selling  on  a  rising  market 
and  on  a  falling  one.  We  have  to  buy 
infinitely  more  carefully  on  the  latter. 

"I  have  heard  jobbers  and  whole- 
salers say  they  would  rather  sell  in  large 
quantities  for  six  months  ahead,  and 
cut  out  handling  charges.  This,  in  my 
opinion,  is  a  short-sighted  policy. 

"The  prosperity  of  the  jobber  and 
wholesaler  is  absolutely  bound  up 
with  the  prosperity  of  the  retailer.  If 
any  jobber  sets  up  a  policy  disastrous 
to  the  retailer,  it  will  be  disastrous  to 
him. 

"Every  one  in  the  business  of  dis- 
tributing merchandise  must  seek  and 
find  the  best  policy  for  everybody,  the 
policy  which  means  the  greatest  pros- 
perity for  every  link  in  the  chain  of 
merchandising." 


Carglin  "  the^  French. 

Tlicro  is  It  great  aeai  ot  sputtering 
in  the  presfi  al)oiit  the  French  names  on 
our  American  niRnus.  It  is  true  that 
few  restaurant  natrons  can  masticate 
those  names  without  contracting  vocal 
indigestion  and  still  fewer  have  the  re- 
motest idea  of  what  the  dishes  consist, 
liobert  Heth,  a  room  clerk  at  The  Mon- 
trose, thinks  that  hotel  employes  should 
know  both  the  pronunciation  and  the 
meaning  of  the  French  menu  terms, 
so  he  contributes  the  following  enlight- 
enment on  a  few  of  the  more  familiar 
ones: 

A  la  carte  (ah'-la-karf)  by  the  card; 
cooked  to  order. 

Au  ju«  (o-zhu')  with  the  natural 
juice. 

Blanc  mange  (bla-manzh')  a  white, 
gelatinous    or   starchy  dessert. 

Consomme  (kon-so-ma')  a  clear 
sou  p. 

Cuisine  (kwc-zeen')  a  kitchen;  cook- 
ery. 

Au  gratin  (au-gra-tan)  with  cheese; 
crusty. 

Demi  tasse  (dem'-i-tass)  a  small  cup. 

Mors  d'oeuvre  (or-duvr')  small  ap- 
j)oti7ing  side  dishes  usually  served  at 
the  beginning  of  a  meal. 

Puree     <pu-ray')     a    thick  soup. 

Table  d'hote  fta'-bl-dote')  an  entire 
meal  from  a  fixed  bill  of  fare  at  a  stated 
j)rice.— [Eppley's  "Hospitality." 


And  Never  Will  Be. 

A  minister  was  examining  the  chil- 
dren of  a  Sunday  school  in  their  knowl- 
edge of  Bible  characters,  and  began: 

"Who  was  the  first  man?" 

"Adam!"  they  all  answered  in  chorus. 

"Who  was  the  first  woman?" 

"Eve!"   they  all  shouted. 

"Who  was  the  meekest  man?" 

"Moses!" 

"Who   was   the  meekest  woman?" 

Everyone  was  silent. 

Finally  a  little  hand  went  up,  and  the 
minister  asked: 

"Well,  my  little  man,  who  was  she?" 

"There  wasn't  any,"  asserted  the 
boy. — (Answers. 


Got  Onto  His  Nerves 


DREAMS  OF  HEAVEN. 

I  never  could  have  a  clear  dream  of 
heaven, 

It's  always  seemed  so  jumbled  up  and 
queer — 

Just  heaps  of  harps  and  viols  golden- 
stringed, 

And  angels  wandering  idly,  snowy- 
winged. 

With  trumpets,  blowing  till  I  couldn't 
hear 

One-half  the  lovely  things  the  angels 
sang; 

The  'glad  hosannah"  mixed  with  cym- 
bals' clang — 

The  candles  always  would  count  more 
than  seven 

While  streets  of  gold  have  seemed  both 
hard  and  cold 

For  angels  walk  upon  them  all  unsoled 

Just  as  they  do  in  pictures — always  I 

Have  longed  to  wait  awhile  before  I  die; 
■  Yet  last  night  came  a  thought  from 
out  the  air 

That  carried  from  my  heart  a  load  of 
care — 

I  know  now  Heaven  will  be  "most 

heavenly  fair" 
Because  there  are  so  many  mothers 

there. 

— [Jessie  R.  James. 


IT  IS  a  verj'  unusual  thing  for  a  good- 
natured  and  tactful  traveling  sales- 
man to  be  held  up  at  the  point  of  a 
pistol  when  he  offers  to  sell  a  merchant 
a  bill  of  goods.  A  case  of  this  nature 
came  up  in  recorder's  court  at  States- 
ville,  S.  C,  when  C.  B.  Freeze,  a  West 
Statesville  merchant  was  tried  for  as- 
saulting and  drawing  a  pistol  on  W.  M. 
Ruth,  a  traveling  man  of  Salisbury. 
The  alleged  assault  took  place  in  the 
store  of  the  defendant.  The  evidence 
show-ed  that  Mr.  Ruth,  accompanied 
by  his  son,  entered  Freeze's  store,  greet- 
ed him  with  a  friendly  "good  morning," 


The  perfect  salesman  doesn't  live.  ■ 

The    greatest    lawyers,    doctors   and  i 

ministers  constantly  study  their  pro-  I 

fession.   Salesmen  must  do  the  same.  I 

The  Sample  Case  Service  will  help  I 

every  man  who  sells  at  wholesale.  I 


only  to  be  ordered  out,  in  the  meantime 
having  to  look  into  the  barrel  of  an  au- 
tomatic revolver.  The  evidence  showed 
that  the  assault  was  unprovoked;  that 
Mr.  Freeze  had  several  commercial  trav- 
elers to  call  on  him  that  morning,  be- 
sides having  his  regular  customers  to 
look  after,  and  he  simply  gave  way 
to  his  temper  and  his  nerves. 

Judge  Starr,  in  view  of  the  fact  that 
the  merchant  had  been  in  no  trouble 
before,  let  him  off  with  a  fine  of  S35  and 
the  costs,  putting  him  under  a  justified 
bond  of  $200  for  good  behavior  for  the 
next  two  years.  The  court  gave  the 
defendant  a  timely  lecture  on  the 
gravity  of  the  offense,  stating  that  two 
things  were  probably  the  cause  of  the 
trouble — nerves  and  temper — and  that 
he  must  bring  them  both  under  subjec- 
tion if  he  would  avoid  serious  trouble 
in  the  future. 


THE    SAMPLE  CASE 
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Invoice  the  salesman 


Who  Almost  Makes  Good 

Story  of  Actual  Conditions  and  Detail  of  a 
Method  of  Solution  That  is  Actually  Working 


Reprinted  by  permission 

By  HUGH  E.  AGNEW 
In  Printers'  Ink,  April  27,  1922 


THE  firm  in  question  was  and  is 
the  manufacturer  of  a  grocery 
line  sold  direct  to  grocers.  Sales- 
men were  paid  in  part  by  a  bonus;  and 
the  bonus  was  determined  by  the  execu- 
tives of  the  firm.  At  the  time  the  bonuses 
were  given,  the  sales  force  was  "over- 
haulecl"  and  those  not  making  good  were 
dropped.  With  a  few  there  was  never 
any  question.  They  were  hopeless. 
With  a  considerable  number  of  others 
it  was  a  difficult  matter  to  determine 
whether   they   were   unfit   or  whether 


excuse  of  unfavoraVile  "conditions."  It 
is  probably  true  that  every  unsuccessful 
salesman  can  give  a  plausible  excuse  why 
he  does  not  suceed.  There  are,  indeed, 
very  good  reasons,  why  any  brand  of 
goods  should  not  sell  in  a  given  terri- 
tory. What  is  wanted  of  a  salesman  is 
to  find  such  good  reasons  why  the  goods 
should  be  sold,  that  they  will  sell. 

Boleman  was  one  of  about  twelve 
salesmen  out  of  the  sixty  employed  by 
the  firm  whose  record  was  unsatisfactory. 
If  a  solution  could  be  found  in  his  case, 


further  help  from  the  house  would  enable    it  probably  would  throw  light  on  the 


them  to  bring  their  work  up  to  the  re- 
quired standard.  Typical  of  these  was 
tlie  case  of  "Dick"  Boleman. 

Boleman  had  not  had  a  good  season, 
in  fact,  his  sales  were  not  up  to  the 
previous  year.  He  had  been  on  the  terri- 
tory for  three  years  and  in  that  time 
there  had  been  no  increase.  What  was  the 
matter?  Was  he  a  failure  as  a  salesman, 
or  was  there  something  in  his  statements 
that  "conditions  on  the  territory  were 
bad"?  Of  course,  that  is  a  stock  excuse, 
and  with  a  grocery  line  sales  are  not  ex- 
pected to  fluctuate.  A  given  number 
of  people  will  eat  about  so  much  regard- 
less of^  whether  times  are  good  or  not. 

But  Boleman  pointed  out  that  a  con- 
siderable part  of  his  territory  was  sup- 


others.  It  was  not  merely  sentiment 
in  being  fair  with  salesmen,  although 
that  was  regarded  by  this  firm  as  by  most 
others  as  absolutely  essential.  It  costs 
money  to  change  salesmen — from  .S300 
to  $500  was'^the  firm's  estimate.  Count- 
ing the  disorganizing  effect  of  frequent 
changes  upon  customers,  probably  both 
estimates  are  too  low. 

If  the  man  was  not  at  fault,  but  was 
failing  because  of  insufficient  training, 
it  was  up  to  the  fij-m  to  correct  the  error. 
If  no  improvement  was  reasonably  to  be 
expected,  the  firm  should  know  that. 
All  this  should  be  determined  without 
guess  work  and  as  quickly  as  possible. 
So  Albro,  the  sales  manager,  decided  to 
devote  his  time  to  Boleman's  case  until 


ported  by  gold  mines  and  that  many  of    a  solution  was  found,  or  despaired  of 


these  were  closed,  because  an  ounce  of 
"dust"  would  no  longer  buy  the  sanie 
amount  of  labor  and  material  that  it 
had  formerly,  and  as  it  required  the  same 
number  of  hours  to  produce  the  ounce 
of  gold  that  it  always  had,  there  was  no 


Following  the  traditional  plan  he 
went  over  the  territory  with  Boleman, 
who  soon  demonstrated  that  he  knew 
the  goods  well  and  also  knew  those  of 
his  competitors.  He  was  well  liked  by 
the  customers.    He  made  a  good  selling 


pro'St  and  gold  mines  had  closed  down.  talk.    In  short,  he  was  a  good  salesman. 

Furthermore  it  was  known  that  miners  The  coming  of  a  new  recruit  called  Albro 

had  been  induced  to  go  to  the  copper  back  to  the  house  before  he  had  dis- 

mines  in  large  numbers  by  the  offer  of  covered  what  was  wrong.    He  had  found 

higher  wages.     Then  at  a  number  of  at  least  eighteen  towns  practically  de- 

points  on  the  territory  where  agriculture  serted,  where  formerly  there  had  been 

or  vineyards  were  the  dominant  indus-  grocery  stores.     The  one  unfavorable 


tries,  Boleman  had  increased  sale 
Boleman's  Excuse. 
Further  to  comphcate  matters,  a 
slice  had  been  taken  off  one  end  of  Bole- 
man's territory  and  given  to  another 
salesman,  and  his  territory  had  been 
extended  on  the  other  side.  Sales  had 
increased  on  the  former  side  and  de- 
creased on  the  latter.  But  again  Boleman 
was  ready  with  a  good  excuse.  After 
two  years  of  hard  work  he  had  just 


mpression  was  that  Boleman's  relation 
with  his  customers  was  a  little  too  per- 
sonal. They  credited  him  with  being  a 
good  fellow,  but  showed  no  appreciation 
to  the  house  for  providing  such  a  good 
salesman  for  the  territory.  Two  weeks 
spent  with  Boleman  had  not  resulted  in 
any  positive  information  or  any  dis- 
covery which  would  help  to  a  definite 
conclusion.  Although  Albro  wanted  to 
stay  on  the  territory  a  few  days  more,  he 
was  convinced  that  a  longer  time  would 
no  definite  results.    The  dealers 


begun  to  get  established  in  the  territory    bring  no  defamte  results.     ine  dealers 
that  had  been  taken  from  him,  he  said,    could  not  be  asked  directly  their  opimon 
and  the  increase  was  due  to  the  mis-    of  the  salesman 
sionary  work  he  had  been  doing.  Be- 
sides it  was  an  agricultural  district,  and 
the  crops  had  been  particularly  good, 
which  helped  business. 
^  On  the  territory  that  was  new  to  Bole- 
man there  had  been  an  irrigation  project 
emplojnng  nearly  5,000  people.  They 
had  left  the  territory   and  "business 
naturally  woiild  decline." 

It  was  the  same  old  conundrum  of 
unsatisfactory  sales,  and  the  same  old 


The  firm  kept  a  careful  and  accurate 
record  of  the  purchases  of  each  customer, 
but  otherwise  statistics  were  hard  to  get. 
The  latest  available  census  was  nearly 
ten  years  old.  Election  returns  were 
not  available.  Commercial  reports  gave 
only  the  estimated  population,  and  it 
was  a  question  whether  their  guesses 
were  any  better  than  those  made  by  the 
firm.  Besides  much  of  the  territoxy  was 
rural,  and  that  proposition  was  not  even 


estimated.  But  those  reports  did  give 
the  number  of  men  in  business  and  their 
rating.  This,  compared  with  the  three 
previous  years,  showed  that  the  dealers 
had  decreased  slightly  in  number,  but 
they  had  increased  nearly  eleven  per  cent 
in  combined  re.sources. 

That  was  arrived  at  by  giving  each 
firm  the  average  for  his  class.  For 
instance,  if  the  indicated  resources  were 
from  $5,000  to  $10,000,  the  firm  was 
credited  with  $7,.500.  An  increase  of 
over  ten  per  cent  for  the  whole  territory 
showed  tnat  business  was  not  so  bad. 

Through  the  county  school  commis- 
sioners the  school  census  was  obtained 
for  approximately  eighty  per  cent  of  the 
territory.  Trade  districts  did  not  follow 
either  county  or  territorial  boundaries, 
but  the  school  census  pointed  to  a  sta- 
tionary population  with  such  certainty 
that  it  could  hardly  be  questioned. 

As  a  final  check  Albro  decided  to  vio- 
late an  old  establi.shed  business  policy 
of  the  house  which  was  to  "exchange  no 
information  with  competitors."  He  went 
to  one  of  the  wholesale  grocers  who  cov- 
ered the  same  territory  and  stated  his 
case  frankly. 

The    Market    Had  Not  Evaporated. 

All  he  wanted  to  know  was  whether 
their  business  had  shown  any  marked 
change  on  that  particular  territory  in 
the  last  three  years.  It  had  not,  he  was 
told,  and  the  grocery  sales  manager  with 
whom  he  was  exchanging  information 
showed  him  figures  to  substantiate  his 
statement  that  there  had  been  very  little 
change.  His  reception  was  so  cordial, 
and  the  visit  so  satisfactory  that  Albro 
went  to  call  upon  another  wholesale 
grocer.  Again  he  met  the  same  courteous 
treatment,  and  learned  that  that  firm 
had  shown  a  small  increase  each  year. 

Figures  were  tabulated,  the  informa- 
tion put  in  writing,  and  it  was  submitted 
to  Boleman.  His  first  criticism  was  that 
the  5,000  who  had  been  connected  with 
the  irrigation  project  had  not  been  taken 
into  account.  The  school  census  would 
not  include  them.  Then  another  import- 
ant factor  had  been  omitted.  Rural 
merchants  carry  much  larger  stocks 
than  city  merchants  doing  no  greater 
volume  of  business.  If  times  were  dull, 
the  country  dealer  simply  discontinued 
buying  until  present  stocks  were  ex- 
hausted, and  then  provided  only  for 
immediate  needs.  . 

By  reference  to  the  sales  record,  it 
was  shown  that  the  chief  dechne  in  busi- 
ness was  not  in  the  irrigation  district. 
As  to  the  matter  of  reducing  stocks, 
Boleman's  contention  was  doubtless  true, 
but  had  that  reduction  been  going  on 
for  three  full  years?  The  analysis  stood 
the  test.  More  than  that  it  was  apph- 
cable  in  method  to  any  territory  where 
there  was  a  question  of  "conditions," 
(Continued  on  page  41.) 
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THE    SAMPLE  CASE 


A  Venerable  Emblem 
of  Union  of  Mankind 

General  Respect  for  Law  can  be  Obtained  Only  by 
Education  and  Intelligent  Use  of  Ballot 

Picked  up  from  a  conversation  with 

JUDGE  JOHN  P.  DEMPSEY 

Municipal  Court,  Cleveland,  Ohio 


WHAT  is  Law? 
Is  it  "law"  to  arrest  a  girl  for 
wearing  an  abbreviated  bathing 
suit,  and  let  a  murderer  escape  justice 
on  a  technicality? 

Is  it  "law"  to  send  a  poor  man  to  jail 
because  he  is  out  of  work  and  trampmg 
from  town  to  town  in  search  of  work, 
and  permit  a  wealthy  man  to  escape  trial 
on  a  serious  charge  by  allowing  his  case 
to  be  continued  from  term  to  term  of 
court,  until  witnesses  against  him  are 
no  longer  available? 

These  questions  came  up  in  a  conversa- 
tion in  which  John  P.  Dempsey,  Judge 
of  the  Municipal  Court,  Cleveland,  Ohio, 
was  one  of  the  principal  participants. 
Judge  Dempsey  was  called  to  Columbus, 
Ohio,  to  deliver  an  address  before  the 
Chamber  of  Commerce  as  one  of  its 
outstanding  speakers  in  its  fiftieth  anni- 
versary celebration. 

"Law  was  born  of  customs,"  explained 
Judge  Dempsey^  "customs  which  recog- 
nizea  ethical  prmciples  as  morally  bind- 
ing upon  men  in  their  conduct  towards 
and  dealings  with  each  other.  Glad- 
stone characterized  law  as  the  venerable 
emblem  of  the  union  of  mankind  into 
society. 

"The  instances  which  have  been  cited 
are  a  miscarriage  of  justice.  Law  knows 
no  distinction  between  men.  The  tramp 
and  the  governor  of  our  State  are  equally 
amenable  to  it. 

"The  customs  of  our  ancients  gradually 
became  recognized  as  a  common  law, 
and  they  were  enforced  as  such.  So  that 
the  theory  of  law  is  justice,  and  justice 
is  only  the  application  of  the  principles 
of  ethics  to  human  affairs. 

"All  men  instinctively  demand  jus- 
tice, and  this  demand  for  justice  repu- 
diates the  idea  that  law  can  be  divorced 
from  justice  and  ethics.  It  is  noteworthy 
that  the  very  men  who  are  the  worst 
violators  of  the  law  are  the  first  to  seek 
its  protection.  Even  criminals  in  jails 
awaiting  trial,  organize  their  'kangaroo 
courts'  to  enforce  their  own  laws  with 
reference  to  their  surroundings. 

Old   Principles  Abandoned. 

"Of  course,  law  has  developed  with 
the  growth  of  communities.  The  result 
has  been  the  ancient  principles  have 
gradually  been  abandoned  and  newer  and 
more  enlightened  principles  have  taken 
their  place.  Changes  in  the  conditions 
of  society  at  large  demand  changes  in 
its  laws.  The  ethical  principles  of  a 
nomadic  people  would  have  no  bearing 
on  a  people  settled  into  a  common  com- 
munity. Laws  relating  to  business  have 
to  be  modified  to  meet  changing  business 
conditions.  The  transportation  law^s 
relating  to  delivery  of  goods  by  stage 
coach  would  greatly  embarrass  business 
at  the  present  stage  of  the  world. 

"Nations,  and  the  communities  of 
each  Nation — represented  by  States, 
municipalities  and  other  subdivisions  of 
National  p-nMewimnra^have  discovered 
through  experience  what  is  best  adapted 


to  their  needs,  and  have  devised  appro- 
priate standards  of  conduct.  But  it  is 
a  high  tribute  to  the  original  promulgators 
of  the  common  law  that  the  fundamental 
principles  recognized  by  them  are  still 
recognized  as  sound  and  authoritative. 

Selfish  View  of  Law. 

"A  majority  of  persons  look  upon  law 
from  a  selfish  standpoint.  They  shout 
for  law  enforcement  when  it  afTccts  the 
other  fellow,  but  when  it  touches  on  their 
individual  interests  they  take  a  different 
view. 

A  striking  illustration  of  this  is  seen 


in  the  daily  operation  of  motor  vehiclflB 
on  city  streets.  Men  and  women  who 
are  ostensibly  reputable  citizens  will 
deliberately  violate  the  traffic  laws  and 
endanger  the  life,  limb  and  property  of 
others — simply  for  the  purpose  of  grati- 
fying selfish  inclinations.  The  saddest 
part  of  it  all  is  that  it  is  entirely  uncalled 
for. 

"General  respect  for  law  can  be  ob- 
tained only  by  education,  and  the  in- 
telligent use  of  the  ballot.  Without  law, 
based  upon  definite  and  fixed  principles, 
there  would  be  no  such  things  as  property 
rights  or  personal  security,  even  in  our 
homes. 

"Respect  for  law  should  be  inculcated 
in  every  boy  and  girl  as  a  part  of  his  and 
her  home  training;.  All  of  us  should  be 
taught  to  appreciate  the  fact  that  in  a 
democracy  the  minority  must  submit  to 
the  will  of  the  majority,  and  if  a  certain 
law  is  passed  bv  the  will  of  the  majority, 
the  minority  should  accept  the  decision 
gracefully  and  cooperate.  It  has  well 
been  said  that  the  way  to  defeat  a  bad 
law  is  to  enforce  it. 

"Intelligent  use  of  the  ballot  would 
require  lawmakers  and  administrators  to 
be  men  and  women  of  integrity,  sound 
judgment  and  ability." 


Waves  $1,000  Aside 


"  I  VE  it  to  his  wife;  me  don't  want 
It  it."  Such  was  the  suri)rising 
reply  given  to  Mr.  E.  M.  Carroll, 
of  the  Hotel  Carls-Rite,  Toronto,  Canada, 
when  he  tendered  a  check  for  SI, 000  to 
Moi  Joy,  Jr.,  a  "shoe  shine"  at  the  hotel. 
The  celestial,  who  has  been  in  Canada 
only  a  few  years,  also  informed  Mr. 
Carroll  that  he  would  settle  for  any 
expense  incurred  in  transferring  the 
money  to  China.  In  recognition  of  his 
generosity,  as  shown  in  his  determination 
that  the  widow  should  have  the  use  of 
the  money,  Mr.  Carroll  promptly  in- 
formed the  shoeshiner  that  he  would  find 
a  better  position  for  him  in  the  hotel. 

Moi  Joy's  uncle  had  been  in  the 
employ  of  the  hotel  for  over  fifteen  years, 
the  Carls-Rite  being  the  only  place  n 
which  he  had  worked  since  his  arrival 
from  the  Orient.  He  was  a  33rd  degree 
Chinese  Mason  and  spoke  English  flu- 
ently. He  was  a  familiar  figure  at  the 
hotel,  and  many  travelers  spent  hours 
in  the  shoe-shine  parlor  conversing  with 
the  old  man  who  had  a  particular  fond- 
ness for  good  jokes  which  he  deHghted  in 
repeating  while  he  was  taking  care  of  a 
customer. 

Moi  Joy  had  traveled  extensively 
before  crossing  the  Pacific  to  this  part 
of  the  continent.  Upward  of  a  year  ago 
he  received  word  from  his  native  town, 
near  Hong  Kong,  that  his  wife  had  died. 
Subsequently  he  received  news  to  the 
contrary,  hence  his  trip  to  Hong  Kong 
to  ascertain  the  true  state  of  affairs.  Mr. 
Carroll  told  him  that  if  he  wanted  to 
take  the  trip  he  would  give  him  six 
months  leave  of  absence  with  salary  and 
provide  him  with  transportation  to 
China.  Three  months  ago  he  sailed 
from  Vancouver  for  the  Orient  but  died 
aboard  ship  tw-o  days  before  the  vessel 
reached  Hong  Kong. 

When  Messrs.  George  Wright  and  E. 
M.  Carroll,  proprietors  of  the  Walker 
House  and  Hotel  Carls-Rite,  arranged  to 
insure  their  employes  under  the  group 
insurance  plajp,  a  policy  was  KatuI^  to 
Moi  Joy,  who  filled  it  out  under  which 


his  nephew  was  made  the  beneficiary 
after  learning  of  the  death  of  his  wife  in 
China.  Before  deciding  to  make  a  trip 
to  the  Orient,  Moi  Jov  brought  his 
nephew  from  Victoria  and  placed  him  in 
charge  of  the  shoe-shine  parlor  in  the 
hotel  until  his  return.  Moi  Joy  was 
almost  80  years  of  age. 


Their  Mottoes. 

The  Grocer:  Honest  tea  is  the  best 
policy. 

The  Lawyer:  Where  there's  a  will 
there's  a  pay. 

The  Hunter:  A  bird  to  the  eyes  is 
sufficient. 

The  Architect:  Too  low  they  build 
who  build  below  $10,000. 

The  Pawnbroker:  It  is  never  too  late 
to  lend. 

The  Day  Laborer:  Live  to  earn  and 
earn  to  live. 

The  Anarchist:  Little  strokes  fell 
great  folks. 

The  Dog:  A  good  mange  is  rather  to 
be  chosen  than  great  itches. 

The  Real  Estate  Agent:  A  lot  near 
at  hand  is  worth  two  in  the  bushes. 

Everybody:  There  is  no  royal  road 
to  earning. — [Scalper. 


Not  at  Home  That  Night. 

No.  1  from  Hester  Street:  "Say,  Abie, 
vy  don't  you  pull  down  de  vindow  shades 
ven  you  luv  yore  vife?" 

No.  2  from  Hester  Street:  "Vat?" 

No.  1:  "I  say  vy  don't  you  pull 
down  the  vindow  shade  ven  you  luv 
yore  vife?    I  saw  you  last  night?" 

No.  2:  "Ah,  de  joke's  on  you;  I 
vusn't  home  last  night." — [Sun  Dodger 
(U.  of  Washington). 


Harry:  "My!  You  did  get  fat  this 
summer!" 

Harriet:  "I  weigh  exactly  125  stripped." 

Harry:  "You  can't  tell  exactly,  these 
drug  store  scales  are  Hable  to  be  wrong." 
— ]Gargoyle. 


THE    SAMPLE  CASE 


Radio  Message  Thru 
the  Earth  and  Water 

Only  on  Threshold  of  World's  Greatest  Means 
of  Communication,  says  Highest  Authority 

IntercstinR  Interview  with 

DR.  CHARLES  P.  STEINMETZ, 

Chief  Consulting  Engineer,  General  Electric  Co. 


RADIO  messages  that  course  through 
the  earth  and  through  water,  as 
well  as  the  air,  are  a  well  founded 
possibility  in  the  light  of  recent  and  un- 
usual performances  of  lower  ])ower  radio 
apparatus  in  transmitting  messages  to 
surprising  distances. 

These  jwssihilities  are  not  difficult  of 
belief.  In  fact,  I  believe  that  under 
certain  conditions  it  will  be  easier  for 
wireless  waves  to  pas.s  through  the 
ground  than  tlirouKh  llic  air.  Sub- 
marines already  h:iv(^  sent  radio  messages 
succcssfidlv  while  suliincrKcd,  a  i)riinary 
subst;nili;i'ti(iii  of  iho  theory  which  looks 
to  I  lie  (■(ni<|ueriiin  of  another  element  in 
addition  to  etlior. 

If  radiations  through  the  earth  do 
take  place,  however,  they  will  be  wholly 
in  accord  with  accepted  electrical  laws. 
This  is  due  to  the  circumstance  tliat  the 
sending  antennae  and  the  receiving  set 
were  both  connected  to  the  ground  and 
that  the  earth,  in  such  a  case,  would 
act  as  a  return  circuit  for  the  current. 

Too  Big  to  Realize. 

It  is  difficult  to  look  into  the  future  of 
radio,  for  it  is  such  a  big  thing.  Develop- 
ments in  the  past  have  been  so  unusual, 
and  so  unexpected.  Only  those  who 
have  studied  it  most  thoroughly  can 
safely  talk  of  development. 

One  thing  is  certain,  however.  Un- 
doubtedly communication  throughout 
the  world  is  now  a  reality  because  of 
radio.  There  can  hardly  be  a  time  when 
any  place  will  be  out  of  communication 
with  the  rest  of  the  world.  In  case  of 
a  disaster,  when  ordinary  communica- 
tion is  cut  off,  messages  can  still  be  sent 
by  radio. 

Expeditions  in  distant  lands,  in  places 
where  wires  have  never  been  stretched, 
can  keep  in  constant  communication 
with  the  world  through  the  radio.  Com- 
munication at  sea,  of  course,  holds  great 
possibilities,  too. 

It  is  not  likely  that  the  radio  will  ever 
replace  the  ordinary  telephone.  Radio 
messages  cannot  be  directed  so  that  they 
will  pass  merely  from  one  individual  to 
another.  Radio  is  too  general.  It  goes 
out  over  large  areas.  Others — not  every- 
body, but  some — could  hear  the  message 
as  well  as  the  person  for  whom  it  was 
intended. 

However,  toll  messages  might  be 
transmitted  by  radio  from  city  to  city. 
A  telephone  subscriber  might  talk  by 
wire  with  the  central  station  in  his  own 
city  and  the  message  might  then  be  put 
on  the  wireless  and  transmitted  to  another 
city  and  then  dehvered  by  wire  telephone 
to  the  person  concerned. 

The  Greatest  Field. 
Radio's  most  notable  field  of  service 
to  most  people  will  undoubtedly  be 
broadcasting.  In  this  manner  it  can  be 
of  service  to  many  people  everywhere. 
Speakers  can  address  the  nation  at  large, 
as  President  Harding  did  in  his  inaugural 


address;  lecturers  can  speak  to  larger 
audiences;  college  professors  may  be 
heard  by  i)eople  who  cannot  take  the 
regular  course.  People  mi(jht  receive 
some  aspects  of  college  training  without 
leavinfj  their  homes. 

Ministers  can  preach  to  persons  not 
j)resent  at  church.  Public  information 
IS  already  being  sent  out  by  radio. 

Radio  has  a  vast  future.  Obviously 
we  are  very  far  from  having  reached  the 
limit  of  its  development. 


"All  That  Glitters  is  Not  Gold." 

A  congressman,  the  story  goes,  years 
ago  was  far  from  home,  and  yet  short  of 
cash.  He  had  a  Masonic  charm  on  nis 
watch  chain,  and  noticed  that  a  fellow 
traveler  in  the  smoker  wore  a  similar 
charm.  He  sat  down  by  him  and  said 
confidentially:  .  t  j 

"Brother,  I  am  up  against  it.  Lend 
me  a  hundred  dollars  till  I  get  home! 

His  casual  travel  companion  glanced 
at  the  charm,  looked  him  over  and 
finally  handed  him  the  hundred,  which 
was  promptly  returned  when  the  con- 
gressman got  home. 

Recently  the  two  men  met  at  a  gather- 
ing of  Masons  and  recalled  the  inadent. 
"Say,"  said  the  man  who  lent  the  money 
"when  you  met  me  on  that  train  I 
wasn't  a  Mason  at  all.  I  had  found  the 
charm  and  put  it  on  my  chain.  You 
thought  I  was  a  Mason,  however^  and 
I  was  ashamed  to  have  you  think  1 
wouldn't  help  a  brother  in  distress. 
But  I  wasn't  a  Mason  then." 

"Just  between  us,"  was  the  congress- 
man's reply,  "1  wasn't  either.  I  was 
wearing  my  father's  watch.  — llhe  Uut- 
look. 


Rich  Without  Money 


k  HUMAN  letter  from  the  town  black- 
/\  smith  of  Pierce,  Nebraska.  What 
he  considers  success. 

Recently,  in  the  Norfolk,  Nebraska, 
News,  there  was  printed  an  editorial  on 
"Riches"  by  Edward  J.  Meyers,  the  town 
blacksmith. 

He  didn't  know  that  he  was  writing 
an  editorial.  He  thought  he  was  writing 
a  letter.  We  pass  it  along,  exactly  as 
he  wrote  it. 

"I  wonder  if  you  knew  that  the  richest 
man  in  the  world  lives  fourteen  miles 
north  of  Norfolk,  right  here  in  Pijerce? 
That  man  is  the  writer.  1  am  just  a 
common  plug  blacksmith,  but  I  am  rich. 

"I  go  to  my  shop  each  morning,  work 
until  noon,  go  home  to  dinner,  return  at 
one,  and  work  until  six  o'clock.  I  enjoy 
the  greatest  of  all  blessings,  good  health. 

"There  is  an  old  man  in  New  York  who 
would  give  all  he  possesses  in  money  and 
holdings  for  my  stomach,  but  he  can't 
have  it. 

"With  every  job  of  work  I  turn  out  I 
feel  I  have  done  my  customer  a  service 
worthy -of  my  pay. 

"I  have  a  wonderful  little  wife.  She 
has  stuck  to  me  twenty-two  years,  so  I 
know  she  must  be  a  dandy  to  accomplish 

"I  have  a  little  home,  a  beautiful  little 
daughter,  a  son  grown  to  maturity  and 
now  in  life's  game  for  himself. 

"Rich?  Why,  man  alive,  who  can 
possibly  be  richer?  . 

"Then,  to  add  to  all  the  above  nches, 
I  take  mv  old  shotgun  in  season  and 
ramble  through  fields,  woods  and  tangle 
in  search  of  the  cottontail,  teal,  and 
mallard  with  my  faithful  old  pointer  at 
'heel'  (now  past  eleven  years  old),  and 
he  is  as  happy  as  I  when  on  the  hunt. 
Then,  when  I  get  back,  how  good  every- 
thing does  taste. 

"Then,  when  night  has  settled  over 
this  good  old  universe,  I  sit  down  in  a 
good  old  easy-chair,  enjoy  a  smoke,  and 
then  roll  into  bed  and  never  hear  a  sound 
until  the  beautiful  break  of  another  day. 

"Rich,  did  you  say?  Well,  I  guess. 
Dollars?  Not  many.  You  inquired  about 
riches,  notf material  wealth. 


"The  height  of  my  amVjition  is  to  live 
that  1  may  have  no  regrets  for  having 
lived  when  the  time  comes  for  me  to 
shuffle  off  this  mortal  coil,  and  I  hope 
by  that  time  to  have  accumulated  just 
enough  dollars  that  myself  and  mine 
may  not  be  objects  of  charity. 

"This,  then,  is  my  ideal  of  a  nch  man. 
If  anyone  enjoys  life  more  than  I  do,  he 
is  to  be  envied  for  his  riches. 

"With  kindest  regards, 

"EDWARD  J.  MEYERS." 


Character  Grows  With  True  Living. 

Just  as  a  man  builds  his  character  with 
the  daily  acts  of  his  Ufe— so  a  store  builds 
its  service  and  its  attitude  towards  the 
public  by  the  stones  of  endeavor  that  it 
lays  day  after  day  upon  the  walls  of  its 
edifice.  „  , 

Each  day  we  try  to  find  some  new 
helpfulness  to  add  to  our  store  service, 
and  always  afterwards  that  stone  is 
part  of  our  daily  store  hfe.  So  this 
store  grows  more  helpful  each  day— 
never  going  backward,  but  always  for- 
ward—ever better  and  more  worthy  of 
the  patronage  which  you  bestow.— 
Toronto  Pottery  Journal. 


Secrets  of  Old  Age. 

On  the  occasion  of  her  hundredth 
birthday  the  village  centenarian  received 
a  visit  from  the  vicar.  Being  anxious  to 
hear  from  her  own  lips  what  she  con- 
sidered had  been  the  source  of  ^  her 
strength  and  sustenance,  he  said:  My 
dear  Mrs.  Adams,  pray  tell  me,  in  order 
that  I  may  tell  to  others,  what  has  been 
the  secret  of  your  longevity?"  The  vicar 
waited  w-ith  unusual  eagerness  for  tne 
old  lady's  replv,  but  he  was  hardly  pre- 
pared for  it  when  it  came.  "Victuals! 
she  answered. 

Pantology. 

Prof.;  "When  you  examine  a  dog't 
lungs  under  the  microscope,  what  ye 
you  find?"  ,  ,  .         ^  i 

Pre-Med.:  "The  seat  of  his  pants,  1 
suppose. "—[Pelican 
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Didn't  Learn  the  Game 


FOR  twenty  years  two  chess  players 
met  daily  at  Brown's  Chop  House, 
took  their  places  silently,  silently 
phiyi'd  their  game,  and  silently  departed. 
I'or  twenty  years  a  third  party  sat  by 
luid  silently  looked  on. 

Then  one  of  the  two  players  failed  to 
sliow  up — for  the  first  time  in  twenty 
yi-  ir.s.  After  waiting  a  few  minutes,  his 
jiartner  said  to  the  onlooker,  "I  guess 
lie  isn't  coming  today.  Will  you  play 
Ins  men?" 

Sorry,"  was  the  answer,  "but  I  don't 
kiinw  the  game." 

lie    had   followed   every    move  for 
t\scnty  years  but  he  didn't  know  the 
game.    He  had  watched  the  drama  of 
Kkii;  and  castle  for  two  decades  without 
iiig  a  single  undercurrent  of  strategy. 
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1  Home  Economics  to  | 
I   Prevent  Divorces  | 
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HOME  economic  experts  would  he 
good  advisers  preliminary  to  di- 
vorce suits,  according  to  Miss 
Mary  F.  Sweeney,  dean  of  home  eco- 
nomics in  the  Michigan  Agriculture 
College,  and  President  of  the  American 
Home  Economic  Association.  They 
could  diagnose  the  cause  of  disruption  of 
homes  better  than  some  of  the  brands  of 
experts  now  found  in  divorce  courts, 
Miss  Sweeney  thinks.  After  the  diag- 
nosis, the  women  could  work  out  pre- 
ventive, if  not  curative,  means. 

"Women  trained  in  home  economics," 
she  continued,  "have  only  begun  to 
scratch  the  surface  in  the  service  they 
can  render.  It  is  just  as  important  for 
women  students  to  study  what  men 
should  eat,  and  how  to  prepare  it,  as  it 
is  for  the  men  students  to  study  what 
animals  they  should  eat  and  now  to 
animals  they  should  eat  and  how  to 
raise  them.  Food  has  a  paramount 
influence  on  moral  stamina. 

"Women  should  give  special  study  to 
how  to  buy.  The  Sample  Case  is  de- 
voting large  space  to  telling  salesmen 
how  to  sell,  but  the  psychology  of  buying 
should  be  a  special  study  with  the  wife 
of  every  traveling  salesman.  Industrial 
economy  will  become  an  important 
branch  of  home  economies  within  the 
next  few  years.  No  better  schooling  can 
a  commercial  traveler  give  his  daughters 
than  that  of  home  economics  at  some 
recognized  college." 


■  Beggar:  "Kind  sir,  will  you  give  me 
;  a  dime  for  a  bed?" 

'  '24  (cautiously):  "Let's  see  the  bed 
'  first."— [Gargoyle. 


<[A11  men  are  created 
free  and  equal,  but  most 
of  them  will  persist  in 
getting  married. 


speculating  on  a  single  motive,  or  antici- 
pating a  sinfjle  coup. 

lie  had  displayed  infinite  patience  in 
looking  at  the  game,  but  he  couldn't  be 
bothered  looking  into  it.  He  showed 
every  symptom  of  life  except  its  first 
symptom — curiosity. 

He  belonged  to  that  listless  army  of 
passive  observers  who  clutter  un  the  side 
lines  of  business — men  who  look  without 
seeing,  listen  without  hearing,  do  without 
understanding. 

Placed  in  an  office — at  a  bench — he 
would  remain  twentv  years  ignorant  of 
his  neighbor's  job,  his  superior's  prob- 
lems, his  own  significance.  When  the 
opportunity  for  advancement  came,  he 
would  have  to  say,  "Sorry,  but  I  don't 
know  the  game." 
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I  One  WhomAlll 
I  Men  Admire  | 

E  I'ort  Hurun  (Midi.)  Timca-II.  ral.l  = 
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THERE  are  more  than  one  hundred 
commercial  travelers  who  go  out 
of  Port  Huron  every  week  into  the 
Thumb  District  and  other  parts  of  the 
state. 

These  men  live  in  this  city. 

And  are  they  boosters  for  Port  Huron? 

Well,  at  a  meeting  held  one  day  last 
week,  at  the  Chamber  of  Commerce, 
Port  Huron  was  their  principal  topic  of 
conversation. 

There  wasn't  a  "knocker"  in  the  bunch. 

They  were  one  hundred  per  cent  for 
the  city  in  which  they  make  their  homes. 

Port  Huron,  too,  may  be  proud  of 
these  men. 

They  are  clean,  loyal,  good  citizens, 
having  at  heart  the  community  welfare. 

They  carry  out  of  this  city  every  week 
a  message  of  good  cheer. 

They  sell  the  products  of  our  factories 
and  our  wholesale  houses. 

They  cultivate  the  friendship  of  our 
neighbors  and  do  much  to  "put  Port 
Huron  on  the  map" 

Let's  not  forget  the  traveling  men,  in 
making  a  survey  of  our  citizenship. 

He  doesn't  forget  us. — [Clipped. 


Secrets  of  • 
III  SUCCESS  II 

Charles  M.  Scliwab  11! 

FIRST:      Unimpeachable  integrity. 
This  is  the  very  foundation.  With 
this  as  a  starting  point  the  rest  will 
be  relatively  easy. 

Second:  Loyalty.  Be  loyal  to  the 
people  with  whom  you  are  associated. 
Give  credit  always  where  credit  is  due, 
and  remember  always  that  it  will  attract 
credit  to  you  to  give  credit  to  someone 
else.  Make  your  employer  believe  that 
you  are  with  him  always,  that  you  are 
proud  to  be  with  his  department  in  his 
company. 

Third:  A  liberal  education  in  the  finer 
things  of  life,  of  art,  of  literature,  will 
contribute  toward  a  success  in  life.  Man 
needs  imapnation  and  these  are  the 
sources  of  it. 

Fourth:  Make  friends.  Enemies  don't 
pay.  You  will  be  surprised  at  the 
pleasantness  that  will  surround  you 
when  you  have  made  friends  instead  of 
enemies.  Whatever  your  misfortune  in 
life,  laugh. 

Fifth:  Concentrate.  Learn  to  con- 
centrate and  think  upon  the  problem  in 
your  mind  until  you  have  reached  a 
conclusion.  Don't  be  afraid  of  mistakes. 
Don't  blame  a  man  if  he  makes  them, 
but  it  is  the  fool  who  makes  the  same 
one  twice. 

Sixth:  Go  at  your  work.  You  may 
not  find  yourself  the  first  year.  Don't 
hesitate  to  change  from  distasteful  work 
but  don't  change  because  difficulties 
come  up  or  trouble  arises.  Give  the 
best  that  is  in  you.  Let  nothing  stand 
in  the  way  of  your  going  on.  Aim  high 
to  qualify. 


The  new  minister  had  asked  Al  Jones 
to  lead  in  prayer.  It  was  Al's  first  ex- 
perience, but  not  wishing  to  disappoint 
his  new  pastor,  he  complied.  Twenty 
minutes  later  found  him  still  praying. 
The  congregation  was  becoming  restless. 
Finally,  from  a  deacon's  pew,  there  came 
a  loud  and  devout  "Amen."  Unbending 
his  knees,  the  supplicant  exclaimed, 
"God  bless  you,  deacon!  That's  the 
word  I've  been  trying  to  think  of  ever 
since  ,1  started." 


Origin  of  Word  ''Snob" 


EVERYBODY  understands  the  full 
meaning  of  the  word  "snob,"  but 
few  are  aware  of  the  circumstances 
under  which  it  was  incorporated  in  the 
language.  It  has  a  history  as  inter- 
esting as  any  word  in  the  EngUsh  lan- 
guage, for  it  really  belongs  to  the  same 
class  as  "mob,"  being  an  abbreviation  of 
a  distinctly  unwieldy  Latin  phrase. 

During  the  latter  part  of  the  eighteenth 
century  and  the  early  part  of  the  nine- 
teenth, a  number  of  the  exclusive  col- 
leges in  England  laid  great  emphasis 
upon  the  fact  that  the  majority  of  their 

Eupils  were  from  the  ranks  of  the  no- 
ility,  in  some  cases  being  even  of  royal 
birth.  This  of  course,  had  the  effect  of 
raising  the  school  in  the  estimation  of 


those  who,  while  wealthy  enough  to  send 
their  sons  there  for  education,  did  not 
have  the  prestige  of  a  title.  In  order  to 
differentiate  between  the  scions  of  the 
noble  houses  and  those  of  lesser  birth  it 
was  customary  to  enter  the  names  of  the 
latter  class  upon  the  school  register  with 
the  notation  "s.  nob,"  this  being  an 
abbreviation  of  the  Latin  "sine  nobili- 
tate"  or  "without  nobility." 

It  was  from  this  course,  that  Thack- 
eray secured  the  word  which  he  coined 
to  describe  George  IV  and  which  after- 
wards slipped  into  the  language  as  a 
simple  and  easy  definition  of  one  who, 
through  his  wish  to  appear  a  gentleman, 
views  rank  and  position  with  so  much 
reverence  that  he  clearly  betrays  his 
own  origin. 
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THE    SAMPLE    CASE  IT 

The  Past  and  the  Present 


U.  C.  T.  Supreme  Council 

Indemnity  for  Accidental  Death  on  Railroad 
Train  is  Doubled;  New  Headquarters  Building 
to  be  erected;  Thirty-Fifth  Annual  Session 


DOUBLING  the  indemnity,  if  a  member 
of  the  U.  C.  T.  is  killed  while  a  passenger 
within  a  coach  on  a  passenger  train — 
rem  $6,300  to  $12,600— was  an  outstanding 
Jature  of  the  thirty-fifth  Supreme  Council  ses- 
ion  in  Columbus,  Ohio,  the  last  week  in  June. 
Ordering  a  new  headquarters  building,  to 
ost  between  $160,000  and  $200,000,  to  take 
he  place  of  the  present  headquarters  building, 
'as  another  advance  step  in  providing  for  a 
ome  for  the  U.  C.  T. 

Adoption  of  a  new  constitution,  in  which 
lany  important  changes  were  made  from  the 
)rmer  constitution,  recommendation  for  a 
bange  in  ritual,  which  will  be  reported  for 
ction  in  1923,  election  of  officers,  and  a  gen- 
ral  spirit  of  harmony  and  fraternity  marked 
le  session  of  1922. 

It  was  a  happy  occasion.  Nearly  every 
ading  feature  was  adopted,  as  a  general  rule, 
V  a  unanimous  vote.  So  brotherly  did  every 
elegate  feel  toward  every  other  brother  that 
le  greeting  "Councilor"  was  unanimously 
Janged  to  "Brother." 

The  1922  meeting  of  the  Supreme  Council 
f  the  United  Commercial  Travelers  of  Arn- 
ica will  go  down  in  the  history  of  the  Order 
'  an  epoch-making  session. 

So  filled  with  interest  was  it,  that  it  would 
>quire  a  book  of  many  closely  printed  pages 
I  tell  aU  that  was  do?  In  the  limited  space 
'  The  Sample  Case  only  the  high-spots  can 
J  touched  on. 

Sam  T.  Breyer  of  Golden  Gate  Council,  No. 
)f  San  Francisco,  Calif.,  was  elected  Supreme 
sntinel,  and  all  other  Supreme  oflScers  were 


advanced  one  chair  higher.  The  vote  was  as 
follows:  Sam  T.  Breyer,  121;  M.  J.  Martin, 
HousCon,  Texas,  57;  Chas.  E.  Waite,  Okla- 
homa City,  Okla.,  24;  Percy  A.  Patterson, 
Altoona,  Pa.,  22. 

The  report  of  Supreme  Counselor  C.  V. 
Holderman  showed  a  good  growth  of  the  Order 
under  his  administration.  He  made  a  strong 
and  active  head  for  the  U.  C.  T.  and  devoted 
much  time  to  upbuilding  the  Order. 

The  new  Supreme  Counselor,  Frank  J. 
Roeser,  starts  his  term  under  the  most  aus- 
picious circumstances.  His  first  announce- 
ment on  taking  the  chair  was  that  he  would 
devote  a  great  deal  of  his  time  in  advancing 
the  U.  C.  T.  in  eastern  Canada.  His  long 
years  of  hard  work  in  the  Order,  his  business 
career,  and  his  intimate  knowledge  of  organi- 
sation details,  particularly  fit  him  for  his  posi- 
tion at  the  head  of  the  greatest  fraternal  and 
accident  insurance  Order. 

Department  Reports. 

The  report  of  Supreme  Secretary  Walter  D. 
Murphy  showed  a  gain  of  4,339  in  member- 
ship during  the  fiscal  year  ending  December, 
1921.  Under  his  able  management  all  inter- 
ests of  the  Order  connected  with  his  office 
have  been  advanced. 

The  report  of  Supreme  Auditor  Charles  A. 
Hebbard  showed  careful  management,  of  the 
claims  department  and  diplomatic  skill  in  the 
settlement  of  claims  against  the  Order,  which 
were  advantageous  to  the  Order  and  satis- 
factory to  claimants. 

Supreme  Treasurer  J.  C.  Nesbitt'  report 


showed  the  finances  to  be  in  better  condition 
than  ever  before.  Other  official  reports  were 
equally  encouraging,  showing  a  prosperous 
condition  in  every  department. 

In  a  large  measure,  reports  from  the  various 
committees  were  adopted.  These  will  neces- 
sarily have  to  app>ear  later  in  The  Sample 
Case  on  account  of  the  crowded  condition  of 
this  number. 

Important  Committee  Reports. 

One  of  the  most  important  committees  was 
that  on  revising  and  amending  the  constitu- 
tion and  by-laws.  The  committee  was  com- 
posed of  W.  J.  Sullivan,  Chairman;  H.  A. 
Pritchett,  J  M.  Dresser,  and  J.  C.  Lee.  Their 
report  touched  on  subjects  of  vital  interest  to 
every  member  of  the  Order. 

Outstanding  among  the  changes  recommend- 
ed and  adopted  were  the  following :  On  mem- 
bership, the  first  line  of  Section  2  was  made 
to  read,  "Any  white  male  citizen  of  the  United 
States  or  the  British  possessions  in  North 
America,  etc."  Beginning  next  year,  four 
assessments  of  $3  00  each  will  be  called. 
Hereafter,  double  indemnity  will  be  paid 
should  a  member  be  killed  while  a  passen- 
ger within  a  passenger  coach  on  a  steam 
railway,  death  to  result  within  ninety  days 
after  the  accident— $12,600  instead  of  $6,300. 
Class  B  is  likewise  doubled,  but  remains  half 
of  Class  A.  Another  important  change  was 
in  classification,  indemnity  to  be  paid  on 
basis  of  occupation  if  injured  while  em- 
ployed in  more  hazardous  occupation.  Under 
the  new  constitution  a  obarter  fee  of  $76, 
instead  08  tfiO,  will  be  re^ui^.      A  chance 
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of  interest  to  Grand  Secretaries  is  that  when 
they  have  sorvod  three  full  years  they  will 
be  entitled  to  Grand  Past  Counselor  hon- 
ors. 

These  are  only  the  high-lights.  Many 
were  the  changes  adopted,  which  can  be  road 
by  obtaining  a  copy  of  the  revised  constitu- 
tion, when  it  is  printed. 

The  Rupromo  Auditing  Committee,  com- 
posed of  Ralph  H.  Davis,  Chairman;  H.  H. 
Doran,  and  S.  T.  Reid,  made  reports  highly 
commending  the  condition  of  the  different 
departments  of  the  hcadciuartors  of  the 
U.  C.  T. 

The  State  of  the  Order  Committee,  com- 
posed of  M.  J.  Martin,  P.  A.  Patterson  and 
P.  M.  Emmcrt,  made  a  report  of  vital  interest 
to  the  membership.  M.  J.  Martin,  a  mem- 
ber of  the  Houston,  Texas,  Council,  was 
continued  as  head  of  the  State  of  the  Order 
Committee,  appointed  by  Supreme  Coun- 
selor Rooser. 

The  Jurisprudence  Committee,  composed 
of  Harry  L.  Eskew, 
George  DeLand,  and 
Charles  W.  Trenary, 
made  a  report  of  spec- 
ial interest. 

The  occupational 
classification  of  the 
Spectator  Company 
was  adopted  as  the 
standard  for  settling 
claims  against  the  U. 
C.  T.  This  standard 
is  used  by  the  Nation- 
al Underwriters  Asso- 
ciation, which  recog- 
nizes only  a  standard 
classification. 

The  report  of  the 
Supreme  Executive 
Committee,  composed 
of  Supreme  Counselor 

C.  V.  Holdennan,  Su- 
preme   Secretary  W. 

D.  Murphy,  Supreme 
Treasurer  J.  C.  Nes- 
bitt.  Supreme  Auditor 
C.  A.  Hebbard,  Chair- 
man Louis  Wirth.  D 
P.  McCarthy  and 
George  F.  Brown, 
showe<l  amount  of 
disbursements  from  Jan 


founders  of  the  Order.  Brother  Ammel,  last 
of  the  founders,  is  now  far  advanced  in  years, 
but  is  hale  and  hourly,  and  takes  special  pleas- 
ure in  attending  Supreme  Council  meetings. 
He,  with  Judge  John  E.  Sater,  the  first  Su- 
preme Attorney  of  the  U.  C.  T.,  were  guests 
of  honor.  When  the  flowers  were  presented, 
the  dear  old  brother  threw  them  across  his 
left  arm,  remarking,  "My  bridal  \x>n<\\iet." 
The  pianist  struck  up  Lohengrcn's  Wedding 
March  and  the  lust  survivor  of  the  founders 
of  the  Order  stepped  like  a  young  bridegroom 
around  the  front  of  the  great  hall,  and  marched 
to  his  seat.    The  applause  was  uproarious. 

Judge  Sater,  who  with  John  A.  Millener  are 
the  oiJy  attorneys  admitted  to  meiiiherHliip, 
honored  the  Supremo  Council  with  a  short 
address.  Ho  reviewed  the  history  of  how  the 
Order  came  into  possession  of  its  present 
home,  which  has  been  told  heretofore  in  The 
Sample  Case.  However,  ho  corrected  an 
error  the  former  article  contained.  It  was 
not  the  residence  of  Governor  Tod,  but  of 
Governor  Deniiison,  the  famous  war  governor 


New  "home"  of  the  United  Commercial  Travelers  of  America,  to  be  erected  on  the  U.  C.  T. 
lot  at  Columbus.  Ohio.   It  is  to  cost  nearly  a  quarter  of  a  million  dollars.    Thomas  D.  Mc- 
Loughlin.  architect,  Lima.  Ohio.    The  building 
Supreme  Council. 


1  to  Dec.  31,  1921, 
among  the  local  Councils,  totaled  $69,848.16. 
Touching  the  High-Spots  Only. 
John  Martin  of  Grand  Rapids,  Michigan, 
introduced  a  resolution  providing  that  the 
Supreme  Counselor  appoint  one  member  from 
each  Grand  jurisdiction  to  comprise  a  Hotel 
Committee  to  handle  legislation  and  com- 
plaints relative  to  hotels  and  restaurants. 
D.  K.  Clink  of  Illinois  made  a  motion  that  if 
the  resolution  was  adopted  that  the  Supreme 
Attorney,  John  A.  Millener,  who  is  Chairman 
of  the  Hotel  Committee  of  the  Federation  of 
Commercial  Travelers,  be  named  as  a  mem- 
ber of  the  committee  so  that  the  Federation 
Committee  and  the  U.  C.  T.  Committee  could 
work  together.  The  amendment  was  ac- 
cepted and  the  resolution  adopted  and  the 
chair  appointed  a  committee.  This  commit- 
tee had  two  meetings  and  devised  plans  and 
means  to  function  during  the  next  twelve 
months. 

The  Texas  delegation  presented  Supreme 
Counselor  Holderman'a  magnificent  bouquet 
of  gladioli,  when  the  Supreme  Council  was 
called  to  order.  The  beautiful  flowers  were 
set  in  front  of  the  Supreme  Counselor's  stand, 
where  they  remained,  fresh  and  beautiful, 
during  the  entire  session. 

R.  H.  Selfridge,  on  behalf  of  the  New  York 
delegation,  presented  a  magnificent  bouquet  to 
Charlee  S.  Ammel,  one  of  the  original  eight 


of  Ohio,  and  who  was  later  a  member  of  Presi- 
dent Lincoln's  cabinet. 

In  view  of  the  vote  to  raze  the  old  building 
and  to  erect  a  new  headquarters  for  the  U.  C. 
T.,  the  presence  of  the  two  old-timers  was 
particularly  apropos. 

Another  affecting  scene  occurred  when  Su- 
preme Page  W.  D.  Mowry,  on  behalf  of  the 
Kansas  delegation,  presented  a  life-size  por- 
trait of  Past  Supreme  Counselor  Claud  Duval, 
to  whose  memory  the  Kansas  Grand  juris- 
diction erected  a  handsome  memorial  at  his 
grave,  which  was  dedicated  at  their  Grand 
Council  session  last  June. 

During  the  session  whenever  Supreme 
Counselor  Holdennan  called  Supreme  Junior 
Counselor  Roeser  to  preside,  the  Missouri 
delegation  1  it  three  immense  candles,  of  blue, 
yellow  and  white,  which  burned  during  the 
time  Counselor  Roeser  occupied  the  supreme 
chair.  When  he  was  installed  as  Supreme 
Counselor,  the  candles  were  placed  on  the 
altar.  It  was  suggested  that  the  three  can- 
dles should  become  a  part  of  the  ritualistic 
service  in  initiating  candidates. 

Among  the  veterans,  who  had  been  selling 
on  the  road  forty  to  fifty  years,  we  re  Charles 
S.  Ammel,  Columbus,  Ohio;  W.  E.  Clark, 
Medicine  Hat,  Alberta;  John  A.  Murray, 
Detroit,  Mich.;  C.  H.  Kelly,  Pittsburgh,  Pa.; 
Frank  R.  Ball,  Salt  Lake  City,  Utah;  William 
B.  Sei«nious,  Boston,  Mass.;  B.  F.  MacDowell, 
Philadelphia,  Pa.:  J.  E.  Townsend.  Cedar 


Rapids,  Iowa;  H.  L.  Judill,  San  Franciswj, 
(^ulif.;  J.  C.  Nesbitt,  Columbus,  Ohio. 

E.  11.  T.  Schumacher,  an  international  . 
lecturer  and  entertainer,  and  a  delegate  from 
Michigan,  presented  his  plan  for  organizing 
You  See  Tee  Clubs,  which  was  received  with 
interest.  While  no  official  action  was  taken, 
his  plan  was  generally  approved.  Brother 
Schumiidier  is  Secretary  of  Cadillac  Council, 
Detroit,  Mich. 

The  Bt.'tlwarl  Canadians  made  a  fine  impres- 
sion on  the  assembly  by  the  magnificent  men 
who  represented  that  section.  Not  only  are  j 
they  bright  business  men,  but  every  man  of  j 
them  is  an  enthusiastic  worker  for  the  U.  C.  T.  j 
Among  the  Supreme  Past  Counselors  pres-  j 
ent  were:  Samuel  Sobieski  Morse,  St.  Louis,  | 
Mo.;  Walter  D.  Murphy,  Terre  Haute,  Ind.;  I 
Clarence  W.  Hodson,  Portland,  Ore.;  George  i 
E.  Hunt,  Boston,  Mass.;  T.  J.  Phelps,  Blue- 
fields,  W.  Va.;  M.  J.  Hemmein,  WiHconHin; 
Reuben  A.  Tate,  Utica,  N.  Y. 

Mileage  Bill  Committee. 
D.  K.  Clink,  Chairman  of  the  com- 
mittee which  appeared 
before  Congress  on 
behalf  of  the  mileage 
bill,  made  his  report. 
A  standing  vote  of 
thanks  was  tendered 
him  and  Walter  D. 
Murphy  for  their  ex- 
cellent work  on  that 
committee.  During 
the  session  a  telegram 
was  received  announc- 
ing that  the  bill  had 
passed  the  lower  house, 
and  now  goes  to  the 
President  for  his  sig- 
nature. The  matter 
of  making  a  rate  on 
the  scrip  mileage,  au- 
thorized by  the  bill,  i« 
entirely  in  the  hands 
of  the  Interstate  Com- 
merce Commission. 

D.  K.  Clink  and  Su- 
preme Secretary  Mur- 
phy were  continued  or 
the  committee  to  re- 
present the  U.  C.  T 
in  the  Federated  Com- 
mercial Travelers 
Organizations,  to  ap- 
pear before  the  Interstate  Commerce  Commis- 
sion on  behalf  of  rates  satisfactory  to  tbi 
organizations. 

Telegrams,  expressing  the  thanks  of  tb' 
U.  C.  T.  for  their  efforts  on  behalf  of  the  com 
mercial  travelers'  recommended  scrip  mileage 
were  sent  to  Senator  Watson  of  Indiana,  P^ep 
resentative  J.  A.  Kahn,  California,  S.  I 
Winslow,  Massachusetts  (who,  by  the  wayi 
is  a  member  of  the  U.  C.  T.),  and  Harry  B| 
Hawes  of  Missouri.  j 
Notes  on  the  Meeting.  j 
R.  J.  Dunahoe,  Roanoke,  Va.,  presented  I 
proposition  to  establish  a  U.  C.  T.  home  neai 
Winston-Salem,  N.  C,  but  it  was  not  favoi 
ably  considered  at  this  session.  The  Hob 
for  tuberculosis  members  of  the  Order,  to  t 
established  at  Asheville,  N.  C  ,  was  more  favo:, 
ably  looked  upon,  and  was  referred  for  coii 
sideration  nest  year. 

Col.  Edward  Orton,  Jr.,  President  of  tl 
Columbus  Chamber  of  Commerce,  welcome 
the  assembly.  He  lauded  the  U.  T.  C.  f' 
raising  the  standards  of  commercial  traveler 
referring  to  them  as  the  highest  represent 
tives  of  the  commercial  world  today. 

Dr.A.  C.  McCrea,  Secretary  of  the  Near-Ea 
Relief  Association,  New  York  City,  deliver 
an  address,  on  behalf  of  his  association,  whi' 
resulted  in  an  indorsement  of  the  work  b 
ing  done. 

It  was  a  proud  moment  for  the  Missouria 
(Continued  on  page  39.) 
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l^roceedings  of  the 

Secretary- Treasurers'  Association 


o 


NE  of  the  best  annual  sessions  ever  held 
by  the  Secretary-Treasurers'  Association 
has  just  ended. 
Hot  ween  sixty  and  seventy  of  the  most 
oIIk  ioiit  of  our  Secretaries  attended,  July  26, 

Much  enthusiasm  was  manifested  regard- 
ilic  future  outlook  for  the  Order.  The 
lary-Treasurers'      Association,  which 
'  lis  a  clearance  house  for  the  Supreme 
n,  on  much  of  the  legislation  enacted 
11  1  ho  good  of  the  Order,  was  never  in  a  more 
|iio,>)frous  condition. 

I  liL'  increase  in  active  membership  was  re- 
u  U  il  as  satisfactory. 

Ill  the  address  of  President  Evorson,  the 
li'  I  '  was  expressed  that  the  a.ssociation  de- 
\  i-i'  some  means  of  communication  that  will 
'  iiiin  it  in  closer  touch  with  the  Secretary, 
\vln>  Is  unable  to  attend  the  annual  mcotinKs 
m  l  thereby  loses  the  inspiration  of  personal 
'  oni:u  t  with  our  most  forceful  secretaries. 

I'ho  aim  of  the  association  is  not  -so  much 
for  the  improvement  of  the  work  of  the  indi- 
viiiuiU  Secretary  as  it  is  for  the  general  ad- 
\      cinent  of  the  Order  at  large.    The  Secre- 
t  iri.'s  believe  the  discussion  of  questions  of 
i^re  it  importance  in  their  meeting,  just  pre- 
I'lini;  the  Supreme  Council  meeting,  does 
"  '  li  i»  clarify  the  fraternal  atmosphere  and 
iiiinate  much  that  would  tend  to  retard 
■  ork  of  the  Supreme  Council. 
'•   <■  cordial  relations  existing  between  the 
icnie  officers  and  the  association  is  abund- 
lut    evidence  that  all  are  working  for  the 
"imium  good,  and  that  the  association  is 
i  i'n  inlcd  as  a  valuable  auxiliary  of  the  Supreme 

I  ho  report  of  the  Secretary  showed  the 
is-i.  iution  is  in  excellent  condition  finan- 
Killy  as  well  as  numerically.  The  desire,  how- 
voi ,  was  to  put  on  a  campaign  that  will  bring 
1 1  lout  the  enrollment  of  every  Grand  and 
^iilxirdinate  Secretary  in  the  Supreme  juris- 
licl  ion. 

i'lie  reports  from  the  jurisdictional  Vice 
Presidents  were  encouraging  and  evinced  a 
widespread  enthusiasm  for  the  welfare  of  the 

Orclor. 

The  question  of  sustaining  the  policy  of 
the  Supreme  Executive  Committee  in  refusing 
to  reinstate  a  member  out  of  employment  was 
liscvLssed  quite  fully.  Brother  D.  P.  Mc- 
;'arthy,  of  the  Supreme  Executive  Committee, 
•larified  the  situation  by  stating  that  the 
•Supreme  officers  assumed  that  a  member 
■ould  not  present  a  claim  for  loss  of  time  if 
le  had  no  occupation  and  as  a  consequence 
le  could  not  be  insured  against  loss. 

Tlie  reasoning  was  self-evident  and  con- 
'lusive. 

^  Brotlier  E.  B.  Schumacher,  of  Cadillac 
^ouncil,  who  has  acquired  considerable  reputa- 
ion  as  a  psychologist  as  well  as  a  Secretary, 
ipoke  interestingly  on  the  fraternal  features 
)f  the  Order,  insisting  that  they  should  be 
nore  strongly  emphasized  by  every  Council. 
3e  urged  the  organization  of  "You  See  Tea" 
"lubs  everj^here,  contending  that  the  Com- 
ueri  ial  Travelers'  organization  should  be  the 
eadiiig  one  in  every  city. 

Supreme  Junior  Counselor  Roeser  outlined 
oiue  of  his  plans  for  the  coming  year.  He 
uggested  that  wonderful  opportunities  seemed 
o  be  opening  for  great  accessions  to  the  mem- 
lerahip  of  the  Order  in  Canada  and  that  he 
loped  to  accomplish  much  in  that  direction. 


Reported  for  the  Sample  Case 
By  H.  T.  McCREA,  Secretary 
Alton,  Illinois 

He  complimented  the  association  on  the  work 
it  had  accomplished  and  assured  it  that  all 
the  assistance  he  could  render,  during  the 
year,  was  at  its  dispo.sal. 

Supreme  Secretary  Murphy  talked  of  the 
trouble  he  had  with  Secretaries.  He  prefaced 
his  remarks  by  saying  that  his  troubles  were 
not  with  the  Secretaries  who  attended  these 
meetings.  "The  fact  that  you  are  here  is  suf- 
ficient evidence  that  you  are  deeply  interested 
in  your  work  and  in  the  Order,"  he  said.  "It 
is  the  Secretary  who  is  not  here  who  gives  the 
trouble." 

In  the  troubles  enumerated,  he  called  at- 
tention to  the  careless  action  in  issuing  trans- 


H.  T.  McCREA.  ALTON.  ILL. 
Reelected  Secretary  of  the  National  S. 
Association. 


fcrs  and  remittance  of  funds.  Some  Secre- 
taries, he  said,  had  no  conception  of  the  im- 
portance of  accuracy  in  making  out  reports 
and  of  the  value  of  time. 

In  filling  out  applications,  it  is  just  as  es- 
sential that  the  answer  be  given  for  question 
fourteen  as  it  is  that  it  be  given  to  question 
thirteen.  He  urged  greater  accuracy  in  making 
out  indemnity  claims,  and  that  more  care  be 
taken  to  see  that  dates  and  figures  be  not 
changed  in  the  reports  passed  by  the  Supreme 
Executive  Committee  and  returned  to  the 
Secretarj-  for  approval.  He  also  deprecated  the 
delay  in  returning  claim  papers.  He  stated 
that  holding  up  of  these  papers  was  not  only  a 
hardship  and  a  discourtesy  to  the  claimant,  but 
a  direct  discredit  to  the  Order  when  put  in 
comparison  with  prompt  pajTnent  by  other 
companies. 

A  most  interesting  address  was  made  by 
Brother,  Charles  H.  Smith,  editor  and  manager 
of  The  Sample  Case,  on  "The  Sample  Case  of 
Today."  Believing  that  the  information  it 
contains  should  be  given  wide  publicity,  we 
quote  largely  from  it.  Brother  Smith  spoke 
virtually  as  follows: 

"Beginning  with  this  year,  in  January  we 
turned  over  to  Supreme  Secretary  Murphy 
$2,301.40;  in  February,  $2,047.63;  in  March, 


»3,194.14;  in  April,  $3,480.29;  in  May,  $3,- 
519.37,  and  in  June  wo  will  l>eat  this  amount. 

"Note  the  step-ladder  increase?  Nothing 
sensationally  big — just  a  healthy,  normal 
growth. 

"For  these  gratifying  results,  I  am  claiming 
no  credit  to  myself.  I  worked  hard  and  gave 
the  best  that  was  in  me,  l>ccause  my  soul  is 
wrapped  up  in  the  success  of  The  Sample  Case, 
but  these  results  can  be  attributed  TO  YOU 
SECRETAUIES.  Without  your  cooperation, 
brothers,  without  that  splendid  support  you 
so  splendidly  gave.  The  Sample  Case  would 
not  today  be  what  it  is. 

"You  have  been  my  haven  of  refuge.  When 
in  trouble  I  went  to  you,  and  I  always  found  a 
sympathetic  friend.  My  gratitude  to  you,  I 
cannot  express  in  words,  and  on  you  I  am  still 
depending,  because  on  you  depends  the  fu- 
ture success  or  failure  of  your  magazine. 

"We're  going  to  make  The  Sample  Case  earn 
iUi  own  money  on  which  to  grow  great. 

"The  Sample  Case  has  back  of  it  the  un- 
bridled support  and  cooperation  of  the  Sec- 
retanet  of  the  U.  C.  T.  No  magazine  on  earth 
has  such  a  staff  of  workers.  Every  man  of 
you  can  be  tru.sted  with  the  mo.st  vital  business 
secreta  of  the  magazine. 

"I  am  playing  the  game  with  my  cards  on 
the  table — face  up.  I  have  taken  you  Secre- 
taries fully  into  my  confidence,  because  I 
trusted  you.  I  had  to  have  your  support— 
and  I  got  it. 


"So  far  as  I  personally  know,  every  U.  0.  T. 
in  North  America  is  solidly  back  of  our  mag- 
azine at  this  time.  Do  you  wonder  at  my  op>- 
timism? 

"Here  is  a  vital  point;  I  ask  you  to  consider 
it  well.  Will  a  great  national  magazine  better 
serve  the  interests  of  our  great  Order  than  a 
mere  fraternal  monthly  with  "House  Organ" 
stamped  all  over  it-s  pages? 

"My  first  suggestion  is  that  of  eliminating 
the  Council's  Roster  from  The  Sample  Case, 
and  printing  it  in  pamphlet  form  for  distribu- 
tion through  the  Secretaries;  10,000  of  such 
pamphlets  can  be  mailed  at  a  cost  of  about 
$100.  To  print  it  in  the  Sample  Case  costs 
$700 — a  saving  of  $600  each  time  it  is  printed 
—or  $2,400  a  year. 

"Here  is  another  proposition:  It  costs 
nearly  as  much  i>er  page  to  print  Council 
News  as  it  does  the  Roster.  I  think  Council 
News  is  a  valuable  department  of  news  but 
I  am  opposed  to  printing  anything  in  that  sec- 
tion that  is  neither  news  nor  interesting  read- 
ing. I  believe  if  you  Secretaries  will  request 
the  Supreme  Council  to  limit  the  number  of 
pages  to  be  devoted  to  Council  news  to  about 
fifteen  it  will  give  me  the  power  to  cut  out 
matter  in  Council  News  that  is  unessential  and 
uninteresting.  The  result  will  be  that  these 
pages  will  contain  real  news,  of  interest  to 
every  U.  C.  T. 

"I  have  a  great  objective  in  view.  That  is, 
to  make  The  Sample  Case  the  greatest  mag- 
azine of  its  kind  in  the  world. 

"The  United  Commercial  Travelers  of  Amer- 
ica has  grown  too  great  to  be  represented  by  a 
lowly  house  organ.  It  is  the  greatest  organiza- 
tion of  its  kind  on  this  continent.  Its  official 
publication  should  be  a  great  magazine.  I 
know  how  to  make  such  a  magazine  for  you. 
If  you  will  get  behind  me  and  cooperate,  we 
can  do  it. 

"In  The  Sample  Case,  SecretarioB,  you  b«V« 


do       THE    SAMPLE  CAME 


AUGUST 


the  greatest  magazine  possibilities  in  America. 
It  is  the  greutOHt  asset  of  the  Order.  If  every 
man  of  you  will  got  onthusiastically  behind  it, 
work  for  it,  in  season  and  out  of  season,  you 
will  not  only  make  a  nice  little  bunch  of  money 
for  your  Council  out  of  the  commissions  paid 
to  you,  but  you  will  be  building  solidly  for  the 
constant  and  rapid  growth  of  our  beloved  Or- 
der." 

The  address  of  Editor  Smith  was  enthusias- 
tically  received  and  a  resolution  adopted  en- 
dorsing his  suggestions  for  making  a  national 
magazine  of  The  Sample  Case. 

The  following  ofliccrs  wore  elected  for  the 
ensuing  year:  A.  J.  Killip,  Rochester,  N.  Y., 
President;  L.  M.  Graves,  Providence,  R.  I., 
Vice  President;  H.  T.  McCrea,  Alton,  111., 
Secretary-Treasurer;  A.  H.  Berlcyctte,  Pitts- 
burgh, Pa.,  Page;  Members  of  Executive  Com- 
mittee— 0.  A.  Johnson,  Cleveland,  Ohio; 
Ed.  G.  Crcar,  Maryville,  Mo.;  Jeff  J.  Wall, 
Chattanooga,  Tenn.;  E.  B.  Schumacher,  De- 
troit, Mich. 

After  installation  of  the  ofTicers  by  Supreme 
Secretary  Walter  D.  Murphy,  the  meeting  was 
adjourned. 


The  Lower  Is  Higher  Than  the  Upper. 

_  "Let  me  have  sleeping  accommoda- 
tions on  the  train  to  Ottawa,"  I  said  to 
the  man  at  the  window,  who  didn't  seem 
at  all  concerned  whether  I  took  the  trip 
or  stayed  at  home. 

"For  a  single  passenger?"  he  finally 
said. 

"Mo,  ■  I  replied,  "I'm  married,  but 
I'm  not  taking  anybody  with  me.  A 
single  shelf  will  answer. 

"Upper  or  lower?"  he  asked. 

"What's  the  difference?"  I  inquired. 

"A  difference  of  fifty  cents,"  came  the 
answer.  "Our  prices  to  Ottawa  are 
$2.50  and  $3.00." 

"You  understand,  of  course,"  ex- 
plained the  agent,  "the  lower  is  higher 
than  the  upper.  The  higher  price  is  for 
the  lower  berth.  If  you  want  it  lower 
you'll  have  to  go  higher.  We  sell  the 
upper  lower  than  the  lower.  It  didn't 
used  to  be  so,  but  we  found  everybody 
wanted  the  lower.  In  other  words,  the 
higher  the  fewer." 

"Why  do  they  all  prefer  the  lower?" 
I  broke  in. 

"On  account  of  its  convenience,"  he 
replied.  "Most  persons  don't  like  the 
upper,  although  its  lower,  on  account  of 
it  being  higher,  and  because  when  you 
occupy  an  upper  you  have  to  get  up  to 
go  to  bed,  and  then  get  down  when  you 
get  up.  I  would  advise  you  to  take  the 
lower,  although  it's  higher  than  the  other, 
for  the  reason  I  have  stated,  that  the 
upper  is  lower  than  the  lower  because 
it  18  higher.  You  can  have  the  lower 
if  you  pay  higher:  but  if  you  are  willing 
to  go  higher  it  will  be  lower." — [Toronto 
Pottery  Journal. 


Greetings  to  Members 
oftheZLC.T. 

From  the  new  Supreme  Counselor 

Frank  J.  Roeser 


Members  of  the  Order  of  United  Commercial  Travelers  of  America,  Fraterna 
Greetings.  . 

Beginning  June  29,  and  for  twelve  months  following,  it  will  be  my 
duty  to  serve  you  as  your  Supreme  Counselor.  All  I  ask  in  return  for 
the  service  rendered  is  your  co-operation  and  harmonious  attention  to 
the  business  that  may  come  up  during  the  year. 

Office  in  the  U.  C.  T.  should  not  be  considered  as  a  personal  grati- 
fication, but  as  a  trust  for  the  future.  Being  Supreme  Counselor  is  more 
than  an  honor,  it  is  a  great  privilege.  Were  it  not  for  you,  there  would 
be  someone  else  at  the  head  of  your  Order  today.  You  made  me  possible, 
and  in  doing  so,  you  have  reposed  a  confidence  in  me  that  shall  not  be 
betrayed,  but  one  that  will  be  nourished  and  treated  with  the  utmost 
tenderness. 

I  am  grateful  for  the  honor  you  have  bestowed  upon  me,  and  it 
will  be  my  pleasure  to  at  all  times  try  and  deserve  it  and  to  make  my 
actions  bespeak  my  feelings. 

This  is  the  day  for  co-operation.  Supreme  loyalty  to  the  govermng 
body  is  an  absolute  essential.  If  there  be  one  who  does  not  quite  under- 
stand what  loyalty  to  our  governing  body  means,  then  we  are  truly  sorry 
for  that  one,  for  his  sin  shall  find  him  out.  Let  us  all  be  one  hundred  per 
cent  loyal  to  our  Order. 

Our  membership  looks  upon  fraternalism  as  being  the  very  foundation 
of  our  institution.  To  be  successful  as  a  business  institution,  a  fraternal 
and  accident  insurance  organization  must  first  of  all  be  fraternal.  If  we 
encourage  fraternalism,  the  business  department  will  flourish. 

Let  each  officer  and  member  work  for  the  upbuilding  of  our  Order, 
and  do  it  without  any  thought  of  personal  gain,  except  that  of  broadening 
his  circle  of  true  friends. 

There  must  be  no  half  hearted  enthusiasm  now.  Inspired  by 
Supreme  body  that  is  fraternal  in  every  essential,  that  is  efficient  in 
every  detail  of  business,  every  member,  every  Subordinate  and  Grand 
Council,  must  and  will  become  inoculated  with  that  enthusiasm  which 
will  brook  no  defeat  in  an  all-souled  endeavor  to  build  up  our  membership 
Let  us  make  our  motto  for  1922-23  "EXCELSIOR." 

Sincerely  and  fraternally  yours, 

FRANK  J.  ROESER, 

Supreme  Counselor. 


Advertising. 

"Waiter,"  growled  a  customer.  "I 
should  like  to  know  the  meaning  of  this! 
Yesterday  I  was  served  with  a  portion 
of  pudding  twice  the  size  of  this." 

"Indeed^  sir!"  replied  the  waiter, 
"Where  did  you  sit?" 

"By  the  window,"  answered  the 
customer. 

"Oh,  that  explains  it!"  said  the 
waiter.  "We  always  give  the  people 
at  the  window  a  large  helping.  It's  a 
|Ood  advertisement!" — [Kansas  City 
Times. 


The  Wrong  Powder. 

Professor  Batt:  "I  can  hardly  say  I 
like  this  tooth  powder  you  purchased 
this  morning;  it  has  a  very  disagreeable 
taste." 

His  Wife:  "What  next!  That  isn't 
tooth  powder."  .  . 

Professor  Batt:  "Dear  me;  what  is  it 
then?" 

His  Wife:  "Insect  powder." — [Hous- 
ton Post. 


Ib  the  business  of  hotel  keeping:  The 
better  tAta  beds  the  pleasanter  the 


Sizing  Up  a  Customer. 

"Wliat  does  the  lady  want?" 
"A  'vawse." 

"Sell  her  a  50-cent  one  for  $100." — 
[Birmingham  News. 


Canadian  Justice. 

An  Ontario  farmer  caught  a  young 
woman  doing  a  "September  Mom"  on 
his  property  and  had  her  haled  before 
the  county  magistrate. 

"WTiat's  the  charge?  asked  hu 
honor. 

"Takin'  a  bath  in  the  sprmg,  your 
wusship,"  said  the  constable. 

The  aged  dispenser  of  justice  consult' 
ed  a  dog-eared  copy  of  the  statutes 
and  buried  himself  in  its  pages  for 
several  minutes;  then  closing  the  legal 
tome  and  stroking  his  beard  he  said 
verv  solemnlv.  "The  charge  is  dis- 
missed and  the  miss  is  discharged.  I 
find  that  she  had  just  as  much  right  to 
take  a  bath  in  the  spring  as  in  the  fall. 
— [Boston  Transcript. 
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All  had  such  a  jolly  time  at 

The  U.  C.  T.  Grand  Councils 

Eight  June  Meetings  of  Special  Interest;  Many 
Grand  Jurisdictions  Have  not  Reported  on  Time 


WITH  the  eight  Grand  CounciU  reported  in  tiiis 
issue,  sixteen  o(  the  twenty-nine  Grand 
jurisdictions  have  reported.  It  is  regretablo 
tint  the  lagging  Grand  Councils  did  not  send  in 
r(  |h,rt3  for  the  August  Sample  Case,  because  what 
happened  in  June  will  have  very  little  of  interest 
for  readers  fo  the  September  Sample  Case.  The 
"time  element"  in  news  events  is  the  strongest  appeal 
to  all  readers. 

The  editor  apologizes  to  the  Illinois  Grand  Council 
for  a  serious  error  which  appeared  in  the  Jvily  Sample 
Case.  The  Illinois  Grand  Council  was  held  in  Deca- 
tur, and  not  in  Peoria,  as  the  report  read.  Decatur 
welcomed  the  Illinois  travelers  with  an  enthusiasm 
and  a  spirit  which  was  characteristic  of  that  pro- 
gressive city.  Alton  was  selected  as  the  Grand 
Council  city  for  next  year. 

MISSOURI. 

THE  thirty-first  annual  session  of  the  Grand 
Council  of  Missouri  will  go  down  on  record  as 
one  of  the  most  instructive  sessions  ever  held. 
Thursday,  preceding  the  regular  Grand  Council 
•easion,  was  set  aside  as  Secretary-Treasurers'  day, 
and  the  afternoon  and  evening  was  taken  over  by  the 
workers  of  every  Subordinate  Council.  While  it  was 
regretted  several  of  the  Secretaries  could  not  be  pres- 
ent, those  who  were  in  attendance  felt  they  got  more 
real  good  out  of  this  meeting  than  at  any  previously 
held. 

Friday  morning,  after  registering  at  U.  C.  T.  head- 
quarters, "The  Terry  Hotel,"  the  officers,  delegates 
and  visitors  formed  in  marching  line,  and  headed 
by  one  of  the  leading  bands  of  the  city,  paraded 
through  the  business  section. 

Promptly  at  9  a.  m.  Grand  Counselor  Stark 
sounded  the  opening  of  the  thirty-first  annual  session, 
and  after  naming  the  several  committees  and  taking 
care  of  preliminary  work,  recess  was  taken  until  1 
p.  m.  and  all  again  paraded  in  a  body  to  the  beautiful 
Liberty  Theatre,  for  the  public  reception. 

Grand  Past  Counselor  J.  W.  Mellor,  who  has  been 
Secretary-Treasurer  of  Sedalia  Council  continuously 
since  its  institution  twenty-nine  years  ago,  acted  as 
toastmaster,  and  introduced  Professor  Isaac  Farris, 
'  who  offered  music  on  the  pipe-organ  and  was  well 
applauded. 

Rev.  Spencer  Edmunds,  pastor  of  the  Broadway 
Presbyterian  church  gave  the  opening  invocation, 
followed  by  a  musical  trio  formed  by  Counselor 
Percy  J.  Metcalf,  vioUn;  Mrs.  Metcalf,  piano,  and 
Prof.  Isaac  Farris,  pipe  organ.  A  Quartet  composed 
of  Messrs.  Thomas  Walch,  Vic.  Leffler,  Harvey 
Brimmer  and  Counselor  "Weinei"  Hausam  made  a 
decided  hit  with  all  present,  responding  to  encore 
after  encore.  Mayor  F.  F.  Hatton  extended  a 
welcome  on  behalf  of  the  city  of  Sedalia,  to  which 
Grand  Counselor  Walter  B.  Stark  of  Neosho  Council 
responded. 

The  principal  address  at  the  public  reception  was 
made  by  Supreme  Junior  Counselor  Frank  J.  Roeser 
of  St.  Louis,  who  delivered  an  unusually  interesting 
and  most  inspiring  talk.  The  program  closed  with  a 
short  and  humorous  talk  by  Past  Grand  Counselor 
Charles  I.  Taylor.  Old  "Toter"  had  'em  aU  in  an 
uproar  of  laughter.  The  Grand  Council  went  into 
executive  session  promptly  at  1  p.  m.  and  Grand 
Counselor  Walter  Stark  kept  things  moving  right 
along  throughout  the  sessions. 

Charles  A.  Hebbard,  Supreme  Auditor,  paid  a 
very  high  compliment  to  the  Grand  Council  of  Mis- 
souri for  the  efiBcient  manner  in  which  matters  are 
being  handled,  and  particularly  stressed  the  great 
work  being  done  through  Secretary-Treasurer 
meetings. 

Friday  evening  was  devoted  to  initiating  a  class. 


Members  of  St.  Louis  Council,  No.  20,  and  Sedalia 
Council,  No.  47,  put  on  the  work  in  a  moat  iiiiprcn- 
sive  manner,  not  a  ritual  being  in  sight.  A  dance 
and  public  reception  at  Hotel  Terry,  under  the  aus- 
pices of  members  of  Sedalia  Council,  followed. 

Jefferson  City  was  chosen  as  the  next  meeting  place, 
the  first  Friday  and  Saturday  in  June,  1923. 

The  election  of  officers  resulted  as  follows:  Grand 
Counselor,  Mason  F.  Smith,  Kansas  City;  Grand 
Junior  Counselor,  Fred  Burger,  St.  Joseph;  Grand 
Past  Counselor,  Walter  B.  Stark,  Neosho;  Grand 
Secretary,  R.  J.  Claflin,  Carthage;  Grand  Treasurer  . 
A.  F.  Chapin,  Chillicothe;  Grand  Conductor,  H.  B 
Frye,  St.  Louis;  Grand  Page,  William  Horlock, 
Nevada;  Grand  Sentinel,  Aden  Conard,  .Sedalia; 
Grand  Executive  Committee,  two  years,  P.  V. 
Lockwood,  Jefferson  City,  and  W.  Y.  Anderson, 
Springfield;  one  year,  T.  O.  Matthews,  Trenton  and 
Carl  Witte,  St.  Louis. 

Representatives  to  the  Supreme  Council  elected 
were:  M.  F.  Smith,  Kansas  City;  W.  B.  Stark, 
Neosho:  W.  R.  May,  St.  Ix)uis;  K.  C.  Bostwick, 
Hannibal;  G.  B.  Slack,  St.  Louis;  J.  M.  Deane,  Hanni- 
bal; J.  W.  Mellor,  Sedalia.  In  appreciation  of  the 
meritorious  work  of  Grand  Secretary  R.  J.  Clafiin, 
it  was  unanimously  voted  that  he  go  to  the  Su- 
preme Council  session  as  the  guest  of  the  Grand 
Council  of  Missouri. 

The  Committee  on  State  of  the  Order,  in  its  report 
recommended  that  the  Councils  of  this  jurisdiction 
arrange  with  as  little  delay  as  possible  to  organize 
Hargrave  Clubs,  whose  members  will  hold  meetings 
after  each  Council  meeting,  for  the  purpose  of  dis- 
cussing and  getting  the  most  benefit  from  current 
articles  by  Mr.  Hargrave  as  they  appear  in  the  Sam- 
ple Case.  It  is  the  belief  of  the  committee  that  the 
clubs  can  be  made  the  means  not  only  of  increasing 
the  attendance  at  Council  meetings,  but  of  increas- 
ing the  membership  as  well.  This  was  carried  unan- 
imously. A  special  resolution  was  presented,  and 
most  enthusiastically  adopted,  commendatory  to 
Counselor  Chas.  Holeman  Smith,  editor  and  manager 
of  "The  Sample  Case,"  who  is  a  member  of  Carthage 
Council,  No.  281. 

A  copy  of  this  resolution  was  presented  to  the  Su- 
preme Executive  Committee,  which  selected  "one," 
from  the  Missouri  jurisdiction  to  take  care  of  the 
publicity  work  of  our  magnificent  Order.  A  hand- 
some U.  C.  T.  emblem  ring  was  ordered  for  Brother 
Smith.  A  special  vote  of  thanks  was  accorded  Mr. 
Harvey  L.  Terry  of  the  Terry  Hotel,  and  to  the  Elks 
Club  members,  for  the  courtesies  shown  during  the 
stay  in  the  city  of  Sedalia.  To  the  following  members 
of  Sedalia  Council  we  feel  very  highly  indebted  for 
making  our  stay  so  pleasant:  Brothers  J.  W.  Mellor, 
Chas.  I.  Taylor,  J.  W.  Parsons,  Aden  Conard,  L. 
Bahrenburg,  Percy  J.  Metcalf,  E.  F.  Hausam,  Jr., 
J.  Lee  Brandt,  Carl  Borgelt,  J.  D.  Randall,  Claude 
Wilcox,  A.  M.  Adams,  Nolan  Bricken,  H.  H.  Kueck, 
C.  H.  Harrison,  Jr.,  C.  L.  Roark,  D.  M.  Selby  and  to 
Mrs.  Claude  B.  Wilcox  and  Mrs.  Aden  Conard. 

Grand  Counselor  Mason  F.  Smith  after  taking  his 
office  made  a  short  address  to  the  assembly,  and 
appealed  to  them  to  give  him  the  support  that  was 
shown  his  predecessors,  and  laid  stress  to  the  fact 
that  with  conditions  shaping  up  more  along  normal 
lines,  he  could  see  no  excuse  for  Missouri  not  coming 
to  the  front  with  the  biggest  gain  ever  shown.  He 
urged  all  brothers  to  back  up.  Frank  J.  Roesser  of 
St.  Louis  will  be  our  next  Supreme  Counselor. 

KANSAS. 

THE  thirtieth  annual  convention  of  the  Kansas 
Grand  Council  was  held  at  Hutchinson  on 
June  2  and  3.    This  was  the  largest  meeting 
held  for  the  past  several  years,  the  Parsons,  Dodgs 


P.  M.  EMMERT 
Popular  Kansag  representative  in  Supreme 
Council.  He  uag  on  the  State  of  the  Order 
Committee  under  appointment  from  the  Su- 
preme Counselor  uho  retired  at  the  last  te$- 
tion.  Brother  Emmert  it  widely  known  among 
commercial  travelers  and  it  in  high  ttanding 
among  the  V.  C.  T.'t. 


City,  Wichita,  Manhattan  and  Topeka  delegations 
giving  demonstrations  of  their  old-time  pep.  Topeka 
attended  in  two  special  cars  with  a  jazz  band.  Par- 
sons was  fifty  strong  and  entertained  with  catchy 
songs.  Dodge  City  came  in  for  a  great  deal  of  atten- 
tion, arrayed  in  cow-boy  costumes. 

The  opening  session  on  Friday  morning  went  off 
like  clockwork.  Grand  Counselor  Clarence  W. 
Payne  presided.  In  his  address  of  welcome  in  be- 
half of  the  Chamber  of  Commerce,  President  Carl 
■Whipple  of  that  organization,  and  a  member  of  the 
Hutchinson  Council,  stated  that  the  traveling  sales- 
man was  now  taking  a  prominent  part  in  civic  affairs 
of  the  town  in  which  he  lives  and  called  attention  to 
the  fact  that  of  the  twelve  directors  on  the  local 
board  of  the  Chamber  of  Commerce  five  were  mem- 
bers of  the  Hutchinson  Council  U.  C.  T. 

During  the  public  ceremony.  Past  Senior  Counselor 
W.  J.  Duval,  a  brother  of  Claud  Duval,  presented  to 
the  Grand  Council,  in  behalf  of  his  late  brother's 
family,  a  very  beautiful  gavel  which  had  been  pre- 
sented to  his  brother  when  he  was  Supreme  Counse- 
lor, by  the  Northwestern  Grand  Council  at  Chicago. 

During  the  business  session,  some  changes  were 
made  in  the  by-laws  of  the  Grand  Council,  the  im- 
portant one  being  penalizing  the  local  Secretaries  if 
reports  to  the  Grand  Secretary  had  not  been  made  as 
per  the  statutes.  The  Grand  Council  also  was  pro- 
hibited from  expending  from  its  treasury  any  money 
except  to  aid  in  defrajing  the  expenses  of  the  annual 
Grand  Council  meeting. 

Saturday  afternoon  a  large  parade  was  given  under 
the  leadership  of  Uncle  Dick  House.  Several  bands 
were  in  the  parade,  many  councils  being  out  is  full 
force  and  wearing  natty  coetumes. 

The  most  impressive  ceremony  during  the  conven- 
tion was  the  unveiling  of  a  monument  erected  by  the 
Councilors  of  Kansas  to  the  last  Past  Supreme 
Counselor,  Claud  Duval.  This  is  a  beautiful  monti- 
ment  located  in  a  beautiful  cemetery  and  will  staad 
for  ages  as  an  evidence  of  the  love  and  affection  In 
which  Claud  Duval  was  held  by  the  Kansas  member- 
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Bliip.  HiiprciiK!  I'liKfi  W.  I).  Mowry  wiim  in»«l(tr  ol 
ocrcnionicB  ttiid  ]>iM  u  beautiful  tribute  to  Claud 
Duvul  a  pcrBonal  friend  and  a  true  fraternaliHt. 
I'aHt  Huproiuo  CounBclor  JaniCN  Kimball  paid  an 
cloquciit  tribute  to  Claud  Duval  n»  a  man,  and  liia 
work  for  our  Order  and  iIh  upbuildinu  in  tliiB  Btate. 
A.  C.  Molloy  tlion  gave  a  Bympatliotic  and  glowing 
tribute  to  Claud  Duval  an  a  neighbor,  as  a  rilizcn, 
and  as  a  ehurcli-monibcr. 

Many  of  the  C^ouncilors  were  aecomi)anied  by  their 
wives  and  families  and  Hutchinson  royally  enter- 
tained them.  'Hiree  hundred  of  the  ladies  enjoyed 
Kriday  afternoon  at  a  garden  jmrty  at  the  beautiful 
and  palatial  homo  of  Councilor  W.  M.  Kelly.  The 
Iiarty  was  given  by  ladies  of  tlio  HutehinBon  Council. 
The  ladies  were  also  entertained  at  a  breakfast  one 
morning  and  taken  over  the  city  in  autoinorjilos. 

A  Buccessful,  pleasant  and  enthusiastic  meeting 
closed  on  Saturday  night  with  a  box  luncheon  and 
the  different  councils  comi)eting  for  prizes  for  stunts, 
and  entertainment  by  tlio  Hutchinson  Follies.  Every 
Councilor  and  lady  returned  home  loud  in  their  praise  \ 
al  the  Hutchinson  hospitality  and  with  many  per-  . 
sonal  tlianks  to  three  men  who  had  contributed 
largely  to  its  success,  Past  Grand  Councilors  Phil 
Kmmcrt,  Kd  M.  Moore  and  Grand  Councilor  Clar- 
ence Payne. 

New  officers  elected  were:  Grand  Counselor, 
W.  A.  HoUingsworth,  Atchison;  Grand  Junior 
Counselor,  Walter  I.cavitt,  Concordia;  Cirand  Con- 
ductor, 11.  C.  McDowell,  Clay  Center;  Grand  Past 
Counselor,  Clarence  W.  Payne,  HutchiiiHon;  Grand 
Sentinel,  C.  ,1.  CJarctt,  Manhattan;  Grand  Secretary, 
E.  P.  Bernardin,  Parsons;  Grand  Treasurer,  J.  C. 
Anderson,  Lawrence;  Grand  Executive  Committee, 
J.  W.  Worley,  Topeka,  and  N.  J.  Spencer,  Norton. 
Representatives  to  the  Supreme  Council  meeting 
•  at  Columbus  June  27  to  30  were: 

W.  A.  HoUingsworth,  C.  W.  Payne,  R.  T.  Kreipe, 
M.  Reinbach,  Edward  Holly,  Lester  Noble,  Samuel 
Varner  and  John  Senhousen. 

MICHIGAN. 

THE  twenty-ninth  annual  session  of  the  Grand 
Council  of  Michigan,  held  June  1,  2  and  3  in 
Muskegon,  left  pleasant  recollections  with  all 
who  attended.  Special  preparations  for  the  event 
led  to  a  welcome  unparalleled  in  the  history  of  the 
Michigan  Grand  Council,  which  has  been  meeting 
in  regular  annual  sessions  for  twenty-eight  years. 

At  5  p.  m.  on  the  day  prior  to  the  opening  of  the 
Council  the  registration  was  more  than  300.  During 
Thursday  afternoon  a  reception  for  Grand  officers 
and  delegates  was  held  in  the  Occidental  Hotel. 
Officers  of  the  Michigan  Grand  Council  were  honor 
guests  at  a  dinner  in  the  evening,  given  by  Edward 
R.  SwBtt.  Speakers  from  many  representative 
Michigan  industries  entertained  the  diners. 

Grand  Counselor  A.  W.  Stevenson  called  the  body 
■  together  promptly  at  10  o'clock  Friday  morning. 
The  mayors  of  Muskegon,  Muskegon  Heights  and 
North  Muskegon  were  admitted  and  welcomed  the 
visiting  delegates.  Grand  Chaplain  A.  P.  Monroe  of 
Muskegon  Council  opened  the  session  with  prayer. 

Every  Grand  Council  session  must  be  tinged  with 
some  sorrow.  Michigan  Grand  Council's  sorrow 
came  when  the  Grand  Secretary  read  his  annual 
report.  Forty-three  Brothers  died  since  the  meet- 
ing of  1921. 

In  the  afternoon  session  D.  P.  McCarthy,  of  the 
Supreme  Executive  Committee,  presented  a  very 
interesting  address  on  the  duties  of  the  Supreme 
Executive  Committee.  Several  matters,  just  a 
bit  hazy  to  the  lay  mind,  were  cleared  up  by  Mr. 
McCarthy.  He  also  explained  the  duties  of  the  Su- 
preme Auditor,  Attorney  and  Surgeon.  He  brought 
out  the  fact,  incidentally,  that  automobile  accidents 
are  costing  the  Order  a  very  large  amount  each  year. 
Last  year,  he  asserted,  more  than  $800,000  were  paid 
out  because  of  auto  accidents. 

Mr.  McCarthy  tossed  a  neat  little  bouquet  at  The 
Sample  Case  when  he  pointed  out  that  the  official 
publication  of  the  Order  at  last  is  on  the  black 
instead  of  the  red  side  of  the  ledger. 

By  noon  Friday  the  registration  was  more  than 
400  and  at  the  close  of  the  noon  session  an  invitation 
Visa  extended  by  the  Kiwanis  Club  to  the  officers  of 
the  Grand  Council  to  be  guests  at  the  luncheon  of 
the  business  club.  Interesting  addresses  were  pre- 
sented at  this  lancheon  by  F.  W.  Wilson,  Traverse 


City,  member  of  the  Supreme  Executive  Comriiittce, 
and      T.  Schumacher,  of  Cadillac  Council 

The  election  of  ofliccrs  this  year  resulted  as  follows: 
Grand  Counselor,  H.  D.  liulen,  Lantring;  Junior 
Counselor,  Geo.  E.  Kelly,  Kalamazoo;  Grand  Con- 
ductor, C.  C.  Carlylc,  Marquette;  Grand  Page, 
Fre<l  J.  Fenske,  Bay  City;  Grand  Secretary,  MorrU 
Ileuman,  Jackson;  Grand  TreaBuxer,  Ben  N.  Mercer, 
Saginaw. 

In  a  8pirite<I  contest  L.  V.  Pilkington,  Grand 
Rapids,  was  elected  CJrand  Sentinel,  defeating  H.  L. 
Rutherford,  of  Saginaw,  S4  to  42. 

The  big  feature  on  Saturday's  program  was  a 
parade  in  which  the  Grand  Rai<id»  Council  was 
awarded  a  prize  of  $25  for  making  the  bcBt  appear- 
ance. Many  beautifully  decorated  automobiles 
were  in  the  procession  and  the  step  of  the  marchers 
was  enlivened  by  iumkk  by  several  bands. 

The  Grand  Rapids  Council  proved  its  versatility 
by  also  winning  a  honteshoe-pitching  contest  and  a 
ball  game  in  the  afternoon,  taking  two  more  $25 


M.  J.  MARTIN 
Houston.  Texas.  Council  is  proud  of  its  dis- 
tinguished representative  in  the  U.  C.  T.  Su- 
prememCouncil.  where  he  was  serving  as  chair- 
man of  the  State  of  the  Order  Committee, 
under  Supreme  Counselor  Holderman,  and 
was  reappointed  to  that  place  of  honor  by  the 
new  Supreme  Counselor. 


Much  praise  for  the  members  of  the  Muskegon 
Council  and  the  Ladies'  Auxiliary  of  that  Council 
was  voiced  by  visiting  delegates.  Judging  by  the 
success  of  this  meeting  it  will  not  be  difficult  for 
Muskegon  to  again  entertain  the  Michigan  Grand 
Council  should  it  so  desire. 

Delegates  chosen  to  the  meeting  of  the  Supreme 
Council  at  Columbus  June  27-30  were  as  follows: 
H.  D.  Bulen,  Lansing;  A.  W.  Stevenson,  Muskegon; 
M.  G.  Howarn,  Detroit;  F.  W.  Wilson,  Traverse 
City;  John  D.  Martin,  Grand  Rapids;  Lou  J.  Burch, 
Detroit;  Morris  Hueman,  Jackson;  H.  D.  Ranney, 
Saginaw;  A.  G.  MacEachron,  Detroit;  Walter  S. 
Lawton,  Grand  Rapids;  Frank  L.  Day,  Jackson; 
John  A.  Murrey,  Detroit;  E.  A.  Welsh,  Kalamazoo; 
John  Q.  Adams,  Battle  Creek;  E.  A.  Dibble,  HiUs- 
dale;  W.  S.  Burns,  Grand  Rapids;  Fred  C.  Richter, 
Traverse  City;  W.  J.  Devereaux,  Port  Huron. 

All  newly-elected  officers  were  installed  by  Past 
Grand  Counselor  Startweather  of  Detroit. 


MINNESOTA-NORTH  DAKOTA. 

CTIOX  definitely  establishing  a  women's 
auxOiary  of  the  U.  C.  T.  in  this  jurisdiction, 
endorsement  of  the  good  roads  movement  in 
North  Dakota  and  Minnesota,  awarding  of  the 
1923  convention  to  St.  Cloud,  Minn.,  and  a  snappy 
sjxirts  program  unrivalled  in  the  annals  of  the  order, 
featured  the  1922  meeting  of  the  Grand  Council, 
United  Commercial  Travelers,  jurisdiction  of  Minne- 


sota-North Dakota,  in  Valley  City,  N.  Dak.,  June  H 
U  and  10. 

Valley  City  had  on  gala  attire  for  the  convention 
Flags  of  blue,  gold  and  white  flew  from  every  flag- 
pole, and  blue,  gold  and  white  bunting  mingled  with 
red,  white  and  blue  decorations  of  the  busincBn 
estaViliBhmcnts  of  the  city. 

Traveling  men  and  their  wives  dominated  the  city. 
Nearly  1,000  gucstB  were  registered  during  the  three 
days  of  the  convention  and  the  meeting  was  pro- 
nounced one  of  the  best  attended  and  best  managed 
in  several  years. 

Four  bands  furnished  music  for  the  occasion,  and 
helped  to  make  the  holiday  spirit  reign  supreine. 
The  Fargo  U.  C.  'J',  was  represented  by  one  of  the 
best  bands  of  the  state.  Harvey.  N.  D.,  Crookston, 
Minn.,  and  Valley  City  all  boasted  bands.  Informal 
concerU  were  given  at  all  hours  of  the  day. 

A  heavy  shower  Friday,  the  second  day  of  the 
convention,  served  only  to  freshen  the  spirits  of  the 
traveling  men.  Clear,  sunny  skies  greeted  them  on 
the  morning  of  the  final  day,  when  the  Bports  prty  . 
gram,  starting  with  a  long  parade  and  ending  with  a 
league  baseball  game,  was  launched.  Maneuvers 
of  the  Fargo  drill-team  were  a  feature  of  the  pro- 
gram. 

The  convention  and  meeting  of  the  Grand  Council 
opened  on  Thursday  morning,  June  9.  with  a  full 
representation  of  all  CounciU  in  the  two  stetes  pres- 
cnt,  including  the  District  Deputies  of  the  varioui 
CounciU.  Clayton  W.  Final,  Grand  Counselor, 
presided.  John  F.  McGrann  of  Fargo,  a  Past  Grand 
Counselor,  acted  as  Grand  Page  in  the  absence  <rf 
T.  I.  Lewis  of  Fargo.  The  report  of  -the  Grand 
Secretary  showed  North  Dakota  in  fourth  place  in 
point  of  membership,  with  a  total  roll  of  7.046  mem- 
bers. 

Full  initiatory  work  was  put  on  at  an  evening  i 
sion  in  the  Knights  of  Pythias  hall.  Valley  City 
Council,  No.  605.  opened  the  session  in  full  form  with 
Senior  Counselor  A.  M.  VeUey  presiding.  The  Fargo 
Council  officers,  escorted  by  the  degree  team,  entered 
and  took  their  respective  sUtions.  Ten  candidatei 
were  initiated,  five  from  Fargo,  four  from  Valley 
City  and  one  from  Minneapolis. 

Speeches  were  given  by  different  delegates  and  by 
unanimous  vote  Grand  Counselor  Final  and  the 
Fargo  officers  and  team  were  given  "three  cheers" 
for  splendid  work. 

Several  thousand  persons,  including  residents  of 
Valley  City  and  U.  C.  T.  members,  gathered  on  the 
Valley  City  Stete  Teachers  College  campus  in  the 
evening  to  hear  atldresses  by  Governor  R.  A.  Nestoe 
of  North  Dakota  and  Wesley  McDowell.  Marion, 
N.  D.,  a  prominent  banker.  Mayor  A.  G.  Bonhus 
of  VaUey  City  welcomed  the  visiting  delegations 
Much  praise  for  the  commercial  traveler  was  voicec' 
by  Governor  Nestos  in  his  talk.  "The  traveUng  mai 
is  the  highest  type  of  citizen  in  the  country,"  he  said 
"He  is  a  law-abiding  man,  honest  and  conscientious 
always  identified  with  the  best  movements  of  thf 
country. 

"We  welcome  you  commercial  travelers  of  Minne 
sota  and  North  Dakota  to  this  convention.  We  hop> 
that  after  the  meeting  is  over  you  will  find  that  ytn 
have  bad  such  a  splendid  time  you  will  want  to  con 
to  North  Dakota  for  another  convention." 

Governor  Nestos  spoke  of  the  record  of  the  coi 
mercial  traveler  during  the  war.  paying  a  tribute  ■ 
the  perseverance  and  service  demonstrated  by  th 
"knights  of  the  grip." 

Mr.  McDowell,  in  his  speech,  declared  the  trave 
ing  man  is  the  greatest  optimist  in  the  world. 

"Let's  tell  the  story  of  North  DakoU— the  tru 
story.  Let's  teU  the  story  of  sunshine,  not  on! 
physical  but  mental.  Let's  pervade  the  atmosphei 
with  good  cheer  and  optimism.  You  commerci: 
travelers  are  the  men  who  can  carry  this  message  i 
the  people." 

By  taking  definite  action  at  the  Grand  Counc 
session  on  Friday  morning,  authoriidng  women  t 
organize  an  auxiliary  to  the  Grand  CouncU  to  1 
known  as  the  Women's  Auxiliary  of  the  U.  C.  1 
the  Minnesota-North  Dakota  jurisdiction  went 
record  as  the  first  Grand  CouncU  to  recognize  tl 
place  that  women  have  played  in  their  work  and  co 
vention. 


A  U  G  U  3  1 


THE    SAMPLE  CASE 


33 


\  l  oiiimittee  was  appointed  to  work  out,  in  coop- 
eriiiicin  with  interestecl  women,  who  have  been 
iii.'iiilirra  of  the  informal  auxiliarieB  heretofore 
iiri;:iiiizeil,  by-lawv,  oonstitutiun,  and  ritual. 

M  the  clofling  session  of  the  Grand  Council  I'>i<lay 
•1  !■  rn  ion,  the  election  of  officers  took  place  and  the 
Mooting  place,  St.  Cloud,  Minn.,  was  decided 

lliiim  N.  Donaldson  of  Duluth  is  the  new 
1  I  h.l  Counselor.    Clayton  W.  Final  of  Crookston, 
Muin,  was  made  a  Past  Grand  Counselor.    T.  I. 
I  ■  .1     of  Fargo,  N.  Dak.,  was  advanced  two  notclics 
nk  and  made  CJrand  Junior  Counselor.  Henry 
M|.cr,  St.  Paul,  was  made  Grand  Conductor; 
\  fttes,  Minneapolis,  was  elected  Grand  Page. 
.      \   R.  Wolf  of  Albert  Lea,  Minn.,  Grand  Senti- 

I  lio    Grand   Chaplain,    Charles    A.  Hitchcock, 
I  I  okston,  Minn.;  the  Grand  Secretary,  Josiah  M. 
'  r,  St.  Paul,  Minn.,  and  the  Grand  Treasurer, 
1 1  E.  Braden,  Minneapolis,  Minn.,  were  all 
i.  il.  S.  W.  Fassettof  Minot,  N.  Dak.,  tendered 
lunation,  making  twb  vacancies  in  the  regular 
I  ndvancement. 
reappointment  of  W.  A.  Whittbecker  of  St, 
1:11.1.  Minnesota  state  hotel  inspector,  was  endorsed 
riip  sports  program  of  the  convention  was  launrliol 
Sntiirilay  morning  with  a  long  carnival  parailc 
I  r;nling  the  parade  was  the  Fargo  U.  C.  T.  band 
Criiiul  officers  fell  out  of  lino  and  constitute<l  a  rc- 
viowing  committee. 

St  Paul  Council  was  awarded  the  prize  ofTerctl  for 
tlu>  largest  number  of  people  marching  under  oi.e 
C  cMiiuil  flag.  The  St.  Paul  men  induced  several 
liiiiiilrp<l  Valley  City  School  children  to  march  under 
til''  St.  Paul  banner  and  to  give  yells  for  St.  Paul. 

I  ;ir>;o  received  the  prize  for  having  the  best  ap- 
iu-:u  iiig  unit,  the  Fargo  drill  team,  the  Fargo  U.  C.  T. 
'mud,  and  the  Fargo  Women's  Auxiliary  marching. 
Tlie  auxiliary  appeared  in  May-pole  formation.  The 
drill  team  performed  maneuvers  on  the  march. 

The  prize  for  the  most  comic  appearing  unit  was 
gWcn  to  Crookston,  the  travelers  marching  under 
Imge  blue  and  gold  umbrellas. 

During  the  afternoon  h.  Thorsell,  Secretary  of  the 
Fargo  Council,  took  the  drill  team,  under  cajjtaincy 
of  L  0.  Simpson,  out  into  the  public  square  and  it 
perfdrnied  maneuvers  and  formations  which  won 
nni(  li  applause.  Volmer  Thorsell,  lO-years  old,  in 
r  ('.  T.  uniform,  marched,  carrying  the  American 
tlag 

About  fifteen  floats,  and  fifty  or  sixty  automobiles 
were  in  the  procession.  The  most  spectacular 
float  was  that  of  Valley  City  Council,  No.  605, 
the  official  float,  "A  Ray  of  Hope."  The  daughter 
of  the  Valley  City  Counselor,  H.  M.  Velzey,  appeared 
as  the  widow  in  this  scene,  and  Volmer  Thorsell,  son 
of  L.  Thorsell  of  Fargo,  as  the  small  boy,  one  of  the 
widow's  children. 

Fargo  was  awarded  a  trophy  cup  for  winning 
the  tug  of  war  from  Valley  City.  Valley  City  won 
thi'  baseball  game  from  Fargo. 

\M\  es  and  sisters  of  travelers  in  Valley  City  for  the 
oonveiition  were  royally  entertained  by  members  of 
the  \'alley  City  Women's  Auxiliary.  Headquarters 
were  maintained  at  the  Elks  hall,  where  cards, 
games,  and  social  chat  could  be  indulged  in.  At 
noon  Friday  the  Valley  City  women  served  a  luncheon 
to  100  guests. 

MONTANA-I DAHO-UTAH. 

Jl'DGING  from  newspaper  accounts  "knights  of 
the  grip"  of  Montana-Idaho-Utah  took  Ogden, 
Utah,  virtually  by  storm  during  the  meeting 
of  the  Grand  Council  of  the  district  there  June  8,  9 

and  10. 

Tlie  Ogden  Standard-Examiner  tells  of  a  marve- 
lous banquet  tendered  visiting  members  of  the  U. 
C.  T.  Thursday  night  at  the  Weber  Club.  It  also 
tells  of  the  hospitality  of  Brother  C.  L.  Becker,  who 
turned  over  the  keys  to  the  Becker  Products  Co. 

Then,  too,  the  tri-state  representatives  proved 
their  musical  worth  by  taking  part  in  a  community 
sing,  staged  Friday.  A  sight-seeing  tour,  starting 
from  the  Elk's  Club,  also  was  a  feature. 

In  welcoming  the  visiting  delegates  at  a  dinner 
served  by  the  Ogden  Chamber  of  Commerce,  Mayor 
Frank  Francis  praised  the  work  of  traveling  salesmen. 
He  told  of  the  upbuilding  of  the  community  through 


//  you  Uiint  to  know  who  is  Grand  Counselor  of 
Montana,  Utah  and  Idaho,  "Start  Some- 
thing"— "Cherry"  Brown  it  on  the  job. 


the  aid  of  the  traveling  men  and  outlined  the  pro- 
gress which  looms  for  the  future.  Six  former  mayors 
of  the  city  also  were  present. 

The  Saturday  program  was  a  very  comprehensive 
one,  including  two  of  the  most  remarkable  features 
ever  presented  in  the  history  of  Ogden.  A  three- 
mile  "parade  of  progress"  and  a  barbecue  in  which 
five  honest-to-goodness  buffaloes  were  served  to 
more  than  10,000  persons  in  City  Hall  Square, 
marked  the  day  as  a  gala  one  in  Ogden's  history. 

Floats  formed  in  line  for  the  parade  at  9  a.  m. 
Several  bands  from  Salt  Lake,  Logan,  Brigham  and 
Ogden  were  in  the  line  of  march.  All  streets  covered 
in  the  line  of  march  were  closeil  to  traffic.  Boy 
Scouts  of  Ogden  assisting  in  the  clearing  process. 

Following  the  parade  and  the  buffalo  barbecue 
Brother  G.  L.  Becker  entertained  at  Lorin  Farr 
Park  with  fancy  rifle  shooting.  At  3  p.  m.  the  Ogden 
and  Suit  Lake  baseball  teams  crossed  bats  in  a  strug- 
gle "to  the  death."  A  boxing  carnival  was  presented 
at  8  p.  m.  at  the  ball  park  and  a  Mardi  Gras  carnival 
at  Wliite  City  at  9  p.  m.  was  attended  by  a  capacity 
crowd. 

All  of  Ogden  laid  aside  its  business  worries  to  re- 
ceive the  Commercial  Travelers  with  open  arms 
during  their  stay.  The  true  Western  hospitality  was 
not  in  any  way  lacking  and  visiting  delegates  were 
unanimous  in  declaring  they  "had  the  time  of  their 
lives." 

Officers  elected  during  the  Grand  Council  sessions 
were:  Grand  Counselor,  R.  B.  Vickers;  Grand 
Junior  Counselor,  F.  L.  Walters;  Grand  Past  Counse- 
lor, W.  R.  Williams;  Grand  Secretary,  J.  G.  H. 
Gravelej';  Grand  Treasurer,  W.  G.  Fisher;  Grand 
Conductor,  F.  A.  Rose;  Grand  Page,  R.  H.  Wise; 
Grand  Sentinel,  C.  F.  Spinner,  W.  K.  Moore,  T.  H. 
Heal,  T.  F.  McLaughlin  and  G.  T.  McCormick  were 
named  members  of  the  Executive  Committee. 

Delegates  to  the  Supreme  Council  meeting  in 
Columbus  June  27-30  were:  Charles  H.  Brown 
("Cherry"),  Charles  R.  Sutton  and  F.  R.  Ball. 

*  NEW  YORK. 

WHEN  Parlor  City  Council,  No.  227,  of  Bing- 
hamton,  put  in  its  bid  last  year  at  Schenect- 
ady for  the  1922  Grand  Council  Convention, 
it  very  strongly  promised  to  give  one  "hullaboo" 
of  a  time.     That  it  met  this  promise,  everyone  who 
attended  can  testify. 

The  convention  was  publicly  opened  at  10  a.  m., 
June  8,  in  the  American  Legion  Club  assembly  room, 
by  Past  Grand  Counselor,  Eric  C.  Van  Nostitz, 
chairman  of  the  Convention  Committee,  who  in  a 
short  addreeSrSaye  a  very  warm  and  cordial  welcome 


to  the  visitors.  He  also  gave  a  glowing  account  of 
the  prosperous  and  l>cautiful  city  with  it*  many 
diversified  interesU  and  closc<l  his  remarks  by  thank- 
ing the  meiiibers  of  committees  for  their  loyal  sup- 
port and  cooperation.  Owing  to  the  absence  of  Thom- 
as A.  Wilson,  mayor  of  Binghamton,  Lieutenant- 
Governor  Harry  C.  Walker  delivered  the  address  of 
welcome  on  behalf  of  the  city,  and  gave  a  short  his- 
tory of  Parlor  City.  The  welcome  extended  by  him, 
was  most  hearty  and  generous,  and  was  enthusiastic- 
ally received. 

The  next  speaker  was  James  G.  Brownlow,  secre- 
tary of  the  Chamber  of  Commerce  and  a  member 
of  Parlor  City  Council,  who  warmly  seconded  the 
Lieutenant-Governor's  welcome.  His  remarks  were 
replete  with  wit,  humor  and  cordiality  and  he  made 
a  distinct  hit  with  his  audience. 

Percy  D.  Turrcll,  Senior  Counselor,  delivered  the 
addrcDS  of  welcome  on  behalf  of  Parlor  City  Council, 
which  was  responded  to  by  the  Grand  Counselor, 
Charles  H.  Abbott,  of  Auburn. 

This  concluded  the  public  ceremonies,  and  the 
Grand  Council  went  into  session  at  11:30  a.  m. 
Invocation  was  rcnderc<l  by  the  newly  appointed 
Grand  Chaplain,  W.  S.  Gardener,  of  Auburn.  We 
all  sadly  missed  our  old  and  Ute  respected  Grand 
Chaplain,  A.  A.  Gillette,  of  Buffalo,  No.  7,  bo  recent- 
ly culled  from  our  midst. 

At  the  afternoon  session,  the  Grand  Counselor 
announced  his  committee  appointments  and  made  his 
report,  which  was  characterized  by  iU  brevity  and 
completeness  and  which  showed  that  this  Grand 
iuri8<liction  made  a  substantial  gain  in  meinl>ership 
during  the  last  year,  even  though  the  watchword 
had  been  retrenchment  all  along  the  line. 

Reports  of  the  Grand  Secretary  and  Grand  Treas- 
urer and  sUnding  committees  also  were  rendered  and 
a  vast  amount  of  detail  matter  disposed  of,  so  that 
when  the  evening  session  opened  at  7  p.  m.  the  elec- 
tion of  officers  for  the  ensuing  year  was  held,  which 
resulted  as  follows:  Grand  Counselor,  H.  Spencer 
Rowe,  OneonU,  N.  Y.;  Grand  Junior  Counselor, 
Elmer  Doolittle.  New  RochcUe,  N.  Y.;  Grand  Past 
Counselor,  Charles  H.  Abbott,  Auburn,  N.  Y.; 
Grand  Secretary,  Walter  M.  Winn,  Utica.  N.  Y.; 
Grand  Treasurer,  C.  R.  Eggleston,  Watcrtown,  N.  Y.; 
Grand  Conductor,  Harlow  T.  Norton,  Rochester, 
N.  Y.;  Grand  Page,  Edward  S.  Morris,  Kingston, 
N.  Y.;  Grand  Sentinel,  J.  Frank  Allen,  Buffalo, 
N.  Y.;  Grand  Executive  Committee,  Frank  Field 
of  Elmira,  N.  Y.,  and  S.  W.  Van  Avery  of  Schenecta- 
dy, N.  Y..  elected  to  succeed  themselves. 

The  forenoon  of  the  second  day  was  given  over  to 
routine  business  and  to  reception  of  representatives 
from  the  Hotelmen's  Association,  Elmer  C.  Green, 
president,  and  Frank  A.  K.  Boland,  attorney. 

Recess  was  taken  until  the  following  morning  in 
order  to  give  all  an  opportunity  to  participate  in  a 
dinner  at  the  E.  J.  Diner,  at  Johnson  City,  where  one 
thousand  hungry  \'isitor3  and  delegates  were  fed  in 
thirty  minutes,  being  sen'ed  in  a  most  novel  manner 
with  an  exceptionally  fine  meal;  also  to  witness  the 
athletic  events  and  state  championship  baseball 
game  between  the  Syracuse  and  Binghamton  teams, 
composed  purely  of  commercial  travelers.  The 
weather  man  swept  the  clouds  aside  and  the  sun 
shone  on  a  most  lively  parade  at  7:30  p.  m.,  with 
1,500  Brothers  in  line,  enlivened  by  several  bands. 
Later  at  9:30  the  grand  ball  in  the  Kalurah  Temple, 
opened  by  Grand  Counselor  and  Mrs.  Charles  H. 
Abbott  leading  the  grand  march,  was  held.  The 
interior  of  the  temple  was  decorated  with  subordi- 
nate council  pennants  and  towards  the  end  of  the 
grand  march,  the  veritable  hanging  garden,  which 
formed  the  pillars  on  the  floor,  was  slowly  raised  and 
dancing  followed.  The  last  session  of  the  Grand 
Council  opened  promptly  at  9  a.  m.,  Saturday. 
Report  of  Committee  on  State  of  the  Order  was 
made,  the  newly  elected  officers  duly  installed  by 
Past  Grand  Counselor  R.  H.  Davis  of  Binghamton 
in  public  session;  presentation  of  roses  to  Mrs. 
Charles  H.  Abbott  and  Grand  Counselor  Abbott; 
presentation  of  Grand  Past  Counselor's  jewel  to 
retiring  Grand  Past  Counselor,  Arthur  Shafer,  of 
Albany;  presentation  of  a  handsome  gavel  by  mem- 
bers of  Oneonta  Council  to  the  newly  installed  Grand 
Counselor,  H.  Spencer  Rowe,  characterized  the  olo»- 
ing  proceedings,  which  were  rounded  o£f  by  humorou» 
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tullu  aiid  rocitiitioim  rendered  by  DoukIuhh  Malloch, 
who  was  imported  for  tlio  oocoBiori. 

Without  exception  everyone  of  the  dclcgatcB  and 
visitors  pronounced  the  Binghainton  convention 
one  of  the  hiKKeut  and  nioHt  sucocssful  gatlicrinicH  of 
commercial  travelers  ever  held  in  New  York  State, 
and  the  treatment  given  them  and  the  hearty  co- 
operation accorded  to  them  by  Parlor  City  Council 
and  the  various  organizations  was  a  point  of  sinci-rc 
commendttion  among  them.  Glens  Falls  was  tin- 
city  selected  for  the  1923  convention. 

TENNESSEE. 

THE  twonty-firHt  BCBsion  of  the  Grand  Council 
of  Tennessee  was  held  May  2.5-27  at  Nasli- 
ville. 

The  open  session  and  all  the  executive  sessions  of 
the  Grand  Council  were  held  in  the  assembly  hall 
of  the  Hermitage  Hotel.  The  hospitality  of  NaHli- 
ville  Council,  No.  102,  was  never  more  thorouglil\ 
demonstrated  than  in  the  social  festivities,  including 
dances,  receptions  and  sight-seeing  tours  for  tin- 
visitors  and  an  old-fashioned  barbecue  at  the  Hermi- 
tage, which  by  the  way,  is  the  former  home  of  former 
President  Jackson. 

Supreme  Conductor  W.  J.  Sullivan  was  the  repre- 
sentative present  of  the  Supreme  Council.  He  was 
accorded  a  hearty  welcome  on  his  first  visit  to 
Dixie.  Supreme  Counselor  C.  V.  Holdcrman  also 
was  in  attendance,  Nashville,  No.  102,  being  his 
home  Council. 

The  regular  routine  of  business  over,  the  business 
of  choosing  officers  was  begun  and  resulted  as  fol- 
lows: Grand  Counselor,  Sam  I.  Bolton,  Nashville; 
Grand  Junior  Counselor,  A.  C.  Bassett,  Morristown; 
Grand  Past  Counselor,  J.  A.  Goodpasture,  Bristol; 
Grand  Secretary,  J.  D.  Hardin,  Chattanooga;  Grand 
Treasurer,  Roy  F.  Williams,  Nashville;  Grand  Con- 
ductor, J.  J.  Wall,  Chattanooga;  Grand  Page, 
A.  G.  Babelay,  Knoxville;  Grand  Sentinel,  C.  E. 
Feathers,  Johnson  City.  F.  O.  Ninnininger,  Bristol, 
and  W.  F.  Dick,  Knoxville,  were  named  members 
of  the  Grand  Executive  Committee.  The  officers 
were  regularly  installed  by  Counselor  Holderman  on 
the  closing  day  of  the  session. 

Morristown  was  chosen  as  the  meeting  place  for 
next  year.  The  Ladies'  Auxiliary  played  a  prominent 
part  in  making  this  year's  Grand  Council  meeting 
the  success  that  it  was. 


SOUTH  DAKOTA. 

GRAND  Counselor  E.  C.  Duncan  of  Redfield, 
S.  D.,  called  the  annual  session  of  the  South 
Dakota  Grand  Council  to  order  promptly 
at  11  a.  m.  at  Aberdeen,  S.  D.,  June  2.  AU  of  the 
meetings  of  the  Council  were  held  in  the  Elks'  Hall. 

Mayor  E.  M.  Hall  welcomed  the  visiting  delegates 
and  the  response  was  made  by  Grand  Counselor 
Duncan.  Committees  were  appointed  and  the 
Council  knuckled  down  to  business  in  the  true  South 
Dakota  fashion. 

The  report  of  Grand  Secretary  N.  J.  Lund  disclosed 
that  the  Councils  of  the  state  all  were  in  good  shape 
and  "going  strong."  He  reported  $960.17  in  the 
Tussey-Wood  fund.  Grand  Treasurer  William 
Haering's  report  was  received,  as  was  the  report  of 
the  Grand  Audit  Committee,  which  found  the  books 
of  the  Grand  Secretary  and  Treasurer  in  fine  shape. 

At  a  dinner  served  in  the  Masonic  Temple  at  6:30 
p.  m.  by  the  ladies  of  the  Eastern  Star,  about  300 
delegates  and  members  of  Aberdeen  Council  attended. 
Judge  Frank  McNulty  gave  a  very  interesting 
address  on  "The  Commercial  Traveler  as  an  Ad- 
vance Guard  to  Civilization."  Grand  Counselor 
Duncan  and  Past  Counselor  Zeitlow  also  offered 
short  addresses.  Brother  R.  J.  Welsh,  one  of  the 
charter  members  of  Aberdeen  Council,  No.  123, 
spoke,  closing  tis  remarks  with  the  poem,  "The 
Trmveling  Man's  Wife."  A  band  concert  and  ersnd 
boll  entertained  delegates  in  the  evenins. 

The  regular  election  of  officers,  held  at  1  p.  m., 
resulted  as  follows:  Grand  Counselor,  R.  L.  Wilson, 
Aberdeen;  Grand  Junior  Counselor,  O.  F.  Prall, 
Black  HiUs;  Grand  Past  Counselor,  E.  C.  Duncan, 
Redfield;  Grand  Secretary,  N.  J.  Lund,  Black  Hills; 
Grand  Treasurer,  William  Haering,  Sioux  FaUs; 
Grand  Conductor,  C.  J.  Walker,  Huron;  Grand 
P««e,  W.  J.  RoasmaD,  Cement  City;  Grand  Sentinel, 


Wanted 
Salesmen 

to  spend  full  or  part  lime  sellinj^  an 
original,  tested,  easy  selling  service  to 
retail  stores  in  any  locality.  Men 
making  $50  to  $100  weekly.  33  K  PJ^ 
cent  commission,  paid  in  advance.  No 
cxiXTicnce  necessary.  Write  today  for 
full  i,;u  tit  ulars  to  Dept.  A123. 

FULTON  MERCANTILE  CORP. 

Woolworth  BIdg.,  New  York,  N.  Y. 


p.  A.  PATTERSON 
Past  Grand  Counselor  of  Pennsylvania,  mem- 
ber of  the  State  of  the  Order  Committee  of  the 
Supreme  Council,  under  appointment  of  Su- 
preme Counselor  Holderman,  is  one  of  the  dis- 
tinguished representatives  of  the  Keystone 
State. 


V.  F.  Grimm,  Aberdeen;  Grand  Executive  Commit- 
tee, Ole  Kylinger,  Fenimore,  and  C.  E.  Meek,  Red- 
field. 

J.  L.  W.  Zeitlow,  Aberdeen,  and  W.  G.  Jacobs, 
Aberdeen,  were  named  delegates  to  the  Supreme 
Council  meeting  at  Columbus  June  27-30.  G.  N. 
Bollard,  Cement  City,  and  S.  W.  Hess,  Watertown, 
were  elected  alternates. 

The  new  officers  were  installed  by  Past  Counselor 
W.  C.  Jacobs  of  Aberdeen.  The  committee  on  loca- 
tion for  the  next  annual  meeting  reported  Sioux 
Falls  had  been  chosen.  Grand  Secretary  N.  J.  Lund 
served  notice  that  Black  Hills  Council,  No.  516, 
would  be  a  candidate  for  the  Grand  Council  meeting 
of  1924.  Past  Counselor  honors  were  bestowed  on 
Brother  S.  B.  Hess,  Watertown,  No.  291,  for  six 
years  of  service  on  the  Executive  Committee.  Past 
Counselor  E.  C.  Duncan  also  was  presented  a  Past 
Counselor's  jewel.  Brother  C.  R.  Pierson,  Water- 
town,  was  appointed  Grand  Chaplain  for  1923. 

After  the  adjournment  of  one  of  the  most  successful 
and  harmonioiis  meetings  in  the  history  of  the  South 
Dakota  Grand  Council,  the  delegates  went  to  the 
Tri-State  Fair  Grounds  where  a  program  of  races  was 
presented.  Ladies  attending  the  convention  were 
entertained  by  a  committee,  headed  by  Mrs.  H.  J. 
Sidow. 


Is  Yours  a  Place  of  "Don'ts?" 

"I  intensely  dislike  the  word  don't," 
says  Mr.  Scruggs.  "It  implies  that  all 
is  negative,  and  it  seems  to  impose  a 
resistance  to  creative  activity.  'Do' 
people  are  usually  happy  in  their  work; 
'don't'  people  are  usually  unhappy.  I 
once  went  to  a  hotel  expecting  to  stay  a 
week.  But  I  left  after  a  single  night, 
because  'Don't  do  this'  and  'Don't  do 
that'  stared  me  in  the  face  wherever  1 
went. 

"I  consider,  nevertheless,  that  every 
business  is  entitled  to  at  least  one 
'don't.'  So,  after  listing  all  the  don'ts 
I  could  think  of,  I  found  that  they 
summed  up  to  this,  'Don't  lose  a  custo- 
merl'  " — [Exchange. 


SALESMEN'S  OPPORTUNITIES 


Either  Full  Time  or  S 
lUlf  demsnil  all  over  the  country 
for  this  ni:w,  unUiue  B<-i:rct  carrier 
for  medicines,  iicrfumery  or  other 
Utiukls.     Looks  like  * 
lioems  and  Ills  the  pocket, 
four  seuarate  crystal  contalnerB. 
■Hook"  Is  made 
of     sheet  steel, 
leatherette  bound. 
r,'/4"ia'A"  and 
1"  thick. 
Unusual  ouportu- 
nlty  for  live  wire 

handsome  proflts. 

Sample,  $3.00 
3     $2.75  each 
6     $2-50  " 
12     $2i5  " 

Liberal  terms  to 
right  kind  of  rep- 
resentatltes.  Will 
refund  full  amount 
of  sample  on  first 
Drder  for  a  dozen. 
Exclusive  territory 
released  In  the 
order  of  requests 
received.  Write 
today. 


Importing  Co, 
C.  P.  0.  Box  166 
York  City 


DEAF! 

The  Vactuphone 

A  new  Hearing  Aid,  Using  the 
Vacuum    Tube    Amplifier.  The 

Vactuphone  is  the  first  and  only 
hearing  instrument  using  the  Vacuum 
tube,  the  amplifying  device  that  made 
the  wireless  telephone  possible. 
Millions  of  dollars  have  been  spent 
in  its  development.  The  Vacuum 
tube  was  used  to  amplify  President 
Harding's  voice  at  his  inauguration 
and  on  Armistice  Day, 
Call  for  demonstration  or  write  for  des- 
criptice  matter. 

Globe  Phone  Mfg.  Co. 

1420  Chestnut  St. 
Gen'l  Office,  and  Factory       READING,  MASS. 


Boston 
Philadelphia  ^ 


SALESROOMS: 


Cisco  and  Los  Angele 


Very  soon  the  lovers  of  qiiiet  will  be 
complauii^g  of  too  much  radio. 


Salesmen  (20)  Experienced 

with  autos.  to  eell  drue  trade;  choice  eiclusive 
territory  east  of  Rocky  Mountains:  old  Mtablilhsd 
standard  remedy.  New  eale«  plan  fully  tested— 
drugsists  buy  readily.  Liberal  commisaiona  paid 
weekly,  with  added  quarterly  and  annual  cash  bonuj 
and  extra  allowance  for  car  upkeep.  Live  wire 
salesmen  who  w,U  work  can  make  *12  per  day  up. 
No  Bide  lines  allowed.  You  hold  territory  and  re- 
ceive commisaiont  on  repeat  sales  so  long  as  services 
aresatiefactory. 

A.  J.  BROWN,  Pre.'t. 
Zanesville,  Ohio 
Highett  references  required 


AuauiT 
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EVER  HEAR  A  ROSE  BLOOM? 

(Continued  from  page  lo.) 

wireless  devices.  He  has  come  to  the 
direct  relief  of  a  hirge  element  of  hu- 
manity in  an  invention  of  the  greatest 
importance  to  nion  and  women  suffering 
from  defective  hearing.  And  this  all 
oame  about  through  his  love  for  his 
mother. 

She  was  afflicted  with  deafness.  The 
devoted  son  spent  many  a  sleepless 
night  in  a  laboratory,  after  a  long  day 
of  nard  work,  to  carry  forward  a  thought 
i  n  his  research  for  her  relief.  To  pause 
might  lose  for  him  the  connecting  link. 
A  thought  once  lost  can  never  again  be 
connected. 

It  was  about  this  time  that  he  met 
W.  C.  Mooney,  sales  manager  for  the 
Globe  Phone  Manufacturing  Company, 
Read  ing,  Mass.  Many  commercial  trav- 
elers in  New  England  are  personally  ac- 
quainted with  Mr.  Mooney.  He  is  a 
prince  amon^  men. 

A  warm  friendship  sprang  up  between 
the  young  inventor  and  ^Ir.  Mooney. 
They  became  companions;  a  link  of 
attachment  brought  them  constantl3' 
together.  Through  that  friendship  Mr. 
Hanson  was  enabled,  in  the  vast  labor- 
atories of  that  great  company,  to  carry 
forward  his  study  for  relieving  deafness. 

Mr.  Mooney  was  familiar  with  the 
devices  of  his  company  for  use  of  per- 
sons with  defective  hearing.  He  knew 
of  the  obstacles  which  had  to  be  over- 
come to  bring  them  to  perfection.  At 
that  time  the  only  method  of  increasing 
the  sensativeness  of  a  hearing  device 
was  to  add  more  electrical  batteries. 
But  this  resulted  in  increa.sed  battery 
noise — although  the  sound  of  the  human 
voice  was  increased,  the  sound  wave  was 
lost  in  the  battery  buzzing  of  conflicting 
sounds. 

All  the  facilities  of  the  vast  laboratories 
of  the  Globe  Company  were  placed  at 
the  disposal  of  the  young  inventor.  He 
was  surrounded  with  every  modern 
scientific  appliance  to  aid  him  in  his 
research.  Tne  result  was  the  Vactu- 
phone. 

This,  according  to  high  authorities,  is 
the  greatest  discovery  ever  made  for 
carrymg  sound  to  those  with  subnormal 
hearing.  In  it,  instead  of  attempting  to 
get  greater  sensativity  by  an  increase  in 
the  number  of  batteries,  Mr.  Hanson 
added  a  vacuum  tube,  placed  within  the 
circuit,  which  increased  the  volume  of 
sound  many  times,  and  can  increase  it 
without  limit — and  it  does  not  add  to 
the  battery  confusion. 

THE  name,  Vactuphone,  is  an  abbre- 
viation of  the  words,  vacuum  tube 
telephone.  Its  accuracy  is  based 
solely  on  that  w;onderful  little  vacuum 
tube.  It  looks  like  a  miniature  camera 
with  a  tiny  receiver  attached. 

Using  it,  Mr.  Hanson's  mother  could 
hear,  and  hear  distinctly.  To  his  joy 
she  could  carry  on  a  conversation  with 
him,  even  though  he  spoke  to  her  in  a 
low  whisper.  The  pleasure,  the  happi- 
ness of  again  being  in  a  hearing  world, 
which  Mrs.  Hanson  enjoj^ed,  can  be 
fully  appreciated  only  by  those  who 
themselves  have  been  shut  up  in  silence 
and  have  had  a  new  world  opened  to 
them  through  the  Vactuphone. 

With  it  the  deaf  can  hear.  Their 
first  experience  in  using  it  is  novel  to 
them.  The  hearing,  untrained  in  dif- 
ferentiating sound  waves,  conveys  vary- 
ing impressions  to  the  brain.  But  this 
novel  situation  is  quickly  overcome  and 
sounds  become  to  them  the  same  that 
they  are  to  the  normal  ear. 


To  the  normal  ear  the  Vactuphone 
reveals  a  world  hitherto  unsuspected. 
The  creep  of  a  housefly  on  a  window- 
glass  can  be  transformed  into  the  rush 
of  a  frightened  animal  dashing  through 
the  wilds  of  Nature.  In  a  test  experi- 
ment, the  receiver  was  i)lacc(l  against 
a  i)late  glass;  the  amplification  was 
intensified  by  the  addition  of  still  other 
vacuum  tubes.  The  vibrations  set  up 
by  the  many  flies,  when  disturbed,  was 
so  great  that  the  plate  glass  was  shattered 
by  the  sound  of  their  scurrying.  This 
is  absolutely  true,  according  to  Mr. 
Hanson. 

He  believes,  that  with  further  develop- 
ment in  graduated  amplification,  with  the 
Vactui)hone,  we  shall  be  enabled  to  hear 
the  delicate  sound  waves  emitted  from 
the  unfolding  of  the  petals  of  a  rose  bud 
blowing  into  bloom. 

"We  do  not  have  to  stop  with  one 
tube,"  he  explained.  "We  c4i,n  pass  the 
current  on  from  one  current  to  another, 
constantly  getting  and  controlling  greater 
anti  greater  power.  The  Vactuphone  is 
no  longer  an  experiment;  it  is  a  scientific 
achievement.  Further  i)ossibilities  for 
its  usefulness  will  be  brought  out  by 
subsequent  researches  along  different 
lines." 

What  the  telescope  and  the  micro- 
scope have  been  to  vision,  the  Vactu- 
phone promises  to  do  in  the  study  of 
sound.  The  faintest,  velvety  wave,  no 
matter  how  infinitesimal,  cannot  escape 
the  wonderful  instrument.  Magnified 
— or  amplified,  if  you  please — it  become 
more  pronounced.  Added  atiijjlification 
incrciises  its  intensity,  until  it  can  be 
magnified  one  million  or  more  times  its 
origiiuil  wave  length — all  through  that 
little  vacuum  tube. 

ONE  unit  of  electrical  energy  is 
increased  ten  times  by  the  vacuum 
tube  amplifier,"  outlined  Mr.  Han- 
son. "If  this  energy  is  compounded 
by  six  tubes,  it  means  that  we  nave  an 
amplification  of  one  million  times  the 
original  amount. 

"One  cannot  imagine  the  possibilities 
of  such  a  stupendous  condition.  Every 
change  that  takes  place  in  Nature  may 
become  perceptible  to  the  human  ear. 
For  scientific  research  the  Vactuphone 
contains  possibilities  undreamed  of. 
Those  possibilities  will  reveal  still  greater 
possibilities.  It  will  become  a  familiar 
mstrument  in  research  laboratories. 

"But,  withal,  its  greatest  achievements, 
in  my  estimation,  is  that  it  brings  hear- 
ing to  those  who  cannot  hear.  This  it 
wii!  do,  unless  the  sense  of  hearing  in  the 
brain  is  completely  dead. 

"It  reproduces  the  human  voice  clearly 
and  naturally  without  distorting  a 
sj'llable.  It  is  not  at  all  necessary  for 
one  to  talk  directly  into  the  trans- 
mitter. It  can  be  held  at  any  angle  and 
at  any  reasonable  distance. 

"The  underlying  principle  of  it  is 
that  it  will  pick  up  every  sound  wave, 
no  matter  how-  feeble,  and  amplify  it  to 
the  point  of  audability.  An  otherwise 
deaf  person  can  use  it  in  telephoning. 
It  is  equipped  with  a  sound  regulator 
that  can  be  adjusted  to  meet  with  the 
requirements  of  different  degrees  of 
deafness.  It  is  not  technical  in  operat- 
ing it.   It  is  very  simple  to  use." 

Mr.  Hanson  is  also  doing  widespread 
activity  in  radio  development.  He  has 
the  "bug"  very  much  worse  than  the 
average  radio  enthusiast.  It  is  an 
"amplified"  bug  with  him.  But,  with  all 
his  radio  enthusiasm,  he  does  not  expect 
t  o  ever  produce  another  such  invention 
as  the  Vactuphone. 


He  Put  It  Across  with 
the  CLEVELAND'S  Help 

And  here's  his  testimony:  "I  can  put  my  sales 
etory  acroas  more  auickly  with  this  portfolio- 
samples,  prices,  catalogs,  etc.,  are  arranged  right 
where  I  need  them.  And  the  genuine  leataer  6nuh 
adds  to  the  quahty  impression  of  my  line;  in  fact, 
niy  buyers  often  comment  on  its  appearance." 

The  CLEVELAND  PORTFOLIO  is  hU  silent 
order-getter.  YOU  can  put  it  to  the  same  use — its 
appearance  makes  the  right  impression  while  you 
develop  your  sales  talk  around  its  contents. 

CLEVELAND 

Portfolios  and  Bags 

Cleveland  portfolios  come  in  a  variety  of  styles 
with  various  interior  arrangements — there's  one 
exactly  suited  to  your  use.  Made  of  rich,  attractive 
leather,  durably  stitched  throughout,  they  are  pre- 
pared to  stand  years  of  service  and  hold  their  shape. 

Our  complete  line  of  traveline  bags,  suit  cases 
and  sample  cases,  made  of  fimrt  leathers,  is  de- 
signed to  fit  the  needs  of  businiM  men.  Or  we'll 
make  them  to  order. 

Sales  Managers — Save 

By  standardiring  on  Cleveland  Portfolios  and 
Bags  for  your  salesmen.  At  the  same  time  you  pro- 
vide for  them  the  best  equipment  for  your  par- 
ticular line. 

Send  for  Free  Booklets 

"jPortfolios"  is  a  book  that  will  show  you  how;> 
equip  your  men  for  bigger  sales — illustrates  .  1 1 
Cleveland  line.  Write  for  it  today,  telling  ii 
whether  you  are  interested  in  Portfolios  or  Bags. 


The  Cleveland  Leather  Goods  Co. 

26-28  NobU  Cowt,  N.  W.  QereUnd,  Ohio 
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AGENTS  ^175 

YOU  CAN 

SELL  THIS  FOR 


I 


AND  GIVE  THESE  SHEARS 

FREE 


with  spring  tension 

MY!  HOW  THEY  SELL! 

ONLY  20  Boxes  a  Day  Means  $18.00  Daily  Profit 


You  net  the  interest  with  the  free  Sh 
Harris  Sold  800  Ijoxes  in  6  Weeks.  Pro 
BWOt-'k.  A  tutui  ret:iil  value  ol'$l,*)0.   A  rc;il 


;.  Walter 
ver$100.00 
ainat$1.76. 


■  HT  linUf  I  Sells  like  hot  cakes  year 'round. 
Mil  RUlf  I  A  baby  could  sell  Lucky  U.  Don't 
delay  a  minute.    Save  time. 

Send$L75  for  complete  outfit  including  display 
case.  At  least  write  for  circulars  explaining  our 
unique  pUins,  including 30 other  packages.  Act  Now. 
E.  M.  DAVIS  CO.,  DEPT.  1400       CHICAGO,  ILL. 


REGGIE  SEES  A  BADGER  FIGHT. 

(Contiiniful  froiri  pane;  Hi  ) 

"I'm  jjcUing  fifty  tlie  ijadger  eatH  'er/i 
up,"  etc. 

"My  word,  Carvcy,"  said  IlcKnie, 
"tlilH  ifl  interesting.  Where  is  the  badger?" 

Cjlarvey  hjoked  at  him  seriously  and 
said:  "fie  is  under  that  barrel,  there  in 
the  eenter.  He  is  tied  to  that  rope  you 
HMi  protruding  from  the  barrel." 

It  was  hard  for  Rcnnid  to  keep  his 
eyes  off  the  barrel  from  then  on. 

After  thinRs  had  quieted  down  and  ev- 
erybody had  bet,  with  the  exception  of 
Carvey  and  lleKKie,  some  one  said, 
"Let's  KO.  Who  can  we  get  to  pull  the 
i)adger?"  The  big  red  faced  drayman, 
who  met  all  the  trains,  stepped  up:  "I'll 
pull  him,  boys." 

"No  you  won't"  shouted  four  or  five 
with  heat.  Do  you  think  we  would 
let  you  pull  it  after  betting  money  on 
this  fight?  Not  on  your  life.  Get  back 
away  from  that  barrel  before  we  knock 
your  block  off."  Bill  Peterson  spoke  up: 
"Let  Jim  Garvey  pull  him,  he  hasn't 
any  money  on  this  fight." 

"Nothing  doin'  ",  shouted  Beckett, 
who  had  placed  fifty  dollars  on  the  badger 
with  Dad  Babcock.  ".Jim's  a  good 
fellow,  but  I  know  him  too  well  to  have 
him  pull  a  badger  in  a  fight  where  I  have 
money  up."  An  argument  waved  warm 
between  them  and  before  they  were 
through  it  looked  as  though  they  would 
be  enemies  for  life. 

Reggie  could  stand  it  no  longer,  so 
he  stepped  before  Garvey  and  Beckett 
and  said,  "Gentlemen,  allow  me  to  pull 
forth  this  bloody  badger." 

A  chorus  of  "nos"  went  up.  "How  do 
we  know  this  guy  aint  a  crook,"  asked 
Speck,  remembering  the  tip  he  didn't 
get. 

Garvey  held  up  his  hand  for  quiet  and 
said,  "Gentlemen,  I've  only  known  Mr. 
Rathbury  for  a  short  time,  but  I  will 
vouch  for  his  honesty  and  integrity. 
He  comes  from  a  country  of  born  sports- 
men who  are  taught  in  infancy  that  all 
sport  should  be  clean." 

Reggie  felt  complimented  by  Garvey's 
remarks  and  he  felt  like  he  should  add  to 
them  so  he  said,  "I  have  always  been  a 
lover  of  all  kinds  of  sports,  gentlemen,  I 
am  especially  adept  in  cricket  and  what 
not.  I  haven't  a  cent  on  this  fight,  and 
have  no  further  interest  than  to  see  justice 
and  fair  play  done  to  both  the  badger  and 
the  dogs.  I  beg  of  you,  gentlemen,  allow 
me  to  pull  the  badger." 

After  more  heated  discussion  and 
impHcit  instructions  to  Reggie,  they  all 
gave  their  assent. 

Then  Reggie  pulled  the  "badger." 
*  *  *  You  who  have  seen  a  "badger 
fight"  will  understand  the  stars.  You 
who  have  not  should  ask  to  see  one. 
Now,  tea  has  not  been  the  popular 
Oi^B*  IIaSmm^i  ^  Tajai.«k.A  drink  in  Culbertson,  Texas,  as  it  is  in 
NTnn  1 1  U  y1   l  n  l  XX    some  larger  places,  but  Reggie  Rathbury 

WiUU  UOIIIC.CI  I  I  UOO    sold  more  tea  in  Culbertson  the  next 

 c  day  than  he  had  in  many  larger  towns. 

r  a^™d1seT:nt'^'or°e-':^^^^^      RB  ,     Mother  Babcock  has  put  Dad  Ind  Speck 

made  Tllf-adheXe"''"uI^   ^fvH  ^  ^^'^^  sincB  she  heard  of  the  badger 

tH^IJ    p^rsety  t'\oM  th"  dLendtd   |  ^iil  J     fight.     She  says  they  both  will  drink 
.Trpttu'cklei°oXring      W"     RathbuTy  tea  Until  the  entire  fifty  pounds 
— ■■  ached^— cannot  slip,  so   ^^jk       shc  made  Dad  buy  is  entirely  gone. 

"^cSfd«.d^'°°'  hd'iSll'lr^^^  At  the  Beach. 

Soft  „  .e'lvet-tt-^t'o  apX-ir/;:;l.i«.    Awarded    ^  "Don't   you   think   that's   a  nobby 

Gold  Medal  and  Grand  Prir.    Process  of  recovery  is   na-      bathing  SUlt   ClarenCC  haS  On  f 

&v%iX"::nLn.°Trai';rpiIpa°oahroS;iy  pRFF       "I*  ^urs  is)  his  knees  look  like  knobs 

Write  nam.  on  Coupon  and    send    TODAY.    riVEE.      j^j  it. "—[Florida  TimeS-Union. 

Plapao  Co,     792  Stuart  BIdg,       St.  Louis,  Mo.   

^d^, The  greatest  room  in  any  hotel  is 
BMn  o-'ii  wiu  bring  F«.  Trtoi'i>i.B.o'. '. '. .  ^  .  . .......  ■    room  for  improvement. 


Pat.  No.  1,418.960 

C.  A.  MYERS  COMPANY 

6310  Woodlawn  Ave.,  Chrcago,  IIL,  U.S.A. 


If  You  Think 
in  Terms  of  $6,000  a  Year, 
You  are  the  Man  We  Want 

We  are  looking  for  a  high  caliber  nian  in 
every  State,  who  can  sell  manufacturers  and 
dealers  in  all  lines  the  most  novel  and  com- 
plete Changeable  Electric  Sign  on  the  market. 

It  ia  a  window  display  fixture,  having 
movement.  Can  change  wording  every  day, 
if  desired,  display  space  20*  x  13',  multi- 
colored effects.  Most  attractive  device  ever 
offered  and  at  a  price  that  every  merchant 
can  afford.  Will  last  a  good  many  years, 
and  show  a  new  face  every  day. 

THE  SERVICE  SIGN  COMPANY 
420  City  Nat' 1  Bank  BIdg.    Dayton,  Ohio 


EPPLEVS 


iiMii    1         II.NELLE  Omaha,  Neb 

M(J  I  I  1.  MM<  I  IN  Sioux    City,  Iowa. 

HOTEL  MONTROSE  Cedar  Rapid*,  la. 

HOTEL  CARPENTER. .  Sioux    FalU,   S.  D. 

HOTEL  LINCOLN  Lincoln,  Nebr. 

HOTEL  CATARACT  Sioux  FalU,  S.  D. 

HOTEL  LINCOLN  Scott.bluff,  Nebr. 

HOTEL  LINCOLN  Table  Rock,  Nebr. 

E.  C.  EPPLEY,  Sole  Owner 


SEND  FOR  NEW  CATALOG 


pli«ii    »nd  rttrui>hern&lii 
for   Unit«d    Ojmriiercial  " 
TraveUrB.      Dir«/-t  I 
tnry  to  Cuatoirier  Servirn. 
Mail  order*   given  i 


PETTIBONE'S 

Cincinnati,  O. 


SOME  THERMOMETER 

18  inches  wide,  80  inches  long 

Jumbo  Thermometer 
and  Barometer 


ThmiithclMeKCBt  tlii 

feet  and  incb«B,  l>ut  in 
and  cent?.    Scores  <.f 
making  bil  suceeiis  hi 
a^ivertiflinc    ■  p  a  c  « 
"JUMHO." 
tl  80.00    For    a  Day 
Half  Work 
r>i.4play     apace  in 
places  and  on  promin 


ollart 

ell,n» 


lily. 


ired  I 


tlie  t''"Mioiiieter  in  a  day  and  i 
half  or  le«a. 
(Trii*    f^'*    Ttuiay   ana  L  f 

Strut  Y'/u  FuU  UetaxU 
Can  make  immediate  ahipmenl 

THE  CHANEY  MFG.  CO. 

Springfield,  509  Boler  St.,  Ohi. 


Tobacco  Habit 

BANISHED 

Let  Us  Help  You 


No  craving  for  tobacco  in 
any  form  after  you  begin  taking 
Tobacco  Redeemer.  Don't  try  to 

quit  the  tobacco  habit  unaided.  It's  often 
a  losing  fight  against  heavy  odds  and  may 
mean  a  serious  shock  to  the  nervous  sys- 
tem. Let  us  help  the  tobacco  habit  to  quit 
YOU.  It  will  quit  you,  if  you  will  just  take 
TobaccoRedeemeraccordingto  directions. 
It  ismarvelously  quick;  thoroughly  reliable. 

Not  a  Substitute 

Tobacco  Redeemer  contains  no  habit- 
forming  drugs  of  any  kind.  It  is  in  no  sense 
a  substitute  for  tobacco.  After  finishing 
the  treatmentyou  have  absolutely  nodesire 
to  use  tobacco  again  or  to  continue  the  use 
of  the  remedy.  It  makes  not  a  particle  of 
difference  how  long  you  have  been  using 
tobacco,  how  much  you  use  or  in  what  form 
you  use  it— whether  you  smoke  cigars, 
cigarettes,  pipe,  chew  plug  or  fine  cut  or 
use  snuff, Tobacco  Redeemer  will  i)08itiTe- 
ly  remove  all  craving  for  tobacco  in  any 
f  ormina  very  few  days.  This  weabsolutely 
guarantee  in  every  case  ormoney  refunded. 

Write  today  for  our  free  booklet  showing 
tliedeadly  effectof  tobacco  upon  the  human 
gjTBtem  and  positive  proof  that  Tobacco 
Redeeraerwill  quickly  free  you  of  the  habit. 
Newell  Pharmacal  Company, 
910  St.  Louis.  Mo. 
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SALESTAUX. 

(Coiitiniiod  from  pane 
»ut;li  exiMt.  This  liwl  character  of  ol.jec- 
tion  or  question  must  he  answered 
honestly  and  here,  again,  observation  and 
practice  will  easily  determine  in  which 
classification  these  oi)jection8  or  ques- 
tions should  be  placed. 

Each  and  every  one  of  them  can,  if 
properly  handled,  be  turned  into  a  reason 
for  buying.  If  your  solicitation  is  prop- 
erly laid  out,  i)ractically  every  question 
a  buyer  could  ask  can  be  answered  dur- 
ing the  course  of  this  solicitation,  and 
rather  than  disrupt  your  solicitation  and 
the  sequence  in  which  the  proposition 
should  bo  presented,  the  buyer  will 
appreciate  vour  saying  to  him,  "The 
answer  to  that  question  will  be  brought 
out  in  just  a  minute.  I  am  glad  you 
mentioned  it." 

Prospects  Like  to  Talk  Some. 

We  all  like  to  talk,  irrespective  of  our 
vocation,  particularly  on  those  things 
in  which  we  are  interested,  but  many 
professional  buyers,  particularly  in  large 
industrial  onterjirises,  have  cultivated  a 
shell  of  silence,  the  reasons  for  which  are 
manifest  to  any  student  of  salesmanship. 

The  most  important  reason  is  the  fact 
that  if  they  carry  on  a  gab-fest  with 
every  man  that  calls,  they  will  get  little 
or  nothing  done,  but  no  matter  how  little 
a  man  ma,y  wish  to  talk,  my  idea  of  a 
sales  solicitation  is  more  in  "the  nature 
of  a  conference  rather  than  a  one-sided 
oration  on  the  part  of  the  salesman. 
The  buyer  must  be  permitted  to  express 
himself  freely  at  all  times.  If  you,  the 
salesman,  have  your  solicitation  well  in 
hand,  there  is  no  difficulty  whatever  in 
leading  back  to  the  point  "and  taking  up 
the  thread  of  your  story  where  you  were 
interrupted. 

If  each  and  every  one  of  us  engaged  in 
selling  will  start  a  little  ledger  showing 
on  the  debit  side  objections  which  we 
were  unable  to  answer  and  on  the  credit 
side  objections  satisfactorily  answered, 
we  will  be  confronted  with  another 
surprise. 

In  trying  this  out,  it  was  discovered 
that  at  the  end  of  tliree  months  we  had 
posted  several  hundred  objections,  about 
seventy-five  per  cent  of  which  were  on 
the  wrong  side  of  the  ledger,  but  upon 
weeding  these  out  it  was  discovered  that 
they  represented  about  ten  stock  objec- 
tions couched  in  different  language  and 
that  we  had  the  answer  to  nine  of  them, 
but  had  not  had  sense  enough  to  recog- 
nize and  use  them. 

The  tenth  objection  was  based  on  the 
price  of  a  quality  product  to  which  there 
IS  only  one  answer,  that  is,  quality  and 
service,  which  is  easily  demonstrated  by 
as  simple  a  statement  as  the  fact  that  one 
good  pair  of  shoes  wall  outwear  tw  or 
three  cheap  pairs. 

Folks  Prefer  Quality. 

One  of  the  cleanest  cut  examples  I 
have  ever  seen  that  there  is  more  of  a 
market  for  quality  products  than  cheap 
products  was  a  demonstration  given  by 
&  shirt  salesman  in  six  large  cities  in  the 
United  States  at  different  times.  On 
one  counter  he  placed  a  lot  of  shirts 
marked  $1.25.  On  another  he  placed 
another  lot  of  the  same  manufacture  and 
quality  of  shirt  marked  $1.50.  At  the 
conclusion  of  these  tests  it  was  found 
that  seven  out  of  ten  had  bought  these 
shirts  at  $1.50,  which  indicates  that  the 
buying  public  naturally  expects  to  get 
a  better  product  when  they  pay  more, 
and  that  the  majority   of  people  will 


buy   t<etter  goods  at  higher   prices  if 
given   the  opj)ortunity   of   doing  so. 
Bugaboos. 

There  is  no  question  but  what  fear  and 
self-consciousness  are  two  of  the  most 
disturbing  bugaboos  with  which  a  sales- 
man has  to  do.  While  there  are  naturally 
no  figures  available  to  prove  it,  it  is 
quite  probable  that  nine  out  of  ten 
salesmen  suffer  from  this  disease  at  some 
time  or  jther  in  their  experience,  and 
generally  just  at  the  time  when  it  should 
be  least  in  evidence. 

Frankly,  there  is  only  one  way  I 
know  of  to  meet  this  ghost  and  that  is 
to  stand  right  up  and  shake  it  down. 
Go  right  into  the  places  where  fear  and 
self-consciousness  say  in  their  loudest 
tones,  "Do  not  enter  here."  It  is  in 
and  of  itself  absolutely  nothing  but  a 
creature  of  our  own  making,  the  child 
of  apprehension,  anxiety,  and  sometimes 
discouragement. 

Having  seen  many  otherwise  perfect 
salesmen  go  down  to  oblivion  along  this 
route,  this  particular  subject  has  i)roved 
a  very  serious  one,  but  you  can  add  a 
million  fears  and  find  nothing  tangible 


"SALESTAUX" 

Mighty  few  Baleenien  (nil  to  apprecmte 
Edgar  Mason's  amaiing  ability  to  get 
under  the  salesman's  skin  and  next  to 
his  heart.  Years  of  experience  roupled 
with  a  natural  gift  of  sales  understanding 
have  blossomed  into  one  of  the  meatiest 
and  trenchant  little  volumes  on  sales- 
manship yet  produced. 

Every  salesman  will  be  a  better  salesman 
after  reading  "S.\Lp:STAl'X."  A  copy, 
profusely  and  tellingly  illustrated,  may 
be  obtained  direct  from  the  publishers 
by  sending  40c.  Address  the  Shaw  Pub- 
lishing Co.,  Drawer  33,  Galesburg,  III. 


upon  which  you  can  put  your  finger  as 
you  can  add  a  million  ciphers  and  get 
nothing  for  an  answer. 

It  can  be  beaten  with  large  doses  of 
determination,  courage  and  confidence 
and  no  salesman  can  be  a  real  success 
until  he  has  met  and  mastered  this 
problem,  should  it  be  numbered  among 
those  with  which  he  has  to  contend.  It 
has  its  inception,  in  a  large  measure,  in 
that  fear  that  the  prospect  will  say 
"No,"  mentioned  in  a  previous  article. 

What  if  he  does  say  "No?"  Nobody 
will  be  hurt,  and  the  next  prospect  may 
be  waiting  for  us  with  an  affirmative 
answer. 

Let  us  remember  that  the  biggest  and 
most  influential  men  in  the  United 
States,  or  any  place  else,  are  simply 
children  grown  tall.  Just  ordinary  hu- 
man beings  who,  through  personal  ability, 
circumstances,  or  from  a  standpoint  of 
material  possessions,  have  risen  above 
their  fellows  in  the  business  world. 
There  are  none  of  them  that  we  need  to 
fear  or  that  would  want  us  to  fear  them, 
so  let's  cut  this  out  of  the  salesman's 
category,  and  go  forward  with  that 
confidence  and  poise  so  essential  to  our 
individual  progress. 

If  my  efforts  to  sell  you  the  idea  of 
better  salesmanship  have  been  success- 
ful, get  each  installment  individually, 
read  it  over  two  or  three  times,  then  sit 
down  and  wTite  out  the  things  in  your 
line  which  might  be  said  under  each 
heading;  put  a  little  of  it  into  practice 
every  day  until  you  are  able  to  present 
a   full   and   complete  sales  solicitation 


along  the  lines  suggested.  I  can  say 
with  confidence  that  your  sales  will 
increase  at  least  twenty-five  per  cent 
and  you  will  not  work  nearly  so  hard  a.i 
is  neccHsary  with  hit-or-miss  methods. 
Not  only  will  this  prove  true,  but  you 
will  also  find  a  diderent  attitude  on 
the  part  of  the  buyer.  He  will  get  to 
look  to  you  for  information  as  to  what 
is  going  on  in  other  fields.  You  are  a 
student  of  tho.se  things  which  are  of 
interest  to  buyers,  and  instead  of  being 
an  unwelcome  visitor,  he  will  look  for- 
ward to  your  visits  with  pleasant  antici- 
pation. 

A  Few  "Don'ts." 

IN   closing,  let  us  enumerate  a  few 
don'ts. 
Don't  oversell  either  yourself  or 
your  line. 

Don't  make  a  practice  of  trying  to 
be  funny  or  crack  jokes.  Very  few  of 
us  have  the  necessary  sense  of  humor  or 
the  time  during  business  hours  to 
appreciate  this  character  of  salesman- 
ship. 

Don't  make  a  practice  of  using  the 
personal  pronoun  "I."  It  becomes  ob- 
noxious. 

Don't  antagonize  a  prospect  no  matter 
what  he  may  say;  instead  try  to  blend 
in  with  the  prospect. 

Don't  talk  over  his  head.  Try  to 
adapt  yourself  to  his  education  and 
environment. 

Don't  waste  a  lot  of  time  in  loose  talk. 

Don't  argue.  Many  sales  are  lost 
through  arguments. 

Don't  pretend  that  you  know  it  all. 
If  the  ])rospect  asks  you  a  ouestion  that 
you  can  not  answer,  tell  nim  franklv 
that  you  do  not  know,  but  that  you  will 
find  out.  He  will  think  a  lot  more  of 
you  for  so  doing. 

Don't  tell  all  you  know  in  the  first 
visit,  as  the  prospect  may  have  sufficient 
imagination  to  fill  in  the  gaps  himself, 
and  his  thoughts  will  naturally  appeal 
to  him  much  more  strongly  than  any 
you  might  advance. 

Don't  permit  yourself  to  be  placed 
on  the  defensive.  If  you  find  yourself 
in  this  position,  compliment  the  buyer, 
admit  frankly  that  he  is  one  too  many 
for  you,  but  that  you  are  coming  back 
when  you  learn  a  little  more  about 
selling. 

Don't  misrepresent  or  exaggerate. 
Tell  the  truth. 

Don't  be  over-enthusiastic.  Over-en- 
thusiasm has  a  tendency  to  make  a 
buyer  suspicious. 

Don't  promise  to  do  something  unless 
you  know  it  can  be  done  and  you  will 
do  it. 

Don't  ask  for  an  order.  The  majority 
of  prospects  will  sell  themselves  if  you 
give  them  a  chance. 


SALESMEN  WANTED  TO 

SELL  PROFITS 

RetAile'-s  everywhere  are  looking  for  ways  to  add 
to  their  pr;fit9.  When  ym  are  with  'Js.  you  are 
gfUing  whM  Iheu  winl  More  money  sounds  eood 
to  thetn  and  the.v'tl  liitteo  to  your  story. 

Our  line  of  money-makere  has  ju*'t^t.een  eDlaf;ged 

Darts  of  the  country. 

MAKE  $5,000  to  $15,000  YEARLY 

bilities  are  great,  and  what  you  make  dependB 

You  get  exclusive  territory — aud  all  leads  com- 

you  sell.  Coiniui36ioD  averasea  $150  per  sale 
We're  a  inillioo  dollar  oorapaoy  with  twenty-aix 
■  ucc»9d[ut  yean  in  bark  of  us.  Write — tell  ua 
who  you  are  and  what  you  hav*  done.  Our  sales 
iiiftQager  will  wriU  and  zivm  you  all  the  detAili  on 
our  ofTer. 

HOLCOMB  &  HOKE  MFG.  CO. 

IS77  Van  Bur«n  Str«*t.  lndian«E>oli«.  Indiana 
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Responsibility  for  jour 
salesmen's  samples 

During  how  much  of  the  time 
are  your  salesmen's  samples 
protected  against  loss  or 
damage  ? 

A  North  America  Commercial 
Travelers'  Policy  offers  you 
broad  protection.  Prompt 
payment  of  claims. 

Write  for  further  details,  en- 
closing the  memorandum 
printed  with  this  advertise- 
ment. 

Any  insurance  agent  or  broker 
can  get  you  a 
North  America  Policy 

Insurance  Company 
of  North  America 

PHILADELPHIA 

"JheOldest  American  Fire  and MarinelmuranceCompany 
Capital$5,000.000   Founded  17^2  ^ 
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CLAIM  QUICKLY  ALLOWED. 
I  acknowledge  receipt  of  voucher  covering 
death  of  my  husband  April  28,  thirty  days 
after  his  accidental  death,  when  his  car  backed 
off  the  dock  here.  Voucher  for  $25,  first  week- 
ly indemnity  also  received.  Please  accept  my 
thanks  for  your  very  prompt  handling  of  this 
claim. — Mrs.  Marian  Sinclair  Dickson,  Tam- 
pa, Fla. 


and  the 


^  too? 


CHILDREN  ARE  BABIES  YET. 

We  thank  the  Order  of  United  Commercial 
Travelers  of  America  for  the  way  in  which 
was  handled  my  claim  for  the  death  of  my 
beloved  husband.  The  allowance  of  this  claim, 
so  quickly  allowed,  surely  means  a  great  deal 
in  assisting  me  in  bringing  up  and  educating 
my  two  little  children,  who  are  only  babies 
yet.  My  little  girl  was  only  22  months  old 
the  day  her  papa  was  laid  away.  My  darling 
boy  is  only  4  years  old.  I  cannot  express  to 
your  noble  Order  my  appreciation.  Again  I 
thank  you  for  your  promptness. — Mrs.  Zora 
Cushman,  Kalamazoo,  Mich. 

Safety  First 

//  you  would  give  protection 

KEEP  YOUR  INSURANCE  PAID  UP 


AUGUST 


THE    SAMPLE  CASE 


U.  C.  T.  SUPREME  COUNCIL. 

(Contiiiuod  from  pnne  28.) 
when  Frank  J.  Rooser  was  installed  Supreme 
Counselor.  The  delegation  made  him  a  pres- 
ent of  a  magnificent  bouquet  of  flowers.  Su- 
preme Counselor  Rooser,  in  accepting  it,  said 
he  would  select  one  flower,  which  ho  would 
praea  and  retain  for  all  time,  the  remainder 
of  the  immense  bouquet  he  would  have  pre- 
sented to  some  cljildrcn's  Home  where  the 
unfortunate  orphans  might  enjoy  his  pleasure 
with  him.  Mr.  Roeser  ia  Missouri's  second 
Supreme  Counselor,  the  former  being  S.  S. 
Morse,  1904  to  190a.  In  recognition  of  his  long 
services  in  the  Order,  the  new  Supremo  Coun- 
selor appointed  S.  S.  Morse  the  Supremo  Chap- 
Iain.  Counselor  Roeser  is  the  twenty-seventh 
Supreme  Counselor. 

As  a  presiding    officer.   Supreme  Coun- 
selor C.  V.  Henderson  made  one  of  the  best 
!iniong  the  many  good  Supreme  eJounsolors. 
His  decisions  were  unbiased,  firmly  and  quickly 
'  •,  and  he  showed  no  favors.    He  will  go 
in  the  history  of  the  Order  as  one  of 
ii  iit  presiding  officers. 

I'list  Supreme  Counselor  George  E.  Hunt, 
nstalling  officer,  inducted  the  newly  elected 
)fficers  into  office.  Counselor  Hunt  made  an 
jnviable  record  while  Supreme  Counselor, 
ind  as  installing  official  he  staged  a  ceremony 
well  worth  witnessing. 

Personal  and  Otherwise. 

H.  S.  Spivey,  that  grand  old  man  from 
\rkansas,  was  a  prominent  figure  on  the  floor, 
tie  was  accompanied  by  D.  E.  Shapard,  the 
lew  Grand  Counselor  of  that  state. 

F.  B.  Potterton  of  Jersey  City,  N.  J.,  is 
ilways  a  hard  worker  in  U.  C.  T.  work,  and 
ived  up  to  his  reputation  at  Supreme  Council, 
loseph  Amberg  was  likewise  prominent. 

T.  R.  Crayston,  Toronto,  and  F.  W.  St. 
-.awrence,  London,  Ont.,  were  conspicuous 
epresentatives  of  the  Supreme  Jurisdiction 
n  Canada. 

The  man  who  thinks  the  New  York  delega- 
ion  had  no  orators  is  far,  far  astray,  and 
imong  the  real  coming  U.  S.  Senators  from 
^few  York  is  Ralph  H.  Davb.  Walter  M. 
iVinn,  Charles  H.  Abbott  and  Past  Supreme 
^Jounselor  R.  A.  Tate  were  also  prominent. 

Texas  was  represented  by  a  bunch  of  mighty 
ine  looking  men,  and  every  man  of  them  is  a 
ihouting  worker  for  the  U.  C.  T. 

It  would  be  hard  to  find  a  higher  class  set 
)f  men  than  the  delegates  from  Ohio,  the  home 
itate  of  the  U.  C.  T. 

Kansas  was  very  much  on  the  U.  C.  T.  map 
>t  the  Supreme  Council.  It  was  a  live  delega- 
ion,  and  they  made  their  presence  felt.  M. 
ieinbach  of  Topeka  was  the  spokesman  for 
Kansas. 

J.  M.  Dresser,  St.  Paul,  was  among  that  live 
lunch  of  hustlers  from  the  Minnesota-North 
Dakota  delegation.  The  entire  delegation 
vas  composed  of  active  U.  C.  T.  enthusiasts. 

Nebraska  may  well  feel  proud  of  its  repre- 
sentatives. Every  man  of  them  had  the  best 
nterests  of  the  Order  in  view. 

M.  G.  Howarn,  John  D.  Martin,  and  L.  J. 
3urch  made  it  known  that  Michigan  was  at 
he  meeting. 

When  that  veteran,  W.  J.  Rau,  of  the 
Texans.  arose  to  speak,  there  was  something 
n  his  voice  that  quieted  all  other  sounds  and 
le  held  attention  until  he  took  his  seat. 
^  J.  F.  Ells  and  E.  C.  Mahle  of  Minnesota- 
>outh  Dakota  had  no  trouble  to  gain  recog- 
lition.  They  said  something  worth  while, 
oo. 

C.  P.  Dogherty  and  C.  E.  Hobbs  of  the 
^ew  Englanders  got  the  floor  sufficiently  often 
;o  please  most  any  delegate.  It  was  a  pleasure 
;o  the  delegates  to  again  meet  Charles  A. 
3aines,  Melrose,  Mass.,  after  his  absence  from 
several  meetings. 

Albert  Triplett  of  Washington,  P  ' 
V  leader  in  several  of  the  debates  and  made  a 


Salesboard  Operators,      Fair  Workers,      Concession  Men 

SOMCTHINO  NEW 

California  Gold  Souvenir  Quarters 
and  Halves 

Originator*  of  tho  LatMt  Jawalry  Craze. 

Complete  line  for  immediate  deliver^'.    Send  75c  for  sample, 
with  holder. 
Exclusive  territory  to  live  salesmen. 
J.  G.  GREEN  CO.,     58  Second  St.,     San  Francisco,  Calif. 


good  impression  in  his  remarks. 

Illinois  sent  a  delegation  that  carried 
weight.  It  was  composed  of  live-wire  repre- 
sentatives. 

Charles  R.  Sutton  of  Windham,  Mont., 
was  among  the  leaders  at  the  great  meeting. 
Montana-Utah-Idaho  may  well  take  pride 
in  the  delegation  from  that  Grand  jurisdiction. 

B.  A.  Honeycomb,  Madison,  Wis.,  was 
among  the  leaders.  Tlie  Wisconsin  delegation 
was  composed  of  leaders,  and  they  made  them- 
selves known. 

Percy  Martin,  and  there  were  a  lot  of  Mar 
tins  at  the  meeting,  made  the  Oregon-Wash- 
ington-British Columbia  jurisdiction  a  promi- 
nent one. 

John  T.  Reese  and  J.  R.  Davis  of  Iowa  were 
among  the  prominent  speakers.  Iowa  was 
well  represented  in  its  entire  delegation. 

That  old  war-horse,  H.  L.  Judell,  of  San 
Francisco,  made  a  big  hit  with  the  Supreme 
Council  delegates.  Barney  Hirschberg's 
smile  was  contagious,  beaming  sunshine  every- 
where. 

G.  O.  Korndorffer  of  Natchez,  Miss.,  was 
leader  of  the  Mississippi-Louisiana  delegation, 
ably  assisted  by  A.  F.  Babin  and  W.  W. 
O'Neal. 

Fred  Humphrey  was  the  lone  representative 
of  Colorado,  but  he  was  a  power  and  made 
Colorado's  interests  known. 

J.  D.  Taylor  was  the  orator  from  Tennessee, 
but  the  backing  he  received  from  Martin 
Bilger  and  J.  B.  Carver  made  him  still  more 
prominent.  Tennessee  was  very  influential 
on  account  of  being  the  home  State  of  Past 
Supreme  Counselor  C.  V.  Holderman. 

Indiana's  voice  was  heard  through  W.  V- 
Bozell,  but  the  rest  of  the  Indianaians  were 
active  workers  and  influenced  the  meeting. 
It  was  a  delegation  strong  and  influential. 

When  Georgia-Florida  sent  Max  Heinberg, 
George  Urquhart  and  J.  H.  Tinberlake  to 
Columbus  no  mistake  was  made.  It  was  a 
strong  delegation. 

S.  A.  Mitchell  and  J.  B.  Bailes  made  good 
representatives  of  Alabama. 

One  of  the  really  great  pieces  of  oratory 
of  the  entire  meeting  was  the  address  of  C.  C. 
Taylor  of  Greensboro,  N.  C.  It  was  a  master- 
piece and  coming  near  the  closing  hour,  it 
sent  everj'  man  away  with  a  deeper  reverence 
for  his  beloved  Order.  The  Carolinas  had  a 
good  delegation. 

South  Dakota  sent  two  able  representatives 
in  W.  G.  Jacobs  and  J.  L.  W.  Zeitlow. 

W.  E.  Clark  and  H.  F.  Moulden  were  among 
the  leaders  in  legislation,  and  were  ably  assisted 
by  T.  D.  Osbom  and  R.  H.  A.  H.  Knight,  also 
of  the  Manitoba-Saskatchewan-Alberta  juris- 
diction. 

In  C.  E.  Waite  and  B.  C.  Underhill  Okla- 
homa had  an  influential  delegation. 

The  new  Committee  on  State  of  the  Order 
consists  of  M.  J.  Martin,  Texas;  H.  A.  Prit- 
hett,  Indiana;  Charles  H.  Abbott,  New  York. 
Jurisprudence  Committee;    P.  A.  Patterson, 


Pennsylvania;  Hugh  H.  Doran,  Iowa;  A.  G 
MacEachron,  Michigan.  Auditing  Com 
mittee:  Leonard  M.  Graves,  Providence 
R.  I.;  A.  C.  Kennedy,  Illinois;  H.  S.  Spivey 
Arkansas.  Other  committees  will  be  an 
nounced  as  soon  as  The  Sample  Case  has  access 
to  the  stenographer's  notes. 

The  Committee  on  Eastern  Canada  promo- 
tion work  is  composed  of  T.  R.  Crayston, 
Toronto;  H.  Spencer  Rowe,  New  York;  A.  G. 
MacEachron,  Michigan.  It  was  a  good 
resolution,  introduced  by  H.  F.  Moulton, 
Winnipeg,  to  provide  for  support  of  the  cam- 
paign in  Eastern  Canada. 

Charles  Abbott,  of  the  State  of  the  Order 
Committee,  was  assistant  postmaster  at 
Auburn,  N.  Y.,  for  eighteen  years.  He  is 
widely  known  among  the  U.  C.  T. 

James  E.  Burrus,  Fairport,  N.  Y.,  8er\ed 
his  fourth  term  in  Supreme  Council  this  year. 
He  is  an  efficient  legislator. 

C.  F.  E.  Peterson,  Minneapolis,  an  expert 
insurance  man,  was  of  great  assistance  on 
account  of  his  familiarity  with  insurance. 

The  retiring  members  of  the  State  of  the 
Order  Committee  made  a  good  record  for 
efficiency.  Likewise  the  members  of  the 
Jurisprudence  and  the  Auditing  Committees. 
Other  committees  also  deserve  special  mention. 
The  outgoing  administration  was  marked 
by  efficiency  in  eveo'  department.  The  new 
administration  starts  out  under  clear  skies 
with  fair  sailing,  and  it  is  forecast  by  old-timers 
that  200,000  members  of  the  U.  C.  T.  within 
the  next  year  is  not  an  impossible  number  for 
which  to  hope. 


C  A  I  F^MFN-To  sell  Oils.  Belting. 
OALEiOmnn  Hose.  Paint,  Varnish, 
to  factories,  mills,  auto  owners,  stores, 
threshers,  outside  large  cities.  Excellent 
proposition.    Pav  weekly. 
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The  Gideon 


sociation  of  America  are  increasing  their 
membership  rapidly.  Their  purpoee  is  to 
bring  the  Gospel  of  Christ  to  the  Commercial 
Travelers  and  transients  of  America. 

618,000  BIBLES 
have  been  placed  in  the  hotel  bedrooms, 
so  far,  to  that  end. 

CHRISTIAN  COMMERCIAL  TRAVELERS 

are  urged  to  jDin,  and  all  fellow  travelers 
are  solicited  to  subscribe  for 

THE  GIDEON  MAGAZINE 
$1.00  per  year.   This  will  help  us  in  the  work, 
boys. 

Write  for  particulars  at  once. 
A.   B.   T.    MOORE,    National  Secretary 
140  S.  Dearborn  St.  CHICAGO,  ILL. 


THE    SAMPLE  CASE 


What  the  CRESCO 
PLAN  HAS  DONE  for 
C.  E.  Brown  of  North 
Carolina,  It  will  Do  For 
YOU 

l)rovi<lo(J  you  are  ariihitiouH  to  MAKE 
MOKIO  MONEY,  e8tal)lish  a  l)uaincsB 
of  your  own  and  he  independent. 
A  year  aco  Brown  was  in  the  same 
position  tnat  thousands  of  other  men 
and  women  are  in  today. 
Future  prospects  were  slim  and  it 
looked  as  though  he  would  have  to 
work  for  a  mere  living  wage  the  rest 
of  his  life. 

Then  one  day  he  saw  and  answered 
a  Oesco  Advertisement. 
On  that  day  Brown's  future  became 
assured,  and  now  he  has  a  splendid 
business  which  brings  him  in  many 
times  as  much  money  as  he  could 
ever  have  hoped  to  make  at  his  old  job. 
With  his  last  letter  for  instance,  re- 
ceived just  before  going  to  press,  he 
enclosed  orders  for  twenty-seven  Cres- 
co  Raincoats  of  the  total  value  of 
$527.25.  This  one  batch  of  orders 
netted  him  over  .flGO.OO.  Just  think 
of  it! 

Wouldn't  YOU  consider  that  a  good 
week's  salary?  Indeed  you  would — 
and  yet  it's  quite  possible  to  sell  even 
MORE  Cresco  Raincoats  in  a  week! 
Brown's  success  is  not  at  all  unusual. 
Hundreds  of  other  Cresco  represen- 
tatives are  making  more  money  than 
they  ever  dreamed  possible,  before 
they  joined  the  ranks  of  the  Cresco 
Go-Geters. 

Prove  it  for  yourself — fill  in,  clip  i 
mail  the  coupon  printed  below  and 
the  Cresco  Sales  Outfit  including 
Style  Book,  samples  of  fabrics,  tape 
measure,  order  forms,  sales  instruc 
tions,  etc.,  will  be  sent  to  you  im- 
mediately, free  of  charge. 

A  few  months  from  now  you'll  be  saying,  it's 
the  best  day's  work  you  ever  did. 
Selling  Cresco  Raincoats  on  the  Cresco  Plan  if 
pleasant,  easy  and  highly  profitable. 
Everybody,  everywhere,  needs  a  raincoat;  rain- 
coats are  necessities  for  the  entire  family. 
CRESCO  RAINCOATS  are  the  best  raincoats 
and  the  finest  values  you  ever  saw.    They  excel 
in  style,  quality  of  material  and  fit,  yet  by  the 
Cresco  plan  they  can  be  sold  for  lower  prices 
than  those  often  asked  for  inferior  raincoats. 
Cresco  Salesmen  are  respected  and  welcomed 
wherever  they  go  because  they  perform  a  real 
service  by  enabling  people  to  buy  the  highest 
grade  raincoats  direct  from  the  factory  at  factory 
prices. 

The  beauty  of  the  Cresco  Plan,  for  the  salesman, 
is  that  your  work  brings  IMMEDIATE  RE- 
TURNS. Every  time  you  sell  a  Cresco  Raincoat 
you  pocket  your  commission  RIGHT  ON  THE 
SPOT. 

You  send  in  the  orders  to  the  factory  and  the 
raincoats  are  made  up  and  shipped  DIRECT 
TO  THE  CUSTOMERS  C.  O.  D.  No  invest 
ment  other  than  your  time  is  required  on  your 
part  and  you  incur  no  responsibility.  We  guar 
antee  to  satisfy  your  customers. 

Mail  the  coupon  NOW. 

Improved  Manufacturing  Co. 

Ashland,  Ohio 


Improved  Manufacturing  Company, 
Ashland.  Ohio,  Dept.  271. 

I  am  mterested  in  the  Cresco  Plan  and  wish  to 
become  a  Cresco  Representative  on  a  (whole) 
(part)  time  basis.  Kindly  send  me  the  Cresco 
Sales  Outfit. 

NAME   -   

Address  —   --■  

PRINT  Your  Name  and  Address  to  Avoid 
Mistakes 


MAKING  A  SALE  TO  A  LAWYER. 

(Ooiitiiiucd  from  pa^c  12.) 
hooks  and  would  not  buy  any,  and  that 
my  talk  would  be  usciless. 

I  don't  think  I  ever  met  a  man  more 
rwjsitive  that  he  would  not  buy.  I  knew 
lie  was  a  big  man  and  well  versed  in  law. 
I  also  knew  that  1  knew  more  than  he 
did  about  my  books,  for  if  he  had  known 
as  much  as  I  knew  aliout  them,  they 
would  be  in  his  oflice. 

It  did  not  take  me  long  to  tell  him 
this,  and  I  did  so  just  as  emphatically 
as  he  had  stated  he  did  not  wish  to  buy. 

He  came  back  harder  than  ever  and 
told  me  in  plain  facts  that  I  was  the  first 
man  in  five  years  who  had  even  so  much 
as  had  the  chance  of  talking  law  books 
to  him.  He  added  that  he  had  thrown 
more  than  one  book  agent  out  the  door. 

At  all  times  keeping  directly  in  front 
of  my  man,  and  never  letting  anything 
come  between  us,  not  even  a  desk, 
which  rule  I  found  was  one  of  the  greatest 
points  necessary  to  reach  that  psycho- 
logical moment  when  you  can  close  a 
deal,  I  suddenly  rai.sed  my  hand  and 
said  that  I  was  surprised  that  a  man 
with  his  intelligence,  and  his  love  for 
flowers  and  the  beautiful  things  in  life, 
and  his  desire  to  advance  and  teach  his 
fellow  man  right  from  wrong,  should 
be  so  stubborn,  just  because  he  had 
once  been  swindled,  and  was  surprised 
that  he  would  let  a  really  great  op- 
portunity slip  by  to  buy  a  set  of  books 
that  would  thereafter  not  only  give  him 
the  greatest  of  assistance  with  his  law 
problems,  but  would  minimize  his  work 
to  such  a  degree  that  he  could  find  more 
time  to  spend  on  his  favorite  pastime, 
his  garden. 

THE  little  rose  did  the  trick.  He 
reached  out  and  took  that  little 
rose  bud  and  raised  it  to  his  face. 
I  went  on  talking  to  him  for  over  three 
hours,  while  his  clients  waited  in  the 
outer  office.  When  I  left,  about  noon, 
he  grasped  my  hand  and  said  if  it  hadn't 
been  for  that  little  rose  bud  he  would 
have  surely  passed  up  a  good  thing.  I 
returned  that  grasp  and  placed  a  good 
fat  contract  together  with  a  great  big  cash 
payment  in  my  little  old  wallet.  Silently 
I  thanked  my  Creator  for  all  the  blessings 
He  had  given,  and  particularly  roses. 

It  is  needless  to  say  that  the  boss  was 
agreeably  surprised  to  receive  this  big 
order  from  this  party,  and  from  that 
date  my  reputation  was  made  in  landing 
big  contracts.  I  was  soon  taken  off  the 
smaller  districts  and  sent  on  special 
trips  to  interview  some  of  the  biggest 
prospects  in  the  country. 

Always  know  your  man's  hobby; 
it  is  easy  to  find  out,  and  when  you 
can't  swing  your  deal  on  the  showing 
of  your  goods  alone,  use  that  one 
hobby  of  his  for  a  leverage.  It  puts 
his  mind  into  a  channel  that  makes 
him  easy  to  reach,  and  will  just  as 
surely  land  your  sale  as  my  little 
rose  did  mine. 


Observations  of  Oldest  Inhabitant. 

You  used  to  see  a  "what-not"  in  the 
corner  of  every  living  room  and  a  family 
album  and  a  "Bible  on  the  center  table. 
Nowadays  you'll  find  a  phonograph  in 
the  corner  and  the  only  book  in  sight  is 
one  filled  with  jazz  records. 


$248.11  EARNINGS  ONE  WEEK 

—and  week  in.  wwsk  out  A.  O.  Hmitli  Ub«  avern«e'l  »l  62 .00 
in  WjinmlMion  every  week  iiince  Janu«ry  l«t.  lie  ill  only 
one  of  the  nuiny  happy,  imlepcndent  Erickeon  men 
nriakinc  «ood  money.  We  Ixave  available  a  number  ol 
exclueive  territorien  on  our  line  of  patented  advertmng 
Hpecialtiee,   Write  for  detaile. 

C.  E.  ERICKSON  COMPANY,  INC. 
Des  Moines,  Iowa 


Emble 


for  Banquets  and  ParaUen  »1. 00  per  dozen, 
$10.00  per  gross     Sold  JPj5'-l"8iv'ily  by 

'GEO.  LAUTERER  CO. 
222  W.  Madison  St.,  Chicago 


For  Salesmen  Who  Can  Produce 

The  Brown  &  Bigelow  line  offers  an  unusually 
attractive  proposition  to  salesmen  who  want 
to  establish  themselves  in  a  permanent  busi- 
ness, and  to  increase  their  earning  capacity 
annually.  ,   •  .u 

Brown  &  Bigelow  employ  1,200  people  in  the 
largest  factory  in  the  world  devoted  exclusively 
to  the  manufacture  of  Art  Calendars  and 
Advertising  Specialties.  They  constitute  a 
nationally  known  institution  with  26  years  in 
the  Remembrance  Advertising  business.  Brown 
&  Bigelow  travel  over  200  salesmen,  covering 
North  America,  with  branch  ofiBces  in  all 
principal  cities.    For  particulars  write 

ED.  H.  E  ARM  ART,  Sales  Mgr. 

Brown  &  Bigelow 

ST.  PAUL,  MINN. 


WhyManyMen 
are  Old  at  40 


Perhaps  the  most  common  cause 
is  the  disturbed  condition  of  an 
important  jland.  Even 
Iron  constitution  are  not  exempt 
from  this  amazingly  commoft 
irrefularity.  We  have  for  limit- 
ed distribution,  an  ethically  accurate,  educational  asd 
interestinf  „ 

FREE  BOOK 

Its  messaje  may  prove  of  tmsuspected  value  to  you. 
It  explains  how  a  disturbed  condition  of  this  vital  fland 
may  cause  sciatica,  backache,  painful  and  tender  feet,  in- 
terrupted sleep  and  other  extremely  uncomfortable  and 
often  serious  conditions.  It  tells  of  Thermalaid.  a 
simple  means  by  which  the  essential  of  a  new  hyrienle 
principle,  done  into  convenient  form  corrects  this  pros- 
tate tland  condition  and  its  attendant  health  faults 
without  medicine,  massaEe,  or  knife.  The  record  of  iCt 
success  for  five  years  is  incontrovertible.  The  book  Is 
free.         Simply  address 

THE  ELECTRO  THERMAL.  CO. 
4110  Main  St.,      SteubenvlUe,  Ohlo^ 


The  day  is  near  at  hand  when  it  will 
be  a  distinct  advantage  to  be  college 
trained  for  the  business  of  wholesale 
housekeeping. 


AERO  FANS 

Highly  polished  nickel  holder.  Absolutely  noiseless. 
Made  up  in  eioeilent  style-  Detachable,  so  can  bs 
carried  in  pocket  or  puree.  Bie  money  maker  for 
Agents,  Demonstrators.  Conceaeionairee.  S«nipla» 
50c,  prepaid.   $3.75  per  Doien. 

Write  tor  Special  Prices  in  eroes  lots 


U  G  U  ST 
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i  A  Tribute  to  I 
I     Salesmen  | 

[;  IiicliiiniipoliM  ;Stiir  E 

|iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiir: 

WE  hate  to  fool  you,  but  we're  going 
to.    You  expect  us  to  get  funny 
about  traveling  men.    We  won't. 
Traveling  men,  a  fellow's  mother,  his 
hurch  denomination — these  aren't  funny 
■ibjects. 

Traveling  men  are  soldiers  of  commerce 
•ailing  their  lives  for  their  living. 
Not  onlv  that- — they  trade  their  lives 
r  their  families  and  their  employers' 

I  raveling  men  wander  from  place  to 
1  II  c  in  cold  and  heat  and  discomfort, 
lit  up  with  (and  for)  bad  accommoda- 
ii'is,  and  don't  kick  much. 
.\n(l  whenever  one  of  them  sights  a 
otcl  where  the  proprietor  treats  him 
alf  way  white  and  smiles  at  him  and 
ries  to  have  the  grub  clean — just  tries, 
hat's  all — and  really  cares  whether  the 
raveling   man    is   comfortable   in  his 
Dom — then  you  ought  to  hear  the  boost- 
ig  that  traveling  man  gives  that  hotel. 
You'd  think  he  was  paid  wages  for  it. 
But  he's  not. 

When  the  lay  traveler  gets  all  balled 
p  in  his  railroad  connections  and  does 
ot  know  what  to  do,  the  traveling  man 
(ills  out  his  railroad  guide  or  a  bit  of 
is  own  clear  memory,  and  tells  the  lost 
no  liow  to  head  in  or  make  a  short  cut. 

11c  will  take  chances  on  missing  a 
rain  himself  to  do  this. 

There  are  pinheads  in  this  world  who 
iiink  traveling  salesmen  are  fresh  guys 
ho  live  for  the  sake  of  flirting,  gambling, 

riicse  pinheads  need  another  guess. 

Most  of  the  traveling  men  we  know 
ivo  sons  and  daughters,  and  nearly  all 
I  I  hem  have  wives,  of  their  own. 

And  if  those  wives  are  as  square  with 
raveling  hubby  as  we  know  hubby  is  in 
ine  cases  out  of  ten  with'  wife,  when 
hey  are  separated,  the  lack  of  virtue  in 
his  country  is  sadly  over-estimated. 

Once  in  a  while  there  is  a  traveling 
lan  who  is  all  that  the  pinhead  thinks 
hey  all  are;  but  he  is  an  exception,  and 
e  doesn't  hold  his  job  very  long. 

If  we  wanted  a  square  deal — wanted 
0  be  sure  of  it,  and  of  genuine  Christian, 
nselfish  charity  thrown  in,  we  should 
ever  hesitate  to  submit  our  case  to  a 
ury  of  traveling  men. 

We  are  for  him,  strong. 

For  we've  met  him  away  from  home. 
-(IndianapoHs  Star. 


WHO  ALMOST  MAKES  GOOD. 

(Continued  from  page  22.) 
Make  Investigation. 

Boleman  had  to  admit  that  the  fault 
lust  be  his.  Then  an  investigation  of 
ow  he  had  failed  was  begun.  He  was 
.onest  in  thinking  that  he  had  done  his 
lest.  He  insisted  that  he  had  worked  the 
erritory  as  often  as  required  or  about 
•nee  in  five  weeks,  calling  on  the  more 
mportant  stores  twice,  on  the  average, 
n  that  length  of  time.  Under  close 
luestioning,  he  admitted  that  some  of 
he  most  distant  parts  might  not  have 
)een  called  upon  quite  so  often.  His 
xpense  books  were  finally  produced, 
tnd  Boleman  was  evidently  surprised 
0  find  that  in  many  cases  he  had  not 
iveraged  calling  as  often  as  once  in  two 


months.  In  the  towns  where  his  sales 
had  shown  increase,  he  had  been  even 
more  frequent  in  his  visits  than  was 
absolutely  necessary.  The  cxi)lanation 
was  traced  to  the  fact  that  these  places 
furni.shed  amusement  in  the  way  of  base- 
ball games,  fishing,  theatres  and  the  like. 

Up  to  that  time  the  house  had  not 
kept  any  record  of  salesmen's  calls  except 
through  the  expense  books,  and  the  sales 
manager  did  not  see  them  at  all,  as  they 
went  to  the  accounting  department,  and 
were  checked  with  the  miles  traveled 
the  number  of  meals  charged  and  the  like, 
rather  than  with  the  amount  of  business 
produced  on  each  call,  or  the  length  of 
time  between.  The  firm  knew  exactly 
how  much  had  been  sold  each  customer, 
but  did  not  know  when  or  why  one  of 
its  lines  had  been  discontinued. 

Three  things  of  importance  resulted 
from  the  investigation.  A  method  of 
investigation  was  established;  the  firm 
and  its  competitors  continued  to  exchange 
mutually  valuable  information  to  the 
benefit  of  each;  salesmen  of  the  firm  were 
required  to  report  every  call,  and  that 
was  made  a  matter  of  permanent  record. 

Boleman  was  continued,  and  a  year 
later  was  showing  excellent  results. 


The  Dawn  of  Culture. 

"dot  a  sweetheart  yet,  Lily?" 

"Yes,  and  he's  a  regular  gentleman." 

"You  don't  say  so?" 

"Yes,  he  took  me  to  a  restaurant  last 
night  and  poured  his  tea  into  a  saucer  to 
cool  it;  but  he  didn't  blow  it  like  com- 
mon peoi)le  do — he  fanned  it  with  his 
hat!" 


^IllllllllllllllllllllllillllllllllllllllllllllllllU 

iCanada  Growsl 
I     in  Wealth  | 

E  Youth's  Coinpaiiic.n  = 

R^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii? 

IN  the  last  ten  years  the  population  of 
Canada  increased  at  a  little  higher 
rate  than  the  population  of  the 
United  States.  The  Canadian  census, 
taken  last  year,  showed  a  population  of 
8,772,631  as  against  7,206,643  in  1911  — 
an  increase  of  slightly  more  than  twenty 
per  cent. 

The  movement  of  population  during 
the  decade  was  a  movement  westward 
and,  as  the  recent  elections  showed,  has 
greatly  increased  the  political  power  of 
the  provinces  in  the  extreme  West.  Of 
the  million  and  a  half  increase  in  the 
population  the  provinces  west  of  On- 
tario contributed  more  than  650,000. 
The  two  central  provinces  of  Quebec  and 
Ontario  not  far  from  one-sixth.  In  New 
Brunswick  and  Nova  Scotia  the  increase 
was  negligible,  and  Prince  Edward  Island 
suffered  a  loss  of  a  few  thousand. 

Canadians  have  reason  to  be  proud  of 
their  gain  in  numbers,  in  wealth  and  in 
enterprise;  but  they  have  still  more 
reason  to  be  proud  of  what  they  are. 
Their  land  is  a  broad  and  glorious  heri- 
tage, abounding  in  mineral  resources 
and  producing  wonderful  crops  from 
vast  regions  of  great  fertility.  Politi- 
cally they  are  as  free  as  they  wish  to  be, 
for  they  prefer  their  British  connection 
to  the  complete  independence  that  they 
might  have  for  the  mere  asking.  They 
are  at  peace  with  the  world,  lor  they 
have  only  one  neighbor,  and  that  one  is 
absolutely  friendly,  overflowing  with 
good  wishes  and  rejoicing  at  every  ad- 
vance in  Canadian  prosperity. — [Ex- 
change. 


JilllllllllllllllllllllllllllllllllllllllllllllllHI^ 

1  Isn  't  It  the  1 
I       Truth?  I 

E  Tlic  Hinlc.w  .ManaiiiK'  E 

 iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiT 

NO  intelligent  person  can  understand 
why  it  is  that  people  will  delib- 
erately abuse  hotel,  railroad  and 
public  j)roperty. 

Even  in  hotels  patronized  by  people  of 
considerable  means,  the  edges  of  dressers 
and  beds  are  invariably  burned  by  cig- 
arettes; window  frames  and  door  casings 
are  scratched;  plaster  is  chipped  and 
bathroom  tiling  is  often  needlessly 
broken. 

A  hotel  proprietor,  who  purchased 
attractive  and  expensive  shades  for  the 
lamps  in  his  rooms,  told  me  half  of  them 
were  stolen  in  six  months. 

I  have  seen  city  councilmen  delib- 
erately drag  their  heels  across  the  topi 
of  fine  walnut  tables. 

I  unloaded  some  of  my  indignation  on 
this  subject  to  a  friend  recently,  and  he 
told  me  of  a  well-to-do,  respectably 
married  woman  who  was  passing  a 
cemetery  at  dusk.  She  saw  a  finely 
shaped  blue  pitcher,  obviovisly  an  an- 
tique, and  went  into  ecsta.sies  over  it. 
The  pitcher  was  filled  with  freshly-cut 
flowers  and  had  been  placed  on  a  grave 
only  that  afternoon.  The  woman  could 
have  bought  a  half  dozen  antique 
pitchers. 

But—  .  ^ 

She  couldn't  resist  pickiug  up  that 
pitcher,  notwithstanding  she  robbed  a 
grave  to  do  it. 

The  explanation  of  this  is  that  most 
of  us  have  a  suppressed  desire  to  "get 
awav  with  something."  There  is  a  little 
of  the  savage  in  us— a  disrespect  for 
others'  property.  Publicly,  we  act  like 
decent  people,  but  when  we  get  on  alone 
in  a  hotel  room  we  act  like  we  might  if 
we  lived  in  a  cave. 

But  certainlv  it  would  be  more  satis- 
factory if  peojDle  who  have  these  wild 
desires  to  break,  scratch  and  steal  would 
report  their  depredations  to  those  in 
authority  and  make  full  reparation  for 
the  damage. 


A  la  Hollywood. 

A  lady  stopping  at  a  hotel  in  Cali- 
fornia rang  the  bell  the  first  morning 
of  her  arrival,  and  was  very  much  sur- 
prised when  a  Japanese  boy  opened  the 
door  and  came  in. 

"I  pushed  the  button  three  times  for 
a  maid,"  she  said  sternly,  as  she  dived 
under  the  covers. 

"Yes,"  the  little  fellow  replied,  me 
she." — [San  Francisco  Chronicle. 


The  One  Sure  Way. 

"Do  you  know  anything  about  this 
book,  'thirty  Ways  to  Hold  a  Wife? 
a  book  agent  asked  Clerk  Jack  Wood- 
cock at  the  Lincoln. 

"No,  but  I  think  the  stranglehold  is 
best,"  repHed  the  gentleman  behind  the 
desk. 


His  Conscience  Eased. 

x\n  Irishman  went  into  a  restaurant  on 
Friday  and  asked:  "Have  yez  any 
stewed  whale?" 

"No,"  said  the  waiter. 

"Then  ye  can  bring  me  beefsteak," 
said  Mike.  "Lord  knows  I  tried  to  get 
fish." — [Vaudeville  News. 
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Supreme  Junior  Counaelor,  W.  J.  SULLIVAN, 
Chicago,  III. 


Supreme  Past  Counselor.  C.  V.  HOLDERMAN, 
Nashville,  Tenn. 


jpreme  Treasurer,   J.  C.  NESBITT,  Colum- 
bus, Ohio. 


SUPREME  COUNCIL 

Supreme  Conductor,   W.   D.  MOWRY.  Kansas 
City,  Kans. 

Supreme  Page,  FRED  L.  WRIGHT,  Milwaukee, 
Wis. 

Supreme    Sentinel,    SAM    T.    BREYER,  San 

Francisco,  Calif. 
Supreme  Chaplain,  S.  S.  MORSE,  St.  Louis. 

Mo. 

Supreme    Surgeon.    DR.    EARL    W.  EUANS, 

Columbus,  Ohio. 
Supreme    Attorney,    JOHN    A.  MILLENER, 

Columbus.  Ohio. 


Supreme  Auditor,  CHAS.  A.  HEBBARD,  Colui 
bus,  Ohio. 


CHAS.   H.  SMITH.  Co 


Supreme  Executive  Committee — LOUl 
WIRTH,  Cincinnati,  Ohio;  CHAS.  A.  HEB 
BARD,  Columbus,  Ohio;  D.  P.  MCCARTHY 
Fostoria,  Ohio;  GEO.  F.  BROWN,  Lexington 


Thirty-sixth  Annual  Session  Supreme  CouB 
eil  opens  Tuesday,  June  26,  1922,  at  10  ; 


COMMITTEES  OF  THE  SUPREME  COUNCIL 


STATE  OF  THE  ORDER  COMMITTEE. 

M.  J.  MARTIN,  221  Ist  Natl.  Bk.  Bldg.,  Hous- 
ton. Texas. 

H.  A.  PRITCHETT.  20  So.  7th,  Terre  Haute, 
Ind. 

CHAS.  H.  ABBOTT,   120  S.  Fulton,  Auburn, 
N.  Y. 


OHIO — Grand  Counselor,  D.  H.  Rupert,  R. 
F.  D.  No.  4,  Portsmouth.  Ohio;  Grand  Secre- 
tary, R.  F.  Somerville.  P.  O.  Box  347,  Day- 
ton; Thirty-fourth  Annual  Session  at  Toledo, 
Ohio.  June  8-9,  1923. 

MISSOURI — Grand  Counselor,  Mason  Smith, 
3623  Michigan  Ave.,  Kansas  City.  Mo.;  Grand 
Secretary.  R.  J.  Claflin,  Box  504,  Carthage. 
Thirty-second  Annual  Session  at  Jefferson 
City,  Mo.,  June   1-2,  1923. 

KANSAS — Grand  Counselor,  W.  A.  Hol- 
lingsworth,  217  N.  Second,  Atchinson,  Kans.; 
Grand  Secretary,  E.  P.  Bemardin,  Box  628, 
Parsons,  Kans.  Fourteenth  Annual  Session  at 
Independence,  June   1-2,  1923. 

MICHIGAN — Grand  Counselor,  H.  D.  Bullen, 
704  E.  Kalamazoo,  Lansing,  Mich.:  Grand  Sec- 
retary. Maurice  Heuman,  106  E.  Wilkins,  Jack- 
son, Mich.  Thirtieth  Annual  Session  at  Flint, 
Mich..  June.  1923. 

TEXAS — Grand  Counselor.  J.  P.  Landry. 
1760  Franklin,  Beaumont;  Grand  Secretary,  W. 
P.  Gilbert,  P.  O.  Drawer  43,  Waco.  Twenty- 
ninth  Annual  Session  at  Beaumont,  May  11- 


JURISPRUDENCE  COMMITTEE. 

P.  A.   PATTERSON,   2612   W.   Chestnut  St., 

Altoona,  Pa. 
HUGH  H.  DORAN,  319  N.  Washington  St., 

Ottumwa,  Iowa. 
A.  J.  MacEACHRON,   1241  25th  St.,  Detroit, 

Mich. 


12. 


)23. 


MINNESOTA-NORTH  D  A  K  0  T  A — Grand 
Counselor.  W.  N.  Donaldson.  Palmette  St.. 
Duluth,  Minn. ;  Grand  Secretary,  J.  M.  Dresser, 
423  Metropolitan  Bank  Bldg.,  corner  5th  and 
Cedar  Sts.,  St.  Paul,  Minn.  Thirtieth  Annual 
Session  at  St.  Cloud,  Minn.,  June  7-8,  1923. 

NEW  ENGLAND — Grand  Counselor,  Alley 
R.  Knight,  115  Gamage  Ave..  Auburn,  Me.; 
Grand  Secretary,  Charles  A.  Haines,  235  Grove 
St.,  Melrose,  Mass.  Twenty-eighth  Annual 
Session  at  Manchester,  N.  H.,  June  7-8-9, 
1923. 

KENTUCKY-VIRGINIA-WEST  VIRGINIA- 
MARYLAND-DISTRICT  OF  COLUMBIA — 
Grand  Counselor,  W.  T.  Benton,  Charleston, 
W.  Va. ;  Grand  Secretary,  Geo.  F.  Brown,  330 
Woodland  Ave.,  Lexington.  Ky.  Twenty-sixth 
Annual  Session  at  Charleston,  W.  Va.,  June, 
1922. 

ILLINOIS — Grand  Counselor,  Bert  McTag- 
gart,  904  North  St.,  Mt.  Vernon;  Grand  Secre- 
tary. J.  Hugh  Foster,  326  W.  Madison  St., 
Chicago.  Twenty-seventh  Annual  Session  at 
Alton,  111.,  May  17-18-19,  1923. 

NEBRASKA — Grand  Counselor.  Glenn  Mat- 
teson,  Sidney,  Nebr. ;  Grand  Secretary,  Harry 
r.  Price.  617  N.  9th.  Beatrice.  Twenty-flfth 
Annual  Session  atlHoldredge,  May  18-19,  1923 


GRAND  COUNCILS 

MONTANA-UTAH-IDAHO — G  rand  Coun- 
selor R.  B.  Vickers,  536  W.  Mercury  St., 
Butte,  Mont.;  Grand  Secretary,  J.  G.  H. 
Gravely,  801  N.  18th,  Boise,  Idaho.  Twenty- 
fifth  Annual  Session  at  Provo,  Utah,  June 
7-8-9,  1923. 

WISCONSIN — Grand  Counselor,  C.  H.  Col- 
lins. 910  So.  8th  St.,  LaCrosse,  Wis.;  Grand 
Secretary,  L.  G.  Everson,  1237  1st  St.,  Mil- 
waukee. Twenty-fifth  Annual  Session  at  Madi- 
son, Wis.,  May  31-June  1-2,  1923. 

OREGON-WASHINGTON-BRITISH  CO- 
LUMBIA—Grand  Counselor,  C.  W.  Moore,  P. 
O.  Box  2209;  Grand  Secretary,  R.  W.  Hodge- 
kinson,  15th  and  Glison  St.,  Portland,  Ore. 
Twenty-fifth  Annual  Session  at  Seattle,  May, 
1923. 

IOWA — Grand  Counselor,  A.  W.  McFarlane, 
416  Oak  Lawn,  Waterloo,  Iowa;  Grand  Secre- 
tary, A.  M.  Brackett,  1260  43d  St..  Des 
Moines.  Twenty-fourth  Annual  Session  at 
Burlington.  Iowa.  June  7-8-9.  1923. 

CALIFORNIA — Grand  Counselor,  J.  H.  Brill, 
4038  Brighton  Ave.,  Oakland,  Calif.;  Grand 
Secretary,  B.  W.  Lavelle,  2620  S  Street,  Sacra- 
mento. Twenty-fifth  Annual  Session  at  San 
Bernardino,  May,  1923. 

NEW  YORK — Grand  Counselor.  Spencer 
Rowe,  31  Maple  St.,  Oneonta,  N.  Y.;  Grand 
Secretary,  Walter  M.  Winn,  64  Utica  St., 
Clinton,  N.  Y.  Twenty-third  Annual  Session 
at  Glen  Falls,  N.  Y..  June  7-8-9.  1923. 

MISSISSIPPI-LOUISIANA  —  Grand  Coun- 
selor, Alfred  Persoc,  Box  536,  Baton  Rouge, 
La. ;  Grand  Secretary,  Mose  Frank,  P.  O.  Box 
343,  Shreveport,  La.  Twenty-third  Annual 
Session  at  Hattiesburg,  Miss.,  Third  Fri.  and 
Sat.,  1923. 

COLORADO — Grand  Counselor,  C.  J.  Dawe, 
118  E  2nd  St.,  Trindad.  Colo.;  Grand  Secre- 
tary, Ira  J.  Schnars.  1437  Cleveland  Place, 
Denver,  Colo.  Twenty-second  Annual  Session 
at  Denver,  June  8-9,  1923. 

TENNESSEE — Grand  Counselor,  Sam.  I. 
Bolton,  2502  Belmont  Blvd.,  Nashville,  Tenn.; 
Grand  Secretary,  J.  D.  Hardin,  P.  O.  Box  695, 
Cleveland.  Twenty-second  Annual  Session  at 
Morristown,  June  7-8,  1928. 

TNDTANA — Gmnd  Cannselor,  F.  E.  Rurh«o». 

Elkhart,  Ind.:  Grand  Secretary,  Albertl  A. 


AUDITING  COMMITTEE. 

LEONARD    M.    GRAVES,    P.    O.  Box 

Providence,  R.  I. 
A.  C.   KENNEDY,   1235   So.   High,  Freepor* 

111. 

H.  S.  SPIVEY,  2400   Gains  St.,  Little  Rocl 
Ark. 


Dicks,  1608  Chestnut  St.,  Terre  Haub 
Twenty-second  Annual  Session  at  Elkhar 
Ind.,  May  18-19,  1923. 

PENNSYLVANIA — Grand  Counselor,  El 
Reeder,  121  Ist,  Butler,  Pa.;  Grand  SecreUi 
Chas.  W.  Frey,  110  S.  Jared  St.,  Du  Bois,  ] 
Twentieth  Annual  Session  June  8-9,  1923. 

GEORGIA-FLORIDA — Grand  Counselor. 
B.  Thornton,  c-o  Talmadge  Bro.,  Athens,  Ga 
Grand  Secretary,  F.  W.  Theiling,  1935  Walto 
Way    Augusta',  Ga.     Eighteenth  Annual  8e« 
sion  at  Jacksonville.  Fla.,  May,  1923. 

ALABAMA — Grand  Counselor,  R.  < 
Mitchell,  408  E.  Clinton,  Huntsville,  Ala 
Grand  Secretary,  M.  J.  Robertson,  Box  91: 
Birmingham.  Eighteenth  Annual  Session  • 
Montgomery. 

THE  CAROLINAS — Grand  Counselor,  Sim 
McDoweU,  Charleston,  S.  C. ;  Grand  SccM 
tary,  A.  H.  Snider,  Box  68,  Salisbury,  I 
Car.  Seventeenth  Annual  Session  at  Greeni 
boro,  N.  C,  June,  1923. 

NEW  JERSEY-DELAWARE — Grand  Cooi 
selor,  P.  N.  Thorpe,  17  Clark  St.,  Glen  Ridg; 
N   J.;  Grand  Secretary,  Chas.  H.  Egeln,  128 

Springfield  Ave.,  Irvington,  N.  J.     Sixt  • 

Annual  Session  at  Asbury  Park,  N.  J., 
8-9,  1923. 

ARKANSAS — Grand  Counselor,  D.  E.  SI 
ard,  614  Greenwood,  Ft.  Smith;  Grand  Se_ 
tary,  Robert  E.  Gray,  2304  N.  1  St.,  Ft.  Smi 
Thirteenth  Annual  Session  at  Little  Rock, 
1923. 

MANITOBA-SASKATCHEWAN  -  ALBERT 
— Grand  Counselor,  Thos.  Fox.  Suite  3,  So* 
merfeld  Bk.,  Saskatoon,  Sask.;  Grand  Se 
tary.  W.  H.  McKibbin,  2143  Angus  St., 
gina,  Sask.  Twelfth  Annual  Session  at  Yorl 
ton,  Sask.,  June  7,  1923. 

SOUTH  DAKOTA — Grand  Counselor,  K. 
Wilson,   307   So.   State  St.,   Aberdeen,  S. 
Grand    Secretary,    N.    J.    Lund,    Rapid  Cit 
Twelfth  Annual  Session  at  Sioux  Falls,  S.  I 

OKLAHOMA— Grand  Counselor,  B.  C.  Ui 
derhill,  Medford,  Okla.  Grand  Secretary.  Hi 
Hodges,  410  So.  6th  St.,  Clinton.  Seventh  A 
nual  Session  at  Medicin*  Park,  4th  Thuri.-WB 

Sat.  May,  1923. 
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C.  T.  MEMBERSHIP  BY  GRAND  JURIS- 
DICTIONS. 

March  May 

- 1022  1922 

io     10,628  I0,r>42 

iMourL   „_   3.692  ;{,706 

insas..     4,040  4,042 

icliigon  _  „_   4,658  4,0"».'"> 

xaa     2,456  2,483 

innesota-N.  Dak    7,649  7,534 

w  Knisland  _     8,829  8,040 

.-Va.-W.  V».-Md.._     6,635  6.627 

nois       5,546  5.468 

braska.     2,390  2,374 

ontana-Utah-Idaho    1,288  1,304 

iBin      5,233  5,243 

agon-Waah.-B.  C   1,931  1,056 

 -  _  _   5,302  5,323 

iifornia.   _  _   3,381  3,455 

York     7,879  7,941 

isBiBsippi-Louisiana    1,293  1,287 

lorado     _            668  663 

»ee   _   1,720  1,719 

iiana   _     3,620  3,597 

nnsylvania.   _    5,889  5,899 

orBia-Florida  _   1,664  1,648 

ibama                                          819  813 

le  Carolinag   2,233  2,264 

iw  Jersey-Delaware                        811  817 

•     ia8.._  _   1,136  1,120 

luth  Dakota.    1.216  1,225 

m.-Saks.-AlU    _   2,173  2,142 

lahoma.._  „   1,296  1,283 

pretne.                                           167  205 

Total   106,242  106,384 


THE  TWENTY  LEADERS 

March 

First  Division.  1022 

City,  No.  203.   1,605 

inneapoliB,  No.  63   1,660 

wcester,  No.  136.   1,484 

intly  City,  No.  60   1,416 

awBukee,  No.  54   1,231 

lumbus.  No.  1„    _  1,170 

Louis,  No.  26    1,029 

iianapolis.  No.  4..-  -   874 

8  Angeles,  No.  82.    778 

•ton,  No.  44   742 

Second  Division. 

irth  Western,  No.  72._    825 

bvidence,  No.  67    752 

Moines,  No.  115   723 

rtland,  No.  103    708 

ginaw.  No.  43._  _  „...  731 

.Iden  Gate,  No.  80._  _  „   703 

ncinnati,  No.  2  _   674 

»ttle.  No.  83...  _   658 

s  City,  No.  19  _   653 

dillac,  No.  143   660 


May 
1022 
1,631 
1,609 
1,488 
1,367 
1,229 
1,149 
1,028 
870 
707 
770 


Financial  Statement  for  the 
Month  of  June,  1922 

Bh  balance  ,May  31,  1922  $346,649.70 

Receipts. 

From: 

iplications  -  S  2,535.00 

lb  for  assessments    193,426.00 

pplies   353.91 

terest  (daUy  bal.)..   813.02 

terest  (bonds)   2,341.75 

  106.75 

  34.50 

399.34 

mple  Case   3,228.09 

ly  of  Hope    3.00 

mations-   .70 

le  of  Bonds...-   10,669  41 

ifund    10,000.00 

i8cellaneouB„   6.00  223,017.47 

Total  Receipts..„  „  $570,567.17 

Disbursements. 

'.&th  Fund..„  _  $  34,050.00 

^ability  Fund   34,735.34 

;neral  Expense  Fund_   45,278.51 

.  &  O.  Fund  6,913.50 

sability  Reserve  Fund  ....  10,258.22 
.  4  O.  Res.  Fund_  _..  26,859.20 

ital  disbursements  .  $158,094.77 


Cash  Balance,  June  30,  1922  $412,472.40 

Ciisli  in  office   15.00 

GENERAL  EXPENSE  FUND. 

Disbursements. 

Salariee,  officers'   $    1,315  00 

Sal.  and  fees.  Sup.  &  Sub- 
ordinate Surgeons'   751  .'iO 

Salaries,  emi)loyes'    3,371.40 

Legal  exp.  (litigation)   775.65 

Investigating  claims   356.71 

Office  ex|>ense  _   40.35 

Supplies,  office  exp  _   661.30 

Trav.    ex)>enKe  (officers') 

and  committee   361  67 

Postage,  exp.  &  phone   2,679.95 

House  exi-ense   1,\91A6 

Official  publication.   „  6,507.10 

Refund  to  Secretaries   713  44 

Council  supplies   237.46 

Furn.  &  Fixtures    5.60 

F.  J.  C.  Cox— Chief  Agt   141 

Advertising  &  Printing   28.30 

State  Ins.  Dopt   20  00 

Kxt)en8e  Supr.  Counselor....         90  03 

Fxpense  Suiir.  Council   25,682  99 

Federation  Membership   347.00 

Miscellaneous   .10 

$  4.'-,.2785I 

DISBURSEMENTS  WIDOWS'  AND  ORPHANS- 
FUND. 

To  beneficiaries  $  6,8.'>0..'>0 

Refunds  of  application   54.00 

$  6,013.50 
AMOUNT  IN  RESERVE  FUNDS. 

Cash  Death  Res.  Fun(L.-..$  12,075.13 

Cash,  Dis.  Res.  Fund   0,512.12 

Cash,  W.   &   O.  Reserve 

Fund  _   2.45 

Bonds,  Dis.  Res.  Fund   650,900.00 

War  Savings  Stamps,  Db- 

ability  Res.  Fund.    999.02 

War  Savings  Stamps,  Death 

Res.  Fund..   907.74 

Bonds,  Death  Res.  Fund   144,200.00 

Bonds,  Widows'  and  Or- 
phans' Res.  Fxmd    62,000.00 

Bonds,  Widows'  and  Or- 
phans'  30,000.00 

Disability  Fund,  U.  S.  Se- 
curities.—  100,00000 

$1,017,580.46 
OWNED  BY  W.  &  O.  FUND  RESERVE. 
(Donated.) 

First  Liberty  Loan..  $  100  00 

Second  Liberty  Loan   100  00 

Fourth  Liberty  Loan   l.W.OO 

War.  Sav.  Certif's   1,670.00 

U.S.  Treas.  Sav.  Certif's  100.00 

  $  2,120.00 

Real  Estate,  Supreme 
Headq'rs,  acquired  ap- 
praised value  $  14.295.00 

INDEMNITY  DISBURSEMENTS. 

Death  and  Dis.  claims  paid  from  Jan- 
uary 1, 1922,  to  July  1,  1922_  $  421,002.52 

Total  Disbursements  from  Death  and 
Disability  Funds  from  date  of  or- 
ganization to  July  1,  1922   10,327,703  54 

WIDOWS'  AND  ORPHANS'  FUND  DISBURSE- 
MENTS. 

Total  Disbursements  from  Widows' 

and  Orphans'  Fund  to  June  1,  1922._$  953,402.93 

MEMBERSHIP. 

Number  of  applications  approved  from 

Jan.  1,  1922,  to  JiUy  1,  1922   6,6.52 

Total  membership,  June  1,  1922   106,384 


II,  Portsmouth,  Ohio. 

E.  Gall,  member  of  St.  Louia  Council,  No.  26, 
St.  Louis,  Mo. 

A.  W.  Richardson,  J.  M.  Johnson,  N.  C.  Johnson, 
members  of  Saintly  City  Council.  No.  50,  St.  Paul, 
Minn. 

Ruosell  H.  Ilannan,  member  of  Huntington  Coun- 
e;i.  No  53,  Huntington,  W.  Va 

M.  C.  Thien,  E.  SiedentopfT.  members  of  Mil- 
waukee Council,  No.  M,  Milwaukee,  Wise. 

I'rank  E.  Town.  meml)er  of  Jackson  Council, 
No  .57,  Jackson,  Mich. 

W  J  Kinsella,  G  J.  Oilliprio,  members  of  Dallas 
Council.  No.  62,  Dallas,  Texas. 

T.  S.  Morris,  member  of  Providence  Council, 
No  07.  Providence,  R  I. 

R.  M  Derringer,  member  of  Owatonna  Council, 
No.  85,  Owatonna,  Minn. 

J.  O.  Austin,  member  of  Bluestone  Council,  Blue- 
field,  W.  Va 

A.  T.  Swift,  member  of  Onuiha  Council,  No.  118. 
Omaha,  Nebr. 

W.  N.  Turpin,  member  of  Fort  Dodge  Council. 
No  12.';.  Ft.  Dodge.  la. 

C.  B.  Newhall.  member  of  Worcester  Council, 
No.  136,  Worcester,  Mass. 

Geo.  Dudley,  memljer  of  Central  City  Council, 
No  221,  Syracuse.  N.  Y. 

R.  S.  Halsev.  member  of  Spring  City  Council, 
No  251,  HuntsWIIe,  Ala. 

Chas.  Thimescha,  member  of  Key  City  Council, 
No.  255,  Dubuque,  la. 

Abe.  Hirsch,  member  of  Albert  I.ea  Council,  No. 
259,  Albert  Lea,  Minn. 

J.  P  Crowl,  member  of  Alliance  Council,  No. 
261,  Alliance,  Ohio. 

John  S.  Olmsted,  member  of  Danville  Council, 
No  272,  Danville,  Ills. 

Fxl.  S.  Miller,  member  of  Newark  Council,  No. 
274,  Newark,  Ohio. 

Lvttle  C.  Knight,  member  of  Jacksonville  Council, 
No.  202,  Jacksonville,  Fla. 

C.  J.  Weller,  Geo.  Bucrmann.  members  of  Esaei 
Council,  No.  317,  Newark,  N.  J. 

O.  L.  Huffman,  member  of  New  .Mbany  Council, 
No.  319,  New  Albany,  Ind. 

Tamphton  Andress,  member  of  Middletown  Coun- 
cil. No.  326,  Middletown,  N.  Y. 

Jolin  Walton,  member  of  Clinton  Council,  No.  331. 
Clinton,  Iowa. 

H.  Godbchmidt,  member  of  Pensacola  Council 
No.  332.  Pensacola,  Fla 

J.  M.  Schmucker,  C.  A.  Morgan,  members  o( 
Williamsport  Counci,  No.  350,  Williamsport,  Pa. 

C.  D.  Kieran,  member  of  Oakland  Council,  No 
304,  Oakland,  Calif. 

C.  A.  Parker,  member  of  Marble  City  Council, 
No.  461,  Rutland,  Vt. 

S.  P.  B.  Ponsland,  member  of  Soraerville  Council, 
No.  467,  Somerville,  Mass. 

A  C.  Bryan,  member  of  Marion  Council,  No.  482, 
Marion,  Ind. 

H.  F.  Wise,  member  of  Salisbury  Council,  No.  507 
ailisbury,  N.  C. 

H.  M.  Thomas,  member  of  Holyoke  Council,  No. 
571,  Holyoke,  Mass. 


DEATHS  OF  THE  MONTH. 

The  following  members  of  the  Order  were  reported 
to  the  Supreme  Secretary  during  the  month  of  June, 
1922.  as  having  passed  to  Eternal  City  Council: 

Louis  Fridman.  member  of  Cincinnati  Counci], 
No.  2,  Cincinnati,  Ohio. 

Walter  E.  BUnmon,  member  of  Gem  City  Council. 
No.  3.  Dayton,  Ohio. 

E.  A.  Weed,  F.  B.  Du  Bois,  members  of  Toledo 
Council,  No.  10,  Toledo,  Ohio. 


UNITED  COMMERCIAL  TRAVELERS 
DEATH  BENEFIT  ASSOCIATION 
THE  YOU 
TIME   $200.00  MAY 
l^rj.     Life  Policy  BE 
IS    THE 

*>-'  A  Protection  for 

NOW       Every  U.  C.  T.  Home  ^^£^7 

Thousands  of  Dollars  Already  Paid 
The  Best  snd  CheapesI  Emergency  Insurance  in  Eiistence 

3  $3.00: 43,  $3.30;  48. $3.60. 

15.20  according  to  age. 
write  today  for  informa- 

JOSIAH  M.  DRESSER,  Secretary 
Metropolitan  Bank  BIdg.      St.  Paul,  Minn. 
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ASSESSMENT  No.  168 

(Third  for  1922) 

Dateil  June  lo,  1022. 
Exi)iro(lJuly  15,  1022. 
Kailiire  to  pay  this  asBesHment  by  above 
named  (late  as.  well  as  all  Council  (lues, 
forfeits  your  claim  for  Imlemnity. 

IN  ORDER  TO  FILE  A  VALID 
CLAIM,  notice  of  the  acciilent  must  be 
pent  to  Walter  D.  MurT)hy,  Siir>renie 
Secretary,  Columbus,  Ohio,  WITHIN 
20  DAYS. 


S.AS 


Little  Rock. — The  regular  monthly  business  meet- 
ing of  the  Little  Rock  Council,  No.  167,  was  heW 
June  10,  with  good  attendance. 

Senior  Counselor  Wooten  called  the  session  at  8 
p.  m.  After  opening,  the  gavel  was  turned  over  to 
Grand  Counselor  D.  E.  Shapard  of  Fort  Smith,  who 
presided  over  the  meeting 

The  Council  was  highly  entertained  with  music  by 
two  sons  and  a  daughter  of  Brother  M.  M.  Mathews, 
the  eldest  being  fourteen  years  of  age. 

Three  new  applications  were  submitted,  as  well  as 
four  for  re-inatatement 

The  Council  greatly  enjoyed  the  visit  from  Grand 
Counselor  Shapard,  and  was  pleased  with  his  talk 
on  benefits  of  the  Order. 

This  Council  held  a  picnic  at  4  o'clock  at  White 
City,  June  24.  We  met  there  with  filled  baskets  and 
had  a  good  old  time  once  more. — (C.  E.  W.) 


Oakland. — The  success  of  the  season  was  the 
family  picnic  of  Oakland  Council  early  this  month 
Mr.  and  Mrs.  Preston  won  the  fat  man's  and  the 
married  woman's  races.  Another  picnic  is  to  follow 
soon,  as  well  as  a  surprise  party.  These  events  keep 
a  sustained  interest  in  our  Council. 

Ten  new  candidates  were  initiated  July  5.  Broth- 
er Hirsoh's  membership  committee  reports  big  game 
yet  to  be  corralled. 

Grievances  should  be  sent  to  George  Davis,  who 
will  look  after  them  for  you. 

Our  booster  luncheons  have  been  suspended  dur- 
ing the  vacation  season. 

Everybody  is  happy  and  working  hard  for  our  glori- 
ous Order.— (A.  E.  B.) 

Abadah  Guild  Bagmen 
The  Princes  of  the  new  offices  are:  Great  Ruler, 
M.  F.  Lewis;  Viceroy,  C.  F.  Withoff;  Prime  Minister, 
H.  J.  Mailloux;  ^^aste^  of  Ceremonies,  L.  R.  Dray; 
Chief  of  Guards,  F.  C.  Borchardt;  Caliph,  J.  J. 
Hirsch;  Clerk  of  Records.  A.  E.  Biggin?;  Inside  Gate 
Keeper,  W.  P  Anderson;  Outside  Gate  Keeper,  I.  C. 
McDerned;  Olioto,  E.  R  Danielson.  Zenzabesta, 
Larry  Whalen  and  Ted  La  Rue;  Ongroto.  Geo.  Davis; 
Magician,  W.  S  Herman;  Chaplain.  W  S  Herman; 
Scribe,  Wm.  A  Kuhl;  Keepers  of  Household,  Chas 
Wright,  Chief,  assisted  by  Evans,  Dyer.  Zellich, 
Beer  and  Koster 

They  were  all  on  hand  to  make  our  Indies'  Night 
the  end  of  the  year.  Music  was  enjoj-ed  until  morn- 
ing. 

A  live  bunch;  a  live  time.  Let's  go  again. — (W. 
H.  K.) 

Los  Angeles. — .At  the  regular  meeting  held  by 
Angel  City  Council,  No.  524,  June  3,  the  following 
officers  filled  the  chairs:  Senior  Counselor,  Frank 


CJcrhardy;  Junior  Counselor,  Glenn  Bannister;  C(jn- 
duKtor,  Perry  McAninch;  Page,  Newton  Piper; 
Sentinel,  H.  C.  Stover;  Past  CounciUjr,  J.  P.  Cosand, 
and  Secretary  Treasurer,  Ed.  Settlege. 

Kenneth  M.  Elkins  was  initiat»!d  and  we  acted  on 
applications  of  O.  P.  Hutchison,  W.  G.  Andrews  and 
A  W  Bott. 

A  very  commendable  report  was  made  by  Past 
Counselor  J.  P.  Cosand,  who  was  our  delegate  to  the 
24th  annual  sc8si(m  of  the  Grand  Council  held  at 
Fresno,  May  26  and  27, 

Senior  Counselor  Frank  Gcrhardy,  who  wanted  to 
act  as  conductor  during  the  initiatory  work,  turned 
the  gavel  over  to  Past  .Senior  Counselor  Al.  H..lman, 
who  looked  natural  in  the  chair. 

The  meeting  was  snappy  and  we  adjourned  to  hold 
a  special  meeting  the  latter  part  of  this  month,  when 
we  expect  to  have  a  few  candidates  initiated  at  Cat- 
alina  Island  on  June  24.  This  will  be  the  occasion  of 
the  annual  frolic  of  Los  Angeles  Council,  No.  82. 
— (App.) 

San  Diego. — San  Diego  Council,  No.  405,  had 
an  interesting  meeting,  June  1 1 ;  initiation  of  two  can- 
didates, and  the  work  was  done  by  our  new  officers. 
Attendance  was  fine  Reports  from  the  committees 
on  Grand  Council  were  interesting. 

We  are  planning  some  very  interesting  meetings 
for  the  coming  months,  as  we  have  about  fifteen  ap- 
plicatioris  waiting. 

We  had  an  evening  of  dancing,  June  24,  at  the 
Hotel  Casalonia. 

An  excursion  on  the  Star  and  Crescent  line,  and  a 
picnic  for  every  U.  C.  T.  family  and  friends  in  the 
country  is  planned  for  the  near  future,  so  we  wiW  be 
very  busy  in  San  Diego  this  summer. — (A.  W.  P.) 

San  Francisco. — San  Francisco  Council,  No.  429, 
met  June  2'i  with  regular  attendance,  all  oflficers  being 
present. 

The  delegates  to  the  Grand  Council  made  their  re- 
port, which  took  up  the  largest  part  of  the  evening. 

As  many  of  our  members  do  not  know  what  the 
Senior  Counselor  looks  like,  an  earnest  effort  will  be 
made  to  have  as  many  as  possible  come  to  the  next 
meeting  to  meet  Brofher  Meyer. 

.\fter  the  regular  meeting  all  members  adjourned 
to  the  banquet  room  where  the  Senior  Counselor  had 
prepared  an  appetizing  repast,  which  was  enjoyed  by 
all  present. — (H.  G  ) 


THEX 
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Greensboro,  N.  C. — Greensboro  Council,  No. 
296,  is  progressing  nicely,  having  closed  our  fiscal 
year  in  fine  shape,  with  around  500  members  and  with 
some  money  in  the  treasury  after  sending  a  big  bunch 
of  the  boys  to  Spartanburtr  Grand  Council  meeting. 

We  are  planning  many  large  things  now,  but  the 
one  of  most  interest  at  this  time  is  our  annual  picnic 
which  is  scheduled  to  take  place  August  12,  at  either 
some  mountain  place  or  resort  spring  in  this  section — 
or  possibly  at  the  Dixie  Swimming  pool. 

We  had  a  good  report  from  our  representative,  J. 
W.  Patterson,  who  was  just  back  from  the  Supreme 
Council  at  headquarters. 

Alreadv  plans  are  under  way  to  entertain  next 
Grand  Council  nf  the  Carolinas.— (T.  B.  G.) 


NOTICE  TO 
PRESS  CHAIRMEN 

Council  News  copy  must 
reach  The  Sample  Case  not 
later  than  the  5th  of  the 
month  preceding  publication 
to  positively  assure  its  appear- 
ance in  the  next  number.  It 
may  find  space  if  it  reaches 
the  office  as  late  as  the  10th 
of  the  month,  but  this  cannot 
be  assured. 

Seven  different  Press  Chair- 
men got  their  June  meeting 
and  July  meeting  notes  in 
after  July  10,  consequently 
they  do  not  appear  in  this 
number. 

This  is  a  matter  over  which 
the  editor  has  absolutely  no 
control.  Press  Chairmen  will 
please  remember  this. 

Get  your  copy  to  the  editor 
by  the  fifth  of  every  month 
if  you  wish  to  be  sure  it  will 
be  printed  in  the  next  issue  of 
The  Sample  Case. 


Vocal  .Solo,  Mrs.  George  Wilson,  accompanied  I 
George  Wilson. 

Piano  Duet,  Misses  Moore. 

Vocal  Solo,  Miss  Ferol  Hawkes,  accompanied  1 
Miss  Katherine  Hayes. 

Piano  Solo,  Miss  Katherine  Hayes. 

Piano  Solo,  George  Wibon . 

After  the  program,  dancing  was  indulged  in  i 
lowed  by  refreshments.  About  fifty,  consistinf 
the  members  of  the  Council  and  their  guests,  p 
ticipated  in  the  celebration. 

Colorado  Springs.— Colorado  Springs  Cou« 
No.  544,  opened  June  17  at  the  Alamo  Hotel  with 
ofiicer  in  their  chairs. 

A  Mr.  C.  V.  Ragan  was  added  to  our  fold  ma 
new  and  young  member  which  we  will  be  proud 
have. 

C.  W.  Keen,  from  Fort  Wayne  Council,  No.  J 
Fort  Wayne,  Ind.,  gave  us  a  fine  talk.  He  was  T 
much  enthused  with  our  Council  as  well  as  the  ?S 
Peak  region. 

We're  boosting  for  more  members,  so  let's  all 
new  recruit  and  make  this  a  banner  year  for  C 
orado  Springs  Council. 

Brother  Sanderson,  who  has  been  living  in  Ca 
City  all  winter  has  moved  back  to  Colorado  Spii 
for  the  summer. 

Don't  forget,  we  meet  every  third  Saturday  in  I 
month.— (R  D.  W.) 


Trinidad.— Trii.i.iad  Ccuucil.  No.  ix.",.  held  its 
regular  session  the  Saturday  evening  in  June.  At 
the  conclusion  of  the  business  meeting,  in  honor  of 
the  election  of  C.  J.  Dawe  as  Grand  Counselor,  a  so- 
cial session  was  held  during  which  the  following  pro- 
gram was  given : 

Instrumental  Trio,  Misses  Mary  and  Louise 
Humble,  Master  Raymond  Humble. 


Peoria.— J<.e  B.  Pitzer,  who  ie  well  kLown  bj 
oria  traveling  njen,  has  severed  bis  connection  ^ 
Hadkin  Brothers  Soap  Company,  of  Sioux  City,  i 
and  has  identified  himself  with  the  Palmolive  O 
Milwaukee.  Wis 

Peoria  Council  has  a  baseball  team  that  btm 
been  beaten  in  two  years.  They  went  to  Rock  bi 
July  22  to  play  the  Tri-Citv  Coiinril  team. 
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It  will  be  a  aurprue  to  every  iiieiiiber  of  I'eoria 

ouiuil  to  hear  thut  Robert  W.  Cioliliiticn  will  on 
iUKiint  I  r<ibi|{ii  liin  |>n«itiiiii  with  the  Hlitir  I'ni>er('o  , 
if  Troriii,  to  uccopt  a  |>ciiiitioii  nilli  tliu  John  Iliiii- 
urli  Mutuul  Life  IiiHuruiico  Co.,  of  Iloatoii,  Miuis. 

Tlir  Kiitertuiiiiiicnt  Cotiiniittec  of  Pooria  Council  in 
lUtkiiiB  grrat  proparalions  for  the  annual  picniu 
rbirh  will  be  held  Auguiit  20. 

Brother  Geo.  W  Kurtz,  at  the  rccular  nieetinK  held 
uly  1,  announced  that  ho  would  furniiib  the  ice  cream 
or  every  member  who  attended  the  AuKust  mcet- 
ng.   Now  let  us  have  a  largo  attondanoo. 

8enior  Counselor  Eli  Wilson  attended  the  regular 
laeting,  July  I,  at  which  time  we  took  in  one  new 
nember.  After  the  meeting,  he  and  his  wife  drove 
o  Rome. 

Grand  Sentinel  Theo.  W.  Endsley  took  things  into 
IB  own  hands  at  our  regular  July  meeting,  by  in- 
arming the  members  that  he  would  not  accept  less 
hkn  ten  new  members  for  a  class  to  be  initiated  at 
ur  October  meeting.  We  have  taken  in  six  so  fur 
It  the  new  year.   Now  we  must  get  busy. 

The  many  friends  of  Counselor  F.  R.  Christy,  who 
as  been  very  ill,  in  Buffalo,  N.  Y.,  for  several  months, 
all  be  glad  to  hear  of  his  improved  condition.  Mrs. 
'hristy  has  been  visiting  friends  and  relatives  in 
Boria. 

The  sympathy  of  all  members  of  Peoria  Council, 
lo.  112,  is  extended  to  Counselor  Al.  PfeifFor,  in  the 
Ma  of  his  mother. — (A.  B.) 


I  N  Di 


H  A 


>  inapolia. — Our  annual   picnic   will   be  at 
Ic  Park,  Saturday,  August  12,  with  H.  E. 
George  Hunter  and  E.  L.  Northam  in 
1-     This  is  becoming  a  bigger  event  every  year. 
iroRram  announces  a  baseball  game,  horse-ehoe 
ui«  contest,  potato  races  and  special  contests  for 
dies;  and  a  fried  chicken  dinner  at  r>:'JO. 
nitti'c  will  furnish  coflee  and  ice  cream.  There 
r  prizes  for  the  U.  C.  T.  brother  with  the  largest 
present,  the  oldest  U.  C.  T.  eou|)le  and  the 
I  U.  C.  T.  couple. 
-  HTs  of  other  Councils  residing  here  and  vis- 
iincilors   are  invited.     Take   East  Tenth 
ir  to  end  of  line  and  follow  the  signs, 
r  .iiRh  an  error,  last  month's  letter  stated  there 
1  bo  one  meeting  only  in  July  and  Augu.st. 
■  will  be  two  meetings  each  month  as  usuid. 
r  opening  fall  class  will  be  initiated  September 
111  plans  are  being  made  for  a  big  class. 
I..  Wliittow  has  been  made  Chairman  of  the 
o.vn.cnt  Committee.— (C.  B.  II.) 


as  the  olhcial  delegates  of  the  Council.  Pant  Grand 
Counselor  II  R.  Beresford  also  attended  the  Su- 
preme (iranil  C'ounoil  at  Colimil>u/<,  nx  n  <l('lpgate  from 
Kort  Dodge  Council,  No.  I2.'>. 

10.  B.  Ilerahberger  rvaigucd  as  Chairman  of  the 
Entertainment  Comniittou,  owing  to  other  duties, 
and  K.  A.  Robinson  appointed  F.  J.  Kleber  to  art  in 
that  capacity  in  the  future.  Brother  Kleber  is  well 
qualified,  inasmuch  as  he  has  ably  served  on  the  En- 
tertainment Committee  for  some  period  of  time. 
Watch  him  put  over  the  annual  picnici — (Hersh.) 

Cednr  Rapids. — The  annual  picnic  of  Cedar 
Rapids  Council  was  hi-ld  at  Ellis  Park  Duck  Pond, 
June  24  It  was  one  of  the  best  we  have  ever  held. 
Dinner  was  called  at  12:30  and  about  two  hundred 
U.  C.  T's,  their  wives  and  families  gathered. 

After  dinner,  races  and  contests  were  held,  in  which 
the  entrees  were  many  in  each  contest.  A  large  num- 
ber of  prires  were  awarded.  Several  very  good  con- 
ti'sts  in  horseshoe  pitching  were  also  played. 

At  3:30,  the  big  ball  game  was  on  between  Brother 
Jim  Butler's  Regulars  and  Brother  Howard  Hahn's 
Scrubs.  For  four  innings  some  good,  bad,  and  indif- 
ferent baseball  was  shown,  which  left  the  Regulars 
slightly  in  the  lead,  at  which  time  the  temperamental 
Regulars,  fe<'ling  as  if  they  were  going  to  lose  the 
game,  began  crabbing,  the  extremely  excited  Captain 
Shaw  and  Carl  Neitzel  leaving  the  field,  which  left 
nothing  for  Umpire  Mitten  to  do  but  forfeit  the  game 
to  the  Scrubs  by  a  score  of  9  to  0.  The  boys  had  to 
save  thetnselves  to  l>e  on  the  job  and  on  the  road 
early  Monday  morning.  The  weather  for  picnickmg 
was  ideal,  many  families  staying  for  supper  and 
into  ih"  late  hours  of  the  evening. — (J.  E  II  ) 

Davenport. — Davenport  Council,  No.  310,  is 
nicely  settled  in  its  new  hall  and  is  getting  down  to  an 
active  campaign  for  new  members    Our  Membership 


TRICKERY. 

A  dry  enforcement  officer 

With  baited  breath,  sly  beggar. 
The  baited  breath  he  choose  to  use 
Was  baited  heavily  with  booze 
To  trick  the  bold  bootlegger. 

— [Florida  Times  Union. 


Committee  reports  that  we  will  have  a  nice  class  of 
candidates  for  our  next  meeting. 

Our  Entertainment  Committee  is  arranging  for  our 
annual  picnic.  Councilors,  make  your  plans  to  at- 
tend and  bring  all  visiting  members  that  you  wish. 
We  will  assure  them  a  good  time. — (L.  G.  H.) 


The  very  cliaractcr  of  this  enU-rlainmeul  bcspeakn 
the  wonderful  [icrsonnol  and  close  organization  of 
that  bo<ly,  and  the  results  of  their  efTorts  w  ill  long  be 
with  us  in  kindest  nieniories 

Wc,  loo,  eujoyc<l  crowning  rotults  of  a  live  organ- 
ization as  represented  by  a  peppy  bunch  that  told 
the  world  of  Parsons  by  song  and  coetume.  Yes,  we 
took  the  first  |>rixe  o(Ter<!d  for  the  best  stunt,  and  to 
our  princi)>al  artists,  Ted  Schcibner  and  Willis  Myers, 
together  with  the  willing  bunch  that  assisted  wc  arc 
indeed  indebted. 

We  are  proud  of  our  Ladies'  Auxiliary  and  the  dis- 
tinetion  Uiey  gaine<i  when  upon  serenading  the  (iraiid 
Council  they  were  invited  into  the  council  chamber 
and  after  singing  some  of  their  |>cp  songs,  the  gavel 
was  turned  over  to  the  President  and  the  ladies  took 
charge  of  the  meeting  for  a  lew  niinutea.  The  Pres- 
ident, Mrs.  Kightlinger,  made  a  goo<l  talk  on  the  or- 
ganization of  Ivies'  Auxiliaries  and  their  influence 
on  the  upbuilding  of  the  V.  C.  T.  So  far  as  we  know, 
this  is  the  first  tinie  that  a  lady  has  ever  presided  over 
a  Grand  Council  meeting  and  we  are  elated  that 
our  ladies  have  won  that  diHiinclioii — iW.^^R.  K.) 


Keokuk. — Due  to  a  serious  operation,  I  have  been 
mfincd  to  a  hospital  for  the  past  month  and  during 
ly  illness  A.  Cushman,  Secretary  of  Keokuk  Cou 
I  'O,  found  out  I  was  in  the  hospital  and  his 
'  sent  me  flowers  several  times  and  they  also 
to  help  me  financially,  or  in  any  way  they 

1  Ih  long  to  Omaha,  Neb.,  Council,  No.  IIS.  and  as 

iTi  ae  our  Secretary,  A.  W.  Hawkins,  found  out  I 
in  a  hospital  he  wired  the  Keokuk  Council  to  see 
i.it  I  had  the  best  doctors  and  attention  that  money 
3uld  buy — and  that  Omaha  Council  would  guarantee 
ayment  of  all  expenses. 

I  am  glad  to  say  I  did  not  need  any  financial  as- 
istance,  but  the  kindness  shown  me  by  the  two 
ouncils  prompts  me  to  write,  as  I  think  they  deserve 
onorable  mention. 

That  is  what  I  call  the  true  spirit  of  U.  C.  T.'ism 
nd  I  would  like  every  U.  C.  T.  Council  to  know  how 

was  treated. 

I  am  mighty  glad  to  say  I  am  a  V.  C.  T.  and  will 
Iways  keep  my  dues  paid,  even  if  I  have  to  borrow 
he  money  to  pay  same. 

Fraternally  yours, 

W.  E.  CAGE. 

Fort  Dodge. — Even  at  this  early  date  considerable 
5terest  is  being  manifested  in  the  coming  annual 
icnic  of  Fort  Dodge  Council,  No.  125.  All  of  those 
.ho  were  present  last  year  know  just  what  a  good 
ime  is  in  store  for  them,  while  the  few  who  were  not 
a  attendance  last  year  do  not  expect  to  lose  out  this 
ear.   So,  of  course,  everybody  is  coming. 

Brothers  H.  R  Beresford,  W.  T.  Lemmel,  Ed 
loper,  F.  D.  Miller,  A.  E.  Murray,  and  F.  A.  Rob- 
iMon  attended  the  State  Convention  at  Oskfaoosa, 


Wichita.— Wichita  Council,  No.  30,  has  just 
scored  a  victory  in  the  election  of  its  chosen  del- 
egate, Mrs.  Otto  Brewer  to  be  the  member  from 
Wichita  of  a  ladies'  comu  ittee  to  visit  devastated 
France.  Mrs'  Brewer  is  the  wife  of  our  Past  Coun- 
selor Otto  Brewer  and  our  Council,  worked  in  con- 
junction with  the  American  Legion,  which  supported 
Mrs.  Brewer  because  she  was  a  Gold  Star  mother, 
with  a  son  now  buried  in  France.  The  contest  was 
spirited  and  many  of  our  members  worked  hard  and 
consistently  to  put  our  candidate  over. 

The  evening  of  July  S.  all  Wichita  travehng  men 
were  invited  guests  of  the  Wichita  Chamber  of  Com- 
merce at  the  New  Broadview  Hotel;  the  meeting  was 
in  the  nature  of  a  get-together  dinner,  and  was  largely 
attended.  The  prime  reason  of  the  meeting,  however, 
was  the  desire  of  the  directors  of  the  International 
Wheat  and  Farm  Products  Exposition  to  thoroughly 
"sell"  the  importance  of  the  Wichita  traveling  men 
getting  behind  our  Fall  Exposition  and  also  to  decide 
what  part,  if  any,  the  Wichita  boosters  should  have 
in  our  annual  Fall  Festival. 

A  good  many  of  the  members  of  No.  39  with  their 
families  have  hiked  themselves  away  for  the  annual 
vacation  and  at  our  last  meeting  the  absence  of  some 
of  the  "first  line"  fellows  was  keenly  noticed. — (W. 
W.  B.) 

Parsons. — The  outstanding  news  items  of  inter- 
est with  this  Council,  particularly  those  who  at- 
tended the  Grand  Council  at  Hutchinson,  are  the 
lingering  thoughts  of  the  good  times  and  the  wonder- 
ful entertainment  afforded  by  Hutchinson  Council. 
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Baltimore.— The  regidur  niontlily  niceting  of 
Chesai^uke  Council,  No  24,  was  held  June  24,  with  a 
fair  attendance  of  ofScers  and  members. 

Grand  Executive  Committeeman,  S.  J.  Darrah,  was 
detained  at  his  home  on  account  of  injuries  received 
at  the  Grand  Convention,  which  were  not  serious. 

Two  reinhtatemenU  were  made  and  a  warm  wel- 
come awaits  our  returneil  brothers. 

The  delegates  to  the  Grand  Council  presented  an 
exhaustive  report  of  the  proceedings,  but  that  part 
of  the  report  which  produced  the  greatest  satisfac- 
tion was  the  goo<l  news  that  Grand  Council  would 
meet  in  Baltimore  in  1923.  Our  whole  membership 
is  delighted  with  the  prospect  of  bieing  host  to  such  a 
splendid  body  of  men.  A  warm  welcome  and  a  good 
time  await  all  who  will  come  to  Baltimore. 

Brothers  of  Chesajieake  Council,  thi.s  ralljing  cry  is 
Bounde<l  so  far  in  advance  of  the  event,  that  no  one 
may  have  any  excuse  for  lack  of  knowledge,  intere«t 
and  part  in  this  momentous  and  splendid  opi>ortunity 
of  Chesapeake  Council,  to  exemplify  Maryland  wel- 
come and  hospitality  Do  not  wait  to  be  asked  to  do 
your  part  and  contribute  your  share,  but  come  forth 
promptly  and  cheerfully  and  volunteer  to  do  and  to 
give  anything  you  may  have  to  make  the  Grand 
Council  of  1923  in  Baltimore  enjoyable  and  mem- 
orable. 

Our  delegates  to  the  Grand  Council  were  warmly 
congratulated  and  commended  for  securing  the  Con- 
vention. 

There  were  two  reinstatements,  after  whi<h  the 
Council  a.ijoumed. — (I«bud.) 


Al- 


Winnipeg. — The  l  ist  regular  mcetinc  of 
peg  Council  was  held  on  June  24  at  2:30  p.  I 
though  summer  meetingh  are  not  popular,  on  this  oc- 
casion there  was  a  sj  lendid  turnout.  One  of  the  larg- 
est classes  of  candidates  for  the  year  was  duly  in- 
itiated, and  was  the  rcsi.lt  of  a  membership  campaign 
recently  inaugurated.  This  campaign  will  be  taken 
up  with  renewed  energy  in  September.  Winnipeg 
Council  is  determined  to  get  every  available  eligible 
to  join  our  noble  Order. 

Senior  Counselor  D.  F.  Reid  was  highly  compli- 
mented by  the  members  for  the  snappy  and  efficient 
manner  in  which  he  conducted  the  meeting. 

Senior  Counselor  Reid  donated  a  handsome  safety 
razor  for  the  attendance  prize,  which  was  won  by 
Past  Counselor  J.  M  Scott. 

A  report  from  representatives  to  Grand  Council  at 
Yorkton  was  submitted  by  Past  Counselor  A.  W. 
Johnston.  This  report  covered  in  detail  the  entire  pro- 
ceedings of  Grand  Council  and  was  well  received  by 
the  members.  A  vote  of  thanlis  was  tendered  Past 
Counselor  Dingman  and  others  who  attended  Grand 
Council  meeting. 

The  following  members  were  reported  on  the  sick 
list;  W.  Webb,  Geo.  Barrett,  Chas.  E.  Mortimer,  the 
wife  of  Councilor  W  Shields. 

Candidates  initiated  were:  F.  W.  Piper,  R.  K. 
Newport,  A.  NichoII,  Geo.  Walton,  John  Edwards, 
L.  W.  Moulden,  H.  Gosling,  Jas.  A.  McGowan — '(A 
F.  H.  A.) 
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Calgary,  Atla. — 'I'licrc  was  a  fair  tttteiidauce  al 
our  Juue  iiicotiiig  U>  hear  I'ant  CuumiclorB  l.oucy 
and  Ootxllumi  make  tlicir  report  on  the  Cirauil 
Council  at  Yorkton,  8aak. 

Brother  Loney  gave  a  full  and  concmc  report, 
■howins  that  ho  had  laiBned  little  of  the  proeecdinKB, 
either  from  a  buninoHH  or  a  social  Htandpoint. 

Senior  CounHclor  Muxey  was  detained  in  13.  C. 
by  buttineHB.  However,  "Jim"  in  working  on  an  en- 
ergetic cam|>aign  for  the  fall  and  okUm  for  the  co- 
oiHiration  of  every  Councilor  to  ijull  CalKury  Coun- 
cil into  its  logical  place  as  foremout  Council  in  Al- 
berta. Every  brother  should  get  in  and  help.  We 
have  a  long  way  to  go  to  outstrip  Kdmonton  Council, 
80  boost  your  C'ouncil  on  every  opportunity. 

Members  will  be  glad  to  hear  that  the  matter  of 
hotel  accommodation,  an  discushcd  with  the  Calgary 
Wholesaler's  Association,  was  finally  diajjosed  of.  It 
was  decided  to  write  tliis  Association,  suggesting 
that  they  first  Une  up  with  similar  organizations  in 
other  cities  in  the  Province,  and  tlicn  lend  their  sup- 
port to  the  camimign  already  being  carried  on  by  the 
joint  U.  C.  T.  Councils  in  Alberta.  All  Councilors 
know  what  has  already  been  done,  and  the  results 
obtained  have  been  satsfactory  up  to  a  point.  It 
would  be  foolish  to  aliaiidon  this  campaign  to  start  an 
entirely  new  one  with  tlie  wholesale  houses  of  one 
city  only.  This  is  a  provincial  question  and  purely 
local  efforts  must  of  necessity  fail. 

There  is  a  ray  of  hope  in  connection  with  the 
Canadian  Income  Tax  for  next  year,  more  especially 
regarding  the  dollar  saved  daily  in  expenses.  Action 
has  been  taken  i)roving  this  unfair  and  unjust  legisla- 
tion, so  that  it  may  be  repealed  next  year,  but 
it  may  only  be  extended  to  produce  more  revenue 
by  including  more  of  the  travehng  public,  such  as 
traveling  auditors,  etc.,  who  draw  down  expenses. 

Taken  all  in  all,  the  June  meeting  was  an  enthusi- 
astic one,  although  there  was  no  initiation.  A  ballot 
was  taken  on  one  candidate,  and  two  or  three  others 
failed  to  turn  up. 

The  question  of  summer  entertainments  was 
brought  up  and  left  in  the  hands  of  the  Social  Com- 
mittee. Results  will  probably  figure  in  our  next 
report.— (Calgary  Scribe.) 

Saskatoon,  Sask. — The  regular  meeting  of  Sas- 
katoon Council,  No.  44.5,  was  held  on  June  24,  Sen- 
ior Counselor  J.  D.  Campbell  in  the  chair.  The  at- 
tendance was  good  and  some  very  interesting  reports 
were  presented. 

Brother  Thomas  Smith,  one  of  the  delegates  to 
Grand  Council  addressed  the  Council  on  the  work 
of  the  Grand  Council,  and  stated  that  he  was  more 
proud  than  ever  to  be  a  member  of  the  U.  C.  T. 

Brother  Thos.  Fox,  newly  elected  Grand  Senior 
Counselor,  also  addressed  the  Council  and  gave  some 
very  interesting  information  on  the  work  of  the  U. 
C.  T.  While  on  his  feet  he  appointed  Brother 
Thomas  Smith  District  Deputy  Grand  Counselor  for 
the  ensuing  year. 

Four  new  candidates  were  initiated:  R.  J.  Watt, 
J.  C.  Watt,  John  Ash  and  J.  R.  Cross.  Brother 
Richarsdon  of  Yorkton  Countil  officiated  during  the 
initiation. 

The  annual  picnic  held  at  the  Forestry  farm  on 
July  1  was  undoubtedly  the  greatest  thing  of  the  kind 
ever  staged  by  Saskatoon  Council.  About  600  at- 
tended. 

Promptly  at  2:30,  the  sports  began  on  the  lawn  in 
front  of  Mr.  McLean's  residence.  The  races  for  the 
children  were  run  off  first,  then  the  ladies'  races  in- 
cluding the  egg  race  and  the  needle  race  and  then  the 
men's  races.  The  fat  man's  race  was  the  event  that 
provided  the  most  excitement. 

The  baseball  games  were  thoroughly  enjoyed  and 
gave  the  boys  an  appetite  for  the  lunch,  which  was 
served  on  the  lawn  at  5:30  o'clock. 

After  the  lunch  Mr.  McLean,  who  had  done  so 
much  to  make  the  picnic  a  success  and  who  had  so 


kindly  given  un  the  use  of  the  grounds,  gave  ub  b 
short  address  welcoming  the  travelers  and  outlining 
briefly  the  work  of  the  Forestry  Farm  in  supplying 
trees  to  the  farmers  of  the  I'rovincc.  Kenior  Coun- 
efm-  J.  D.  Campbell  addrcsBed  the  gathering,  cx- 
puilning  the  work  and  objects  of  the  U.  C.  T.  and  on 
behalf  of  Saskatoon  Council  welcoming  those  present. 

Then  followed  the  lawn  dance.  A.  G.  Martin, 
the  Chairnjan  of  the  SporU  Committee,  deserves 
great  credit  for  the  success  of  this  jdcnic.  Mr.  Kim- 
mcrly  had  charge  of  the  sports,  J.  M.  Gould  of  the 
liquid  rcfreshmcntB,  M.  K.  Winters  of  the  luncheon 
and  C.  L.  Brown  of  transiiorlation.  Too  much  can- 
not be  said  of  the  work  of  tliese  men. 

We  had  as  our  guosU  for  the  day  the  nurbes  and 
children  of  the  Children's  Home;  all  enjoyed  them- 
selves immensely. 


Lan«ing.— Auto  City  Council,  No.  .'iO.'.,  met  in 
their  club  rooms,  June  10,  one  week  following  the 
Grand  Council  Session,  which  was  held  in  Muskegon, 
and  a  goodly  number  were  in  attendance. 

Committees  reported  good  work  done  at  the  con- 
vention. Muskegon  knows  how  to  entertain.  All 
who  went  to  Muskegon  expressed  a  very  good  time 
and  suggested  that  next  year  we  go  to  Flint  100  per 
cent  strong. 

July  1,  our  last  regular  meeting  was  held;  although 
the  attendance  was  not  so  large  every  member  was 
full  of  pep  and  was  feeling  fine.  Owing  to  the  hot 
weather,  we  notihed  candidates  not  to  appear  for 
initiation  until  vacations  and  other  summer  activ- 
ities are  over  with. 

The  Council  was  much  surprised  to  see  Ex-Secre- 
tary and  Treasurer,  O.  11.  I'earsall,  enter  the  rooms 
after  an  absence  of  nine  months  on  a  western  trip. 
He  was  ushered  in  with  loud  applause  and  gave  a 
short  talk  on  his  trip. 

Much  stress  was  put  forth  on  The  Sample  Case. 
Get  out  and  get  subscriptions.  The  magazine  is 
worth  its  weight  in  gold.  Read  it  and  see  for  your- 
self. 

Picnic  arrangements  will  be  ready  and  all  can  get 
posted  at  the  August  meeting,  Saturday,  August  'i, 
as  to  where  it  is  to  be  held  and  what  day.  Commence 
to  talk  it,  and  be  on  hand  at  our  next  regular  meeting. 

Don't  neglect  to  get  a  candidate.  Carry  that  ap- 
plication blank  and  be  ready  to  sign  him  up.  Re- 
member to  get  new  subscriptions  for  the  dandy  mag- 
azine. The  Sample  Case.  Everyone  should  read  it. 
— {F.  W.  F.) 


MINNISOTA-KORniPAKflTA 


Grand  Forks,  North' Dakota.— Grand  Forks 
Council,  No.  64,  is  beginning  to  wake  up.  We  are 
having  a  good  attendance  at  our  meetings  and  some- 
thing doing  all  the  time.  "Vic,"  our  new  Senior 
Counselor,  is  "on  the  job"  and  he  sal's  he  will  be  in 
on  the  money  offered  by  the  Supreme  Council  for 
new  members,  as  he  already  has  four  and  is  only 
nicely  started. 

We  held  a  special  meeting  June  24,  and  took  in 
three  members.  A  few  of  the  ladies  met  to  talk  over 
the  organization  of  an  Auxiliary  and  they  promise 
it  will  be  in  full  operation  this  fall.  W'e  need  them  to 
help  boost  for  that  membership  of  300  which  we  ex- 
pect by  the  end  of  the  year  and  the  boys  are  boost- 
ing strong. 


Sales  Talks  That  Sell  Goods 

Practical  directions  for  successful  salesmanship  based  on 
30  years'  experience.  One  copy  50c,  three,  $1.25,  12, 
$4.50.  Satisfaction  guaranteed.  No  chance  to  lose.  Coin 
or  stamps. 

Sample  Case,  638  N.  Park  St.,  Columbus,  O. 


We  will  hoUi  a  bin  L'.  C.  T.  picnic  during  Augui 
and  the  committee  promibe  an  afternoon  of  real  ei 
joyment. — (C.  F.  II.) 

MlnneapolU.— We  are  hajjpy  to  give  our  spat 
in  The  Samijle  Case  this  month  to  a  favorable  con 
ment  on  a  report  from  the  committee  appointed  b 
Grand  Past  Counselor  Clayton  W.  l  inal,  on  Rccogn 
tion  of  Women's  Organizations. 

Minneapolib  Council  has  for  more  than  twent 
ycarB  been  the  recipient  of  the  beneficent  inDuen< 
of  abtrongactivc  Auxiliary.  These  women  have exen 
plitied  with  a  constancy  unfailing  the  noble  teaching 
of  our  Order.  Our  alter  meeting  lunches,  our  annu 
ChriBtmas  party  for  the  children,  our  picnics,  in 
word,  all  of  those  eutenjriBCs  which  make  for  a  bctt 
fraternal  atmoBphere  have  had  their  loyal  suppo 
andjttssibtance. 

The  Grand  Council  of  our  Juribdiction  at  Valli 
City,  N.  D.,  after  hearing  the  rer>ort  of  the  commi 
tec  on  this  subject,  voted  official  recognition  to  all 
the  various  Auxiliaries  in  the  Jurisdiction,  or  whi( 
may  be  hereafter  organized,  by  granting  a  di 
pensation  ijerrnitting  all  ladies  who  are  members 
their  various  auxiliaries  to  travel  and  be  recognizi 
as  La<lies  of  the  U.  C.  T. 

Al  the  next  Bession  of  the  Grand  Council,  they 
meet  in  an  assembly  of  their  own,  with  officers,  ritui 
constitution  and  by-hiWB  of  their  own  adoption,  wi 
a  pass  word  recognized  throughout  the  jurisdictio 
and  as  one  great  body  counsel  among  themselves  f 
the  upbuilding  and  furtherance  of  the  lessons 
teach. 

We  believe  the  Grand  Council  of  Minnesot 
North  DakoU,  is  the  firet  in  the  United  States 
give  this  recognition  to  these  worthy  and  well  recoi 
mended  women  who  have  labored  among  us  bo  fait 
fully  as  local  clubs  or  Auxiliaries  to  the  Subordins 
Councils. 

Henceforth,  the  Grand  Council  and  Grand  A 
sembly  shall  labor  together  as  co-workerB  in  the  mai 
tenance  of  Unity,  Charity  and  Temijerance  witl 
our  borders,  and  may  other  jurisdictions  lend  us  th 
support,  thus  raising  the  manhood  and  womanho 
of  all  who  work  among  ub  to  the  dignified  rank 
which  we  aspire. — (S.  C.) 


MISS/ 
LOU 


Grand  Council  Notes.— A.  F.  Babin,  of  N 
Orleans,  George  Korndorfer,  Natchez,  and  W. 
O'Neal,  of  Alexandria,  attended  the  Supreme  Coi 
cil  meeting  in  Columbus.    Mrs.  Babin  accompan: 
her  husband: 

Senior  Counselor  George  Jaubert  made  a  trip 
Baton  Rouge  some  time  back  to  get  posted  by  Gra 
Counselor  Alfred  Persac.  Grand  Secretary  M' 
Frank  of  Shreveport  was  also  a  visitor  there. 

Your  Press  Chairman  had  the  pleasure  of  pay 
the  Supreme  Council  headquarters  a  visit  in  Ju 
He  wishes  to  thank  both  Supreme  Secretary  I 
Murphy  and  Editor  Smith  of  The  Sample  Case  _ 
courtesies  extended.  In  the  opinion  of  the  wri 
it  would  do  the  members  some  good  if  they  could 
a  visit  to  headquarters.  There  is  no  better  regula 
business  office  in  the  country  than  our  Home. 

We  understand  most  of  the  Councils  in  this  Ju: 
diction  will  start  a  membership  drive  before  our 
meeting  in  Hattiesburg. — (F.  J.  O.) 

New  Orleans.— The  membership  drive  to  tcr 
nate  on  Christmas  is  in  full  swing,  with  two  tea) 
headed  by  A.  F.  Babin  and  Max  Bernard,  the  loB 
team  to  pay  for  a  supper  during  Christmas  week.  _ 
June  24,  after  the  regular  meeting,  the  Council 
the  number  of  thirty-two,  repaired  to  the  Tortoi 
restaurant  with  Senior  Counselor  George  Jauberf 
host,  for  a  midnight  supper.  Plenty  of  hot  air 
spread  and  lots  of  cold  drinks  were  taken  to  help 
boys  cool  off.  After  the  Captains  of  the  two  m 
bership  teams  had  chosen  their  men,  we  were 
formed  that  by  January  1,  New  Orleans  Council 
have  500  members.  The  slogan  from  now  on  is  " 
by  Christmas." 

After  our  next  rneeting,  July  29,  the  Council  wU 
hosts  to  another  supper  which  will  be  compliment 
to  our  Senior  Counselor.  Our  wives  are  satis 
for  us  to  stay  out  after  1  a.  m.  U  we  are  in  compi 
with  George. 

The  Ladies'  Auxiliap'  of  New  Orleans  Cotu 
No.  138,  under  the  presidency  of  Mrs.  L.  C.  Reun; 
is  growing,  and  the  ladies  are  working  togethCT 
the  up-building  of  their  elub  which  now  show 
membership  of  fifty. 

The  last  meeting  of  the  year  was  held  at  the 
idence  of  Mrs.  Frank  Schrewe,  June  1. 

Quite  a  number  of  "get-togethers"  have  h 
planned  for  the  summer  months.  The  Auxiliary 
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THE    SAMPLE  CASE 
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'Lo  Fellers,  Oh  Boy! 

WE  GOT  'EM  AHSOLU'I  ELY  the  iMgRcst 
hit  on  the  market.  ExcluHive,  too.  Cali- 
fornia Gold  coins  mounted,  charms,  tie 
pins,  l)rooche8,  rinRs,  etc.  Latest  fad, 
.worn  by  many  of  New  York's  400.  Lili- 
'eral  commission  to  salesmen.  Sample 
mounted  $1,  2  samples  both  different,  %2. 
Your  money  back  if  you  say  so.  Curiosity  seekers  and 
free  sample' 'fiends  save  your  postage.      LET'S  GO. 

D.  N.  ROSE  &  CO. ,  ^^tSt:iu.:';'^  Tulsa,  Okl 


the  Couaoil  kre  workioc  banU  ia  baod  for  the  up- 
liftiug  ol  tiie  Order.— (K.  J.  O.) 

Vickiburc,  MU*.— June  20  was  a  aad  day  (or 

Vioksburg  Council,  No.  1U5.  Urother  Nathan  Rose, 
one  of  our  oldest  charter  nienibcra,  patwod  into  the 
great  beyond.  He  was  a  membur  worth  while,  and 
will  be  iniased  by  all  mombcr»  of  Vioksburg  Council, 
M  well  a«  by  the  Grand  Council  of  Louisianu- 
Miasiasippi. 

Brother  Rose  was  buried  Sunday,  July  2.  Quite 
a  number  of  the  U.  C.  T.'s  attended  his  funeral. 
Brother  W.  C.  Clark  being  one  ol  tbe  pall  Ixiarors. 
— (W.  T.  R.) 


St.  Louis.— St.  Louis  Council,  No.  20,  met  in 
joint  session  with  Mound  City  Council,  No.  207, 
June  10,  with  a  large  attendance.  Four  candidates 
were  initiated  for  No.  26  at  this  meeting. 

The  I^ogress  and  Improvement  Committee  for 
St.  Louis  Coun.il,  No.  20,  for  the  year  is  W.  W.  Car- 
ion,  John  Dobler  and  J.  W.  Gladding. 

The  second  meeting  for  Juno  was  held  on  the  17th, 
witli  a  small  attendance  due  no  doubt  to  the  very 
warm  weather. 

Brother  J.  E.  Buroh  was  present  for  the  6r»t  time 
in  ten  yearn.  How  many  more  of  our  members  have 
stayed  away  for  a  longer  time  than  ten  yeorsT 

Brother  Frank  J.  Rocser,  who  has  been  a  member 
of  St.  Louis  Council,  No.  26,  for  27  years,  was  elected 
to  the  office  of  Supreme  Counselor  at  the  Supreme 
Council  session  held  in  Columbus,  Ohio,  June  26 
to  30.  This  is  an  honor  for  St.  Louis  Council  and  all 
uembers  should  be  appreciative  of  the  great  honor, 
and  work  (or  the  growth  of  No.  26.  Brother  Roeser 
aaiures  us  that  he  will  lead  the  way  and  all  he  asks 
ia  the  solid  backing  up  of  every  member  of  good  old 
No.  26.— (Snipe.) 

Spring6eld. — Springfield  Council,  No.  58,  held 
a  regular  meeting,  July  1,  with  not  the  largest  but 
the  most  enthusiastic  meeting  we  have  had  for  many 
months. 

After  our  regular  business  was  dispensed  with, 
we  had  our  reports  from  the  Grand  Council  at  Sedalia 
which  were  very  interesting. 

Brother  W.  Y.  Anderson  of  No.  58,  also  a  member 
of  the  Grand  Executive  Committee,  gave  us  a  good 
lecture  pertaining  to  the  Grand  Council. 

Brother  "Bill"  stimulated  so  much  pep  in  the  meet- 
ing that  every  member,  especially  the  official  mem- 
bers, expect  to  know  more  about  the  U.  C.  T.  by 
next  meeting  night. 

It  certainly  is  a  grand  thing  to  be  able  to  show  men 
their  shortcomings  and  make  them  like  it  and  also 
like  you  for  showing  them.  But  we  have  the  best 
bunch  on  earth.  If  you  don't  believe  it,  come  down 
and  see  us  next  meeting  night. — (J.  C.  B.) 

Aurora. — Greatest  time  on  earth.  Biggest  crowd 
of  jolly  ones.  U.  C.  T.  picnic  at  Branson  on  Lake 
Tanyecomo,  July  21  and  22,  it  was  THE  event  of  the 
year. 

Left  Aurora  at  9:10  a.  m ,  arrived  at  Branson  li 
o'clock.  Other  passengers  on  the  train  knew  some- 
thing was  doing  all  the  way  down. 

Chicken  lunch  was  served  at  the^Trellis  Inn,  fol- 
lowed by  an  auto  trip,  complimentary  from  Branson 
Chamber  of  Commerce. 

At  1  o'clock,  we  took  the  magnificent  boat  for  a 
trip  to  the  beautiful  dam  at  Powersite.  What  a  good 
time  everyone  had!  Thence  to  Rockaway  Beach, 
with  iu  magnificent  mountain  scenery. 

At  7  p.  m.  a  picnic  dinner,  with  chicken  as  the 
piece  de  resistance,  with  accompaniments  tempt- 
ingly served.  Boiling  eggs  over  a  camp  fire  was  part 
of  the  fun.  Dancing  followed  till  1  a.  m. 

Here  we  spent  the  night,  to  awaken  for  an  early 
morning  swim.  After  a  deUcious  breakfast  we  had 
swimming  contests,  boat  races,  and  other  entertain- 
ments. Fishing  was  good  and  some  big  catches  were 
reported .  It  is  the  best  swimming  beach  on  the  most 
beautiful  lake  in  Missouri. 

"It  pays  to  be  a  U.  C.  T."— (Pete.) 


Burlington,  Vt.— Bu  lington  Council,  No.  231, 
was  fairly  well  represented  at  the  New  England  Grand 
Council  at  ^ringfield,  Mass.,  June  7  to  10,  and  the 
Vensoot  ddo^tion  mafohing  with  their  white  um- 
breliaa,  made  a  good  ritowinc  in  the  parade. 


W.  M.  J-ner,  a  member  of  No.  231,  but  now  located 
in  Springfield,  was  very  much  in  evidence,  and  he 
saw  that  thoee  from  Vermont  had  a  good  time. 

At  our  regular  meeting  held  June  17,  the  roportJi 
of  the  delegates  to  the  convention  were  listened 
to  with  much  interest. 

Our  officers  elected  for  the  year  are  getting  their 
work  down  fine,  so  that  after  the  hot  weather  we 
will  be  able  to  receive  new  members  in  a  fitting 
manner. — (H.  A.  L.) 

.  Manchester,  N.  H.— Next  June,  when  the  New 
England  Commercial  Travelers  get  together  at 
Maneheeter,  their  entertainment  and  general  good 
time  will  be  taken  care  of  by  the  following,  who  head 
the  various  committees  appointed: 

They  will  be  extended  a  welcome  to  the  City  of 
Manchester  by  Mayor  George  E.  Trudel,  who  ia 
still  one  of  the  live  wires  of  Manchester  Council. 
He,  with  F.  J.  H.  Jones  will  be  ex-officio  members  of 
the  General  Committee,  compoeed  of  A.  L.  Duke, 
Chairman,  A.  C  Frost,  W.  T.  AnUiony,  D.  T.  Tobin, 
and  C.  E.  Throp. 

Assisting  this  general  committee  is:  Joseph  Mo- 
qmn.  Chairman  of  the  Garage  Committee;  O.  H. 
Johnson,  Chairman  of  the  Decorations  Committee; 
J.  H.  Goulet,  Chairman  of  the  Automobile  Com- 
mittee; A.  E.  Morrill,  Chairman  of  the  Country 
Store  Committee;  R.  W.  Burman,  Chairman  of  the 
Parade  Committee;  W.  J.  Moore,  Chairman  of  the 
Hotel  Committee;  C.  W.  Orr,  Chairman  of  the  Sports 
Committee;  F  C.  Andrews,  Chairman  of  the  Music 
Committee;  II.  L.  Coburn,  Chairman  of  the  Trophy 
Committee;  George  Layiell,  Chairman  of  the  Sou- 
venir Book  Committee;  A.  J.  Precourt,  Chairman 
of  the  Ball  Committee;  C.  S.  Forsaith,  Chairman 
of  the  Registration  Committee;  R.  G.  Davidson, 
Chairman  of  the  Badges  Committee;  C.  E.  Nutting, 
Chairman  of  the  Reception  Committee  and  R.  E. 
Thomas,  Chairman  of  the  Entertainment  Com- 
mittee. 

Manchester  will  make  this  a  banner  event  for  the 
city,  and  the  Manchester  Council  will  make  it  a 
spectacular,  interesting,  and  entertaining  event  for 
the  commercial  travelers  who  attend.  We'll  lead  the 
way,  if  you  will  but  follow. — (T.) 

New  Haven,  Conn. — The  regular  meeting  of 
New  Haven  Council,  No.  293,  was  held.in  the  Fra- 
ternal Building  in  New  Haven,  May  27. 

The  attendance  was  good  and  much  interest  was 
shown  by  the  Councilors  present.  We  accepted 
seven  new  applicanta,  and  one  transfer  from  Somer- 
ville  Council. 

Initiation  was  held  and  the  work  was  done  in  good 
shape  by  the  officers  of  New  Haven  Council.  Senior 
Counselor  Brooks  could  not  be  there,  so  his  chair 
was  filled  by  Past  Counselor  Nathan  Morris,  and  he 
showed  that  he  is  not  yet  a  has-been.  There  were 
five  candidates  added  to  our  rolls. 

A  communication  was  received  from  Providence 
Council  saying  that  they  had  initiated  for  us  Coun- 
cilor Francis  F.  Weise. 

The  Minstrel  Show  Committee  reported  progress. 

Councilor  Herrick  O.  Foote  was  declared  a  Past 
Senior  Counselor  and  was  presented  with  a  jewel 
showing  this  rank.  The  presentation  was  made  by 
Past  Counselor  Nathan  Morris,  and  the  response  of 
Pa*(  Senior  Counselor  Foote  was  appropriate  and 
weU  received.— (W.  L.  L.) 

Somerville,  Mass. — Owing  to  the  annual  Grand 
Council  Convention  at  Springfield,  Mass.,  being 
held  in  tbe  week  of  our  regular  meeting,  we  convened 
OM  week  later,  June  24,  when  we  listened  to  a  very 
tlu>rouj;h  report  from  our  delegates  on  the  details  of 
the  Convention  work  and  pleas>ires. 

Somerville  sent  a  strong  delegation  and  partici- 
pated in  the  parade  in  good  numbers.  We  voted  a 
letter  of  thanks  to  the  Springfield  Council  for  the 
ezesUent  treatment  accorded  us. 

At  this  regiilar  meeting  two  candidates  were 
initiated. 

Coagreeaman  Cbaa.  Underbill,  a  member  of  No. 


467,  fresh  from  his  labors  at  Washington,  told  uh  h 
few  things  from  the  inside  about  the  real  workingr 
of  Congress. 

Somerville  Council  has  a  Congressman,  two  Ex- 
Mayors  and  an  Ex-State  Senator  among  its  members 

Tom  Kaullicck,  our  Ei-Sccretary-Treasurcr  and 
a  delegate  to  the  Supreme  Council,  paid  us  a  visit 
before  leaving  for  Columbus. 

July  4  came  the  mammoth  parade  in  celebration 
jointly  of  our  city's  fiftieth  anniversary.  About 
forty  of  our  loyal  U.  C.  T.  boys,  marched  through 
the  drizzling  rain  in  their  white  flannels  and  white 
shoes,  with  heads  up,  behin<l  our  big  flag  and  silk 
banner,  led  by  our  Senior  Counselor  E.  Y.  Grant. 
They  were  heartily  cheered  all  along  the  line. — 
(J.  R.  B.) 

Everett,  Mass. — Everett  Council,  No.  442,  was 
called  to  order  at  8:15  for  its  June  meeting,  with  all 
ofliccrs  i>resent.  For  reasons  we  cannot  explain, 
our  attendance  was  not  as  large  as  it  should  be.  To 
overcome  this,  our  most  interesting  business  )>oint 
was  that  of  moving  the  Council  to  Maiden,  where 
the  field  is  bigger — retaining  the  name  of  Everett 
Council,  No.  442. 

By  meeting  in  Maiden  we  intend  to  make  Everett 
Council  the  very  best  in  New  England,  both  in  the 
size  of  memberehip  and  attendance. 

Our  officers  try  to  give  you  the  beat  and  most 
interesting  work  seen  in  any  Council  chamber. 

Daddy  Gilson  and  Harry  Poe  are  our  efficient 
teachers,  so  watch  us  go,  fellows. — (G.  L.  8.) 

Haverhill,  Mas..— Haverhill  Council,  No.  418, 
held  its  regular  meeting  June  30.  In  spite  of  hot 
weather  and  vacations,  a  fair  number  turned  out 
The  report  of  the  delegates  to  the  Grand  Council 
in  Springfield  was  read  and  discussed. 

Our  Council  has  reason  to  be  proud  of  Secretary- 
Treasurer  Eaton.  He  was  appointed  on  the  Grand 
Jurisdiction  Committee  for  the  coming  year. 

The  delegates  cannot  speak  too  highly  in  praise 
of  the  Spnngfield  Council  and  the  way  in  which  they 
entertained.  Nothing  was  left  undone  for  entertain- 
ment and  all  came  home  feeling  the  time  was  well 
8i>ent  and  with  a  greater  regard  for  the  workings  of 
the  V.  C.  T.  than  ever  before.— (F.  C.  I.) 


NOV^JERSEY-DEtAWARE 


Jersey  City,  N.  J. — June  meeting  was  held  on  th 
24th  and  was  attended  by  the  usual  crowd  of  those 
who  do  the  actual  work  of  the  council. 

Past  Counselor  Postma,  Senior  Counselor  Haring 
and  Counselor  Cooney  of  Paterson  Council,  were 
our  guests  for  the  evening. 

One  new  member  was  initiated  and  one  former 
member  was  reinstated. 

A  letter  from  Grand  Counselor  Thorpe  was  read 
He  promised  to  visit  lis  shortly,  so  do  not  skip  a 
meeting  and  you  will  surely  be  repaid  by  meeting  him. 

Brother  WUson  does  not  visit  us  often,  but  when 
he  does,  he  is  welcome.  This  was  one  of  the  times 
that  Charlie  found  it  possible  to  be  with  us  and  we 
were  very  glad. 

Senior  Counselor  Haring  of  Paterson  Council, 
who  is  the  Chairman  of  the  committee  in  charge  of 
an  outing  to  be  held  under  the  joint  auspices  of  the 
various  Councils  in  northern  New  Jersey,  gave  us  an 
interesting  account  of  this  outing  and  asked  us  te 
get  busy  and  do  all  we  can  to  make  this  event  a 
success.  Remember  the  date,  Saturday,  August  5, 
at  Idlewild  Park  near  Paterson,  N.  J.  It  is  to  be  an 
all  day  affair  for  the  whole  family,  so  come  along  for 
a  big  day. 

Past  Counselor  Waltmann  made  his  report  on  the 
Grand  Council  Session,  and  brought  to  us  the  good 
news  that  Jersey  City  Council  had  been  honored  again 
this  year  by  Past  Grand  Counselor  Potterton  being 
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HEALTH 
IS  RRST 


PABKVIEW  SANITARIUM 
DR.  A.  S.  HcCLEABY 
SpedaUst 


Piles  Cured  Without  Surgery 

No  Knife,  No  Scissors,  No  "Red  Hot  Iron,' \No  Ligature, 
No  Electricity,  No  Confinement  or  Hospital  Bills  to  fay. 

Dr.  A.  S.  McCleary's 

Mild  Serum-Like  Treatment 

This  treatment  has  made  unnecessary  the  use  of  the  knife 
or  other  harsh  and  dangerous  methods  of  curmg  piles. 

Twenty-Four  Years  Experience  J^f^nl 

matter  what  you  have  'tried  without  avail,  you  need  not  despair  but 
?an  havr  your  piles  cured  quickly  and  permanently  by  this  method 
that  has  a  record  of  more  than  7,500  cures. 

Our  References:  Cured  Patients  and  Banks 

StV  National  CeSrelE^^  NationaUMissouri  SavinKS^or^Home^Trust  Company. 

Write  Today  for  -  -   ^-  — . 

Book  on  Rectal 


DR.  McCLEARY'S 


rS'Hb'r  Parkview  Sanitarium 

fKttl    437  Tenth  and  Fasco         Kansas  City,  Mo. 


iiiCuiii  oloolod  oa  iloleuato  to  Columbus  anJ  Orantl 
*)iitinol  Qoldon  Ijoiim  elovalod  to  tlio  post  of  Grand 
Pago.— (C.  K.  O.) 

Newark,  N.  J.— Juno  17,  \imcx  O.uncil,  No  :il7  ■ 
rtiut  with  the  UHual  lurifo  attcnilaiioo. 

Uoi)orU  of  tlio  various  committees  were  read  an<l 
Kliowod  very  favorable  Bigim.  LoolcB  like  a  Ijaniior 
year  for  iiicmberrthip,  aocorclin(£  to  the  flying  Htart 
we  have  with  CounHclor  "Jim"  Ryan  and  Junior 
Counselor  I,ynoh  fiKhting  hard  to  boost  Essex  mem- 
bership ahead  of  the  New  Jersey-Delaware  Juris- 
diction. 

Past  Counselors  Blauman  and  Grodesky  have 
arranged  to  dig  up  every  traveling  man  in  Newark 
and  vicinity  and  talk  U.  C.  T.  to  him. 

lOssex  motto  for  the  year  is  "Double  our  Member- 
ship." Senior  Counselor  "Jack"  Moehring  is  pushing 
this  with  all  Ids  might,  and  his  record  as  Senior  Coun- 
selor will  be  one  to  be  proud  of. 

Conductor  H.  W.  Kstelle,  who  is  Chairman  of  the 
Entertainment  Committee,  reported  all  in  readiness 
for  the  big  field  day  and  outing,  August  5,  at  Idle- 
wild  Park,  N.  J.  A  big  day  has  been  arranged  for 
mothers,  wives,  kiddies,  lady  friends  and  prospective 
members.  Essex  will  turn  out  in  full  force  as  it  al- 
ways doee. 

Place  your  money  on  Sentinel  Menah  as  a  winner 
of  the  fat  man's  race. 

An  invitation  has  been  extended  our  new  Grand 
Counselor  "Phil"  Thorpe,  to  attend  our  next  meeting. 
We  want  to  show  Brother  Thorpe  how  well  we  can 
put  through  our  new  candidates. 

Essex  certainly  turned  out  strong  at  the  Annual 
Convention  of  the  New  Jersey-Delaware  Jurisdic- 
tion, held  June  9  and  10  at  the  Metropolitan  Hotel, 
Asbury  Park,  N.  J.,  Secretary  Charles  ("old  faithful") 
EgUn,  was  reelected  Grand  Secretary  for  the  seventh 
consecutive  time,  and  Essex  also  had  the  honor  of 
seeing  our  Brother  "Barney"  Owens  elevated  to 
Grand  Conductor. 

Conductor  H.  W.  Estelle  has  earned  a  new  title. 
After  conducting  a  sight-seeing  tour  on  the  board 
walk  at  Asbury  Park,  he  has  been  called  "The  Sheik." 
Brother  Estelle  entertained  about  thirty-five  ladies 
in  wheel  chairs,  merry-go-rounds,  ferris  wheels, 
eto. 

Past  Counselor  Chas.  Grodesky  wins  the  barbed 
wire  banjo  for  being  the  most  forgetful  person  at  the 
Convention.  "Charlie"  had  his  wife  with  him,  but 
when  he  registered  at  the  hotel  he  did  not  register 
Mrs.  G.  until  about  an  hour  after,  when  some  one 
reminded  him  that  Mrs.  Grodesky  had  actually 
come  with  him. 

As  a  band  master  and  parade  leader,  we  take  our 
hats  off  to  Past  Grand  Counselor  Frank  Potterton. 
He  led  the  parade  from  the  board  walk  to  the  hotel. 

Past  Counselor  L.  W.  Blauman  arrived  a  little 
ate  at  the  Convention,  with  Mrs.  Blauman  and 
their  daughter,  Betty. 

The  banquet  and  balloon  dance,  on  Friday  night 
at  the  hotel,  was  enjoyed  by  everyone  present. 
Great  credit  is  due  to  Brother  "Jim"  Ryan  for  this 
success.  .    ,     ^  J 

Among  the  Essex  delegation  we  noticed:  Grand 
Secretary  Chas.  Egeln  and  wife,  Grand  Conductor 

B.  J.  Owens  and  wife,  Counselor  J.  A.  Ryan,  wife 
and  son,  Past  Counselor  L.  T.  McLelland  and  wife 
and  Party  Conductor  H.  W.  Estelle,  Past  Counselor 

C.  M.  Grodesky  and  wife.  Past  Counselor  L.  W. 
Blauman,  wife  and  daughter,  Betty,  Page  F.  M. 
Estelle  and  party  of  friends,  who  are  stopping  at 
Asbury  Park  for  the  season. 

At  the  close  of  the  session  everyone  left  for  home 
with  pleasant  memories  and  are  all  looking  forward 
for  the  big  event  again  next  year. — (F.  M.  E.) 


Buflalo.— The  regular  June  meeting  was  held 
Saturday  the  24th.  A  good  attendance  greeted  the 
reports  of  the  delegates  and  visiting  brothers  at  the 
Grand  Council  held  at  Binghamton.  Judging  from 
the  interest  displayed  on  receiving  these  reports, 
we  expect  to  meet  a  large  number  of  No.  7  boys  at 
the  next  convention. 

The  following  Commercial  Travelers  were  initiated 
at  the  June  meeting:  J.  E.  Carr,  J.  B.  Harrington, 
G.  J.  Kaufman,  R.  R.  Smith,  P.  C.  Andrews,  A.  E. 
Gadsby. 

To  our  out  of  town  boys:  It  is  a  pleasiu-e  to  inform 
you  that  Mr.  Ford  of  the  Richford  Hotel  at  Rochester 
is  erecting  a  large  hotel  in  Buffalo  on  Delaware 
Avenue  near  Chippewa  Street.  Mr.  Ford,  in  making 
his  plans,  set  aside  some  valuable  space  for  Buffalo 
Council,  No.  7,  to  be  used  as  club  rooms. 

Buffalo  Council  delegates  and  visiting  Councilors 
join  in  with  the  members  of  the  Grand  Council  and 
compUment  Parlor  City  Council,  No.  227,  the  citi- 
zens of  Binghamton,  and  the  Grand  Council  officers 
in  making  the  22nd  Annual  Convention  one  that 
adds  pride  to  our  noble  Order. 

Everywhere  in  Binghamton,  hospitality  was  in 
evidence.  The  visiting  Councilors  were  impressed 
with  the  thought  that  every  citizen  was  a  member 
of  the  Entertainment  Committee. 

The  Grand  Council  officers  are  entitled  to  no 
small  amount  of  praise  in  the  conduct  of  the  con- 
vention. 

Buffalo  Council  was  honored  in  ha\nng  a  member 
elected  to  the  office  of  Grand  Sentinel.  This  honor 
is  greatlv  app.eciated.  The  applause  that  was 
extended' to  Past  Counselor  Allen  at  the  installation 
of  officers  was  concrete  evidence  that  the  Grand 
Council  approved  this  action. 

Buffalo,  No.  7,  was  again  honored  in  having  its 
Secretary  C.  H.  Ricketta  made  a  member  of  the 
Executive  Committee  of  the  Secretaries  Association. 

The  N.  Y.  State  Hotelmens'  Association  was  repre- 
sented by  ite  president,  Elmore  C.  Greene  of  Buff alo, 
N.  Y.,  and  attorney  Mr.  Frank  A.  K.  Boland.  The 


presence  of  a  man  of  the  high  type  of  Mr.  Elmore 
C.  Greene  of  "The  Iroquois"  insures  our  memters 
that  their  endeavors  to  cooperate  with  our  HoUl 
Committee  is  sincere. 

Past  Grand  Counselor  C.  H.  Abbott  and  hU  cabi- 
net have  performed  their  duties  in  a  most  creditable 
manner,  and  every  U.  C.  T.  member  present  at  the 
convention  feels  that  the  Order  at  large  is  indebted 
to  these  men. — (W.  L.  C.) 

Binghamton.— The  regular  monthly  meeting  waf- 
held  June  17  in  our  Council  rooms  in  the  Hotel 
Bennett,  and  in  spite  of  the  warm  weather  there  waf 
the  usual  large  turnout. 

Several  candidates  were  on  hand  and  were  initiated 
A  smoker  was  enjoyed  after  the  meeting. 

This  being  the  first  meeting  after  the  Grand  Coun- 
cil, there  were  several  reports  to  be  heard  from  the 
committees.  The  reports  were  very  interesting  and 
the  councU  owes  much  to  the  committees  for  theii 
untiring  efforts  and  creditable  showing  made  by 

Resolutions  were  drawn  to  be  puolished  in  the  dail> 
papers  and  sent  to  the  merchants,  outside  individuals 
other  social  organizations  and  manufacturers  (oi 
their  many  gifts  and  coutesies  extended  us  unso- 
licited. 

Parlor  City  Council,  and  in  fact  the  Order  at  lar^e 
has  created  a  wonderful  and  lasting  impression  upoi 
the  city,  with  the  result  that  today  we  enjoy  tbi 
respect,  cooperation  and  support  of  the  entire  com 
munity  to  a  greater  degree  than  ever  before. 

We  have  already  started  plans  for  attending  th' 
Convention,  to  be  held  next  year  at  Glens  Falls,  au 
are  anticipating  having  at  least  100  Parlor  Cit: 
members  at  the  Convention,  headed  by  the  Elk 
band  of  45  pieces 

Our  membership,  under  the  leadership  of  ou 
worthy  Senior  Counselor  Percy  D.  Turrell,  is  nov 
getting  in  full  swing  and  we  look  for  a  banner  year 
Counselor  Dodge  as  Chairman  of  the  Initiating  Com 
mittee  is  adding  new  innovations  at  every  initiation 

Our  next  regular  meeting  was  held  on  July  1 
and  many  new  and  novel  innovations  were  intro 
duced  Come  and  be  numbered  with  the  regulare 
— (F.  C.  G.) 

Brooklyn.— June  10,  Brooklyn  Council  held  it 
last  big  meeting  before  the  warm  weather. 


Paterson,  N.  J. — Grand  Coimselor  Thorpe  put 
his  thumb  into  the  Paterson  plum  pie  at  our  June 
meeting,  so  it's  up  to  us  to  produce  the  filling,  and 
we'll  enjoy  the  eating  at  our  birthday  party  next 
March.    Our  Grand  Counselor  left  this  motto  with 

"Bite  off  more  than  you  can  chew— then  chew  it! 
Plan  for  more  than  you  can  do — then  do  it! 
Hitch  your  wagon  to  a  star. 
Keep  your  seat — and  there  you  are!" 

John  Postma  is  getting  his  share  of  good  wishes 
since  the  Convention  at  Asbury  Park.  He  will  work 
all  the  harder  to  help  put  N  J. -Del.  over  this  year. 

August  5,  we  will  have  our  first  outing  and  field 
day  at  Idlewild  Park,  Little  Falls  Road.  Fun  for 
all,  young  and  old ;  Les  Haring  and  John  Postma  are 
working  hard  to  see  that  all  have  a  good  time. 

Suburban  wiU  play  baseball  with  us.  Give  Pater- 
son the  glad  hand  and  sit  in  the  left  field  bleachers. 

Our  August  meeting  will  be  a  warm  one,  so  let's 
go  to  it  in  shirt  sleeves,  but  be  on  nand  at  eight. 
Ice  cream  and  cake  will  be  served  at  10  o'clock  by 
the  committee.— (Jaii.) 
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>,>uitc  a  number  of  tlie  boys  turned  out,  notwitli- 
hi  iniliuK  the  weather  waa  more  Buitod  for  a  niglit  on 
li  t  heticli.  Tliis  gncs  to  sliow  tlio  interest  taken  in 
..M  No.  105. 

'  ir  two  delegates,  Wm.  N.  Iloauey  and  Walter 
ilrick,  arrived  from  Hinclianiton  in  time  to 
I  on  the  Cirnml  SeBsion  before  we  adjourned. 
litT  Fitipatrick  told  how  he  Bi^eared  a  cat  at  the 
I  I  ijit'tl  House  and  waa  eivcn  the  best  room  in  the 
hi. ti  l.   Brother  Kcnney's  300  pounds  were  dcpo«itc<l 
in  nn  upper  berth,  on  the  way  up  and  caused  the 
tram  to  list  to  starboard. 

I  he  beat  increased,  and  when  Brother  Kline  said 
hr  knew  where  we  could  obtain  cool  refreshment, 
thri  e  inembers  came  near  having  to  file  claims  in  the 
8iamiH!<lc  to  the  door.— (G.  G.  P.) 

Jamestown. — C^hautuunua  Council,  No.  202, 
hold  its  regular  meeting  June  17,  with  a  rather  slini 
tttti  iulance,  due  to  the  fact  of  a  severe  electrical 

It  was  decided  to  hold  recess  during  July  and 
.\\iKust,  and  the  next  regular  meeting  will  be  the 
tliiril  Saturday  in  September,  which  is  the  10th. 

\\  1'  want  to  see  all  the  boys  on  hand  and  we  want 
tlirni  to  bring  a  new  member.  If  you  know  of  a  good 
saUsman  who  is  a  good  fellow  and  would  make  a 
giJoil  member,  bring  him  up,  for  we  would  like  to 
get  into  practice,  after  our  long  vacation. — (E.  J.  J.) 


Cleveland. — Now,  boya,  while  the  Council  has  a 
vacation  for  two  months,  let's  get  busy  and  dig  up 
new  members  for  the  September  meeting  of  Forest 
City,  No.  5. 

The  Membership  Committee,  composed  of  Marcus, 
Benedict  and  Hummer,  will  have  some  big  things 
to  report  for  our  next  meeting. 

Our  delegates  to  the  Grand  Council  at  Columbus 
had  a  hard  time  of  putting  over  our  worthy  Charlie 
Johnson  for  Grand  Junior  Counselor.  The  writer 
and  Jackalek  were  sweating  to  get  enough  votes 
to  put  him  over.  Charlie  wants  1,000  members  by 
January  1 .  Will  we  do  it    We  will,  old  top. 

Frank  Elliott  is  still  on  the  sick  list.  Boys,  go  to 
see  him. 

Our  worthy  Senior  Counselor,  Nate  Milder,  has 
some  good  ideas  to  bring  up  at  the  next  meeting. 
Let  us  get  busy  and  help  Editor  Smith  of  The  Sample 
Case  to  get  new  subscriptions.  We  have  today  the 
best  magazine  in  the  country  for  salesmen.  I  met 
him  in  Columbus  and  he  is  a  worker. 

John  Davidson  sold  his  Ford  and  is  using  the 
ra  -iio  to  get  orders  today. 

Oscar  was  with  us  at  Columbus,  but  we  had  to 
hold  him  down  as  he  wanted  to  buy  all  the  candy 
in  town  for  his  girl  friends. 

Visit  the  club  rooms,  at  Hotel  Wii.ton,  room  248, 
and  Oscar  will  have  a  glad  hand  for  yoa. — (Hummer.) 

Cleveland.— Euclid  Council,  No.  421,  held  its 
picnic  at  Willough  Beach,  July  1  It  was  well  at- 
tended and  everybody  had  a  good  time.  The  Enter- 
tainment Committee,  consisting  of  Mrs.  Herbert 
Nessel  of  the  Ladies'  Auxiliarv  and  Bob  Locker.  John 
Sefert  and  Douglas  W.  Caulkins  of  No  421,  arranged 
a  very  interesting  program. 

John  Wilson  and  Bob  Locker  competed  with  Herb 
Nessel  and  D.  W.  Caulkins  in  the  box-ball  contest. 

The  twins,  Anita  and  Aline  Bohlken,  won  first 
and  second  prizes  in  the  25-yard  dash  for  girls; 
Mrs.  Berry,  first,  and  Mrs.  Nessel,  second  prizes  in 
the  25-yard  dash  for  ladies;  Messrs.  Nessel  and 
Berry  won  the  prize  for  the  three-legged  race;  Miss 
F.  Geffers  the  prize  for  the  ball-throwing  contest  for 
ladies;  Bob  Locker,  Jr.,  first,  and  William  Francis, 
second,  in  the  50-yard  dash  for  boys;  F^ed  Mason  the 
prize  in  the  100-yard  dash  for  men;  James  Agiold, 
he  prize  in  the  boys  shoe  race;  Jack  Curtis  the  prize 
n  the  ball-throwing  contest  for  boys;  and  Walter 
Berry,  first.  Herb  Nessel,  second,  in  the  ball-throwing 
;ontest  for  men. 

The  ball  game  was  the  big  event.  Captain  Mun- 
lell  and  Captain  Sam  Arnold  won  first  choice  by  hand 
wer  hand  on  a  bat,  Sam  winning  out,  and  then 
^hoosing  the  players,  both  girls  and  boys.  Seven 
nnings  were  played,  after  which  all  sat  down  to  a 
egular  picnic  dinner,  with  large  appetites.  Dancing 
«is  enjoyed  during  the  evening  and  then  we  motored 
lome  with  the  memories  of  one  enjoyable  U.  C.  T. 
juting.— (Skibo.) 

Cleveland. — Euclid  Ladies  are  not  sleeping, 
it  a  special  joint  meeting  of  the  members  and  ladies, 
leld  at  The  Winton,  the  program  for  the  year's 
activities  was  mapped  out.  It  appears  wonderfully 
»ttractive  on  paper,  and  now  all  that  is  left  for  us  to 


do  is  to  get  behind  Mrs.  McElroy,  our  Leader,  and 
push. 

The  date  for  our  annual  outing  was  set  for  July  1, 
at  Willow  Uuach.  We  had  oodles  of  eats,  and  any 
amount  of  races  for  all  the  kiddies,  mother  and  dad, 
too,  and  you  ought  to  have  seen  the  prizes.  There 
was  bathing,  dancing,  and  you  know  how  much  fun 
you  can  have  on  the  merry-go-round — and  all. 
— (M.  II.  D.  F.) 

Dayton. — Gem  City  Council  met  in  regular  session, 
with  about  seventy-five  present,  although  the  eve- 
ning was  one  of  the  hott«st  of  the  season.  The 
following  were  initiated:  Edward  J.  Stanmen, 
Maurel  B.  Fry,  Herbert  H.  Ashton,  Robert  S. 
Faust,  Chas.  E.  Greenwotxl. 

Brother  Fry  was  more  than  anxious  to  donate 
*5.00  to  the  picnic  fund  when  Brother  Browne  made 
a  pica  for  funds  for  the  annual  picnic,  which  will  be 
held  in  August. 

The  delegates  to  State  Convention  at  Columbus 
gave  very  good  reports.  A  round  of  applause  was 
given  when  Brownie  told  them  that  old  Gem  City, 
No.  3,  took  in  more  candidates  than  any  Council 
in  the  state  during  the  past  year. 

Get  busy  for  the  big  time  in  OctoW  when  Grand 
Counselor  Rupert  will  help  us. 

We  are  all  glad  to  know  that  we  w  ill  have  a  chance 


HOME. 

A  wee  little  house  on  a  shabby  street, 
Tiny  and  brown,  but  cozy  and  neat; 
Doors  and  windows  all  shiny  agleam, 
Shadowy  comers,  each  with  its  dream; 
A  sunny  window  in  ruffled  net. 
With  ita  blooming  posy,  its  singing  pet. 
A  tiny  kitchen  all  white  and  sweet. 
With  ita  odor  of  somcthiag  good  to  eat. 
A  battered  toy  on  the  parlor  fioor, 
W^ee  finger  prints  on  window  and  door, 
Two  big-boy   feet,  and   a  smaller  pair. 
Clattering  up  and  down  the  stair; 
A  noisy  voice  and  a  softer  one. 
Telling  tales  of  the  day's  great  fun. 
A  melody  Sung  to  the  twilight  sky — 
Mother-voice  singing  a  lullaby. 
A  pipe  and  a  book  in  the  dim  firelight 
Where  a  dog-tired  man  comes  home  at 
night. 

All  things  answer  the  homing  call. 
Where  the  spirit  of  love  broods  over  all. 
And  hearts  beat  high,  and  life  is  sweet 
In  the  wee  little  house  on  a  shabby  street. 

— [Bertha  Ford  Simms. 


to  go  to  Toledo  next  year.  Already  preparations 
are  being  made  for  it. 

The  Bagmen  of  Bagdad  held  their  annual  picnic 
for  Bagmen  and  families  at  Forest  Park  this  year  on 
July  15. 

Brother  Browne,  Great  Ruler  of  Iran  Guild  of 
Bagmen,  attended  the  Imperial  Guild  meeting  in 
Columbus  on  June  27  and  reported  a  good  time. 
—(A.  O.  B.) 

Akron. — Council  No.  87,  met  in  regular  session 
June  17,  with  a  small  attendance.  Two  applica- 
tions were  approved.  One  candidate  presenting 
himself  was,  by  special  dispensation,  initiated. 

Akron  Council  held  its  annual  banquet  at  Hamlin's 
Hotel,  Long  Lake,  June  3.  About  100  couples  attended. 
The  evening  following  the  banquet  was  devoted 
to  dancing  and  a  general  get-together  and  renewing 
of  friendships  among  the  members.  An  elaborate 
banquet  was  served  and  was  everything  that  a  ban- 
quet should  be.  Carnations  and  ferns  were  presented 
as  souvenirs  to  the  ladies. 

The  ladies  of  our  Auxiliary  have  planned  a  picnic 
for  July  22,  at  Summit  Beach  Park,  to  which  all 
Councilors,  w  ives,  and  their  friends  are  invited  and 
be  sure  to  bring  the  kiddies. 

Akron  Council  mourns  the  loss  of  Councilor  C.  O. 
Stetler,  who  passed  away  after  suffering  from  Bright's 
Disease,  June  2,  at  Mercy  Hospital,  Canton,  Ohio. 

We  received  an  invitation  from  Mr.  Worthington, 
the  new  manager  of  Portage  Hotel.to  have  a  committee 
call  on  him,  as  he  desires  to  arrange  a  social  get- 
together  affair,  to  become  acquainted  with  the  ladies 
and  traveling  men  of  Akron.  Mr.  Worthington  has 
made  several  important  changes  in  the  hotel,  which 
is  evidence  that  he  is  a  real  hotel  man 

Now,  boys,  DO  SOMETHING.     If  everyone 


of  Ave  member!  secure  ju»t  one  application 
during  the  year,  we  shall  more  than  reach  the 
■logan  of  last  year.  If  you  can't  get  an  "Ap," 
then  get  after  the  eligible*  for  subscriptions 
to  The  Sample  Case,  which  in  due  time  will 
bring  them  into  the  fold,  as  it  contains  the 
greatest  SERVICE  feature  ever  presented  by 
any  magazine,  all  being  of  great  value  to 
•very  reader  and  especially  to  the  salesman. 
—(Heine.) 

Newark. — Newark  Council,  No.  274,  met  June  17, 
8  p.  m.,  with  Senior  Counselor  Miller  in  the  chair. 
Not  many  were  present  at  the  time  but  later  quite 
a  number  came  in  which  made  quite  an  enjoyable 
meeting. 

Senior  Counselor  Miller  ia  going  to  be  a  stickler 
for  the  "on  time  policy  of  opening." 

Brother  Niee  met  with  severe  loas  of  property 
during  the  tornado  at  Buckeye  Lake  and  a  vote  of 
sympathy  waa  sent  him  in  his  loss. 

Brother  Burkall  waa  reinstated  and  Brother  Wm. 
Fred  Keiser  waa  made  a  member. 

Paat  Counselor  Roley  haa  been  appointed  per- 
manent chairman  to  care  for  decorations  at  the 
graves  of  our  late  brothers. 

Brother  Critten  waa  given  the  obligation,  and 
si)oke  briefly  that  he  had  for  a  time  considered  join- 
ing the  U.  C.  T.  but  now  it  ia  an  accomplished  act 
which  he  is  proud  of. 

Brother  Tinnan  gave  an  interesting  report  of  the 
(irocvedinga  of  the  Grand  Council. 

Refreshments  were  provided  at  the  close  of  the 
nieetiug  and  greatly  enjoyed  by  all. 

.\ext  meeting,  promptly  at  8  p.  m.,  the_third 
Saturday  of  every  month. — (R.  N.) 
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Seattle,  Wash.  — .Seattlt-  Council,  Nu.  ^a,  met  in 
regular  session  at  Odd  1  ellows'  Hall  June  17.  The 
meeting  waa  conducted  by  Junior  Counselor  Alonzo 
Condon,  Senior  Counselor  Paul  T.  Kennedy  being 
absent  on  a  business  trip  East.  Much  interest  waa 
shown  by  the  members  and  a  desire  to  make  this 
the  best  year  that  No.  83  has  ever  ext>erienced. 

Brother  C.  L.  J.  Smith  thanked  the  lodge  for  the 
assistance  rendered  in  placing  him  on  the  Executive 
Committee  of  the  Grand  Council.  Brother  Rice 
expressed  his  appreciation  of  his  elevation  to  the  office 
of  Junior  Grand  Counselor.  Brother  George  B.  Dunn 
made  his  report  in  regard  to  purchasing  new  cape 
for  the  Council. 

Brother  Smith  was  appointed  chairman  of  the 
Picnic  Committee  for  the  picnic  held  July  29,  one 
of  the  livehest  affairs  ever  held  in  this  section  of 
the  country. 

When  the  reports  of  delegates  and  visitors  to  Van- 
couver were  made,  the  other  lyembers  listened  in- 
tently and  with  that  look  on  their  faces  which  said, 
"Wish  I  also  had  been  with  those  present."  Our 
Secretary  was  instructed  to  write  Vancouver  Council 
a  letter  of  thanks  for  the  splendid  manner  in  which 
they  entertained  the  Grand  Council  meeting. 

It  is  Seattle's  turn  next  year  and  arrangements  are 
now  under  way  for  that  event.  If  we  surpass  the 
British  Columbia  brothers  we  will  have  to  do  some 
traveling.  By  having  a  year's  start  there  is  no  doubt 
but  that  we  will  accomplish  what  we  have  set  out  to 
do.— (J.  F.  N.) 


Williamsport. — The  regular  monthly  business 
meeting  of  Williamsport  Council,  No.  350,  was  held 
July  1-  Senior  Counselor  Chas.  R.  Hamm  opened 
the  session  with  a  fair  attendance. 

No  initiations.  One  apphcation  was  presented  and 
passed  by  deferring  the  initiation  work. 

We  were  favored  by  a  visit  from  Past  Counselor 
Don  Miller  oS  Harrisburg,  whose  remarks  were 
greatly  appreciated. 

A  communication  was  received  from  Brother  J.  W. 
Griffith  from  Denver,  Colo.,  who  reported  that  he 
has  virtually  recovered  from  his  long  iUness,  and  has 
secured  permanent  emplojTnent. 

The  chairman  of  the  Picnic  Committee,  Brother 
Otto  Stradley,  reported  that  he  was  negotiating  with 
the  management  of  Picture  Rocks  Park  for  the  annual 
event,  Saturday,  August  12.  All  brothers  with  their 
families  are  requested  to  keep  this  date  open.  Ample 
transportation  accommodations  will  be  provided  for 
all  without  cars. 


so 


THE    SAMPLE  CASE 


AUGUST 


Brother  Jl.  J.  broiiiugo,  cliairirittii  on  arranuciiiisiiU 
for  the  l.ycoiniiiK  Hotel  Dull,  lielU  under  the  auHpicos 
of  Williainbport  Council,  reported  tlio  event  a. great 
BUCCCBS.  It  was  decided  that  Secretary  A .  L.  Wagoner 
write.Managcr  J.  F.  I^ttson  our  bincero  apprecia- 
tion of  hia  couBideralion  and  courtesy  extended  the 
moHiberB  of  Willianisport  Council  and  their  ladies 
upon  this  occahion. 

Senior  CounBclor  Chas.  R.  Ilamm  made  a  few 
rcniarliB  on  the  Grand  Council.  Krie  Council  had 
Hparcd  no  cITorta  in  giving  the  delegates  a  warm  wel- 
come and  good  time. 

Three  brolhcrH  were  reported  on  the  Bick  list. 
They  are  A.  W.  IJicliBon,  Sr.;  John  Knight,  and 
Anthony  Nardi.  Brother  Nardi  recently  buried 
his  mother.  Our  sympathy  goes  out  to  our  good 
friends.  ^ 

"I'op"  IIougluMcl,  D.ic.  Cnnve  iind  J.  P.  Cramer, 
are  still  holding  opn,  Iio,,hc  al  the  council  rooms 

every  Saturday  ull.  ri   N.  vcr  too  warm  to  play 

"cinch."  Droj)  ill  vvliiii  li'W'i- 

I-urthcr  dctuil«  on  tlie  i-icr.ic  will  be  disclosed 
at  llic  August  meeting.  Come  out.  The  Bcssion  wdl 
be  short. 

I'lanB  for  the  coming  food  show  this  fall  are  about 
ready.— (M.  1'.  W.) 

Charleroi.— The  extremely  hot  night  did  not  stop  , 
Mon  Valley,  No.  (iO:i,  from  having  a  rousing  good 
meeting,  June  2-1.    All  line  oilicers  present  but  one, 
one  name  voteil  on,  and  six  initiated. 

Senior  Counselor  Anderson  may  well  be  proud  of 
his  officers  in  tlicir  degree  work,  for  tlicy  are  going 
100  per  cent  on  their  work  williout  tlie  ritual. 

Reports  were  had  from  various  ooiiimittees  aiid 
from  our  three  delegates  wlio  attended  Grand  Council. 
Our  meeting  was  made  doubly  interesting  and 
profitable  by  the  kind  remarks  and  good  suggestions 
from  our  visitors. 

Wasliington  Council,  No.  599,  paid  us  a  visit, 
twenty  of  their  members  being  with  us. 

We  also  liad  visitors  from  Wlieeling,  Duquesne 
and  Fort  Pitt  Councils.  Clias.  Zeller  from  Fort 
Pitt  is  very  regular  in  attcriilance. 

After  tlie  speech-making  a  good  lunch  which  was 
prepared  by  Secretary  Kimmins  and  his  good  wife 
was  served.  A  good  social  time  was  had.  The  time 
went  so  fast  that  our  members  from  Monongahela 
missed  the  last  car,  but  one  of  our  newly  made  mem- 
bers drove  ten  miles  out  of  his  way  to  take  these 
Brothers  home. 

Our  Council  is  well  pleased  with  The  Sample  Case. 
We  all  need  this  good  line  of  instruction,  both  in 
regard  to  our  daily  task  and  our  Order. 

We  will  have  a  basket  jiicnic  some  time  soon  for 
members  and  their  families. 

Now,  just  one  word  to  the  members  who  do  not 
come  out  to  the  meetings.  Are  you  playing  fair  with 
yourself  or  the  Council?  Come  and  help  to  do  your 
own  work.— (RI.  11.) 

Wilkes-Barre. — Wilkes-Barre  Council,  No.  426, 
has  held  two  meetings  during  the  present  month, 
which  were  largely  attended. 

The  new  officers  were  installed  for  the  coming  year 
and  it  looks  like  a  big  year  for  No.  426  by  the  way  the 
boys  are  turning  out. 

Plans  are  completed  for  the  annual  outing,  which 
is  under  the  direction  of  a  live  committee  of  the 
younger  members  and  they  promise  to  make  it  the 
best  ever  held. 

Scranton  Lodge  is  to  be  in\-ited  as  honor  guests. 
Wilkes-Barre  also  has  a  selling  organization,  which 
is  selling  the  spirit  of  U.  C.  T.  to  every  man  worthy 
of  belonging  and  tliej-  are  increasing  the  membership 
considerabl}-. 

Since  the  following  new  officers  were  installed  the 
boys  are  full  of  pep  and  we  are  having  great  meetings: 
D.  F.  Clements,  Senior  Counselor;  R.  G.  Dix,  Junior 
Counselor;  W.  I.  Bradshaw,  Past  Counselor;  T.  R. 
Perham,  Secretary-Treasurer;  J.  M.  Cobb,  Jr., 
Conductor;  J.  H.  Hughes,  Page;  J.  V.  Murdock, 
Sentinel. 

All  visiting  brothers  are  alwaj-s  welcome  and  will 
enjoy  themselves.  The  Council  meets  the  second 
and  fourth  Saturday  evenings  at  the  Odd  Fellows' 
Temple,  Franklin  St. — (Mac.) 

Warren.— Warren  Council,  at  its  regular  meeting 
held  July  1,  was  opened  by  the  Sgnior  Counselor 
at  7:45  p.  m. 

The  application  of  Paul  E.  Kirscharts  was  favor- 
ably acted  upon  and  he  was  initiated.  The  Secretary 
read  a  letter  from  the  Grand  Secretary,  stating  our 
quota  for  new  members  for  1922  was  twenty.  This 
may  seem  small,  but  when  we  consider  the  transfers 
and  the  like  we  will  have  to  add  this  shrinkage  to  the 
twenty. 

We  listened  to  the  report  of  our  delegate  to  the 
Grand  Council,  held  at  Erie.  We  are  all  proud  of  the 
report  brought  back  by  our  delegate. 

One  point  emphasized  at  the  convention  was  that 
each  Council  have  a  committee  of  instruction.  Our 


Senior  Counnelor  appointed  the  following  to  act; 
Past  CouDBclorB  T.  G.  Jacobn,  V..  M.  Hutchens  and 
Otto  I'etorBon. 

The  efficient  Kntertainment  Committee  served  a 
grand  Bi)rcad  after  the  meeting.  Tho«e  who  enjoyed 
this  treat  will  come  again  and  thoHC  who  were  absent 
should  come  often  us  we  have  a  ijromiBC  of  a  fec<l 
after  each  meeting  until  furtlier  notice.— (H.  A.  F.) 

Pittsburgh.— In  order  to  accompliHh  the  quota 
set  for  Fort  Pitt  Council,  No.  171,  it  will  be  ncccflsary 
to  start  during  the  Bummcr  months.  Grand  Coun- 
selor Richard  Rcedcr  of  Butler  liaB  given  your  Coun- 
cil only  100  for  their  year,  and  this  can  be  easily 
"gone  over"  if  the  "go-gcttcrB"  are  on  the  job.  We 
have  our  good  friend  and  hustler.  Past  Grand  Coun- 
selor, Wm.  (Billy)  C.  Baurn  as  our  District  Deputy, 
and  we  shall  have  him  with  us  at  our  September 
meeting. 

As  each  member  sends  in  hia  applications,  or  trans- 
fers, or  reinstatements,  your  ScCTctary  will  issue 
you  a  card  that  will  partirii.ato  in  two  i.rizes- one 
for  the  largOHt  a,M.,unt,  :,n.|  llM.  „ll,..r  for  S.mOO 
Howard  or  Ha.nili...i  ^•■:^tr\.  'I  In.  r,,,,!. :  i  w.ll  run 
from  June  1,  t..  A|,r.l  1,  Htli.'..    ItV,  u,,  to  the 

individual  to  get  liiihy,  for  there  arc  m'.r(^  tliaii  10,000 
to  draw  from  in  this  city  and  we  can  show  at  least 
1,500  for  our  Grand  Counselor  by  next  April  or  June. 
We  extend  our  sympathy  to  our  newly  initiated 


TELL  HIM  NOW. 


vork 


If  with  pleasure  you  arc  viewing  any  ■ 
a  man  is  doing. 
If  you  like  him  or  you  love  him,  tell 
him  now; 

Don't  withhold  your  approbation  till  the 
parson    makes  oration. 
And  he  lies  with  snowy  lillies  o'er  his 
brow; 

For  no  matter  how  you  shout  it,  he  won't 
really  care  about  it; 
He  won't  know  how  many  tear-drops 
you  have  shed; 
If  you  think  some  praise  is  due  him,  now's 
the  time  to  slip  it  to  him. 
For  he  can  not  read  his  tombstone  when 
he's  dead. 

More  than  fame  and  more  than  money  is 
the  comment  kind  and  sunny, 
And  the  hearty,  warm  approval  of  a 
friend. 

For  it  gives  to  life  a  savor,  and  it  makes  you 
stronger,  braver. 
And  it  gives  you  heart  and  spirit  to  the 
end; 

If  he  earns  your  praise — ^bestow  it;  if  you 
like  him,  let  him  know  it; 
Let  the  words  of  true  encouragement  be 
said; 

Do  not  wait  till  life  is  over  and  he's  under- 
neath the  clover. 
For  he   can  not  read  his  tombstone 
when  he's  dead. 

— [Anonymous. 


Boys,  don't  get  delinquent  tliis  year,  for  the  coBt* 
come  out  of  your  treusury  to  notify  you.  ^The  cost 
of  memberHhip  is  only  about  three  cents  per  day 
and  the  rcBults  paid  are  more  than  worth  thib. — 
(A.  H.  B.) 

Butler. — Last  year  Pennsylvania  overtopped 
every  Grand  Juriadiction  in  the  United  States  and 
Canada  in  mcmbcrBhip  gain,  and  I  don't  believe  that, 
outside  of  a  line  or  two  in  as  many  comrnunicatiooB, 
there  was  any  mention  of  this  great  work  in  our 
splendid  magazine.  The  Sample  CoBe. 

Again  Pennsylvania  turns  the  same  trick,  leading 
all  Grand  JuriBdictions  in  rnemljerBhip  gain  for  the 
year  just  ended.  If  only  once  some  of  the  boys  might 
Bay  it  was  a  fluke,  but  when  it  is  twice  in  a  row. 
well,  I  guess  hardly,  and  Pennsylvania  exj^ccts  to 
repeat  again — yes,  three  times  in  a  row.  "Excuse 
our  dust,"— (Wm.  McAlpine,  Sec'y.,  No.  405.) 

Pitt.burgh.— Duquesne  Council  had  a  very  good 
turnout,  June  17,  and  many  BuggCBtions  for  the 
advancement  of  the  Council  were  offered. 

Ten  team  captains  have  been  apijointed  to  put  over 
the  campaign  for  100  new  members  by  October. 
Each  team  has  received  a  quota  of  ten,  and  every 
one  of  the  team  captains  has  declared  that  his  team 
will  come  across  with  the  quota.  We  have  the  best 
travelers'  organization  in  existence  and  the  reason 
that  we  are  not  greater  in  number  is,  many  good 
eligible  men  do  not  know  what  the  Order  stanfls 
for.  The  team  captains  will  do  their  share  and  a 
little  support  on  your  part  will  put  the  campaign 
across  in  great  sharie.  Talk  U.  C.  T.  and  don't 
fail  to  imi)re8s  your  prospect  with  the  fraternal 
features  of  the  Order. 

The  delegates  to  the  Grand  Council  meeting  at 
Erie  made  a  detailed  report  of  business  transacted 
at  the  session.  They  pronounced  the  meeting  one 
of  the  greatest  in  the  history  of  the  Grand  Council. 
Grand  Counselor  Osborne  was  ijraised  for  the  efficient 
manner  in  which  he  conducted  the  business,  and 
Erie  Council  was  complimented  on  the  elaborate 
program  of  entertainment  which  was  thoroughly 
enjoyed. 

Brotlicr  Thompson,  who  recently  went  into  the 
ice  cream  business,  pulled  a  little  Buri..riBe  party. 
He  brought  along  a  two-gallon  sample  of  his  product. 
We  were  completely  sold  on  his  Une  the  moment 
the  spoon  touched  our  lips.  The  ice  cream  made  such 
a  hit  that  it  was  decided  to  have  another  freezer  at 
the  August  meeting.  Brothers  Prendergast  and 
Benz  assured  us  that  a  sufficient  supply  of  home-made 
cake  will  be  on  hand,  so  if  you  are  a  lover  of  good 
things  be  sure  to  come  to  the  August  meeting. 

The  important  matter  of  securing  subscription* 
for  The  Sample  Case  was  discussed  with  the  result 
that  the  members  present  pledged  fifty  new  s 
scribers  for  that  high-class  pubUcation.  We  can  all 
do  our  bit  by  pointing  out  the  merits  of  The  Sample 
Case  to  men  outside  of  the  Order.  Every  article 
published  in  our  magazine  is  of  great  importance 
to  every  Uve-wire  salesman  and  by  securing  a  few 
subscriptions,  you  not  only  bring  the  activities  of 
the  Order  before  eligible  men,  but  you  are  paving 
the  way  for  a  greater  membership,  which  means,  a 
greater  Order.  The  subscription  price  is  $1.00  pa 
year,  or  S2.00  for  the  entire  series  (26  in  number) 
of  Mr.  Gordon  J.  A.  Hargrave's  "Scientific  Salea- 
manship."  Mail  all  subscriptions  to  P.  J.  Clancy, 
Secretary,  Box  1607,  Pittsburgh. 

Push  out  your  third  vest  button  and  we'll  all  go 
smiling  through  1922,— (P.  J.  C.) 


brother,  Max  Tannebaum,  who  is  at  present  at  the 
South  Side  hospital.  He  will  appreciate  a  visit  from 
any  of  the  boys. 

We  are  glad  to  hear  of  the  marriage  of  Brother 
Earl  W.  Moore. 

We  are  to  have  a  new  set  of  working  tools  for  our 
fall  and  winter  work  and  we  want  to  have  the  old- 
timers  see  what  we  are  doing,  so  start  early  to  avoid 
the  rush  for  seats. 

If  you  members  are  reading  the  Hargrave  series 
of  talks  in  The  Sample  Case,  be  sure  to  appreciate 
this  fine  work  by  getting  new  members  and  also 
salesmen,  who  are  not  members.  All  you  need  to  do 
is  to  get  only  S2,00  for  two  twenty-five  months  sub- 
scriptions and  you  will  be  the  better  for  your  efforts. 
The  information  they  contain  is  worth  more  than 
the  price  of  the  magazine  and  the  editor  is  surely 
making  every  effort  to  better  our  conditions.  Do 
your  share  in  getting  new  subscribers  or  hotel  ads 
knd  make  a  nice  addition  to  your  salary,  for  he  is 
willing  and  only  too  glad  to  pay  you  well  for  this 
service.  Ask  your  Secretarj-  for  the  amount  paid 
and  subscription  slips. 


S  1s> 


Corsicana.— The  meeting  of  CouncU,  No.  170. 
of  Cersicana,  May  19  was  one  of  the  best-attended 
and  most  successful  in  the  history  of  this  Lone  Stai 

'''a  get-together  dinner  was  held  in  the  evening 
the  Commercial  Hotel  with  thirty  "knights  of 
grip"  present,  with  Senior  CJounselor  Robert  Std 
as  toastmaster.  The  first  speaker  was  M.  W.  Brand 
of  DaUas  Council,    He  ably  held  the  attention  o 
the  speakers  with  a  spicy  and  instructive  ^^ff* 


has 


•hich  he  described  the  remarkable  progress  whid 
been  made  by  the  Order  since  it  was  fotmded  b; 
eight  men  in  Columbus  in 

Among  other  speakers  were  Homer  L,  Johnsorl 
J  L  WeUer,  Claude  C,  Cunningham,  Clifford  Tatw  " 
and  J.  W.  Cheney.  Brother  Cheney  now  is  th 
only  living  member  of  Corsicana  organization,  found 
ed  in  1898.  Out-of-town  speakers  were  Cartf 
Pearson  of  Tyler  and  W.  M.  Dixon  of  Greenvill. 
Brother  J.  M.  Pugh  reported  on  his  trip  to  the  annul 
Grand  CouncU  meeting  at  Paris  May  10,  11  and  i: 


AUGUST 


THE    SAMPLE  CASE 


SI 


Milwaukee. — Fricntls  of  Counselor  Ray  Knowl- 
ton  gave  him  a  goixl  Burpriso  tlio  other  night,  it 
being  the  twenty-fifth  anniversary  of  his  married 
life.  The  bunch  left  valuable  giiverwarc  and  all 
reporte<l  having  a  Kood  time. 

Frank  Hopewell  and  family  have  moved  from 
Madison  down  here  and  he  also  transferred  as  soon 
as  he  moved.  ^ 

Harold  Knowlton  has  moved  to  Wauwatosu. 
He  has  built  a  nice  bungalow  there. 

Don't,  under  any  circumstances,  forget  the  picnic 
on  August  12  at  Jackson  Park,  as  we  expect  to  have 
the  biggest  time  in  our  history. 

Every  member  get  a  member  is  the  slogan  that 
Milwaukee  Council  has  adopted  for  ita  fall  cam- 
paign.   Will  you,  reader,  do  your  share? 

The  Senior  Counselor  and  the  Secretary  of  every 
Council  will  get  the  monthly  standing  of  their  Coun- 
cils this  year  from  the  Grand  Secretary.  Tliis  ought 
to  bring  forth  some  interest  among  the  Councils 
to  see  that  if  when  the  year  closes  every  Council 
can  be  on  the  right  side  of  the  ledger.  Have  your 
Secretary  give  you  the  standing  of  your  C^ouncil. 
-(I,.  C.  E.) 


THE  U.  C.  T. 


It's  a  long  cry  till  next  June  but  Sioux  Falls  will 
wait  with  pleasure  for  the  chance  to  entertain  at  that 
time  the  United  Commercial  Travelers  Grand 
Council  of  the  state  which  voted  to  hold  its  annual 
meeting  here  next  year,  reads  an  editorial  in  the 
Argus-Leader,  Sioux  Falls,  S.  Dak.,  referring  to 
the  U.  C.  T.  Grand  Council  meeting  which  will  be 
held  there  next  year. 

Possibly  it's  trite  to  say  that  the  commercial 
travelers  are  one  of  the  most  important  and  helpful 
organizations  in  the  state.  Their  record  is  a  long  and 
useful  one.  Primarily  supposed  to  be  selling,  their 
real  accomplishment  is  serving.  The  old  idea  that 
it  is  necessary  to  load  a  merchant  up  with  articles  he 
does  not  need  just  because  the  glib  salesman  can 
show  a  fine  lot  of  orders,  was  long  ago  discarded. 
The  salesman  today  sells  only  what  the  tradesman 
really  needs  and  helps  him  to  dispose  of  it  besides. 
But  that  is  only  part  of  his  work. 

He  is  the  most  effective  element  in  state  and  com- 
munity boosting  the  state  possesses.  A  trained 
observer  and  a  natural  optimist,  he  quickly  sizes 
up  the  good  points  of  a  town  and  spreads  them 
broadcast.  He  is  a  constant  advertiser.  When 
he  sees  the  need  of  some  correction,  he  does  not  wait 
for  "George  to  do  it,"  but  points  it  out  and  then 
sets  about  to  bring  it  to  pass.  He  knows  resources 
and  potentialities  like  his  A.  B.  C.  and  rattles  them 
off  wherever  he  goes.  He  is  the  friend  of  the  "square 
guy"  and  the  foe  of  graft  and  his  influence  in  politics 
has  long  since  been  recognized  as  statewide  and 
powerful.  He  gives  and  expects  to  get  a  square  deal 
himself  and  the  politician  seeking  the  suffrage  of 
the  public  who  cannot  convince  the  traveling  sales- 
men that  he  is  the  man  for  the  job,  finds  he  has  a 
solid,  ceaseless  force  against  him  from  the  start. 
When  he  finds  something  he  likes,  the  traveler  is 
not  shy  about  proclaiming  it  from  the  train,  the  bus 
or  hotel  lobby  he  frequents.  He  asks  nothing  in 
return  for  the  constant  boosting  but  the  right  to 
be  called  a  "regular  fellow."   He  is. 


r.  C.  SMALLWOOD 
Enid,  Oklahoma 


It  IS  some  time  since  death,  the  relentless 
foe  of  all  mankind,  has  visited  Enid  Council, 
No.  17S.  but  our  esteemed  Brother.  Tom  Small- 
wood,  has  been  called  to  appear  be/ore  the  Great 
Judge  of  all  mankind,  to  receive  his  reward  for 
a  well  spent  life. 

He  spent  many  years  on  the  road,  but  the 
last  few  years  he  has  been  the  active  Manager 
of  the  Dawson-Smallwood  Produce  Company 
of  Enid.  He  was  also  Vice  President  of  the  Alton 
Mercantile  Company. 

He  was  a  man  of  wonderful  personality  and 


will  power.  His  power  of  will  is  best  described 
by  the  following,  from  a  poem  written  by  Ella 
ly heeler  Wilcox: 

"Each  well-born  soul  mutt  win  what  it  deserves 
Let  the  fool  prate  of  luck;  the  fortunate 
Is  he  whose  purpose  never  swerves. 
Whose  slightest  action  or  inaction  serves 

the  one  great  aim. 
Why.  even  Death  stands  still. 
And  waits  an  hour  sometimes  for  such  a  will." 
The  Colonel  is  gone,  but  he  will  long  be  re 
f  by  his  friends  and  associates.  — ]  T.  J. 


member ed  i 


The  Sample  Case — 
The  Magazine  of  Service 


TWO  BOOKS  OF  REAL  MERIT 

The  Real  Estate  Educator 


F.  M.  Payne.  (New  Edition  1920)  A 
repository  of  useful  information  for  ready 
reference,  especially  designed  for  Real 
Estate,  Investors,  Operators,  Builders, 
Contractors,  Agents  and  Business  Men. 
What  you  NEED  to  know,  what  you 
OUGHT  to  know. 

The  new  1P20  Edition  contains  the  Federal  Farm 
Loan  System,  How  to  Appraise  Property,  How  to 
Advertise  Real  Estate.  HOW  TO  SELL  REAL 
ESTATE,  The  Torrens  System,  Available  U.  S. 
Lands  for  Homesteads,  the  A  B  C's  of  Realty  and 
other  useful  information. 

208  pages  cloth,  $2.00  postpaid 

Send  order  with  remittance  to  THE  SAMPLE  CASE,  Columbus,  Ohio 


The  Vest  Pocket  Lawyer 

This  elegant  work  just  published  contains  the  kind  of  information 
most  people  want.  You  can  know  the  law — what  to  do — what 
to  avoid.  It  is  a  daily  guide— a  manual  of  reference  for  the 
business  man — the  law  student — the  justice  of  the  peace — the 
notary  public — the  farmer — the  clergyman — the  merchant — the 
banker — the  doctor.    360  pages  printed  on  Bible  paper. 

Cloth  $1.50,  postpaid 
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[ ^  ^    Imperlol    Clerk    of    Records    and  Revenue, 
— "  —                                                                                                   i  VVirlli,  (104   I'oiirUi   Nut'l   Hmik   H1<1k.,  Ciii- 
Imoerial  Guild  A.  M.  0.  B.\  7B'^^x'^'^'^^'>>i:sz'^^'l.. 
 ^„_„„i,^„M„».i  —  .i  —  ii-i'i  — "  —  "  —  "  — —    menu,  W.  B  Arndt.  J.  T.  Reese.  George  E  Hunt. 


Tin.;  Imperial  Guild  of  Bagmen  of  Bandad 
lm<l  an  interesting  soasion  in  ColuinbuB  during 
the  Supremo  Council  meeting.  Election  of 
John  H.  Dullaway,  OHhkoBh,  Wis.,  as  Imperial 
Master  of  Ceremonies,  was  the  only  change  made 
in  its  officers. 

Guilds— Where  Located. 
Abial,    Grand     Rapids,  Midi.— Great  Rulor 
Perry  E.  Larraliee.  216  Highland,  8.  E..  C.  of  R_ 
&  II.,  R   A.  Hull,  259  So   LaFayctte  St.,  Grand 
Rupids,  Mich. 

Achmet,  Oshkosh,  Wis.— Great  Ruler  John  H. 
Dallaway.  R  V.  I)  No  1,  Rox  1;  C.  o(  R.  &  R., 
II.  W.  Nankcrvis,  129  Washington  St.,  Oshkosh, 

^Al  Mansur.  Colu.nbu«.  Ohio-Grc.it  Ruler  G  D. 
lliUiard,  71  W  Blake  Ave.,  C.  of  R.  &  R.,  J  M- 
Baker,  24  W   Goodulc  St.,  CoUiinlius.  O. 

Alpha,  .!a,n,..lc,wn,  N.  Y.-Crrat  lialcT  Mar.m 
II  llcnzc  Kil  Noutoi,  Ave.  C  of  II  A;  U.,  Harry  .) 
I,c  Boouf,  .Vi:;  I-:  S...  ,m,l  St.,  JanioHtovv.,.  N  V, 

Arabella.  T-  xarkana.  Ark.-Groat  Kul.T,  A 
Gaiiu's,  -I  ,  \i,rk:n.a.  Ark  .  C.  of  R  &  R  ,  H.  N  I'cck, 
2007  ii'in.  Si  .,  I'cNarUaiia,  Ark 


Shlra«,  Sioux  City.  Iowa— Great  Ruler  J.  W.  Cox 
2I1.S  McDonald  Ave.;  C.  of  R.  &  R..  F.  C.  Haatings, 
.519  F  .  L.  A  T.  Bldp:.,  Sioux  City,  la. 

Tigris,  Augusta,  Ga.— Great  Ruler  I-.  A.  Dorr, 
Augustn,  Ga.;  C.  of  R.  &  R.,  O.  P.  Schwitzerlet,  1'.  O. 
Box  :54:5,  Augusta,  Ga. 

Tunxis,  Hartford,  Conn  — Great  Ru!<T,  W.  H. 
Cooncy.  427  Main  St.,  C.  of  R.  dt  R.,  A.  H.  h.  Parker, 
H.i  I.innmore  St.,  Hartford,  Conn. 

Zeus,  Des  Moines,  Iowa— CJreat  Ruler,  J.  M. 
Bowie.  42:f  Flynn  Rldg  ,  C.  of  R  &  R.,  M.  R.  Davis, 
42.S  Flynn  BIdg..  Des  Moines,  la. 

IIV1PER1AL     GUILD  OFFICERS 
Imperial  Ruler— Channing  E.  Jon^ 

St.   Colunibus,  () 

Imperial    Generalissimo — R.  F. 

P.  ()  Box  :i47,  Dayton.  O. 
Imperial  Viceroy — T.  B 


•De<M;ased. 

Past  Imperial  Ruler,  Prince  II  L.  JudcU  installed 
the  officers  elect.  Past  Imperial  Ruler,  Prince  Jno. 
T.  lUwsc  acting  as  Marshal  and  Past  Imperial 
Ruler,  Prince  Geo.  E  Hunt,  filling  station  of  Viceroy. 
Nin<!ty  mernh'-rs  partook  of  the  6  o'clock  dinner 
served  by  the  Columbus  U.  C.  T.  Woman's  Club. 

Tunxis  Guild  of  Hsrtford,  Conn.,  won  both 
Loving  <  'up". 


1921-1922. 
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Aryan,  Cl.  vclaiul,  O.-Oreat  H.il< 
mer,  1027  I.akofroiil  Ave.;  C.  of  R 
A  McElroy,  LWl  Crawfi.rd  Rd  ,  ( 
Aladdin,  Providence,  R  1.— Gr.M 
A  Morse,  205  ElniRrnve  Ave.  Pro 
C.  of  R.  &  R..  John  H.  WorlhioK. 
St.,  Pawtucket,  R.  1. 

Abadah,  Oakland,  Calif .—Cireat  Ruler  J.  H 
4038  Brighton  Ave.;  C.  of  R  &  R  ,  Chas.  W.  Wnght, 
2039  Rosedale  Ave.,  Oakland,  Calif. 

Bulad,  Pittsbvirgh,  Pa.— Great  Ruler,  Carl  A. 
Walter,  2217  Jane  St.,  S  S.,  C.  of  R.  &  R.,  C.  P. 
Vickery.  lOS  Smithficld  St.,  Pittsburgh,  Pa. 

Comus,  Knoxville,  Tenn.— Great  Ruler  Sam  I 
Bolton,  Franklin,  Tenn.;  C.  of  R.  &  R.,  John  D. 
Hardin.  Cleveland,  Tenn. 

Crescent  City.  New  Orleans,  La.— Great  Ruler 
Geo  Jaubert,  200  Magazine  St..  C.  of  R.  &  R.,  E  J. 
Villarrubia,  635  Poydras  St.,  New  Orleans,  La. 

Damascus,  Cincinnati,  O.— Great  Ruler  Louis 
F  Giebel,  526  Howell  Ave..  C.  of  R.  &  R.,  Louis 
Wirth,  604  4th  Natl.  Bk.  Bldg.,  Cincinnati,  O. 

Delphi,  Philadelphia.  Pa.— Great  Ruler  Harry  P. 
Kellev,  Sharon  Hill,  Pa.:  C.  of  R.  &  R.,  Wm.  H. 
Bassett,  22  S.  34th  St.,  Philadelphia,  Pa. 

Iran.  Dayton.  O.— Great  Ruler.  A.  O.  Browne, 
1303  Creighton  Ave..  C  of  R.  &  R.,  Frank  E. 
Rouzer,  P.  O.  Box  53,  Dayton.  O. 

Indra,  Terre  Haute.  Ind.— Great  Ruler  John  T. 
Bledsoe,  1233  So.  10th  St.;  C.  of  R.  &  R.,  Chas  E 
Rapson,  821  So.  17th  St.,  Terre  Haute.  Ind. 

Moshab,  Johnstown,  Pa.— Great  Ruler,  Otto 
Foerster,  513  Robb  Ave.;  C.  of  R.  &  R  ,  E.  B. 
Smith,  305  Bedford  St.,  Johnstown,  Pa. 

Media,  Chicago.  III.— Great  Ruler,  Robert  Brun- 
ton,  186  N  La  Salle  St.;  C.  of  R.  &  R..  W.  J.  Sullivan, 
941  W.  Van  Buren  St  .  Chicago,  III. 

[Vlalikee,  Milwaukee,  Wis  — Great  Ruler.  R.  W. 
Ihlenfelt,  925  35th  St.;  C.  of  R.  &  R.,  L.  G.  Everson, 
1237  First  St.,  Milwaukee,  Wis. 

Medina,  Greensboro.  N.  C.-Great  Ruler.  S.  V. 
Dawson,  610  Simpson  St.,  Greensboro,  N.  O.,  G. 
of  R.  &  R..  M.  R.  Banner.  American  Commission 
Co.,  Greensboro.  N.  C. 

Nama.  Jackson,  Mich.— Great  Ruler.  A.  H 
Brower.  4S3  Williams  St.;  C.  of  R.  &  R.,  M-  Heuinan, 
106  E.  Wilkins  St.,  Jackson,  Mich. 

Oriental,  Boston.  Mass.— Great  Ruler.  Geo.  A. 
Daniels.  Jr  .  44  Oliver  St..  Malih 
R..  Henry  F.  Marson,  43S  Broadway.  S. 
Mass. 

Oasis,  Hastings.  Neb.- Great  Rulei 
Mitchell,  113S  W.  5th  St.,  C.  of  R.  i  R.,  E. 
P.  O.  Box  746,  Hastings,  Xeb. 

Orestes,  Charleston,  W.  Va — ' 
Ross,  605  Hall  St.;  C.  of  R.  &  R. 
P  O  Box  732,  Charieston,  W.  \  a. 

Parthian,  Lexington,  Ky.— Great  Ruler  W.  T. 
Benton,  Lexington,  Ky.;  C.  of  R.  &  R.,  Geo.  F. 
Brown,  330  Woodland  Ave.,  Lexington,  Ky. 

Phoenicia,  San  Francisco,  Calif.— Great  Ruler 
S  T  Breyer,  66  Sansome  St.;  C.  of  R  &  R..  B. 
Hirschberg,  791  2Gth  Ave.,  San  Francisco.  Calit. 

Quinsig,  Worcester,  Mass.— Great  Rul.  -  - 
B.  Steele,  19  Vassar  St.;  C.  of  R.  A 
Weseon.  Jr  .  393  Main  St..  Worcest. 


Imperi.-il  Prime  Mi 

Kapida,  Mich. 

Imperial  Master 
Dallaway,  Oshkosh,  Wis. 

Imperial  Chief  of  Cuid 
ccster,  Mass. 

Imperial    Capt.    of  Gu 
Chicago,  III 

Imperial  Caliph— W.  W.  Harding,  Texarkana 
Ark, 

Imperial  Inside  Gate  Keeper 
Imperial  Outside  Gate  Keeper 
Jr. 

Imperial  Olioto— W  11.  Cooney,  Hartford,  Conn. 
Imperial  Zenzavesta- E.  B.  Cartwright,  Chatta- 
nooga. Tenn. 

Imperial  Angroto— J.  C.  Huston,  Terre  Haute, 

Imperial  Amazda— H.  H.  Cupp,  Pittsburgh,  Pa. 
Chief  Aga— J.  C.  Lee,  P.  O.  Box  644,  Hastings, 
.Neb. 


Price. 
Bremer, 


The    Broadcasting  Station. 

"Ariylhinp;  of  a  lively  nature  K'jint? 
on  here  after  dark?"  inauired  the  young 
salesman  with  a  wicked  eye. 

"1  d'know,"  replied  the  landlord  of 
the  Petunia  tavern.  "I  never  tarni)cr 
around.  Hut  I'll  tell  you  what  you  do. 
(Jo  to  the  revival  at  the  stone  chttrch 
tonight,  and  if  there's  anything  of  an 
unusually  fierce  natttre  coming  off  in 
town  the  evangelist  will  i^e  telling  the 
Lord  all  about  it,  and  you  can  get  your 
tip  that  way." — [Kansas  City  Star. 

A  Modern  Fig  Leaf. 

Miss  Isabel  Bums  arrived  at  the 
comptroller's  office  still  pale  from  an 
encounter  with  a  burglar. 

"You  must  have  been  frightened  to 
death  when  he  broke  into  your  room," 
consoled  Miss  Helen  Ward,  chief  clerk. 

"Frightened's  no  name  for  it;  1  waa 
dressing." 

"How  embarrassing;  what  did  you 
do?" 

"Oh,  he  was  a  gentleman  burglar; 
he  covered  me  with  his  revolver." 


Commercial  Travelers' 
Boston  Benefit  Association 

200  Devonshire  Street,  Rooms  547-551,  Boston,  Massachusetts 
ARE  YOU  IMMUNE  TO  DISEASE?       IF  SO,  YOU  ARE  FORTUNATE 
IF  NOT 

The  Best  Way  to  Protect  Yourself  Against  Loss  on  Account  of 
Sickness  is  to  Join  the  Boston  Benefit 


PAYS 

T" 


Moss.,  C.  of  R. 


eat  Ruler  C.  S. 
V.  A.  Vfilliams, 


R..  Robert  E 
r.  Mftos 


$25 
WEEKLY 
INDEMNITY 

ON  ACCOUNT  OF 

CONFINING 
SICKNES.S 

DUE  TO  ANY 

LEGITIMATE 
DISEASE 

NO  EXCEPTIONS 
OR  REDUCTIONS  OF 
BENEFITS 


$100 

DEATH 
IDEMNITY 

IS  PAID 
REGARDLESS 
OF  THE  AMOUNT 
OF  WEEKLY 
IDEMNITY 
A  MEMBER  MAY 
BL\VE  RECEIVED 


$100 
PER  MONl H 

FOR 

PERMANENT 

TOTAL 
DISABILITY 

RESULTING  IN  EN- 
TIRE LOSS  OF  SIGHT 
OF  BOTH  EYES 

FROM  DISEASE 

OR  PARALYSIS 

RESULTING  IN 
ENTIRE  LOSS  OR  USE  OF 

BOTH  ARMS  ob 
BOTH  LEGS  ob 

ONE  ARM  AND  ONE  LEG 

FOR  25  MONTHS 


Apply  To-day  While  You  are  Still  a  Commercial  Traveler 

And  while  your  health  is  such  that  your  application  will  be  accepted 


IRA  F.  LIBBY,  Secretary 


RECOMMENDED  HOTELS 


and  HOTEL  NEWS 


NOTICE  TO 

TRAVELERS 

The  hotels  in  this  list  are  recom- 
icnded  as  KivinB  service  worth  the 
loney.     No  others  will  be  accepted. 

This  Hotel  Directory  is  recommend- 
d  to  the  general  travelinK  public,  as 
otels  that  are  endorsed  by  Commer- 
ial  Travelers. 


This  Magazine  goes  every  month  to 
125,000  Commercial  Travelers  in  every 
part  of  the  United  States  and  Canada 
who  are  using  hotels  every  day. 


ARKANSAS 


HOTEL  MARION 

Marion  Hotel  Company,  Proprietors 
0.  W.  Everett,  Manager 
LITTLE  ROCK        -  ARKANSAS 

ONTARIO,  CANADA 


Th9  Carls-Rite  Hotel,  Toronto 

The  name  of  this  hotel  was  coined  from  the  names 
of  Messrs.  Carroll  &  WrlEht.  Proprietors  of  tlie 
Walker  House.  Mr.  Carroll,  the  President  of  the 
Carls-Rite  Co.,  Is  one  of  the  oldest  members  of  the 
U.  C.  T.  in  Canada,  and  Is  directly  In  control  of 
the  Carls-Blto.  a  modern  hotel  with  excellent  ap- 
pointments. One  of  the  finest  eaulpped  hotels  In 
Toronto.  Rates:  American  plan  $5  per  day  up: 
European.  $2..'>0   per  day  up. 

HERBERT  (DOC.)  McCARTY.  Manager. 


THE  WALKER. HOUSE 


CALIFORNIA 


THE  REYNOUJS. 

Bakersfield's     most    up-to-date     and  leading 
Commercial  hotel. 

THE  TEGELER. 

Owned  and  operated  by  Charles   B.  Hamilton 
New  London,  Conn. 


ThelSample  Case— the  magaiine  of  SERVICE. 


NEW  HOTEL  CARDS 

The  Updegraff,  Williamsport. 
Pa. 

Broadview,  Wichita,  Kan. 
New  Barnett,  Canton,  Ohio. 
Hotel  Berry,  Marquette,  la. 
Hotel  Ford,  Salisbury,  N.  C. 


HELPING  HOTELS. 


Traveling  Salesmen  Greatest  Boost- 
ers Hotel  Men  Can  Interest. 

Commercial  travelers  are  the  greatest 
boosters  for  hotels  that  hotel  men  can 
interest.  They  talk  "hotels"  nearly  as 
much  as  they  do  their  own  lines.  Listen 
to  any  assembly,  large  or  small,  of 
traveling  salesmen,  and  see  how  hotels 
dominate  their  conversation. 

"Knockers?"  They  certainly  are  when 
they  do  not  get  satisfaction.  But  they 
know  what  they  want,  and  when  they  get 
it,  they  are  the  biggest  asset  the  hotels 
have. 

There  is  one  royal  road  that  leads  to 
their  saying  good  things  for  any  hotel. 
That  is  to  voluntarily  give  the  salesmen 
an  ad  for  their  own  magazine.  Every 
man  who  wears  a  U.  C.  T.  button  is 
authorized  to  contract  for  advertising  for 
The  Sample  Case.  It  is  a  magazine  in 
which  he  is  a  stockholder. 

Hotel  managers  will  find  that  not  only 
will  they  make  boosters  for  their  houses 
out  of  the  men  to  whom  they  give  the 
ads,  but  out  of  others  who  read  the  ads 
in  The  Sample  Case. 

If  hotel  managers  could  see  the  letters 
that  come  to  the  editor  from  commercial 
travelers,  commenting  on  the  hotels  ads 
in  The  Sample  Case,  they  would  realize 
what  a  valuable  medium  this  magazine  is 
for  "getting  next"  to  the  greatest  hotel 
boosters  in  North  America. 


INDORSE  HOTEL  PENN. 

Trenton  (N.  J.)  Council,  No.  240,  on  a 
handsomely  embossed  and  attractively 
drawn  parchment,  has  given  the  Hotel 
Penn  of  Trenton  a  lasting  memorial  of 
indorsement.  In  Joseph  G.  Buch,  the 
manager,  the  U.  C.  T.'s  have  a  true 
friend.  The  resolutions  on  the  parch- 
ment heartily  thank  Manager  Buch  "for 
his  sincere,  earnest  and  successful  efforts 
toward  making  the  Hotel  Penn  a  home 
for  traveling  men."  The  council  "un- 
reservedly recommends  Hotel  Penn  to 


NOTICE  TO 

HOTEL  MANAGERS 

Members  of  the  U.  C.  T.  are  author- 
i/ed  to  solicit  advertisements  for 
The  Sample  Case  Hotel  Directory, 
and  we  shall  appreciate  your  coopera- 
tion with  them. 

WAkNING-  111  case  cash  payment 
is  m  >de  .It  the  time  of  giving  order, 
make  »ll  checks  payable  to  THE 
SAMPLE  CASE.  Columbus,  Ohio. 
DO  NOT  PAY  MONEY  OR  GIVE 
CHECKS  TO  ANY  PERSON  NOT 
PEK->ONALLY  KNOWN  TO  YOU. 


CONNECTICUT 


MOTEL  BOND 
THE  BONDMORE 
eOND  ANNEX  MOTEL  I 

Th«  tlu-ee  .modem  l->ot«l« 
Kartford.Corio  ,  uncLer 
Owrver  -management  ffT 
HARRY  S  BONO 


HARTFORD,  CONNECTICUT 
Highland  Court  Hotel 

An  Hotel  for  Home  Later, 

The  Motor  Bus  with  the  Scotch  Tar- 
tan is  at  the  Station  to  meet  you 
ENCLUSIVE  PLAN 

The  Mohican  Hotel 

New  London,  Conn. 

F.  B.  Walker,  .Manager 

All  rooms  with  bath 


DISTRICT  OF  COLUMBIA. 


Facing  the  U.  S. 
Capitol  Grounds 


Every  Modern 
Improvement. 


HOTEL  DRISCOLL 

Washington,  D.  C. 
Hi^h  Class  Hotel  Near  the  Union  Station 
F.  P.  ORBELLO,  Manager. 


It  Pays  to  Be  a  U.  C.  T. 
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THE    SAMPLE  CASE 


AUGUST 


FLORIDA. 


"  /(  1/1  Alwiii/s  June,  in  Miami" 

HOTEL    T  A-M  I  AM  I 

Home  of  the  U.  C.  T. 
"The    Moat   Perfectly    Ventilated  Hotel 
in  the  South" 

Miami,  Florida 

S.   D.   McCREARY,  Manager 


its  members  and  to  all  traveling  men." 
The  Penn  has  conveniences  and  ac- 
commodations in  keeping  with  the  hij^h- 
est  clasH  hotels  in  America,  and  makes 
a  reasonable  rate  to  commercial  travelers. 
JoHej)h  Lenox,  Alfred  L.  Kcdes,  and  H. 
Collins,  Jr.,  were  the  committee  which 
drew  the  resolution. 


MAINE 


HOTEL  PALMS 
West  Palm  Beach,  Florida 

Summer  Month — European  Plan 
Winter  Months — American  Plan 

The  Hotel  where  you  are  cordially  welcomed 
durinu  the  busy  winter  months  as  well  as  in 
summer,  where  the  rate  is  always  uniformly 
fair.  Just  the  place  for  week  end  rest  plus 
fine  surf  bathing. 

D.  G.  BINION.  Manager 


"OASIS  OF  WEST  FLORIDA" 
SAN  CARLOS  HOTEL 
Pensacola 
Headquarters  for 
Our  Friends,  the  Traveling  Men 


GEORGIA 


Hotel  Callahan 

Bainbridge,  Ga. 


American  Pla 


the  Commercial 


IOWA 


THE  HOTEL  BERRY 

MARQUETTE,  IOWA 

European  Plan.  Rooms  $1.25  and  up.  Newly 
refinifihed— Moderate  prices.  All  rooms  outside 
exposure.    Running  water  and  baths. 

18  Passenger  Trains  in  all 
Directions 


SCENIC  HOTEL 
McGregor,  Iowa 

Hot  and   cold  water         Steam   heated  rooms 
Modern  throughout 
On  all  north  Iowa  State  Highways 
Bronson  &  Mayer,  Props. 


KANSAS 


HOTEL  BROADVIEW 

Wichita,  Kansas 

Every  room  with  a  bath  at  $2.50  per  day. 
20  sample  rooms  at  $5.00  per  day. 
Servidor  service.  Roof  garden. 

George  Siedhoff,  Prop. 
Charles  L.  Way,  Mgr. 


It  Pays  to  Be  a  U.  C.  T. 


SOUTHLAND,  NORFOLK,  VA. 

The  Hotel  Southland,  Norfolk,  Va.,  is 
recommended  by  James  J.  Townsend, 
Council  No.  4,  Indianapolis,  Ind.  M.  L. 
Orehaugh  has  taken  over  the  manage- 
ment, and  has  made  decided  changes 
for  bettering  its  service,  "with  prices 
more  reasonable  than  one  would  expect 
with  such  accommodation." 

The  Southland  is  leased  by  the  Etna 
Corporation  for  ten  years  with  the 
option  to  purchase  within  five  years. 
The  amount  of  the  lease  has  not  been 
made  public.  Approximately  $50,000 
was  spent  in  repairs  and  additions  to 
the  hotel  in  1918,  however,  which  is 
taken  to  indicate  that  the  rental  fee 
will  be  a  substantial  one. 


KENYON,  FAIRMONT,  W.  VA. 

The  Kenyon,  Fairmont,  W.  Va.,  is 
recommended  by  C.  L.  H.  Smith,  Wheel- 
ing, W.  Va.  It  is  conducted  on  the 
European  plan,  with  good  accommoda- 
tions and  genial  welcome  to  commercial 
travelers.  Brother  Smith  urges  sales- 
men to  varify  his  judgment  of  a  good  hotel 
when  they  are  in  Fairmont. 

TENNY,  MT.  STERLING,  OHIO. 

The  Hotel  Tenny,  Mt.  Sterling,  Ohio, 
is  highly  spoken  of  by  J.  C.  Mahoney, 
of  Columbus  Council, 'No.  1.  Rates  are 
reasonable  and  accommodations  good. 
C.  L.  Martin,  manager,  is  a  whole- 
souled,  genial  landlord,  ever  looking  after 
the  welfare  of  his  guests. 


EPPLEY  SERVICE. 

Eppley  Service  has  set  a  new  pace  for 
western  hotels.  The  Eppley  chain  in- 
cludes The  Frontenelle,  Omaha;  Martin, 
Sioux  City,  la.;  Montrose,  Cedar  Rapids, 
la.;  Carpenter,  Sioux  Falls,  S.  Dak.;  The 
Lincoln,  Lincoln,  Neb.;  Lincoln,  Scotts 
Bluff,  Neb.;  and  Lincoln,  Table  Rock, 
Neb.  E.  C.  Eppley,  sole  owner,  under- 
stands service  as  few  hotel  men  look  at  it, 
and  in  giving  Eppley  Service,  he  is  giving 
other  hotel  men  a  model  to  follow. 


Hotel  Lassen 

WICHITA,  KANSAS 
250  Rooms.  Fire  Proof 

Rates  $2.00  per  day  upward. 


LOUISIANA 


MONROE.  LA. 

Free  Fan  Serrlce.  Kates  E.  P.  $1.00  to  $J.50.  Protect- 
ed from  fire  bv  Automatic  Sprinklers.  Entire  property 
twlng  remodeled  and  added  to.  making  It  modem  In 
every  respect.    J.  E.  Doughtle.  Manager. 

In  the  heart  of  the  World's  largest  gas  field. 


WASHINGTON,  INDIANAPOLIS. 

Charles  M.  Cruger,  special  representa- 
tive of  The  Sample  Case,  urges  traveling 
salesmen  to  test  his  judgment  in  pro- 
nouncing the  Hotel  Washington,  In- 
dianapolis, Ind.,  one  of  the  best.  With 
300  rooms  of  solid  comfort  The  Washing- 
ton is  in  a  position  to  quote  prices  to  suit 
every  guest.  C.  B.  Smith,  the  big 
souled  manager,  is  a  hotel  man  of  long 
training  and  knows  how  to  cater  to  com- 
mercial travelers. 


"HENRY"  GOES  TO  NEW  HOTEL. 

A.  C.  Bassett,  Morristown,  Tenn., 
writes  that  the  boys  who  make  Tennessee 
regret  to  lose  Manager  J.  H.  Gaston  of 
the  Colonial  Hotel,  Johnson  City,  Tenn., 
who  has  gone  to  the  Colwell  House, 
Morganton,  N.  C.  Mr.  Gaston  was  one 
of  the  promoters  of  The  Colwell,  and 
opened  it  recently  as  its  manager. 
"Henry,"  as  the  travelers  love  to  call 
him,  is  one  of  the  young  hotel  managers  of 
the  South,  but  he  understands  hotel 
management  from  cook  stove  to  cash 
register.    He  was  selected  from  among 


DON'T  OVERLOOK  PORTLAND.  Mt. 

■riii:  Hum:  lit  Til.- 

NEW  CHASE  HOUSE 

Malni-'»  only  Modern  Klreprwjf  Hotel.  Best 
ItiKiiM»  with  I'rivau-  Hath  and  Tollel  12.50 — 
Next  $a.00 — Next  $1  "(O,  Hot  and  cold  water 
and  telephone  In  All  RoomB. 

The  Cafeteria  Will  Delight  You. 
H.  E.  Thurston  R.  F. 

Member  Portland  Council  103 


MINNESOTA 


Best  in  Their  City 

Saulpaugh  Hotel  Mankato,  Minn. 

Hotel  Winona  Winona,  Minn. 

Hotel  Fairmont  Fairmont,  Minn. 

Cook  Cafeteria  Rochester,  Minn. 


ROBERTS-KARP  HOTEL  CO.,  Props. 
Art  Roberts  and  Ted  Karp 

We  strive  to  please 


Hotel  Owatonna 

Owatonna,  Minnesota 

Fred  C.  Johnson,  Prop. 

American  Plan.  Rate  $3.25  and  up 


Hotel  Heinrich 

MANKATO,  MINN. 

Rates,    $1.00  up,  with  running  water. 
50  CENT  MEALS 


MISSOURI 


Ranters 

HOTEL. 

SAIMT  I>OlJlS 


104  Years  of  Hospitality 

Headquarters  of 
St.  Louis  Council,  U.C.T. 
Welcomes   all  Traveling 
Salesmen 
Has  Been  Thoroughly  Modernized 
Rooms  without  Bath,  $2.00  up 
Rooms  with  Bath,  $2.50  up 
MEVERELL  L.  GOOD,  Gen.  Mgr. 
Dick    Walton — D.    Woodworth,  Assts. 


NEW  HAMPSHIRE 


Hotel  Endicott 

The  Home  of  Commercial 
Travelers 
Concord,  N.  H. 


Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave 
in  commercial  traveler  guest  rooms.  Rates  on 
quantity  BUBcriptiong. 


AUGUST 


THE    SAMPLE  CASE 
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NEW  YORK 


When  in  Schenectady  stop  at 

THE  EDISON  HOTEL 

The  Home  of  the  Commerdal  Traveler 

Rooms  without  bath,  $1.50  and  $2.00; 
with  bath.  $2.50  and  up. 

Large  and  well  lighted  sample  rooms. 

NORTH  CAROLINA 


Traveling  Men 

TAKE  NOTICE 

We  have  remodeled  nnd  refurnished  our 
Hotel,  and  added  both  private  and  public- 
bath  rooms. 

We  have  redueed  our  rotes  as  follows: 

Nice  rooms  with  running  water  ut  $1.L'."> 
to  $1.50.  . 

Nice  rooms  with  runnuig  water  and  private 
baths  $2.00  to  $2  . 50. 

The  Hotel  is  located  in  the  center  of  the 
business  district 

All  modern  conveniences.  Best  rooms  in 
the  City. 

We  have  arrnnned  with  the  Country  Club 
so  that  guests  spending  week  ends  may  have 
privileecs  of  Golf  I,inks  and  Club. 

HOTEL  FORD 
Salisbury,  N.  Car. 
F.  N.  McCubbini  and  C.  P.  Wharton,  Proprielora 


HOTEL  DESHLER 


Broad  and  High  Sts 
COLUMBUS,  OHIO 


400  Rooms  flf^',..-  -aS^j 
Rates  $2.50 


Hotel  Argonne 

Lima,  Ohio 

150  all  outside  rooms,  and  150  baths; 
circulating  ice  water  throughout  the 
house. 

Excellent  Cuisine;  Cafeteria  in  con- 
nection, with  high  class  service  at 
modern  prices. 

Rates  $2.00  up 

Sample  Rooms  Sanitary  Barber  Shop 

Wm.  Haefner,  Memager 


BANCROFT  HOTEL 

Springfield,  Ohio 

Noted  for  its  kindly  service 
All  rooms  with  bath,  $2 — $2.50 — $3.50 


It  Pays  to  Be  a  17.  C.  T. 


many  much  older  hotel  men,  to  take 
cliarge  of  The  Colwell.  His  personal 
acquaintance  with  men  on  the  road,  his 
ability  and  popularity,  will  make  the 
Mor>;anton  hotel  a  success  from  the 
start. 


OHIO — Continued 


U.  C.  T.'S  OPEN  LYCOMING. 

The  new  Lycoming  Hotel,  Williams- 
port,  Pa.,  was  formally  opened  June  17, 
with  the  U.  C.  T.  Council  of  that  city  in 
the  leading  role.  The  i)rogram  was 
elaho'rate,  ending  with  a  big  ball  that 
night.  During  the  afternoon,  an  im- 
pressive service  was  held  in  connection 
with  the  presentation  of  Bibles  for  every 
guest  room. 

About  500  persons  took  part  in  the 
ceremonies,  members  of  the  U.  C.  T. 
were  invited  from  many  states,  including 
Grand  Council  Officers.  Senior  Coun- 
selor C.  R.  Hamm  led  the  grand  march. 
The  ball  room  was  beautifully  decorated, 
and  the  music  was  exceptionally  good. 
"Pop"  Hoagland  addressed  the  traveling 
men,  ending  with  expressions  of  the 
appreciation  of  commercial  travelers  of 
the  new  hotel  for  Williamsport,  what  it 
meant  for  the  community,  and  what 
knights  of  the  grip  expect  to  do  for  it. 
He  urged  every  man  of  them  to  boost 
for  The  Lycoming.  Manager  J.  F.  Let- 
ton  responded  appro[)riately.  .\pplause 
followed  his  remarks.  It  was  a  memor- 
able occasion. 


Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave  in 
commercial  traveler  guest  rooms.  Rates  on  quan- 
tity subscriptions. 


UPDEGRAFF,  WILLIAMSPORT,  PA. 

The  Updegraff  Hotel,  Williamsport, 
Pa.,  has  changed  to  a  European  plan 
only.  Manager  Charles  Weingartncr  is 
one  of  the  experienced  hotel  men  of 
Pennsylvania,  and  has  remodeled  his 
place  and  nut  it  in  first  class  condition. 
Rooms  witn  bath  are  especially  inviting. 
To  please  commercial  travelers  and  to 
give  them  a  comfortable  home  is  his  sole 
purpose.  Note  the  Updegraff  ad  under 
Pennsylvania  heading. 

HOTEL  BARNEY,  CANTON,  OHIO. 

All  rates  are  on  a  card  in  every  room 
of  the  Hotel  New  Barney,  Canton. 
Ohio.  Rooms  run  from  SI. 50  to  S3. 50, 
and  they  are  first  class  rooms.  Those 
new  rates  are  a  reduction  from  prior 
rates — S4  rooms  being  S3.50,  S3  rooms 
$2.50,  $2  rooms,  SI. 50.  The  New 
Barney  has  200  rooms,  with  a  service 
equal  to  the  best  in  Ohio.  Note  the 
hotel's  ad  under  Ohio  classification. 
Canton  has  in  the  New  Barney  a  first 
class  house  where  commercial  travelers 
will  find  a  home  and  a  genial  welcome. 


BROADVIEW,  WICHITA,  KAN. 

The  Hotel  Broadview  at  Wichita, 
Kan.,  is  causing  considerable  comment 
among  the  traveling  public  due  to  several 
unusual  features,  chief  of  which  is  the 
policy  of  "one  price  to  all  at  all  times." 
The  standard  rate  for  room  with  bath  is 
$2.50.  Every  room  in  the  house  has 
private  bath  and  there  are  only  two 
rooms  on  each  floor,  besides  the  sample 
rooms,  which  carry  a  rate  of  more  than 
the  standard  price.  There  are  23  large 
sample  rooms.  The  hotel  has  servidor 
service,  grill  room,  coffee  shop  and  a  large 
roof  garden  where  there  is  dancing  and 
table  d'hote  dinner  service  every  eve- 
ning. The  hotel  was  built  by  Geo.  H. 
Siedhoff  and  associates  and  is  under  the 


Cincinnati's 

J^otel  #ibs(on 

Rates  from 
$2.50  PER  DAY 

HOTEL  MARTING 

FIREPROOF 
•  RONTON,  OHIO. 

Opened  to  the  Public  September  10.  1919. 
128  Rooms,  98  with  Private  Bath. 
Rates,  $1.50  and  up 

C.  H.  McCLUNG,  Manager. 


Hotel  Jefferson 

L.  E.  DAMRON,  Prop. 
A  Strictly  Commercial  Hotel 

Spring  and  High  Sti. 
COLUMBUS,  OHIO 


The  Hotel  Gorrell 

335-337  North  Main  St. 
Findlay,  Ohio. 
W.   E.   Gorrell.  Proprietor. 
European   Restaurant    in  Connection. 
Rates — $1.00   with   running  water,   $1.25  and 

$2.00   with  bath. 
All  T.  B.  G.  &  S.  Dayton  Limited  cars  pass 
door.     T.   F.  &   F.   and   Lake   Shore  Electric 
cars    within    half   square    from    hotel.  Near 
B.  &  0.  Depot. 


HOTEL  STAR 

European. 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water. 
Rates,   $1.00  up. 

Three  blocks  from  Union  Station. 
Thomas  H.  Campbell.  Mgr. 


Fireproof 

HOTEL 
COLUMBUS 

At  Columbus 

E.  D.  (Eddy)  Sullivan 


R.  R.  Warner 


HOTEL  NEW  BARNETT 

Canton,  Ohio 

Increased  efficiency 
Newly  reduced  rates 
Fills  everv  room  with 
PLEASED  GUESTS. 


WALDO  HOTEL 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water 
One  block  from  Union  Station 
Geo.  T.  Weber,  Mgr. 


Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave 
in  commercial  traveler  guest  rooms.  Rates 
on  quantity  subscriptions. 


THE    SAMPLE  CASE 


AUGUST 


OHIO — Continued 


management  of  ChaH.  L.  Way,  widely 
known  hotel  man. 


PENNSYLVANIA— Continued 


THE  CHITTENDEN 

Leading  Commercial  Hotel  in  G>lumbu8,  Ohio 

European  Plan— Absolutely  Fireproof. 
Moderate   Prices— Coffee   Shop    in  connection 
N.  A.  COURT,  Manager 


Marion,  Ohio  Hotel  iVIarion 

European  Plan. 

Dining  room  under  manaKement  a  la 

carte  service.  W.  G.  Minshall.  Prop. 


PENNSYLVANIA 


THE  LYCOMING 

WILIAMSPORT,  PA. 

Management  -:- 

John  F.  Letton 

A  modern  Fireproof 

Hole!  operated 

European  Plan. 

A  Hotel  with  Com- 

Bp".'. ■   .fl 

fort  and  Refinement 

combined  with 

],      Moderate  Charees 

fl 

'\     Our  References  are 

3t    Those  who  have 

been  our  Guests. 

THE  CAPITAL  HOTEL 


Main  and  Walnut  Streets 
JOHNSTOWN,  PA. 
$3.50  to  $4.00  American  Plan 
Make  our  Hotel  your  Home  while  in  Johnstown 
....    ,  IN  NATION 

11/1    •■.  _    IN  DECORATION 
1/V  ill  TO    IN  RECREATION 
ff  llllC    IN  EXPECTATION 
So,  what  more  can  you  ask  for 


BERRY,  MARQUETTE,  IOWA 

P.  P.  Nookels  and  Son  are  giving  trav- 
eling men  a  good  service  in  their  Hotel 
Berry  and  Annex.  Marquette,  Iowa,  and 
at  prices  that  will  please.  Marquette  is 
an  important  junction  point  on  the 
C.  M.  &  St.  P.  lly.,  with  18  passenger 
trains  daily.  This  makes  it  a  good  pomt 
at  which  to  spend  Sundays.  Many  have 
to  change  cars  there,  and  the  Berry  is 
sufficiently  close  to  the  station  to  be 
convenient  for  all  travelers.  The  Berry 
is  one  of  the  best  hotels  in  the  northeast 
corner  of  Iowa,  modern  in  details,  clean 
and  comfortable.  Peter  P.  Nockels,  a 
former  traveling  salesman,  took  charge  of 
it  May  5,  la.st,  and  is  making  a  real 
commercial  travelers  resort.  He  is  a 
member  of  Key  City  Council,  No.  25.5. 
His  60  cent  lunch  is  a  popular  feature. 
Mrs.  Nockels  personally  looks  after  the 
rooms  and  the  cooking.  U.  C.  T.  boys 
making  that  territory  are  urged  to  hang 
up  with  Brother  Nockels. 

THE  FORD,  SALISBURY,  N.  C. 

The  Hotel  Ford,  Salisbury,  N.  C,  has 
been  remodeled  and  refurnished,  and 
now  has  80  rooms,  with  running  water 
and  telephone  in  every  room,  and  15 
new  baths  added;  also  a  free  shower 
bath.  The  present  owners  have  made  an 
outlay  of  more  than  S40,000  in  improve- 
ments. Notwithstanding  this  large  out- 
lay, they  have  decided  to  make  the  rates 
more  attractive  for  the  traveling  public. 
About  a  year  ago  these  people  put  in  one 
of  the  finest  cafeterias  in  the  state.  They 
have  a  cafe  that  is  second  to  none:  They 
have  also  made  the  lobby  much  larger 
and  more  attractive. 

Traveling  men  will  find  the  Ford  a  very 
attractive  place  to  stop,  as  the  rates  are 
reasonable,  and  they  will  receive  courte- 
ous treatment  at  the  hands  of  the  man- 
agement. 


HOTEL  WEBER 

Sam  R.  Weber,  Prop. 
Lancaster,  Pa. 

100  Rooms  for  U.  C.  T.  Travelers 


HOTEL  UPDEGRAFF 


Commercial  Travelers  Home  European  Plan 

WILLIAMSPORT,  PA. 

Located  in  very  heirt  of  Business  and  Amusement  Dis- 
trict Rooms  w'lih  circulating  hot  and  cold  running 
water  $2.00  per  day.  Rooms  with  bath  $3.00  per  day. 
Restaurant  a  la  carte.  (Club  breakfasts.)  LisLt  lunch 
cafe-  fine  pastry  and  coffee  shop  attached  with  prices  •- 
reach  of  all.  Cha«.  Weingartner,  Prop. 
Barney  Staib,  Awt.  Mgr. 


nd  Mgr, 


THE  PARK  HOTEL   Williamsport,  Pa. 

Commercial  Travelers  Home 

Free-  trannportation  between  hotel  and  R.  R. 
Rooms  with  hot  and  cold  water,  $2.00  up.  Free 
use  of  detached  showers  and  bath.  Rooms  willi 
private  bath  $3.00  up.  Rebate  Friday,  Saturday 
and  Sunday  (for  two  or  three  consecutive 
days).  Quick  lunch,  Grill  and  DininK  Room 
with  popular  prices. 

Charles  Duffy  Owner  and  General  Manager 


THE  MOORE 

Joseph  H.  Stern,  Proprietor 
INDIANA,  PA. 
Opposite  P.  R.  R.  Station 
$3.50   and  $4.00  with   Bath.  American 
Plan.  Newly   Decorated  and  Furnished 
Throughout.    Hot    and    Cold  Runnine 
Water  in  each  Room. 
WHERE  ALL  U.  C.  T.  MEN  STAY 


The  Sample  Case— 
The  Magazine  of  Service 


THE  DIMELING 


CLEARFIELD,  PA. 

M.  A.   McGinnis,  Manager 

Kane,  Pa.       The  New  Thomson 

U.  C.  T.  HEADQUARTERS 
High  Class  Service  Reasonable  Prices 

The  NEW  FALLON  HOTEL 

LOCK  HAVEN,  PA. 

The  Home  of  the  Commercial  Travelers.  Rates: 
American  Plan,  $4  up;  European  Plan,  $1.75  up 
Garage  in  connection. 

Scranton         Hotel  Casey 

Absolutely  Fireproof.     European  Plan.  Rates 
$2.50    up.     Hotel    Casey  Company. 

Franklin,  Pa.     Exchange  Hotel 

J.  B.  FRY,  Manager. 

European  $1.25  up 


Other  Hotel  News 


York,  Pa. 


Hotel  Brook 


Kern,  Washington,  D.  C. 

Mrs.  Edith  Kingman  Kern  is  making 
a  real  home  of  the  Kern  Hotel,  Wash- 
ington, D.  C.  The  Kern  is  a  small 
hostlery,  but  the  way  it  is  managed 
it  is  a  pleasure  to  tired  travelers  to  swing 
their  grips  in  there  and  enjoy  a  comfort- 
able room.  It  is  a  delightful  down-town 
hotel,  at  1912  G.  Street  N.  W.  "with 
hotel  accommodations  at  less  than  hotel 
rates."  Numerous  and  elegant  baths 
in  connection. 

Initials  Only  Signed. 

The  Sample  Case  is  in  receipt  of  a  letter 
signed  "A.  U.  L."  in  which  complaint 
is  made  about  forwarding  charges  made 
by  a  hotel  in  a  western  state.  Unless  full 
responsibility  for  letters  to  The  Sample 
Case  is  assumed  by  the  writer  of  every 
letter,  this  magazine  cannot  take  cogniz- 
ance of  them.  All  complaints  mu.st  be 
signed  in  full  with  the  expectation  of  the 
name  being  published.  However,  it  will 
be  far  better  in  matters  of  complaint  to 
take  it  up  direct  with  the  nearest  Griev- 
ance Committee  Chairman.  This  will 
assure  immediate  attention  in  correcting 
overcharges  and  other  complaints. 

Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave 
in  Commercial  traveler  guest  rooms.  Rates  on 
quantity  subscriptions. 


J.  A.  RING,  Prop. 
European  Plan  125  Roomf 

HOTEL  NESHANNOCK 

New  Wilmington,  Pa. 
Phillip  M.  Cox,  Manager 

On  the  Pittsburgh-Erie  Highway,  Ideal  Sum- 
mer and  Winter  Home  for  the  Commercia 
Traveler. 

Stoneboro,  Pa.        Hotel  Hornet 

Lyons  &  Sullivan,  Props. 
Where  the  U.  C.  T.  Boys  feel  at  home 


SHENANGO  HOUSE 

Sharon,  Pa. 


TEXAS. 

The  National  Hotel 

Richmond,  Texas 
"Where  you  feel  at  home" 

American  plan,  $3.00  per  day 
Modern  conveniences. 

THE  TEXAS 

Fort  Worth,  Texas. 

600  Rooms — 600  Baths — Rates 
from  $2.00 

THE  ST.  ANTHONY 

San  Antonio,  Texas. 

500  Rooms — 500  Baths — Rates 
from  $2.00 

One  dollar  buys  Sample  Case  one  year. 
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TEXAS— Continued. 


THE  MENGER 

San  Antonio,  Texas. 

!00  Rooms — 200  Baths — Rates  with- 
it  hath  $1.50,  with  bath  from  $2.00 


VERMONT. 


•  lENNINGTON,  VT.  THE  PUTNAM 

Fraternal  Gre«tinKs,  Brother  Councilor. 
C.  H.  STAFFORD,  Prop. 


VIRGINIA. 


HOTEL  RICHMOND 

RICHMOND,  VA. 

Corner  9th  and  Grace  Streets 
"FIRE  PROOF" 
Headquarters  for  U.  C.  T. 
W.  E.  HOCKETT,  Manager 


HOTEL  POWAHATAN 
Roanoke,  Va. 

lewest  and  modern  place  for  the  traveling  men 
to  make  their  home.  Also 

HOTEL  SHENANDOAH 

!  )nly  hotel  that  had  same  rates  throuKh  war 
times.  Rates  $1.00  up.  Runnins 
water  in  all  rooms. 


Murphy's  Hotel 

Richmond,  Va. 

U.  C.  T.'s  eat,  meet  and  greet 
Rate  $1.50  and  up 


Hotel  Carroll 

Lynchburg,  Va. 

G.  R.  Lawson,  Mgr. 

Absolutely  Fireproof 


WEST  VIRGINIA 


rhe  Fairmont 

Fairmont,  West  Virginia 

I  new,  modern,  fireproof  hotel  conducted  on 
luropean  Plan  with  rates  from  $1.25  to  $4. 

Excellent   Cafe  and   lunch   room  service, 
lirection  of  R.  I.  O'Neal,  Gen.  Manager,  and 
Robt.  H.  Fatt. 


Parkersburg  Clarksburg 

THE 

TAYWOOD 

RUNNING  WATER 
EUROPEAN  SHOWERS 


Wyoming  Hotel 

Mullens,  W.  Va. 

W.  D.  Wren,  Mgr. 
The  hotel  of  service  and  the  home  for 
the  traveling  men.     The  central  point 
for  the  Virginian  coal  fields. 


We've  All  Been  There. 

Hotel  clerk — "With  or  without  a  bath, 
madam?" 

Little  Willie — "Aw,  mother,  get  it 
without  a  bath." 


The  Spencer,  West  Virginia. 

Since  W.  W.  Hutchinson  took  charge 
of  the  Spencer  Hotel,  Spencer,  W.  Va., 
he  has  made  radical  changes  in  it,  re- 
decorating every  room,  added  a  free 
sample  room,  and  established  it  on  a 
$2.50  a  day  American  plan  hotel.  Near 
the  B.  &  O.  station,  it  is  convenient  for 
traveling  men — "and  sanitary  breezes 
blow  through  every  cozy  nook  and  cor- 
ner." 


"Without  the  Out." 

"What's  your  drink?" 

"Coffee,  without  cream." 

"Sorry,  sir,  but  we  have  no  cream. 
Will  you  take  it  without  milk." — (Hos- 
pitality Magazine. 


Prices  Hadn't  Been  Raised. 

The  joke  was  on  Meverell  Good, 
manager  of  The  Planters,  St.  Loui.s.  A 
bunch  of  U.  C.  T.'s  were  jollyiii^  liim  and 
told  him  the  report  was  out  tliiit  he  was 
still  maintaining  the  same  prices  he 
charged  during  the  war.  They  did  not 
give  him  an  opportunity  to  rei)ly,  but 
roasted  him  strong,  tlireatening  to 
walk  out  of  The  Planters  in  a  body.  When 
Manager  Good  got  the  floor  he  shouted, 
"Right^o,  laddies,  but  remember  The 
Planters  is  one  of  the  big  hotels  of  Ameri- 
ca that  did  not  raise  its  rates  during  the 
war.  A  traveling  salesman  never  had  a 
complaint  to  enter  about  The  Planters' 
prices  during  or  since  the  war." 


The  Lassen,  Wichita,  Kan. 

With  250  good  rooms,  ranging  from 
S2.00  up,  every  traveler  visiting  \Mcbita, 
Kan.,  will  find  something  to  suit  him  at 
the  Hotel  Lassen.  It  is  under  good 
management. 


Up-to-date  hotels  are  subscrijing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave  in 
commercial  traveler  guest  rooms.  Rates  on  quan- 
tity subscriptions. 


And  Didn't  Take  His  Watch. 

It  was  a  pitiful  mistake,  an  error 
.sad  and  grim.  I  waited  for  the  rail- 
road train,  the  light  was  low  and  dim. 
It  came  at  last,  and  from  a  car  there 
stepped  a  dainty  dame,  and  looking  up 
and  down  the  place  she  straight  unto  me 
came. 

"Oh,  Jack,"  she  cried,  "Oh,  dear, 
old  Jack,"  and  kissed  me  as  she  spake, 
then  looked  again  and  frightened, 
cried:  "Oh,  what  a  bad  mistake." 

I  said,  "Forgive  me,  madam  fair, 
for  I  am  not  your  Jack,  and  as  regards 
the  kiss  you  gave  me,  I'll  straightway 
give  it  back." 

And  since  that  night  I've  often  stood 
upon  that  platform  dim,  but  only  once 
in  a  man's  whole  life  do  such  things  come 
to  him. — [Exchange. 


Using  a  Blind. 

Izzy:  Where  did  you  get  the  new 
window  blind,  Ikey? 

Ikey:  Ah,  my  customers  gave  it  to 
me,  my  friend. 

Izzy:  But  mine  never  gave  me  any- 
thing.  How  do  you  do  it? 

Ikey:  Well,  you  see,  I  put  a  collec- 
tion box  in  the  front  of  the  store  with  a 
sign  "For  the  Blind." 

— [Virginia  Reel. 


WISCONSIN 


HOTEL  GILPATRICK 

MILWAUKEE 

First  to  Reduce  the  Cost  of  Travel. 
"NEW  RATES" 

Room  with  hot  and  cold  water  $1.60 

Roow  with  bath,  tub  or  shower   2.00 

Room  with  bath,  tub   2.60 

The  United  Commercial  Travelers' 
Headquarters. 
The  Worth  While  Hotel  in  Milwaukee 


APPLETON,  WIS.  HOTEL  APPLETON 

Everything  New  in  1920 

Well  Lighted  Sample  Rooms 

Rates,     $1.26  and  up 
Theo.  L.  Held,  HanaKcr 


REDUCE  SALES  RESISTANCE. 

(Continued  from  page  11.) 
to  see  him  more  or  less  casually  to 
see  whether]he  was'yet  ready  to  place 
his  order. 

Success  is  often  engendered  by  opti- 
mism; not  professional  optimism,  but  a 
sincere  belief  in  the  divine  fitness  of 
things,  and  a  willingness  to  serve  man- 
kind. To  get  the  prospect's  mind  right, 
a  salesman's  own  mind  must  first  be 
right.  A  man  ill  with  fever  could  never 
swim  a  raginj^  river.  Likewise,  a  sales- 
man whose  mind  is  negative  is  diseased, 
and  he  will  never  get  far  against  the 
tide  of  resistance  in  the  business  of 
selling. 

Personal  Appearance. 

THERE  is  a  certain  fundamental  in 
salesmanship  which  is  sometimes 
overlooked,  which  is  certain  to 
count  either  for  vou  or  against  you. 
This  is  your  PERSONAI  APPEAR- 
ANCE, and,  after  all,  it  is  the  little 
things  which  go  to  make  up  the  big 
things.  And,  it  is  the  indescribable  little 
features  which  become  habits  and.  later 
make  you  either  likable  or  unlikable. 

Another  fundamental  is  the  matter  of 
HEALTH.  Invalids  did  not  build  the 
pjTainids.  A  good  day's  work  starts 
the  night  before,  and  no  salesman  can 
keep  in  good  mental  trim  unless  his 
health  is  good,  and  unless  he  gets  the 
necessary  physical  rest. 

In  salesmanship  there  is  a  golden 
rule,  just  the  same  as  in  any  other 
profession.  That  golden  rule  is 
NOW.  If  this  word  is  persistently 
applied,  its  reward  will  be  reaped  by 
spelling  it  the  other  way  around, 
for  you  will  find  that  you  have  WON. 

In  your  canvass  it  is  well  to  remember 
the  opera  "AIDA.' '  In  this  word  you 
have  the  structure  of  every  sale — A — 
Attention,  I — Interest,  D — Desire,  and, 
finally,  the  A — Action  which  is  necessary 
to  close  the  order.  Take  care  not  to 
confuse  interest  with  desire.  A  wonder- 
ful battleship  will  enlist  your  immediate 
interest,  but  it  can  arouse  no  desire 
whatever. 


Not  Addicted  to  Kosher. 

Slangy  waitress:  "Ju  wish  coffee?" 
Guest:  "No,  madam;  I'll  take  the 
American  kind." 


MONEY 

Paid  the  first  of  every  month  to  our  salesmen 
for  orders  for  duplicate  or  triplicate  sales  books. 
Quality  high — price  low.  If  you  wish  to  increase 
your  income  write  for  our  offer  to  salesmen.  Give 
reference  and  full  particulars  as  to  past  experience 
and  territory  wanted. 

DIXIE  SALESBOOK  COMPANY, 
Bedford,  Virginia, 
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Salesmen— 


The  J  P  Gordon  Company,  largest  manufacturers  of  automobile  fabnc 
goods,  including  advertising  Tire  Covers,  want  proven,  capable  salesmen 
to  take  permanent  charge  of  several  excellent  territories. 
To  call  on  automobile  trade  and  large  advertisers. 

Territory  is  small;  salesmen  arc  home  every  week  and  often  every  night 
or  two. 

Salesmen  travel  in  their  own  automobiles  and  must  be  able  to  finance 
themselves. 

In  fact,  we  virtually  offer  capable  men  a  chance  to  get  into  business  for 
themselves. 

If  you  are  capable  of  earning  $6,000  to  $10,000  per  year  and  can  con- 
vince us  of  this  fact,  write  us  full  particulars  in  first  letter.  Men  must 
be  of  highest  character  and  furnish  bond  with  the  surety  company. 
Salesmen  who  are  now  holding  positions  and  are  earning  $6,000  to  $10,- 
000  per  year  and  wish  to  earn  more  or  desire  to  change  for  some  personal 
reasons,  do  not  hesitate  to  write  us  at  once. 

J.  P.  Gordon,  President 

THE  J.  P.  GORDON  COMPANY,     COLUMBUS,  OHIO 


    m 


PUTS  TONNAGE  IN  BUSINESS. 

(Continued  from  page  9.) 
is  the  fact  that,  tied  up  as  they  are  with 
many  problems  of  their  own,  many 
customers  prefer  to  have  you  transact 
business  with  them  by  telephone.  They 
get  down  to  business  more  quickly  and 
place  their  orders  with  less  loss  of  time 
all  around. 

Long  Distance  Selling. 

NOT  all  of  my  telephone  business 
has  been  straight  seUing.  From 
the  east  coast  of  Florida  I  picked 
up  Havana  and  arranged  a  moratorium 
debt  for  the  firm  and  sprinkled  a  httle 
salt  on  some  frozen  credits  and  thawed 
them  out.  Also  I  got  in  touch  with  an 
agent  who  was  making  a  steamer  trip 
through  the  West  Indies,  gave  him  his 


new  revised  hst  and  saved  his  trip  from 
being  a  bad  one.  . 

From  Halifax  I  told  firms  in  bt.  Johns, 
Montreal,  Quebec,  Three  Rivers  and 
Ma"-og  of  the  goods  we  are  making  in 
the  United  States  and  of  our  power  to 
penetrate  their  markets  and  staved  off 
their  closing  up  contracts  with  English 
concerns  in  Birmingham  and  Manchester. 


CHINA   MAKES   A    GOOD  LINE 

You  can  make  money  selling  our  hleh-grade 
dinner  china  to  dealers,  as 
exclusive  or  side  line.  Sev- 
eral prospects  in  every  town. 
First-class  proposition.  Ca- 
pable men  only,  with  or  wlth- 
lut  experience  in  selling  china- 
References  reoulred.    Address  \ 


Subscription  Blank 

THE  SAMPLE  CASE 
COLUMBUS,  OHIO 

Find  enclosed  One  Dollar  for  which  enter  my  subscription  to 
your  magazine  for  one  year,  beginning  with  current  issue. 
THE  SAMPLE  CASE 

A  national  monthly  mag-  Name   

azine  of  practical  interest 
and  inspiration  for  Sales 
Managers,  Commercial 

Travelers.    City  Salesmen       ^  .   

and  Merchandise  Brokers.  Address   

The  leading  publication 
of  its  kind  in  America. 

Canadian    and  Foreign   

Subscriptions  $1.50.   


As  a  result,  our  regular  salesman  for 
that  territory  came  along  six  weeks 
later  and  garnered  in  the  sheaves  plenti- 
fully. .  . 

We  shall  not  get  anywhere  sitting 
around  waiting  for  business  to  get 
better.  There's  no  room  for  pessi- 
mists among  us  traveling  men.  And 
there's  very  little  more  room  for 
optimists  who  have  no  facts  to  back 
up  their  rainbow  pictures.  Merely 
talking  prosperity  won't  produce  it. 
We've  got  to  show  results. 

We  carry  the  torch  of  commerce.  We 
owe  it  to  ourselves,  to  our  firms  and  tc 
our  country  to  quit  waiting  for  busings 
to  turn  the  corner.  It  has  already 
turned  the  corner  for  those  of  us  who  go  | 
after  orders  the  right  way. 

Middlesex  Soldiers. 

Two  negro  quartermaster  privates 
were  standing  on  Trafalgar  Square  a  | 
few  weeks  before  the  armistice,  as  a  | 
battalion  of  Scotch  Highlanders  passed. 
They  watched  the  column  approach  j 
without  a  word  of  comment  so  great  | 
was  their  amazement  at  a  Scotch  sol-  | 
dier's  uniform.  After  the  battalion  J 
passed,  one  negro  turned  to  the  other  .1 
and  said:  \ 

"Nigger,  what  was  dat?" 

"I  dunno,  lesting  they  wus  soljers." 

"What  gets  me  is  dis,  dey  wa'nt  men,  - 
'cause  dey  was  werin'  skirts,  an'  dey 
ain't  wimmen,  'cause  dey  had  whis-  1 
kers."  ! 

The  other  negro's  face  bnghtened,  4 
then  he  said:  "You  is  a  po'  fool!  'Course  i 
dey  wan't  men,  and  dey  wan't  wimmen. 
Dey  was  one  of  dem  middle  sex  regi- 
ments we  done  heard  so  much  about." 
— [Philadelphia  Evening  Star. 


To  make  America  safe  and  friendly  for  those  who 
travel.    The  TRAVELERS  AID  assists  at  Rail- 
road Terminals  and  Passenger  Docks  all  travelers 

needing  advice,  protection  or  assistance.    No  charge  is  made  f(^r  service. 

In  1920  1,500,000  travelers  were 
avssisted  on  their  jo  irne>'s  or  helped 
to  find  their  plac;-  in  some  com- 
munity. 

In  the  United  Scates  a  great  move- 
ment is  under  way  to  strengthen  the 
existing  organizations  and  to  form 
new  societies. 

Your  Gift — If  you  want  thorough- 
going Travelers  Aid  work  accom- 
plished, send  at  once  vour  check  for 
$1000,  $500,  $100  or  such  other 
amount  as  you  feel  >  ou  can  give. 

i^ational  ^ggociation  of  ^Erabelers!  ^ib  Societies 

25  WEST        ST.,  NEW  YORK  CITY 


THE  "U"  BOOK 

Selling  One's  Self  from  $10 
a  Week  to  $100,000  a  Year 

Notwithstanding  >  ()nr  present  ahilil> .  you  can  undouhtedh-  increase 
your  efficiency — \-our  nione>-  earning  cai)acit\ ,  and  consequent!}',  get  more 
enjox  ment  out  of  life.  This  "1"'  Book  contains  the  essence  of  a  S20.00 
course,  inclu<:Hng  chapters  on  The  Mental  Law  of  Sale — Getting  Attention- 
Conxiction — Mental  Telepathy — Personality- — Suggestion  and  Argument-- 
Au  to  Suggestion — Will  Power —  Personal  A 1  agnetism — A I  emory — M  ee ti  ng 
Objections — Letter  Writing,  and  man>-  other  interesting,  as  well  as  instruc- 
ti\  e,  chapters. 

In  comparison  with  what  this  book candofor\  ou,  its  price  isinsigniticant. 

Order  the  "P"  Book  now.  Selling  One's  Self  from  $10  a  \\'eek  to 
$100,000  a  ^■ear— today. 

Price,  $1.50 

SEND  ORDER  WITH  REMITTANCE  TO 

THE  SAMPLE  CASE  -  -  -  COLUMBUS.  OHIO 


In  170  Cities--- 

1 1  renders  daily  si  rvicc  to  llioiisan<U  of 
tr.iv.lr-rs. 

It  directs  to  addresses  and  estalilishes 
individuals  in  the  community  l)y  securing 
employment,  rooms  and  recreation. 

It  locates  friends  and  relatives. 

h  investigates  runaway  boys  and  girls 
and  arranges  for  their  proper  care. 

It  cares  for  the  traveler  who  is  ill. 

It  connects  the  immigrants  with  their 
friends   an<I  interprets  for  those  who  I'o 

not  -^pc.ik  our  i.nmnayc. 


How  You 
can  be 
aU.CT. 

AKE  application  to  any  man  who  wears 
a  U.  C.  T.  button,  or  to  any  Council  Sec- 
retary— there's  one  in  your  town.  Must 
be  made  at  your  home  town. 

Initial  cost  is  but  $10,  which  pays  one 
assessment,  one-quarter  Council  dues.  Widows 
and  Orphans'  Fund  allotment. 

You  must  be  18  years  old,  and  of  good 
moral  character. 

Once  a  member  your  family  as  well  as 
you  will  have  protection  in  case  of  an  accident 
to  you.   It  is  the  best  insurance  you  can  carry. 

It  associates  you  with  men  in  your  voca- 
tion. Only  men  who  sell  at  wholesale  are  eligi- 
ble. Members  can  change  their  business  after- 
ward without  afifecting  their  membership. 


Write  NOW  for  full  particulars  to 

WALTER  D.  MURPHY,  Supreme  Secretary,  Columbus,  O. 
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Turn  to  every  individual  advertisement  in  this  magazine.     The  advertisers  are  trustworthy  and 
deserving  the  attention  of  every  reader 


NO  FISHING  HERE 


THE  SAMPLE  CASE 


Turn  the  "p"  upside  down  in  "pull"  and  you 
ave  "bull."  and  THAT'S  all  "pull"  amounts 


The  fellow  who  thinks  no  other  man  can  cover 
his  territory  is  paving  the  way  for  a  new  NAME 
on  his  company's  pay  roll. 

There  are  female  of  the  species  whose  daubed 
faces  carry  out  the  paint  manufacturers'  slogan: 
"Save  the  SURFACE  and  you  save  all." 

One  swallow  does  not  make  a  summer,  but 
it  CAN  make  a  fellow  awfully  sick  if  he  trusts 
to  luck  in  getting  "supplies"  for  a  fishing  trip. 

A  pretty  girl  is  nice  to  have. 

And  she  is  nice  to  view. 
But  it  matters  not  how  sweet  she  is 

If  she  isn't  sweet  on  you. 


You  old  fellows  who  declare  women  are  less 
beautiful  than  formerly  may  likewise  have 
noticed  that  green  apples  don't  taste  as  good 
as  they  did  when  you  were  YOUNGER. 
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KEEP  OFF  THE  GRASS 


Be  afraid  of  FEAR.  In  the  trouble  it  causes 
it  exceeds  all  other  accidents,  and  can  be  avoided 

Don't  "wait  on  the  trade."  Your  success 
ALL  lies  in  going  AFTER  the  orders  and  sending 
home  whole  sides  of  bacon. 

Girls  are  now  wearing  shoes  with  tiny  bells 
attached.  Is  it  possible  that  short  skirts  have 
lost  interest  to  rubber-necksT 

The  cop  who  examined  a  watch  he  had  found 
in  the  pocket  of  a  sleeping  tramp  returned  it 
because  he  found  the  watch  on  the  BUM. 

She  stood  before  her  mirror. 

Her  eyes  closed  very  tight: 
She  wished  to  see  fust  how  she  looked 

When  fast  asleep  at  night. 

A  Texas  steer  recently  chased  a  man  with  a 
PHONOGRAPH  and  gored  him  to  death. 
Healthy  Texas  steers  will  be  received  at  this 
office  at  face  value  on  subscriptions. 


IHt  SAMHLt 


b  I  f  I  t  M  b  K  K 


a  month  side  lin© 
pf  ofits  ^  ^ 

Some  are  making  several  times  this  each  month 
depending  upon  the  time  devoted  to  the  sale  of 


Att  STEEL 

'CONOl 


Self  Clo.ing— Fly  Tight— Fire  Tight— Weather  Tight 

WASTE  PAPER  AND  REFUSE 
RECEPTACLES 


Here  is  a  clean  business  proposition  that  can  be  sold  in 
quantities  from  circulars— no  samples  to  carry.  The 
market  is  unlimited. 

The  Economy  is  the  ideal  receptacle  for  the  sanitary  and 
handy  collection  of  Waste  Paper,  Ladies'  Napkins.  Fruit 
and  Vegetable  Refuse,  Hotel  and  Restaurant  Lmens,  etc., 
etc  in  Stores,  City  Streets,  Parks.  Schools,  Institutions, 
Rest  Rooms,  Depots,  Hotels,  Hospitals,  Office  Buildings, 
Theatres,  Factories. 

Made   in   several   sizes.     Enameled  Green,  Red, 
White  Mahogany,  Walnut  and  Oak.    Each  Recepta- 
cle has  a  bag  container  hung  inside  permitting 
easy  and  quick  emptying  without  moving. 
Stocks    carried    at    Factory    Branches  in 
many  cities.    Quick  Returns.    You  can  not 
afford  not  to  get  our  proposition. 

ECONOMY  BALER  CO. 

DEPT.  SC.       ANN  ARBOR,  MICH. 
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i      They   All   Like  It 


Houston,  Texas. 

The  Sample  Case, 
Columbus,  Ohio. 

Gentlemen, 

Herewith  please  find  money  order  for  which  please  send  The  Sample  Case  for  one  year  to  W.  B.  Baya,  16 
South  Marine  Street,  St.  Augustine,  Fla. 

I  took  this  subscription  on  the  plan  you  recently  wrote  us  about.  I  took  this  to  help  boost  Ike  subscription 
list  of  The  Sample  Case. 

It  was  rather  unique,  the  way  in  which  I  got  his  subscription.  I  will  tell  you  about  it,  «f  J'  7«3'.,^"'«7«' 
you  as  a  short  story,  worth  publishing.  Mr.  Baya  and  I  had  been  travelmg  together  '^f  !f  S  m//o 
the  vast  two  days  I  had  accidentally  met  him  as  I  was  starting  on  this  trip  and  he  made  a  deal  with  me  to 
travTwith  me  inmy  car  a  couple  of  days.  I  soon  found  out  he  was  not  a  U.  C.  T.  and  I  could  not  interest 
hZinjoinTng  samlas  he  is  nearly  sixl^  years  of  age  and  says  he  intends  to  quU  the  road  within  the  next  year 
or  so,  and  retire  from  active  work. 

Saturday  noon,  we  left  my  car  in  a  small  town  and  came  into  Houston  on  the  train.   I  pulled  my  last^  iW 
Sample  Case  out  of  my  grip  and  handci  ,j     ,  ;  t 

of  it.    He  looked  through  it  casually  not  aPP^earing  padicuJarly^^^  he  got 


of  TheSaZicas^^  -^'"^  "''^     '^V'  T,'  ""Y'^'  W 

0/  iL    nTlooked  through  it  casually  not  appearing  particularly  interested  until  he  got  to  the  want  ads.  These, 

I  noticed,  he  was  scrutinizing  very  closely.   Suddenly  he  looked  up  and  asked: 
"Say,  can  I  buy  this  magazine  from  news-stands?" 

I  told  him  I  was  not  sure  whether  he  could  or  not  but  that  I  would  have  it  sent  to  him  for  a  whole  year  for 
$1.00. 

"  You  have  made  a  sale,"  he  said,  promptly  handing  me  the  money. 

I  do  not  know  what  ad  or  ads  he  saw  in  the  want  columns  that  interested  him  to  the  extent  of  subscribing  and, 
while  in  a  way  U  was  amusing,  it  was  also  a  boost  for  The  Sample  Case  Want  Ad  department. 

Yours  very  truly, 

Lee  0.  Cox 


xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx^ 


Here  comes  a  lesson  worth  while 


The  How  It  Looks  Buyer 

Judge  K.  M.  Landis  Represents  the  Mental 
Type,  and  Permits  that  Wizard  in  Character 
Analysis — Gordon  J.  A.  Hargrave — to  Use  his 
Picture  to  Illustrate  this  Splendid  Article 

Exclusive  to  The  Sample  Case 
By  GORDON  J.  A.  HARGRAVE, 


DO  you  know  the  Quality  Buyer? 
The  "Quality  Buyer"  is  the 
man  who  sees  beauty,  prettiness 
and  romance,  as  well   as  the 
ideals  of  your  proposition. 
He  is  called  the  Mental  type  and  is 
known  by  the  triangular  face  and  body, 
the  head  being  widest  at  the  top  and 
tapering  in  a  "V"  shape  to  the  jaws. 
The  body  also  appears  slighter  in  muscu- 
lar development  than  the  Motive  type 
with  very  much  less  flesh  than  the  Vital. 

The  Mental  type,  in  talking — if  he 
speaks  as  he  thinks — will  emphasize, 
"How  pretty  it  is,"  "How  beautiful  it 
looks,"    "The   ideals   inspiring    it,"  or 


"Aspired  to,"  "Give  me  the  story  or 
history,"  or,  in  other  words,  "I  want  the 
scientific  reason." 

Always  be  sure  to  picture  your 
proposition  to  the  mental  type  in 
the  mental  language,  no  matter  what 
tongue  he  expresses  his  thoughts 
in.  His  language  is  always  in  terms 
of  beauty,  prettiness,  ideals,  ro- 
mance, and  scientific  ideas. 

He  sees  through  those  eyes,  thinks 
in  those  thoughts,  acts  in  response  to 
those  motives,  and  as  j'ou  are  interested 
in  selling  your  idea  you  must  present  it 
as  your  customer  sees  it. 

Scientific    Salesmanship    pome.-.  only 


by  getting  into  the  other  fellow's  shoes, 
getting  on  his  side  of  the  fence,  putting 
yourself  on  his  side  of  the  counter,  pre- 
senting your  proposition  as  he  sees  it. 

Analyze  Your  Customer 

your  customer — learn 
-Analyze  him  and  sell 
according  to  your  analysis. 

The   knowledge   of   Human  Nat 
given  through  these  letters  wQl  instr 
you  how  to  analyze  all  individuals  ar 
if  you  apply  the  laws  as  you  learn  ther 
your  increased  business  will  speak  for 
itself. 

Some  time  a^jo,  I  happened  to  he  iti 
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the  barber  shop  of  a  hotel  where  I  noticed 
a  "Mental  Type"  colored  porter  Hhining 
shoes.  The  man  on  the  ntand  awked  for 
a  pair  of  shoe  laces.  The  porter,  aithoiiKh 
ignorant  and  unediicatc<l,  sold  the  laces 
in  a  conversation  something  like  this: 
"Say,  boss,  I'se  got  the  most  boauti- 
fuUest  laces  here  you  ever  see;  them's 
so  pretty  your  best  girl  will  want  some, 
too.    Now  ain't  they  ■prethj!" 

Regardless  of  this  man's  lack  of  educa- 
tion, he  was  of  the  Mental  tyi)e  and 
SOLD  AS  HE  THOUGHT,  with  eyes 
for  beauty  and  ijrettiness. 

A  sales  manager  of  a  brick  concern 
had  been  trying  to  sell  a  Mental  type 
for  four  years,  but  had  never  been  able 
to  touch  him  at  all.  He  heard  my  talk 
one  day  and  dcterniined  to  try  tlic  new 
system. 

He  wont  to  the  .MciUal  buyer,  who 
remarked:  "1  am  too  Imsy  today  to 
hear  about  your  dm  nine  hnrk."  Th(! 
.sales  niaTKitroi'  laughed  ;ni<l  >!ai<l:  "Oh, 
1  just  watil  to  tcl!  you  story,  ouc  you 
have  never  hennl   before  sl.n-y  nf 

•All  ri«;ht;  I've  only  live  minutes  to 
spare,"  replied  the  buyer.  So  the  sales 
manager  started  in,  relating  the  story  of 
liis  firm;  weaving  as  much  romance 
around  its  early  fight  for  existence;  told 
iiow  they  were  manufacturing  the  most 
beautiful  brick,  and  described  how  pretty 
a  house  would  look,  built  of  their  product. 

Applying  Scientific  Selling  > 

The  end  of  the  disiQnate,l  ,"re  min- 
utes found  the  buyer  of  the  Mental 
type  hanging  on  ever\-  word  of  the 
Motive  sales  manager  (demonstrating 
his  knowledge  of  Character  Analysis) 
and  when  al  the  close  nj  an  hour  and  a 
half,  the  sales  manager  rose  to  go  thi.s 
Mental  buyer  exclaimed:  "This  has 
been  keenly  interesting.  Never  before 
did  I  realize  there  was  so  much  beauty 
in  your  line  of  business.  By  the  way, 
we  are  receiving  tenders  for  brick  to 
build  five  railway  depots — put  in  your 
bid  and  I'll  have  it  considered." 

The  sales  manager  came  back  with: 
"What  is  the  use?  You  know  our  brick 
is  higher  than  our  competitors,  but  you 
can  see  the  reason." 

The  buyer  then  suggested  that  the 
sales  manager  appear,  personally,  before 
the  board  of  directors  and  tell  them  his 
story,  which  he  did. 

Upon  being  presented,  the  sales  man- 
•»,!rer  found  the  directors  to  be  divided, 
o  mentals,   three  motives,  and  two 
al.    He,  therefore,  arranged  his  story 
cordiugly  and  got  the  business. 
To  the  Mentals  he  sold  the  ideals- 
owed  them  how  beautiful  a  structure 
Nvould  look  built  of  his  brick;  with  what 
scientific  care  it  had  been  manufactured. 

To  the  Motives  he  emphasized  how 
strong,  durable  and  substantial  his  brick 
was,  the  excellent  service  it  would  give. 


and*liow  free  from  worry  they  would  be 
because  of  that  strength  and  durability. 

To  the  Vitalfl  he  explained  that  al- 
though the  brick  was  higher  per  thou- 
sand than  his  comijctitors,  it  was  the 
bigger  bargain,  because  of  the  greater 
cubic  measurement,  therefore  it  took  less 
brick  and  the  workmen  could  lay  many 
more  i)er  hour. 

Since  understanding  Scientific  Sales- 
manship this  sales  manager  has  virtually 
the  entire  business  of  this  contracting 
concern,  which  is  otic  of  the  largest  in 
.\merica. 


^  Watch  for  October 
installments  of  Gor- 
don J.  A.  Hargrave's 
articles.  Best  ones  yet 
publishetl.  The  "How 
It  Feels"  Buyer  and  The 
Law  -of  Intensity  are 
masterpieces.  Xo  sales- 
man can  afford  to  miss 
those  wonderful  reveal- 
ments.  Tell  your  friends 
about  them.  The  best 
of  this  Series  is  yet  to 
come.  Any  who  wish 
to  advance  faster  than 
the  Series  appear  in  The 
Sample  Case  can  do  so 
by  getting  them  direct 
from  Mr.  Hargrave.  His 
address  is  on  inside  of 
front   cover  page. 


One  day,  while  talking  to  the  sales 
manager,  Mr.  Buyer  said:  "It  is  so 
much  easier  to  do  business  with  you, 
now  that  we  understand  each  other 
better.  I  had  begun  to  lose  patience 
with  j  ou,  because  every  time  you  came 
in  the  door  I  knew  I  was  going  to  hear 
about  strong,  durable  brick.  Now  I  like 
to  see  you  come  in:  we  have  so  much  in 
common  to  talk  about." 

Four  years  of  wasted  effort  without  a 
knowledge  of  Human  Nature  were  trans- 
formed into  Quantity  and  Quality  produc- 
tion with  less  effort  through  a  scientific 
knowledge  of  Human  Nature. 


Study  this  Hargrave  Service.  As  you 
concentrate  on  it,  new  ideas  will  cotne 
to  you.  To  the  idle-minded  it  means 
nothing.  To  the  earnest  man  it  means 
new  revealmenls. 


Stuay  '^Types''  Carefully 

THE  distinct  Mental  and  the  distinct 
Motive  are  always  slim.  The  reason' 
for  this  will  be  given  later  in  the  letter 
"How  to  Keep  Your  Success  Fire  Burn- 
ing." 

Many  a  time  this  same  thin  Mental 
or  Motive  will  talk  price  and  might  even 
say  it  costs  too  much,  but  if  you  will 
only  realize  that  this  is  an  excuse  and  not 
a  reason,  and  dig  in  and  analyze  your 
pros|)ect  further,  you  will  soon  be  among 
the  leaders. 

IF  HE  IS  MENTAL  TALK  TO  HIM 
IN  MENTAL  LA  NGUAGE.  DE- 
SCRIBE YOUR  PROPOSITION  IN 
TERMS  OF  PRETTINESS,  BEAUTY, 
ROMANCE  AND  IDEALS.  A  SOLD 
MENTALITY  AND  MORE  ORDERS 
WILL  BE  THE  RESULT. 

If  he  is  Motive,  talk  Motive  to  hini. 
Show  him  strength,  durability,  service, 
freedom  from  worry,  and  inde[)endence. 

If  he  is  Vital,  give  him  the  high  sign 
of  the  fat  man.  Point  out  the  bargain. 
th<!  comfort,  the  mental  and  physicnl 
ease. 

It  Works  Every  Time 

A SALESMEN  had  been  trying  to  .sell 
a  garage  owner  his  oil  for  two  and 
a  half  years  without  result.  He  heard 
my  talk  on  the  Mental  type,  and  on  hii 
next  trip  made  up  his  mind  to  sell  hi 
I)rospect,  but  talked  to  him  for  a  full 
ho\ir  before  realizing  that  he  was  not 
using  his  newh'  acquired  knowledge  and 
was  no  nearer  to  selling  his  man  than  h< 
had  ever  been. 

He  told  me  that  when  he  did  realiz( 
his  mistake  he  made  up  his  mind  to  \m 
Character  Analysis.  He  waited  a  full 
minute  to  allow  his  customer  to  clear 
his  brain,  while  he  formulated  his  real 
sales  talk.  Then  he  made  just  two  state 
ments  to  get  the  order:  "Just  think  hov 
pretty  this  display  will  look  over  here!' 
and  "Think  how  it  will  beautify  youi 
office!" 

The  buyer  looked  up  and  smiled 
"No,  not  over  there,  but  here,  where 
people  can  see  it  as  they  pass.  Ail  right 
.send  it  aloi^." 

Two  minutes  and  a  half  of  scientific 
knowledge  of  Human  Nature  appliet 
did  what  two  and  a  half  years  of  hit-and- 
miss  good  intention  had  failed  to  do. 

The  mental  type  sees  all  thingi 
as  beautiful,  pretty,  scientific,  ideah 
and  romance.  If  you  don't  feature 
these  qualities  you  are  showing  youi 
wares  to  a  blind  man. 

Regardless  of  what  you  are  .selling 
you  must  sell  to  Type. 

First  learn  how  to  analyze  your  Typei 
and  then  present  your  proposition  in  th 
language  that  type  speaks. 

This  is  your  key  to  the  door  of  successfu 
salesmanship.  Use  it  sincerely  and  steadi 
ly  and  that  door  wilt  open  to  you  as  if  hn: 
to  countless  others. 

It  Pays  to  Analyze. 
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An  impressive  study 

Here  is  the  Law  of  Energy 


WHAT  produces  energy?  Do 
you  realize  what  positive  res- 
piration means  in  your  fight 
for  success?  I  am  going  to 
show  you  how  to  develop  more 
jnergy,  so  that  each  day  you  can  stay 
it  your  job  longer,  full  of  "pep,"  gin- 
jer  and  power. 

Energy  is  defined  as  strength  or  vigor 
)f  expression;  internal  or  inherent  power 
IS  of  the  mind;  capacity  of  acting  or 
producing  an  effect;  power  forcibly  ex- 
erted; force  of  action;  capacity  for  per- 
orming  work.  You  will  agree  with  me 
:hat  to  be  a  success  requires  great  energy. 

You  are  made  up  of  mind  and 
body— YOUR  MIND  IS  NO  STRONG- 
ER THAN  YOUR  BODY— you  must 
bave  a  strong  body  to  have  a  strong 
mind. 

Go  back  and  review  the  Law  of  the 
Third  Vest  Button  and  carefully  study 
the  pictures  of  the  positive  Success  and 
the  negative  Failure. 

Now,  go  to  an  open  window — inhale 


to  the  limit — take  iu  every  bit  of  air  you 
can — fill  your  lungs,  then  add  more, 
until  you  cannot  inhale  another  particle. 
Hold  jour  breath  for  a  few  seconds  and 
notice  where  your  Third  Vest  Button 
is.  It  is  extended.  It  is  very  prominent. 
You  are  open  in  body,  and  as  you  slap 
your  chest  you  realize  your  feeling  of 
power  that  creates  results. 

Now  exhale.  Empty  every  bit  of  air 
out  of  your  lungs.  More,  still  more. 
Notice  how  you  contract  in  forcing  out 
the  air;  your  shoulders  have  drooped; 
your  solar  plexus  has  contracted;  you 
are  bent  in  body — not  from  the  hips, 
but  your  spine  is  bent.  How  depressed 
you  are.  You  CANNOT  accomplish 
results  in  this  attitude. 

You  can  go  for  weeks  without  food, 
and  days  without  water,  but  only  seconds 
without  air.  Have  you  ever  realized 
how  necessary  air  is  to  the  building  up  of 
rich  blood,  bone,  brain  and  tissue? 

Your  force  depends  upon  the  amount 
of  air  yon  take  into  yo\ir  lungs.  You 


are  capable  of  inhaling  froiu  170  to  700 
cubic  centimeters  of  air  with  each  breath. 
Under  forced  respiration  you  can  inhale 
as  high  .as  1,700  cubic  centimeters. 
Approximately  21%  is  o.xygen! 

It  is  the  oxygen  that  you  consume 
that  produces  body  heat  that  pro- 
duces combustion. 

Step  on  the  Gas 

TO  get  speed  and  "pep"  out  of  an 
automobile  you  have  to  step  on  the 
accelerator,  and  increase  the  quantity 
of  gasoline.  To  get  speed  and  "pep" 
out  of  yourself  you  have  to  accelerate 
with  an  increase  of  fresh  air.  The  more 
air  you  inhale,  the  more  oxygen  you  will 
receive.  It  is  the  oxygen  that  does  the 
business. 

Whenever  you  feel  fatigued,  down- 
hearted, blue  or  discouraged,  when- 
ever you  think  it  is  hard  to  sell, 
whenever  you  think  you  would  like 
to  quit  before  you  really  should — 
stop    for    a    few    moments    in  your 
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work  and  inhale  and  exhale  to  the 
limit,  10  or  12  times.  The  change 
will  be  instantaneoua  and  instead 
of  that  dull  "1-might-as-well-give- 
up"  feeling  you  will  have  a  "show- 
him-to-me"  attitude. 

Think  seriously  over  this  fact. 
The  first  thing  you  did  when  you 
came  into  this  world  was  to  inhale  and 
fill  your  lungs.  The  last  thing  you  will 
do  when  you  arc  going  out  will  be  to 
exhale  and  empty  them.  In  other  words, 
we  all  die  of  shortness  of  breath. 

Any  day  or  any  hour  of  the  day  that 
you  do  not  breathe  deeply  enough, 
when  you  do  not  force  yourself  to  take 
in  just  as  much  air  as  you  possil^ly  can, 
you  are  helping  yourself  to  be  a  "dead 
one." 

Be  a  live,  energized  dynamo,  unstop- 
pable and  all  powerful,  full  of  force  and 
action,  capable  of  performing  unlimited 
results  by  constantly  increasing  the 
oxygen  that  enters  your  system. 
The  Law  of  Energy 

NOT  long  ago  a  man  complained  that 
although  he  had  plenty  of  ambition 
— wanted  to  be  a  success — he  put  so 
much  effort  into  his  sales  talks  in  the 
morning  that  by  the  early  part  of  the 
afternoon  he  was  all  through.  From 
that  time  on,  if  he  continued  to  work, 
his  talk  was  desultory,  lacking  in  "pep." 
He  was  dragging  himself  around  from 
two-thirty  until  the  time  he  stopped. 

In  the  morning,  after  he  had  been 
refreshed  by  a  good  night's  s'eep,  he 
started  out  enthusiastic  over  the  possi- 
bilities of  a  day  of  big  accomplishments, 
but  with  each  hour  he  became  more 
fagged  and  finally  lost  all  of  his  force. 

He  was  not  getting  enough  air  into 
his  system  to  produce  the  Energy  needed 
to  keep  him  going  all  day.  His  "pep" 
was  exhausted  too  soon  through  lack 
of  this  essential  to  success. 

/  explained  the  Laxv  of  Energy,  and  laid 
him  to  increase  his  res ration  and  con- 
stantly take  deeper  breaths  of  air  than  he 
had  been  accustomed  to  doin<i. 

He  is  now  doing  as  much  business  in 
the  afternoon  as  he  did  before  in  the 
morning.  He  is  also  doing  more  in  the 
morning  than  he  ever  did.  He  is  accom- 
plishing results  every  minute  of  the  work- 
ing day. 

He  began  to  apply  this  law  and  found 


f  No  one  can  do  good  work  when  the  * 

t  mind  it  clouded  with  unhappy  or  vl-  * 

*  clout  thouihti.   Keep  the  mind  filled  ^ 

*  with     cheer/ulneti     and     uplifting  f 

*  thoughts  ij  you  would  be  at  your  bett.  t 


it  worked.  Then  he  thought  a  little 
farther  and  figured  that  if  it  would 
accomplish  such  results  when  he  was 
tired,  it  would  bring  still  greater  results 
when  he  was  fresh,  so  he  decided  he  would 
inhale  and  exhale  deeply  at  least  three 
times  before  interviewing  a  prospect 
— "The  result  is  wonderful,"  he  said, 
"I  have  never  had  so  much  'pep,'  con- 
fidence, nor  so  many  signatures  in  my 
life.  I  am  going  to  get  all  the  oxygen 
I  can,  because  oxygen  keeps  me  fee.ing 
fit — keeps  my  income  increasing." 

Be  sure  you  inhale  through  the 
nose  and  exhale  through  the  lips, 
as  if  whistling  out.  If  you  will  daily 
increase  the  amount  of  air  you  inhale 
you  will  with  absolute  surety  daily 
increase  the  amount  of  Energy  you 
put  into  your  work. 

Get  Him  in  the  Air 

WHEN  talking  to  a  customer  try 
to  manipulate  action  so  that  you 
can  get  your  customer  as  near  an  open 
window  as  possible.  If  you  are  a  member 
of  a  club  with  a  gymnasium  in  connec- 
tion and  are  after  a  big  order,  an  accepted 
invitation  by  him  to  take  a  "work  out" 
will  generally  spell  signature  afterwards, 
because  he  has  increased  the  amount  of 
oxygen  in  his  system  and  at  that  moment 
feels  "peppy"  enough  to  buy  your  whole 
stock. 

The  old  stall  of  hard  times,  not  buy- 
ing, over-stocked,  and  so  many  other 
seemingly  unsurmountable  objections  can 
be  quite  easily  eliminated  by  opening 
a  window  and  entering  into  a  little 
competition  to  see  which  one  can  inhale 
and  exhale  the  most. 

Do  not  stop  the  fun  when  you  once 
begin,  because  the  more  oxygen  your 
customer  takes  in,  the  bigger  the  order 
will  be.  Of  course,  in  all  fairness  to  him 
and  to  make  him  feel  good,  you  must 
allow  him  to  win  the  contest  and  acknowl- 
edge that  his  chest  expansion  is  greater 
than  yours. 

Every  time  you  inhale  and  exhale  to 
the  very  limit,  forcing  out  every  bit  of 
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stale  air  and  inhaling  fresh  air  to  your' 
capacity,  you  will  increase  your  respira- 
tion 1,200  to  1,700  cubic  centimeterr 
instead  of  170  to  700. 

REMEMBER— 21%  of  the  air  you 
breathe  is  oxygen  and  oxygen  is  the 
motive  power  that  makes  you  a 
snail  or  one  hundred  mile  an  hour' 
winner. 

If  you  have  your  Third  Vest  Button 
protruding  to  its  limit— you  have 
naturally  increased  your  respiration, 
which  means  that  you  are  more 
positive,  dynamic,  forceful  and  al- 
•ways  full  of  "pep." 

If  you  have  allowed  your  Third  Vest 
Button  to  sag,  you  will  find  that  you  are 
only  breathing  in  the  upper  third  of  the 
lungs— which  means  you  are  weakening, 
and  slowly  but  surely  sufTocating  to 
death  in  both  body  and  mind. 

//  you  constantly  respire  in  a  more 
positive  manner  your  Third  Vest  Button 
cannot  help  but  protrude  whereas,  if  you 
respire  in  a  negative  way,  your  third 
Vest  Button  is  hitting  your  hack  bone. 

By  constantly  practicing  deep  breath- 
ing you  will  get  more  mileage  out  of  your 
shoe  leather  and  will  cut  down  on  tire 
trouble. 

If  you  are  lacking  in  oxygen,  you  are 
lacking  in  "pep."  You  are  lackine  in 
alertness,  and  Your  Third  Vest  Button 
is  drooping.  Your  mind  is  closed  to 
this  positive  appeal.  You  are  listless 
without  "pep,"  buoyancy,  enthusiasm 
You  are  a  mere  order  taker. 

The  breath  of  life  is  air.  The  more  oi 
it  you  consume,  the  more  you  will  live, 
and  do.  You  are  paying  heavily  if  you 
do  not  use  this  free  life-giving  force  tc 
your  limit.  More  air  means  more  force 
greater  power,  greatest  production. 

Be  a  hundred  mile  an  hour  sales- 
man,  a  real  positive  dynamo — stei 
on  your  accelerator,  fill  your  engin« 
(lungs)  full  of  oxygen  then  see  your- 
self spring  forward,  swifter,  surer 
steadier,  and  able  to  stay  longer  thar 
your  competitor.  You  will  surel; 
win. 

The  brain  is  Uke  a  sieve  and  you 
sales  talk  is  the  ideas  being  poured  int. 
it.  With  some  people  you  pour  too  fas 
and  with  others  too  slowly.  Some  yo' 
confuse,  and  some  you  allow  to  ge 
away  from  you  because  you  do  no 
keep  them  occupied. 


lEPTEMBER 

This  authority  tells  what  is 
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Successful  Salesmanship 

Salesmen  an  Economic  Necessity,  Benefactors 
to  Cojnmerce:  This  Man  Gets  Right  Down  to  the 
Marrow  of  his  Subject;  Study  it  Thoroughly 


OF  late  years,   salesmanship  has 
been  defined  in  various  ways. 
By  some  it  is  called  the  Art  of 
Selling — some  speak  of  it  as  the 
Science  of  Salesmanship — while 
others  classify  it  as  a  profession. 
As  a  profession,  it  is  interesting,  ab- 
lorbing,  and  requires  as  much  study  and 
liversified  knowledge  as  any  of  the  other 
)rofessions  which  required  a  course  in 
;ollege  and  a  di])loma.    And,  although 
hesc  two  requircn\ents  of  a  recognized 
jrofession  are  not  visible  in  salesmanship, 
,et  they  are  as  surely  a  part  of  it  as 
hough  a  sheepskin  diploma  was  given 
it  the  end  of  a  college  term. 

A  successful  salesman  studies  in  the 
Jniversity  of  Experience,  and  his  diploma 
dthough  invisible,  is  awarded  without 
)stentation  when  both  he  and  his  firm 
icknowledge  that  he  has  made  good. 

Thus,  according  to  present  day  tcr- 
ninology,  salesmanship  is  an  Art,  a 
science,  and  a  Profession,  but  after  all, 
hese  are  merely  words.  Back  of  all 
lunian  endeavor  is  one  desire,  basic, 
undamental  and  positive,  the  detnre  to 
am  as  much  money  as  is  possible. 

This  may  seem  a  crude  way  of  putting 
t,  but  it  is  the  absolute  truth,  if  we  are 
>nly  willing  to  admit  it.  It  is  no  dis- 
;race — far  from  it — for  the  man  who 
Ices  not  desire  the  better  things  of  life 
—the  ability  to  give  himself  and  family 
nore  enjoyment  and  better  living  con- 
litions — is  not  true  to  himself  nor  to 
lis  familj'. 

As  a  profession,  salesmanship  offers 
vonderful  inducements,  and  the  returns 
.re  only  limited  by  the  willingness  of  the 
nan  to  study  his  work,  and  improve  his 
:nowledge.  It  is  older  than  history — 
ts  inception  was  long  before  the  thought 
if  selling,  as  such,  was  in  existence. 

In  olden  days  the  cave  man  who 
raded  a  skin  for  a  flint,  the  pioneer  who 
xchanged  corn  for  salt,  the  hunter  who 
)artered  skins  for  ammunition,  all  were 
alesmen. 

When  the  growing  impracticability  of 
.etual  exchange  of  goods  made  impera- 
ive  a  shorter  and  better  system,  a  mone- 
ary  system  was  devised  which,  gov- 
rned  by  the  law  of  supply  and  demand, 
fiBxed  values  to  the  goods  traded,  and  as 
.  medium  of  exchange  rendered  the 
ctual  delivery  and  acceptance  of  the 

l;oods  bartered  much  easier. 
Thus  the  hunter  with  a  bale  of  skins 

jlelivered  them  to  the  fur  trader,  who 
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paid  for  them  in  the  medium  of  exchange, 
which  the  hunter  took  to  the  seller  of 
ammunition  for  whatever  he  desired. 

WITHIN  the  last  half  century, 
however,  competition  liocame 
much  keener.  More  goods  could 
be  disposed  of  than  by  the  old  method 
of  waiting  for  the  buy6r  to  come  to 
market,  time  could  be  saved  and  one 
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could  get  ahead  of  his  competitors  by 
sending  a  man  out  to  call  on  the  trade. 

This  was  the  origin  of  the  traveling 
salesman,  and  it  created  a  furor  in  busi- 
ness circles.  Newspapers  bitterly  at- 
tacked this  system,  saying  that  the  cost 
of  the  traveling  man  (or  "drummer"  as 
he  was  called  in  those  days),  would  be 
added  to  the  goods,  and  the  consumer 
would  have  to  pay  it. 

This  was,  of  course,  true,  as  the  con- 
sumer ultimately  pays  all  increased  costs; 
but  the  added  volume  of  business  more 
than  compensated  the  seller  for  the  in- 
creased cost  of  selling,  and  since  the 
traveling  expense  was  divided  among 
such  a  large  number  of  increased  accounts 
the  advance  in  prices  because  of  this 
method  of  selling  was  almost  negligible. 

In  theee  days,  however,  the  salesman 
is  an  acknowledged  asset,  and  is  not 
merely  what  the  name  implies.  He  is  a 
disseminator  of  various  information  re- 
garding trade  and  market  conditions;  he 
diffuses  innovations  and  new  ideas  he 
has  seen;  he  discusses  public  questions 


intelligently,  and  short-sighted  indeed  is 
the  buyer  who  does  not  benefit  by  his 
presence. 

Thus  we  see  that  the  salesman  is 
an  economic  necessity.  He  is  a 
benefactor  not  only  to  the  commun- 
ity in  which  he  makes  his  home  but 
to  each  community  to  which  he 
travels.  His  customers  benefit  by 
his  information,  and  the  railroads 
and  hotels  benefit  by  the  money  he 
spends.  He  forms  a  link  between 
various  communities,  and  binds 
them  closer  together. 

Pay  of  Salesmen. 

Now,  then,  admitting  that  the  calling 
i§  honorable,  a  necessity,  and  a  means  of 
doing  good,  what  about  the  pecuniary 
rewards? 

Salesmen  are  paid  cither  a  straight 
salary,  a  salary  and  commission,  or 
straight  commission,  and  from  the  view- 
point of  the  employer  these  methods  are 
all  the  same.  A  straight  salary  is  based 
on  a  percentage  of  gross  sales  less  selling 
expense,  and  a  commission  basis  is  figured 
the  Same  way,  excepting  that  the  former 
is  usually  adjusted  each  year,  and  the 
latter  is  a  sliding  scale  depending  on 
sales. 

We  thus  see  that  the  only  limit  to  his 
earnings  is  the  amount  of  material  that 
he  sells,  and  any  employer  would  be  glad 
to  increase  a  salesman's  compensation 
in  proportion  to  his  increase  in  sales. 
There  is  no  line  of  goods  sold,  nor  any 
territory  in  this  country  where  sales 
cannot  be  increased.  Of  course,  at  times 
business  depressions  come  which  cut 
down  sales  for  a  certain  period,  but  this 
is  all  in  the  game  and  is  only  temporary. 
The  preceding  year  may  have  been  a  good 
one  to  ofifset  it,  and  if  the  present  year 
is  a  year  of  depression,  why  we  know  that 
the  following  year  will  make  up  for  it. 
Years  of  good  business  are  in  the  major- 
ity, and  not  one  in  ten  is  a  j-ear  of  de- 
pression. So  far  as  compensation  for 
the  work  of  a  salesman  is  concerned, 
there  is  probably  no  other  line  of  work 
which  pays  better  for  what  is  put  into  it. 

ft  '^  HEEE  is  no  royal  road  to  sales- 
I     manship  any  more  than  there  is 
to  success  in  any  other  profession. 
It  is  work,  and  hard  work,  and  sometimes 
it  seems  as  if  the  work  never  ends.  It 
is  not  all  riding  in  Pullmans,  nor  sitting 
(Continued  on  page  27.) 
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Suggestions  to  Purchasing  Agents 

Trade  Abuses— Unfairness 
in  Obtaining  Quotations 

Is  Your  Own  System  Faultless?  Mayhaps  this 
Authority  Will  Point  Out  Something  to  You 

Released  to  The  Sample  Case 
By  D.  P>.  GRAY, 
Chairman  of  Better  Methods  Committee  of 
Purchasing  Agents'  Ass'n  of  Northern  California 


11''  you  road  "Keeping  Salesmen  Wait- 
ing," in  the  June  nuniher  of  The 
Siiiiiplc  Case  you  have  no  doul)t 
realizod  Ih.'it  one  of  llic  innin  points 
the  Holtcr  Mcfliods  r,,7rniiit  t  co  of 
the  I'urcha.-iiiK  A^vuis'  Assi)ci:i1  ion 
of  Northern  CaHfornia,  wished  to  K<'t  over 
to  you  was  that  evcr>'  purcliasinjr  a^^ent 
is  just  as  nuH'h  intei-este<l  in  the  liiKh  cost 
of  selling  goods  as  the  sales  manager  and 
salesmen.  1  tried  to  make  this  point  so 
plain  and  simple  that  it  would  rcgicster 
and  make  a  permanent  record  in  the  mind 
of  every  purchasing  agent. 

I  wish  to  repeat,  that  every  minute  of 
the  time  a  salesman  spends  in  calling  on 
you,  giving  yo\i  advice,  furnishing  quota- 
tions, and  the  like,  adds  just  that  much 
to  the  cost  of  selling  goods. 

Now  that  I  have  brought  your  mind 
back  to  this  very  important  point,  we 
are  ready  to  consider  the  next  Trade 
Abuse — "Unfairness  in  Obtaining  Q>io- 
tations." 

To  begin  with,  it  is  only  a  continua- 
tion of  the  high  cost  of  selling.  You  and 
I  (and,  in  fact,  every  purchasing  agent), 
are  like  all  human  beings,  in  that  it  is 
hard  for  us  to  see  our  own  faults. 

OFFHAND,  and  at  first  thought, 
you  will  say,  as  I  did,  that  there 
is  absolutely  no  unfairness  in  your 
office  in  asking  for  prices  and  quotations. 

However,  to  satisfy  ourselves  on  this 
point,  because  I  know  that  both  you  and 
I  wish  to  be  absolutely  fair  and  square 
in  all  of  our  dealings,  let  us  ask  some  of 
those  on  the  outside  about  the  fairness 
of  obtaining  prices  and  quotations. 

Mr.  John  Doe,  sales  manager,  is 
called  on  the  phone  by  the  buyer  of 
a  large  manufacturing  company  and 
is  asked  to  give  prices  on  several  pieces 
of  machinery.  These  prices  are  wanted 
as  soon  as  possible.  Naturally  Mr. 
Doe  is  well  pleased  at  being  given  the 
opportunity  of  quoting.  He  thinks 
that  business  is  certainly  improving. 
He  calls  Mr.  White,  head  of  the  Esti- 
mating Department,  on  the  phone  and 
requests  him  to  come  to  his  office  at 
once. 

The}'  discuss  the  possibilitj'  of  putting 
in  a  very  low  quotation,  as  they  really 
need  the  work  to  keep  their  shop  run- 
ning. In  order  to  impress  the  buyer 
with  their  earnest  desire  to  give  the 
very  best  they  have,  and  to  cover  every 


point,  they  decide  to  ask  the  Draughting 
Room  to  get  up  some  rough  drawings 
ro  sketches,  of  certain  details  of  the  ma- 
chinery. 

The  Buyer  seems  to  be  in  a  hurry 
for  the  prices,  so  the  draughtsmen 
must  work  a-n  hour  or  two  at  night. 

The  next  morning  the  drawings  and 
sketches  are  rushed  over  to  Mr.  White 
in  the  Estimating  Department,  and 
very  carefully  estimates  are  made, 
and  every  possible  item  of  cost  is  figured 
out. 

Mr.  White  himself  then  goes  over 
the  figures,  takes  them  to  the  Steno- 
graphic Department,  and  has  a  very 
neat  budget  made  up,  containing  quo- 
tations, sk(>tchcs,  lilue  prints  or  estimated 
weight,  etc. 

This  is  submitted  to  the  sales  manager, 
Mr.  John  Doe,  who  pronounces  it  a 
most  complete  document — and,  believe 
me,  it  is. 

Mr.  Doe  decides  that  the  quotation 
is  so  important  that  he  will-  call  on 
the  Buyer  and  present  it  to  him  per- 
sonally. He  makes  an  appointment 
with  atid  calls  on  him. 

He  goes  to  the  Buyer  with  every 
confidence  that  he  has  a  real  "honest 
to  goodness"  quotation  and  «hould 
get  the  business. 

The  Buyer  takes  the  budget,  looks 
at  Mr.  Doe,  smiles,  and  says,  "Thank 
you,  I  just  wanted  these  prices  for 
inventory  work,  or  for  valuation  esti- 
mates." 

Mr.  John  Doe  looks  Mr.  Buyer 
straight  in  the  eye,  swallows  hard 
two  or  three  times,  makes  an  effort 
to  ptdl  himself  together,  and  finally 
says,  "Call  us  again  when  we  can  be 
of  service  to  you,"  and  goes  out. 

When  Mr.  Doe  gets  outside,  where 
he  can  breathe  pure,  fresh  air,  to  him- 
self he  says  firmly,  "Ye  gods,  can  you 
beat  that!"  It  may  be  that  he  will 
also  say  to  himself,  "I'll  get  back  at 
that  fellow  some  day." 

NOW,  Mr.  Purchasing  Agent,  I 
have  gone  into  this  story  at 
some  length  because  I  wish 
to  bring  out  all  the  details  of  this  trans- 
action which  contribute  to  the  cost 
of  making  quotations,  and  the  injustice 
done  the  sales  manager  by  thoughtless- 
ness on  the  part  of  the  Buyer. 

When  asking  for  these  prices,  if  Mr. 


Buyer  had  told  Mr.  Doe  in  a  franl< 
manner  that  he  needed  the  prices  foi 
inventory  or  valuation  estimates,  thf 
sales  manager  would  have  been  glac 
to  estimate  the  prices  for  him,  anc 
probably  would  have  telephoned  thcnr 
to  Mr.  Buyer  the  same  afternoon. 

The  estimated  prices  would  have 
been  gotten  together  by  the  sales  man- 
ager in  less  than  an  hour,  whereas  it  tool* 
the  valuable  time  of  the  sales  manager 
head  of  Estimating  Department, 
Draughtsman,  Blue  Printing  Depart- 
ment, and  Stenographic  Department  tc 
get  the  quotations  finally  into  th( 
hands  of  the  Buyer.  All  of  this  needle.^ 
exy)ense  went  toward  the  high  cost  ol 
selling  goods. 

LET  us  take  another  case,  where 
the  Purchasing  Agent  receive; 
from  his  Plant  Superintendent 
a  request  for  prices  on  a  certain  amount 
of  machinery. 

The  request  does  not  go  into  detai! 
concerning  just  what  is  and  is  not  wanted 
and  is  not  accompanied  by  sketche? 
or  detailed  drawings. 

Buyer  selects  four  firms  whom  h( 
feels  confident  can  V>id  on  the  materia 
wanted,  and  wTites  each  of  these  firms 
giving  them  the  meager  informatiot 
he  has  received. 

Little  does  he  realize  the  work  ant 
responsibility  he  has  placed  upon  the 
shoulders  of  the  firms  he  has  asked  tc 
bid.  No  intelligent  quotation  can  be 
made  on  any  material  unless  drawings 
are  prepared.  These  drawings  musi 
be  sent  to  the  Estimating  Department, 
where  very  careful  estimates  must  bt 
figured  out  for  each  and  every  iten 
of  material.  Freight  rates  must  ht 
obtained  from  the  Traffic  Department 
All  estimates  are  then  gotten  togethei 
and  put  into  a  final  quotation,  aftei 
being  carefully  checked. 

Just  try  to  realize  that  all  of  these 
proceedings  must  be  gone  througl 
by  each  of  the  four  firms  bidding  or 
this  machinery. 

The  point  that  I  wish  to  bring  out 
is,  that  had  the  Buyer  receivec 
request  for  the  obtaining  of  th« 
quotations,  giving  full  and  cona- 
plete  information,  and  accompaniet 
by  blue  prints  or  drawings,  made 
up  by  his  own  Engineering  Depart- 
(Continued  on  page  -30.) 
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THE    SAMPLE    CASE  II 


Repeat  orders  not  for  the 


Silver  Tongued  Salesman 

It  Takes  Only  Two  to  Make  a  Bargain,  but  it 
Takes  a  Whole  Lot  of  Honesty,  Truthfulness, 
and  Sincerity  to  Make  it  Stick  and  Hold  Fast 


TIIK  most  effective  sales 
talk  conies  from  tlio  sin- 
cere desire  to  be  of  real 
service  to  your  prospect, 
and  not  in  trying  to 
color  your  proposition  in  glow- 
ng  ternu,  just  for  the  sake  of 
jetting  an  order. 

What  can  one  expect  to  gain 
Dy  trying  to  picture  something 
;o  a  buyer  that  isn't  so,  and 
mpossible  for  him  to  see,  owing 
.0  not  being  based  on  fact? 
lust  a  waste  of  time  and  energy, 
ivhereas  the  simple  truth  simply 
■old  will  pave  the  way  for  true 
riendship   as  well  as  orders. 

Real  progress  does  not  mean 
,0  get  ahead  of  others  by  low 
icheming  and  fraud,  but  in 
lelping  them  to  advance  by 
;iving  the  best  that  is  in  you. 

It  may  only  take  two  to 
Tiake  a  bargain,  but  it  takes 
I  whole  lot  of  honesty,  truth- 
ulness  and  sincerity  to  make 
t  stick  or  hold. 

A  bargain  that  is  pleasing  and 
atisfying  to  all  concerned  is  the 
>nly  kind  that  really  becomes  per- 
nanent  and  helps  future  business. 
Strive  hard  for  this  end.  Take 
broad  and  humane  outlook 
ipon  life  and  don't  be  narrow 
nd  selfish. 


G 


ET  an  early  start  every 
day.  Don't  say  that  you 
hate   to  get  up   in  the 


Written  for  The  Sample  Case 

By  WILLIAM  M.  PFXK, 

Brookline,  Massachusctlu 


WILLIAM  M.  PECK 

A  man  oj  vast  experience  as  a  wholesale  salesman,  an  executivt 
manaier,  Mr.  Peck  is  one  oj  the  valued 
contributors  to  this  magazine 


morning;  there  will  come  a  time 
when  you  won't  be  able  to  get 
up.  Jump  out  of  bed,  and  thank 
God  for  the  privilege. 

Try  to  learn  something  in  the 
town  that  you  are  in  that  will 
be  helpful  to  you  in  the  next 
town  that  you  are  about  to  visit. 

With  the  a.s8urance  that  I 
lay  no  claim  whatever  to  being 
wiser  or  better  than  anybody 
else,  hut  in  trying  in  my  humble 
way  to  be  helpful,  I  am  writing 
down  these  simple  thoughts,  all  of 
which  I  feel  have  a  direct  bearing 
on  salesmanship  in  general,  and 
upon  the  betterment  of  life  in 
particular: 

Forgetting  oneself  in  the  ser- 
vice of  others  builds  a  solid  wall 
between  you  and  your  ills,  real 
or  imaginary,  and  places  you 
on   the  happiness  side. 

IT  is  not  flattery  to  truthfully 
praise  a  person  while  he  is 
among  the  living,  and  able 
to  hear  it.   Then  why  not  do  so? 

Concentration  properly  direct- 
ed and  applied  to  a  worthy  cause 
will  invariably  bring  good  results. 
Don't  "flounder"  around — there 
i.s  nothing  in  it.  CONCEN- 
TRATE. 

Dig  deep  down  into  the  farthest 
recesses  of  your  heart  to  make 
sure  that  what  jou  call  sincerity 
may  be  nothing  more  than  super- 
ficial imitation. 


A  Gleam  of  Hope. 

Dedbroke  (roused  by  his  wife): 
What's  that  you  say?    A  burglar?" 

Mrs.  Dedbroke:  "Yes.  Fancy  a 
urglar  calling  on  us!" 

Dedbroke:  "Let  him  climb  in:  then 
'11  give  a  yell  and  it  may  make  him  drop 
omething  he  has  stoleir  elsewhere. — 
Boston  Transcript. 


Why  the  Motorist  Wins. 

"More  persons  are  killed  by  motor 
ars  than  by  airplanes,"  says  a  technical 
ournal.  It  is  only  fair  to  point  out  that 
lotorists  have  had  much  more  experience 
nd  practice  than  aviators.— [Punch 
London). 


Bugs'  ''Radio  Sets" 


THE  mystery  of  what  makes  the 
lightning  bug  lightning  has  been 
solved  by  radio,  according  to 
Hamilton  Bailey,  wireless  operator  on 
the  U.  S.  S.  Blackhawk,  flagship  of  the 
North  Sea  mine  sweeping  fleet  in  the 
World  War. 

That  lightning  bugs  are  equipped  with 
miniature  audion  bulbs  and  possess  a  low 


"Asleep,  awake,  by  night  or  day. 
The  friends  I  seek  are  seeking  me.' 

—John  Burroughs. 


radio  frequency  and  a  short  wave  length 
is  the  contention  of  Bailey.  He  con- 
tends that  radio  waves  generated  by 
parent  lightning-bugs  equipped  with 
broadcasting  apparatus  cause  the  light- 
ning-like flashes. 

Each  bug  is  equipped  with  its  own 
antennae — the  long  feelers  or  cat  whisk- 
ers serving  as  the  aerial,  according  to 
Bailey.  The  theory  will  be  made  the 
subject  of  experiments  by  the  Peoria,  111., 
Radio  Club,  according  to  Ernest  Stid- 
ham,  president  of  the  club,  and  investiga- 
tion will  Ukewise  be  made  at  Bradley 
college  there. 
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THE    SAMPLE  CASE 


SEPTEMBER 


This  is  of  vital  interest 


Responsibility  of  Travel- 
ing Man  to  his  Community 

Wholesale  Salesman  Not  Measured  by  Common 
Rule — More  Expected  of  them;  They  Give  More 

Address  to  Commercial  Travelers 

By  ROLAND  B.  WOODWARD, 

General  Secretary,  Rochester,  N.  Y.,  Chamber  of  Commerce 


IT  should  be  a  Reneral  prinriple  that 
no  man's  rcspoiisiliilit  y  cuii  be  meas- 
ured by  the  size  uf  liis  incdinc  tax. 
There  is  a  certain  k'lml  of  responsi- 
bility that  is  measured  by  income  tax; 
for  instance  the  expenses  of  running 
the  government  arc  supposed  to  be  paid 
in  proportion  to  a  man's  earning  capacity, 
but  general  respon.^ibility  cannot  be 
measured  by  income  tax. 

The  constitution  says  all  men  are 
born  equal.  This  does  not  mean  equal 
in  ability.  It  does  mean  equal  in  oppor- 
tunity. All  men  have  the  same  oppor- 
tunity to  make  good.  We  all  claim 
equality  of  right  and  privilege  under 
the  law.  There  are  certain  phases  of 
life  in  which  we  insist  that  we  are  just 
as  good  and  entitled  to  the  same  con- 
sideration as  any  man,  no  matter  what 
his  income  tax  may  be.  We  do  not 
make  any  surrender  to  any  man  as  to 
our  worth,  our  intrinsic  worth  and  our 
inherent  rights,  no  matter  what  his 
income  tax  may  be. 

Not  Measured  by  Income  Tax. 

In  actual  practice  we  are  inclined, 
through  a  desire  to  seek  the  line  of 
least  resistance,  through  a  desire  to 
shuffle  ofT  responsibility',  to  make  way 
and  classify  men  in  proportion  to  their 
income  tax,  and  also  to  assign  to  them 
responsibility  commensurate  with  that 
tax.  Inherently  and  in  our  very  inmost 
souls  we  resent  this  disparity  of  quality 
and  we  resent  the  privilege  that  comes 
from  accumulated  wealth.  In  actual 
practice  we  shuffle  off  the  responsibility, 
and  try  to  lay  it  on  their  shoulders. 

Furthermore,  it  must  be  contended 
that  no  man's  responsibility  can  be 
measured  by  the  income  tax  he  pays 
if  we  are  to  maintain  in  the  community 
the  true  worth  of  the  citizen,  his  abilitj' 
to  stand  up,  think  for  himself,  vote 
for  himself,  speak  for  himself,  and  to 
be  a  real  man,  standing  on  his  own 
merits  and  his  own  real  worth  to  the 
community.  Our  whole  trend  of  thought 
is  to  give  way  to  the  man  who  has  a 
great    accumulation    of  wealth. 

We  cannot  measure  men  by  their 
gifts.  We  cannot  measure  men  by 
their  ability  to  pay.  We  cannot  measure 
men  by  the  taxes  from  which  they  are 
separated  by  the  laws  of  the  govern- 
ment. We  must  measure  them  for 
their  own   worth   and  for  their  own 


acceptance  of  their  own  responsibility 
in  the  community. 

It  is  a  good  thing  occasionally  to 
come  back  to  that  fundamental  prin- 
ciple, to  see  how  nearly  we  are  living 
as  equals  which  we  all  claim  a  right 
and  a  privilege. 


The  real  measure  of 
a  man  is  the  measure 
of  Service  he  renders. 
This  is  the  keynote  of 
the  address  delivered  by 
Roland  B.  Woodward, 
General  Secretary  of  the 
Rochester,  N.  Y.,  Cham- 
ber of  Commerce,  de- 
livered before  the  Com- 
mercial Travelers'  Coun- 
cil recently  held  in  that 
city.  Here  is  the  address 
in  full.  It  is  well  worth 
reading  a  second  time. 


^y^HE  commercial  traveler  is,  as 
I  a  rule,  what  is  called  in  the 
A  parlance  of  the  street  "a  wise 
guy."  He  is  wise  in  men  and  wise  in 
things.  He  must  have  more  than  an 
average  amount  of  that  inner  sense 
which  gives  him  wisdom.  He  knows 
a  lot  of  things  about  people.  He  has 
the  faculty  of  reading,  of  quick  percep- 
tion, or  whatever  it  may  be  that  enables 
him  to  find  an  opening  so  that  he  may 
get  a  blade,  slender  and  narrow  as  it 
may  be,  into  that  opening  and  thus 
gain  an  entrance  into  their  minds  and 
gradually  envelope  them.  Because  of 
the  natuie  of  his  calling  he  must  be 
a  little  wiser  in  the  affairs  of  men  and 
things  and  relj'  on  that  quick  perception 
and  keen  analysis  of  the  other  man, 
in  fact,  he  is  oftentimes  called  shrewd. 
Salesmen  Natural  Leaders. 
A  commercial  traveler's  responsibility, 
or  any  man's,    increases  as  his  power 


of  perception  increases.  A  great  many 
of  you  men  are,  by  the  very  nature 
of  your  calling,  good  leaders.  You 
have  the  faculty  of  deal  ng  with  other 
men,  using  them,  directing  them,  in- 
spiring them. 

My  experience,  however,  is  that  the 
traveling  salesman  does  not  take  re- 
sponsibility quickly  or  ea.sily.  He  relaxes 
and  allows  responsibihty  to  wait.  This 
should  not  be,  for  they  have  the  quality, 
the  knowledge,  and  the  ability.  They 
are  naturally  restless  individuals  and 
are  never  satisfied.  The  traveling  sales- 
man has  that  quality  known  a?  'divine 
discontent,"  both  as  to  himself  and 
the  things  about  him  that  spurs  him  on. 
He  will  not  rest  unless  he  sees  that  he 
is  accomplishing  something  for  him- 
self, for  his  business  and  for  his  com- 
munity. 

There  are  many  way's  in  which  the 
traveling  salesman  can  help  to  beat 
his  share  of  responsibility  to  the  com- 
munity. He  can  observe  what  othei 
cities  are  doing  and  can  see  where  thinj 
are  being  done  better  elseswhere  thar 
here,  and  also  things  that  ought  to  b< 
done  here.  He  is  the  messenger,  th 
advance  agent  of  any  city.  They  g< 
out  to  tell  about  their  product  ant 
come  back  with  what  they  have  learnec 
and  can  give  the  community  the  benefi' 
of  this  knowledge. 
Where  He  Should  Be  Interested. 

The  salesman  should  be  particularly 
interested  in  civic  matters,  such 
schools,  parks,  playgrounds,  conditioi 
of  the  streets,  exercise  of  the  franchis 
in  taxes,  etc.,  and  I  wonder  how  man; 
of  them  make  a  study  of  these  thing 
in  other  cities  and  come  back  witi 
practical  suggestions  as  to  what 
and  should  be  done  to  improve  condition 
in  this  communit}'. 

Commercial  travelers  should  be 
terested  in  transportation  and  distribu 
tion  of  merchandise  and  many 
students  of  these  problems.  The 
there  is  the  matter  of  publicity  fo 
3'our  city.  The  commercial  travele 
can  be  most  valuable  to  his  Chamb« 
of  Commerce  in  the  matter  of  the  righ 
kind  of  publicity.  This,  today,  is 
matter  of  vital  concern  to  your  cit3 

Then,  too,  when  yeu  are  om  the  ro» 
and  see  something  in  the  newspaperu 
other  cities  which  you  think  will  int 
f Continued  on  page  29.) 


Advertising  is  solely  for 


Smoothing  Salesman's  Way 

Constructive  Thinking,  Careful  Planning,  Persistent 
Effort,  and  Perfect  Team  Work  Between  Sales  Manager 
and  Salesmen  Will  Result  in  the  Big,  Fat  Order  Book 


Exriiisive  to  The  Sample  Case 
By  EDWARD  S.  WADSVVORTII, 
Secretary,  Thomas  Advertising  Service 
Jacksonville,  Florida 


BOTH  head  work  and  leg  work 
are  needed  in  the  seliiuR  field. 
Wise  j)lnnning  l>y  sales  managers 
means  more  sales  for  the  men  on 
firing  line. 
You  may  remember  the  answer 
Mad"  Anthony  Wayne  made  to  his 
uperior  officer  when  asked  if  he  could 
term  and  capture  a  stronghold  of  the 
nemy.  "Ceneral,"  he  replied,  "I'll  storm 
lell  if  you  will  only  plan  it." 

Jl  is  the  salex  manager's  job  to  plan  the 
tiling  work,  and  the  salesman's  job  to 
vork  the  selling  plan.  Selling  success  is 
anted.  It  doesn't  just  happen.  A  fat 
rder  bi>ok  is  the  happy  result  of  construc- 
ive  thinking,  car  fid  planning,  persistent 
ffort  and  perfect  team  work  between  sates 
•lanager  and  salesrnen. 

The  «elling  problem  is  as  old  as  the 
labeans,  and  new  ideas  must  be  created 
0  cope  with  it  suocefsfully.  The  sales 
oanager,  if  he  is  a  real  "go-getter,"  will 
ive  hist  men  new  angles  of  approach  that 
fill  help  the  salesmen  put  new  de.ilers 
n  the  books  of  the  house.  He  will  not 
top  with  telling  his  men  that  sales  must 
>e  increased,  but  show  them  the  way  to 
.0  it. 

"Selling  is  the  life  of  business," 
nd  "Advertising  is  the  life  of  sales." 
advertising  your  wares  or  service  in 
he  trade  papers  read  by  your  dealer 
nd  prospects — sending  out  letters, 
oiders  and  mailing  cards  to  your 
rade — heralding  the  coming  of  your 
nan  to  a  given  territory  or  city  will 
lo  much  to  stimulate  buying  and 
mooth  the  path  of  your  salesmen, 
advertising  and  selling  walk  together 
ha  same  as  leg  work  and  head  work. 
>ne  cannot  do  its  best  without  the 
lelp  of  the  other. 

EVERY  sales  manager  should  plan 
individual  and  effective  ways  of 
using  the  mails  to  increase  the  or- 
iCTB  of  his  selling  force.  This  is  no  easy 
3b,  but  it  is  done  every  day.  What  oth- 
rs  have  done,  you  can  do,  and  do  better 
the  other  fellow  if  you  learn  and 
Tofit  by  the  experiences  of  others, 
/ach  sales  manager  must  determine  what 
lethods  will  produce  most  for  his  par- 
icular  line. 
The  element  of  surprise  is  often  of  value 
ft  selling.  A  night  letter  to  a  hard  prospect 
as  more  than  once  helped  the  salesman  to 


book  an  order  he  never  ezpccted  to  be  able 
to  turn  in. 

Curiosity  is  a  strong  trait  among  deal- 
ers. The  smaller  the  town  the  more  you 
can  play  upr)n  this  element.  A  series  of 
ma. ling  cards  of  the  tyi)e  known  as 


This  is  an  article  of 
special  interest  to  Sales" 
Managers.  The  writer 
is  one  of  the  brightest 
advertising  men  in  Amer- 
ica, knows  what  he  is 
writing  about,  and  gives 
some  valuable  pointers 
on  features  to  be  sent 
by   mail   to   the  trade. 


"teasers"  sometimes  put  over  a  new  ar- 
ticle quicker  and  bigger  than  can  be  done 
with  straight  selling  literature. 

The  illustrated  sales  letter  has  snored 
many  selling  successes  for  sales  managers. 
It  is  still  new  and  unusual  enough  to  stir 


WASHINGTON  DISPATCH: 


The  President  Signed 
theM  ileage  bill  August 
18th.  It  now  goes  to 
Interstate  Commerce 
Commission. 


up  dealer  interest  in  almost  any  line  of 
goods.  A  touch  of  color  in  the  illustra- 
tion usually  increases  ith  selling  appeal. 

Some  pleasantry  and  a  little  cleverly 
mi.>ced  nonsense  in  early  fall  selling  litera- 
ture i)ut  the  dealer  in  a  receptive  state 
of  minil,  and  help  the  salesman  fill  his 
order  book. 

Blotter  advertising  during  the  autumn 
months  is  one  of  the  most  effective  ways 
of  smoothing  the  salesman's  path.  These 
blotters,  besides  the  calendar  of  the  cur- 
rent month  may  feature  special  items,  or 
give  practical  suggestions  for  increasing 
the  dealer's  autumn  sales.  As  "remind- 
er" advertising  the  blotter  stands  in  Class 
A.  The  blotter  is  kept  and  used  where 
other  mail  matter  is  dropped  into  the 
well-known  waste  basket. 

The  ordinary  government  postcard  still 
waits  for  some  honest-to-goodness  sales 
manager  to  cash  in  on  its  selling  possi- 
bilities. It  is  surprising  what  a  strong 
selling  me.ssage  you  can  deliver  on  the 
backs  of  these  little  3J^x5^  globe  trot- 
ters. Get  out  a  thumb  nail  series  of  dealer 
talks  on  these  winged  messengers  and  see 
how  quickly  your  salesmen  will  get  the 
Oliver  Twist  habit. 

WE  HAVE  outlined  a  few  among 
endless  suggestions  by  which 
sales  managers  may  help  their 
salesmen  with  mailings.  Let  them  stim- 
ulate you  to  a  closer  study  of  the  value 
of  mail  advertising  to  the  selling  end  of 
your  business. 

"Yes,"  you  are  thinking.  "But  it's  a 
hard  job  to  plan  out  these  things." 

Sure  it  is,  but  remember,  "Soft  jobs 
are  for  soft  heads."  "Ability  will  see  the 
chance  and  snatch  it;  who  has  a  match 
will  find  a  place  to  scratch  it."   Let's  go! 


Uncle  Dan  Says 

How  dear  to  my  heart  are  the  days  of  racation. 
When  fond  recollection  presents  them  to  me: 
The  fish  in  the  stream,  and  the  cottage  nearby  it. 
Both  seem  anxiously  ivaiting  for  me 

Some  small  firms  are  big,  and  they  .fhow  it: 

Some  big  firms  are  small,  and  they  know  it. — [D.  H.  S. 
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Committee  on  Commercial  Travelers 


S  t  P  T  E  M  b  i:  R 


Makes  Its  Report  on  Hotels 

Why  Rates  are  Not  Reduced;  Suggests  Salesmen 
and  Hotel  Keepers  Meet  Each  Other  Half  Way 


OlJJl  CoininiUee  having  been 
:il)I)ointcd  at  the  special  mect- 
iiif;  of  tlie  American  Hotel 
Association,  lield  in  Chicago 
last  February,  wc  iinmetliately 
set  to  work,  and  as  the  result 
of  conferences  with  a  Special  Com- 
mittee of  the  United  Commercial  Trav- 
elers of  Aincrica,  it  was  arranged  that 
all  communications,  citlier  in  the  way 
of  complaints,  suggestions  or  other- 
wise, coining  from  either  the  hotel  men 
or  the  commercial  travelers,  should 
emanate  through  Frank  A.  K.  Boland, 
representing  the  hotel  men,  and  J.  A. 
Millener,  representing  the  traveling  men. 

It  was  thought  that  in  this  way  the 
respective  Associations  could  be  brought 
in  more  direct  contact  with  each  other, 
and  any  questions  coming  up  for  consid- 
eration would  thereby  receive  more  ex- 
peditious treatment. 

No  Serious  Complaints. 
Since  the  meeting  in  Chicago,  the  trav- 
eling men  have  called  to  our  attention 
five  or  six  complaints,  all  of  which  have 
been  investigated  and  reports  submitted 
thereon.  We  are  glad  to  advise  that  all 
of  them  were  of  no  serious  nature.  This 
work  shall  continue  indefinitely,  as  it  is 
hoped  thereby  much  good  will  result  to 
the  respective  Associations,  especially  be- 
cause all  those  affected  thereby  will  un- 
derstand that  there  is  a  direct  channel 
through  which  complaints  or  suggestions 
maj'  be  communicated  and  receive  im- 
mediate attention. 

That  the  patronage  of  the  commercial 
traveler  is  a  very  large  item  for  consid- 
eration by  the  hotel  proprietor,  there  is 
no  question;  that  the  hotel-keeper  is  also 
aware  of  such  fact,  there  is  no  doubt. 

The  great  trouble  in  the  past  has  been 
a  lack  of  co-operation;  the  absence  of  a 
channel  through  which  there  might  be  a 
free  expression  of  opinion  regarding  all 
matters  of  mutual  interest  to  the  respec- 
tive parties.  That  condition,  we  are  glad 
to  advise  you,  has  now  passed,  and  the 
traveling  salesmen  should  understand  the 
feeling  of  the  hotel-keeper  toward  him; 
that  his  business  is  by  no  means  small  and 
inconsiderable,  and  that  his  influence 
for  spreading  favorable  comment  tlirough- 
out  the  country  is  not  to  be  overlooked. 

It  is  regrettable  that  we  had  not  gotten 
together  before,  as  we  believe  that  much 
of  the  newspaper  and  other  agitation 
would  have  been  entirely  avoided  or 
greatly  minimized. 

Your  committee  has  also  been  in  com- 
munication with  representatives  of  the 
National  Council  of  Traveling  Salesmen's 


Kcportcd  for  The  Saniijle  Case 

By  RAY  SMITH, 

Chairman  t)f  Special  Coniniilte<- 

Associations,  and  our  work  with  these  rep- 
resentatives has  been  along  similar  lines 
as  with  the  United  Commercial  Trav- 
elers. 

rXIIIK    princi[>al    grievance    by  the 
I     traveling  men  is  confined  mainly 
to  the  (piestion  of  rates,  and  we 


This  report  of  Ray- 
Smith,  Chairman  of  the 
Committee  on  Commer- 
cial Travelers,  made  to 
The  American  Hotel  As- 
sociation, and  dated 
Boston,  July  11,  1922, 
is  printed  in  The  Sample 
Case  without  comment. 
It  is  a  subject  in  which 
every  commercial  trav- 
eler  is  interested. 


have  been,  and  are,  advising  hotel  men  to 
reduce  rates  whenever  and  wherever 
possible,  commensurate  with  existing 
conditions.  The  question  of  rates  and 
so-called  statistics  presented  either  to 
justify  or  condemn  them,  has  been  re- 
ferred to  so  many  times  in  the  recent  past 
as  to  make  it  unnecessary  to  go  into  fur- 
ther detail  at  this  time,  except  to  recall 
once  more  the  fact  that  hotels  did  not  in- 
crease their  rates  for  rooms  and  food  dar- 
ing the  past  year.?,  in  keeping  with  the 
increase  in  their  operating  costs,  as  a  com- 
parison of  hotel  prices  with  figures  of  the 
report  of  the  United  States  Department 
of  Lalior  will  show. 

Why  Rates  Are  Not  Decreased. 
The  reason  thej'  did  not  do  so  was  be- 
cause they  were  the  recipients  of 
an  unusual  and  abnormal  volume  of 
business,  during  the  war.  This  unusual 
and  abnormal  volume  of  business  made 
it  necessary  that  rates  be  increased  pro- 
portionately with  costs.  This  unusual 
and  abnormal  volume  of  business  has 
now  disappeared.  The  profits  from  the 
sale  of  wines  and  liquors  are  gone. 

The  hotelman  is  now  paying  practic- 
ally as  much  as  he  paid  during  the  peak 
prices  of  1920  for  such  items  as  labor, 
china,  glassware,  linen,  freight,  express 


and  printing.  There  has  lieen  very  litll* 
decrease  on  manj'  items,  such  as  house- 
keeping supplies,  engineering  suppli 
and  other  like  charges.  In  addition,  the 
hotel  man  is  now  paying  more  than  ever 
for  taxes,  gas,  coal,  steam,  electric  cur- 
rent, music,  telephone  service,  and  insur- 
ance. 

Comparison  of  present  menu  price" 
with  those  of  a  few  months  ago  wil 
show  the  hotels  have  reduced  food 
prices  in  keeping  with  the  reduced 
costs  of  food  materials. 

So  far  as  the  reduction  of  room  rates  i.' 
concerned,  the  hotels  find  themselves  ic 
the  same  position  as  the  j-ailroads,  with 
which  position  the  public  is  thoroughlj 
familiar — namely,  with  practically  a  pas- 
senger and  freight  charge  of  double  theii 
pre-war  tariff  they  are  unable  to  make 
profit  owing  to  their  operating  costs  anc 
decreased  volume  of  business — indeed 
the  railroads  are  in  a  better  position  thai 
the  hotels  because  they  did  not  have  the 
most  profitable  department  of  their  busi- 
ness taken  from  them,  as  did  the  hotelt 
by  prohibition. 

In  conclusion,  we  suggest  that  wher 
ever  and  whenever  the  hotel-keeper  has 
an  opportunity  to  meet  the  traveling  mar 
personally,  let  him  spare  no  pains  t( 
present  his  side  of  the  case,  and  alwayf 
try  to  meet  the  other  fellow  half  way 
The  result  will  be  a  better  feeling  am 
understanding  between  all  concerned. 

Respectfully  submitted,  Ray  Smith 
Chairman,  Frank  A.  Dudley,  Franl 
Worden,  Frank  A.  K.  Boland,  R.  E 
Fellow,  John  McF.  Howie,  John  Oberg 
Frank  Bering,  Special  Committee. 


Carelessness. 

"I  am  not  much  of  a  mathematician, 
says  Carelessness,  "but  I  can  add  t 
your  troubles,  subtract  from  your  eari 
ings,  multiply  your  aches  and  pains,  tak 
interest  from  your  work  and  discoui 
your  chances  for  safety.  Besides  thi; 
i  can  divide  your  thoughts  betwee 
business  and  pleasure  and  be  a  poteu 
factor  in  your  failures.  Even  if  I  ai 
with  you  only  a  small  fraction  of  the  tiin( 
I  can  lessen  your  chances  for  succea 
lama  figure  to  be  reckoned  with.  Canci 
me  from  your  habits  and  it  will  add  t 
your  total  happiness." — The  Kans 
Official. 


.\be  Martin  says:  "We  often  wond( 
if  all  the  people  we  see  rolling  along  arei 
well  fixed  fer  a  rainy  day  as  they  are  fer 
blowout?" 
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Tells  of  the  Washington  state 


Hotel  Inspection  Law 

Conditions  Have  Been  Greatly  Improved;  the 
Sanitary  Requirements  are  Rigidly  Inforced; 
Fire  Risks  Have  Been  Reduced  to  a  Minimum 


Reported  for  The  Sample  Case 

By  H.  L.  HUGHES, 
State  Supervisor  of  Safety 


rHE  original  Hotel  Inspection  Law 
of  the  State  of  Washington  was 
enacted  bv  the  State  Legislature 
in  1909.  Up  to  April  1,  1921,  it 
was  administered  by  a  State; 
Hotel  Inspector  and  three  dcp- 
tics  appointed  by  the  Governor  of  the 
itate.  The  192i  session  of  the  State 
jCgislature  passed  what  is  known 
s  the  Administrative  Code  Law, 
■hich  consolidated  the  numer- 
us  State  Boards,  Commissions, 
nd  Inspectors,  into  ten  de()art- 
nenta.  In  this  reorganization 
he  Hotel  Inspection  Law  was 
laced  under  the  direction  of 
he  State  Supervisor  of  Safety 
1  the  Department  of  Labor  and 
ndustries. 

During  the  past  year  there 
■ere  approximatelv  two  thous- 
nd  hotels  in  this  state  that 
ame  under  the  provisions  of 
act.  These  hotels  are  carc- 
uUy  inspected  at  least  once  each 
ear  by  a  force  of  three  regular 
otel  inspectors,  who  check  each 
ovise  carefully  for  compliance 
:ith  the  various  provisions  of 
he  act.  This  law  was  originally 
nacted  primarily  for  the  bene- 
t  of  commercial  traveling  men 
nd  every  hotel  inspector  and 
eputy  who  has  served  the  state 
1  this  capacity  from  the  time  of 
;s  enactment,  1909,  until  the 
resent  time  has  been  selected 
rom  the  ranks  of  commercial 
ravelers. 

Conditions  Were  Very  Bad. 

It  is  perhaps  needless  to  say  to 
ommercial  traveling  men  that 
here  was  a  crying  need  for  this 
iw  at  the  time  of  its  enact- 
lent.  Conditions  in  the  hotels 
f  the  state  were  very  bad  at 
hat  time  from  the  standpoint 
f  sanitation  and  general  com- 


This  nrtii'lo  was  prepared  at  the  rcquext 
(.f  the  «(litor  of  The  Sample  CuKe.  The 
Htntc  of  \Vu.shiiiK(on  hiui  the  bc«t  liutd 
law  in  the  United  States,  acconliiiK  lo 
reports,  and  the  editor  wishes  to  give  his 
readers  full  knowledge  of  how  it  operates. 


H.  L.  HUGHES, 

Supervisor  of  Safety,  State  of  Washington,  who  sees  that  th 
Hotel  Law  is  inforced. 


jrt  to  which  the   public  was 

Qtitled.   Any  man  who  traveled  exten-  ably  with  those  of  any  other  state,  and 

ively  to  the  Western  country  at  that  are  far  ahead  of  many, 
imc  will  still  have  a  vivid  recollection 

f  what  those  conditions  were.  f  ■  ^HIS  law  requires  all  hotel  build- 
That  the  provisions  of  the  law  are  ef-  I  ings  of  three  stories  or  more  to 
Jctive  and  that  the  inspections  of  the      J-    have  proper  fire  escapes  ac.  essible 

otels  have  been  efficient  is  clearly  shown  to  every  room  in  the  bu.'lding,  with  cards 

y  the  general  excellent  condition  of  the  therein  directing  the  guests  to  the  escape. 

otels  as  they  are  known  today  for  clean-  Hotels  of  two  stories  are  required  to  have    endeavoring  to  comply  with  the  letter  and 

less  and  comfort.  fire  escape  for  second  story  rooms  or  to    spirit  of  the  law  is  quite  conclusively 

Washington  hotels  will  compare  favor-  equip  same  with  ropes  in  lieu  of  fire  es-  (Continued  on  page  29.) 


capes.  Hotels  must  be  equipped  through- 
out with  fire  gongs,  fire  extinguishers, 
and  must  be  kept  free  from  accumula- 
tions of  rubl>ish  or  any  condition  that 
would  endanger  the  hotel  in  any  way 
from  the  standpoint  of  fire  hazard. 

As  a  result  of  all  of  the.se  precautions 
provided  for  in  the  law,  followed  up  by 
close  inspection,  there  has  been 
comparatively  few  hotel  fires  in 
this  state.  During  the  past  year 
there  was  but  one  hotel  in  the 
state  destroyed  by  fire  and  there 
was  no  loss  of  life  or  injuries 
to  guests  as  result  of  this  fire. 
Sanitary  Requirements. 
From  the  standpoint  of  sani- 
tation all  rooms  are  required  to 
be  well  ventilated  and  prope/ 
heat  furnished  for  the  comfort  of 
guests  during  the  cooler  sea.son 
of  the  year.  Rigid  inspection 
has  resulted  in  the  practical 
elimination  of  vermin  which  was 
common  to  a  very  considerable 
class  of  hotels  in  the  olden  days. 
Bedding  is  given  particular  at- 
tention; sheets  are  required  to 
be  at  least  ninety  inches  in 
length,  after  being  hemmed  and 
laundered,  so  that  the  ends  of 
the  other  bedding  shall  be  com- 
pletely covered  ijy  a  fresh,  clean 
sheet  furnished  to  each  new 
guest  of  a  room;  ample  supply 
of  clean  towels  and  fresh  water 
furnished  to  each  room. 

In  addition  to  all  of  these 
provisions  of  the  law  the  general 
rules  of  health  and  sanitation  as 
prescribed  by  the  State  Board 
of  Health  are  rigidly  enforced 
by  our  inspectors  upon  all  of 
the  hotels  in  the  state. 

While  ordinarily  but  one  in- 
spection is  made  during  the  year 
we  urge  the  commercial  travel- 
ers of  the  state  and  the 
general  traveling  public  to  make 
complaint  to  this  Department  if  they  find 
any  conditions  of  law  violation  in  hotels 
they  patronize.   Whenever  any  complaint 
is  submitted  to  the  Department   it  is 
given  prompt  and  thorough  investiga- 
tion and  the  conditions  complained  of  are 
corrected. 

That  the  hotel  people  of  the  state  are 
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Specially  interesting  to  travelers 


Watch  Your  Stomach 

Hotels  Beginning  to  Recognize  Importance 
of  Special  Diets  for  Guests  with  Ailments 


Exclusive  to  The  Sample  Case 
By  R.  GILBERT  GARDNER. 
Warehouse  Point,  Conn. 


VERILY  the  world  is  advancing! 
It  is  beginning  to  realize  that 
mankind  is  no  better  than  its 
stomach.  "Diet"— "diet"  is  the 
watchword  of  today.  If  you  are 
too  thin,  diet;  if  you  are  too  fat, 
diet;  if  yoiu-  heart  is  out  of  kilter,  diet; 
if  your  arteries  are  too  hard,  diet;  if  your 
stomach  is  finicky  or  rebellious,  diet;  if 
— excuse  me;  the  list  is  too  long,  for 
this  is  not  a  book. 

To  the  knight  of  the  grip,  proper  diet 
figures  big.  But  what  an  infernal  bother 
it  is!  If  a  man  were  at  home,  why  then 
there's  some  chance,  but  this  round  of 
hotels,  where  scarcely  ever  you  can  get 
what  you  want. 

Courage  though.  Before  long  it  may 
be  possible  to  get  the  right  combinations 
of  food  for  what  ails  you— right  on  the 
road.  You  may  be  able  to  sit  down  to  a 
hotel  table,  and  by  ordering  Diet  No. 
So  and  So,  take  on  just  the  sort  and 
quantity  of  food  that  your  physical 
well-being  demands.  The  food  will  be 
there,  prepared  and  waiting.  Instead  of 
tusseling  with  the  limited  understanding 
of  some  white-shirted  table  attendant,  to 
whom  the  diner  who  wants  something 
not  on  the  regular  bill  of  fare  is  a  bother- 
some, fussy  fish,  you  simply  say,  "Diet 
No.  two,  Boy — and  let  it  come  quick." 

Waldorf    Starts  Campaign. 

This  is  not  the  wild  dream  of  a  profes- 
sional pen-pusher,  but  is  an  actual  pic- 
ture of  service  as  it  is  in  at  least  one 
prominent  hotel,  and  as  it  is  hoped  to  be 
shortly  in  others.  It  is  reported  that 
the  Waldorf-Astoria  of  New  York  is  a 
pioneer  in  the  movement.  Abready 
the  service  is  working  successfully,  and 
has  been  made  the  target  of  many  com- 
plimentary letters  by  satisfied  dieters, 
physicians  and  health  authorities. 

Good!  Let  a  big  hotel  like  this  show 
the  way,  and  others  will  follow.  And 
when  one  stops  to  think  of  it,  there's 
a  tremendous  need  for  such  hotels. 
Huskies  who  have  no  trace  of  a 
stomach,  or  other  internal  organs,  and 
who  can  eat  anything  and  get  away 
with  it  are  the  lucky  ones,  but  they're  in 
the  minority.  Most  salesmen  have  to  be  a 
little  particular.  Not  all  of  them  can 
eat  what  the  huskies  do,  and  keep  their 
bodies  in  trim  and  their  brains  keen  for 
the  job  of  selling.  In  their  profession, 
perhaps  more  than  in  other  caUings,  phys- 
ical fitness  is  a  prime  necessity. 
"On  the  Waldorf  menu  are  seven  dif- 
ferent diets.  These  cover  a  long  list 
ofJ,ailments.    Here  are  some  of  them: 


Constipation,  heart  disease,  intestinal- 
toxaemia,  kidney  disease,  obesity,  high 
blood  pressure,  diabetes,  neuritis,  hyper- 
acidity, gout,  colitis,  rheumatism,  con- 
valescence, angina  pectoris,  malnutrition. 

Diet  Menus  by  Number. 

According  to  the  system,  you  find  your 
individual  malady  on  a  special  card 
placed  on  every  table.  Then  you  tell  the 


R.  Gilbert  Gardner  is 
an  advertising  writer  for 
leading  agencies,  he  is 
an  old-time  road  sales- 
man, and  is  now  writ- 
ing feature  articles  for 
leading  publications.  In 
obtaining  this  article 
from  him  for  The  Sample 
Case,  the  editor  had  in 
view  giving  salesmen 
some  idea  of  the  step 
forward  .  being  made  in 
caring  for  traveling  men's 
stomachs. 


generally,  you  can  sleep  a  few  minutes 
later,  knowing  that  your  particular  diet 
will  be  ready  and  forthcoming  when  you 
want  it. 

But  the  greatest  benefit  will  come 
through  being  able  to  get  the  food  you 
need  regularly.  The  "catch-as-catch- 
can"  way  of  getting  "eats"  for  certain 
ailments  is  far  from  satisfactory.  In  one 
hotel,  if  you  arc  lucky,  you  get  what 
you  want,  in  whole  or  part,  but  at  the 
next  one  you  may  be  out  of  luck.  Being 
compelled  to  eat  something,  you  take  the 
best  you  can  get.  The  next  trick  is  to 
sell  your  stomach  to  the  idea.  If  you  do 
that  you  are  some  salesman. 

Watch  your  stomach. 


waiter  you  want  Diet  No.  5,  10,  or  what- 
ever. The  card  giving  this  diet  is  brought 
to  you  and  from  it  you  order  what  you 
want. 

Note  how  the  plan  is  arranged  to  in  no 
way  incommode  the  regular  service. 
The  husky  gets  his  without  in  any  way 
being  inconvenienced,  and  the  ailing  per- 
son the  same. 

From  both  the  standpoint  of  the  hotel 
and  patron  there  is  no  hitch  or  draw- 
back to  the  plan,  and  think  what  a  boon 
it  is  to  the  traveling  salesman  who  is  com- 
pelled to  diet,  at  the  dictate  of  his  stom- 
ach— or  maybe  pocket-book. 

Suppose  you  want  to  catch  an  early 
train,  and  must  have  certain  things  for 
breakfast.  Usually  you  have  to  allow 
for  delay  in  getting  the  food,  for  it  has  to 
be  specially  procured  or  prepared  for  you. 
Maybe  then,  after  waiting,  you  are  dis- 
appointed. 

But  if  the  sj'stem  inaugurated  by  the 
Waldorf  is  taken  up  by  the  better  hotels 


VALUABLE  BOOK. 


"World's  Metric  Standardization,  An 
Urgent  Issue" — By  Aubrey  Drury 

The  "World  Metric  Standardization. 
An  Urgent  Issue,"  by  Aubrey  Drury, 
a  book  which  deals  with  an  advance  o) 
timely  importance.  It  deals  with  th( 
"master  standards"  of  the  world,  upor 
which  all  the  world  is  rapidly  standardiz- 
ing. These  standards  are  the  3  metric 
units — meter,  liter,  gram.  It  is  urgec 
that  the  units  of  weights  and  measures  o 
the  United  States  of  America,  and  of  thi 
British  Commonwealths,  be  brought  int( 
accord  with  these  invariable  standards 
This  is  the  true  "standardization  o 
standards,"  for  when  this  advance 
achieved  in  the  United  States  of  Americi 
and  the  British  Commonwealths,  all  th' 
world  will  be  upon  the  uniform  metri 
basis."  (Introduction.) 

"The  World  War  brought  to  the  for 
the  desperate  need  for  metric  standardi 
zation — made  it  more  than  ever  a  worh 
question."  (P.  1.5.) 

"States  in  the  American  Union — Illi 
fornia.  North  Dakota  and  Tennes-see- 
with  an  aggregate  population  of  14, 
000,000  in  1921,  through  their  Stat 
Legislatures  officially  memorialized  Cod 
gress  to  adopt  the  metric  system  for  th 
benefit  of  all  the  people — and  othe 
States  are  falling  in  line  for  the  metri 
advance."  (P.  16.) 

"In  the  one  year  of  1921  more  humai 
went  over  to  the  metaic  units  for  futm 
transactions  than  now  use  the  diven 
'British'  units  in  all  the  world!  Japa 
and  Riissia  in  that  year  confirmed  the 
adoption  of  the  decimal  metric  system.' 

"Lack  of  world  metric  standardia 
tion  is  to  the  United  States  of  America 
grave  national  peril."  (P.  507.) 
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Interesting  Studies  of  a 

Famous  Designer  of  Shoes 

De  Ridder  Method  Promises  to  Revolutionize 
Shoe  Making;  "Moulded"  Foot  Forms  Assure 
Shoe  that  Will  Correct  Pedal  Imperfections 

Exclusive  to  The  Sample  Case 

By  C.  F.  HUGHES, 

Expert  on  Merchandising  Conditions 
New  York  City 


"^OME  161  devices  intended  to  pre- 
vent  or  correct  foot  trouble  are 
now  on  the  market.    Tliey  vary 
<^  from  simple  bunion  and  com  rings  to 
elaborate  arch  supports  and  special 
lasts.  And,  passing  judgment  upon 
le  merits  of  these  various  contrivances,  is 
growing  list  of  orthopedic  surgeons, 
3  the  former  foot  specialists  now  prefer 
i  be  known.    They  virtually  constitute 
new  profession;  at  least  one  that  has 
eoome  more  widely  recognized  since 
le  war,   when  physical  examinations 
lowed  so  many  men  unfit  for  service 
Bcause  of  foot  trouble. 

It  is  doubtless  true  that  most  o\  the 
svices  for  providing  foot  comfort  accom- 
lish  some  part  of  their  purpo.se.  Other- 
ifie  they  would  not  enjoy  a  growing 
amand  and  expanding  sales.  This  is 
le  case  even  where  some  difference  of 


opinion  exists  regarding  the  method  of 
treating  a  specific  case.  The  manufac- 
turers, for  instance,  are  divided  on  the 
question  of  stiff  or  flexible  arch  supports. 
One  group  contends  that  the  flexible 
type  gives  just  enough  support  to  enable 
nature  to  strengthen  the  weak  arch. 
Those  who  hold  out  for  the  stiff  support 
agree  that  Nature  may  overcome  the 
difficulty  „xcept  when  there  is  a  real 
broken  arch,  in  which  ca.se  the  flexible 
support  is  no  good  whatever. 

Getting  Away  From  Flat  Sole. 

Differences  of  this  kind  have  crept 
up  continually  among  those  who  consider 
themselves  expert  in  foot  surgery,  just 
as  there  are  heard  conflicting  views  from 
the  medical  and  legal  professions.  It 
is  worth  noting,  however,  that  no  matter 
how  a  shoe  is  shaped  or  what  modifica- 
tions   of  construction   are  introduced, 


the  entire  range  of  preventive  and 
corrective  footwear  at  present  sticks  to 
the  flat  sole.  It  is  just  this  flat  sole  that 
Oliver  E.  De  Ridder,  vice-president  of 
a  Rochester,  N.  Y.,  shoe  concern,  decided 
some  seven  years  ago  must  be  changed 
if  persons  were  to  enjoy  real  foot  comfort. 

In  the  35  years  of  his  experience  in 
shoe  manufacturing,  Mr.  De  Ridder 
has  devoted  his  efforts  towards  better 
and  more  efficient  production.  Making 
shoes  has  not  only  been  his  business  but 
his  hobby  and  his  investigationa  have 
taken  him  back  to  the  earliest  record*  of 
the  industry.  He  has  explored  the  his- 
tory of  footwear  from  the  viewpoint  that 
even  the  crude  product  of  a  savage  tribe 
might  yield  some  element  of  value. 
He  convinced  himself  finally  that  modem 
footwear,  produced  by  approved  pro- 
cesses, must  be  faultv  or  there  would 


^^^^ 


'  *5f  ^^'^'^'"i m^irio4?t/?^^^^^  TT",  '2      ^  Thousands  of  intricute  measurements  of  feet  were  made.    The  rela- 


es  had  been  tttken. 
a  composite  or"  type" 
impression  of  the 
sole  oj  the  normal 
foot  was  perpetuated 
'in  a  "master-cast" 
o/flne  Italian  plaster. 


'  marks  on  the 
foot  show  supporting 
points  and  essentiat 
arches  which 
bruised  and  broken 
down  by  pressur* 
against  flat  soles  of 
shoes. 


not  have  occurred  sp  great  a  deteriora- 
tion of  arches,  muscles  and  joints  as  in 
recent  years. 

ONCE  having  established  this  fact 
and  seeking  the  cause,  he  came 
to  the  conclusion  that  the  trou- 
ble was  to  be  found  in  the  continued 
use  of  the  flat  sole.  As  every  one 
knows,  the  impression  left  by  the  foot 
when  pressed  into  sand  is  far  different 
from  the  unmoulded  inner  sole  of  a 
new  shoe.  The  sand  will  show  three 
major  depressions,  one  made  by  the 
heel  and  two  by  the  ball  of  the  foot. 
These  are  the  depressions  which  the 
foot  must  pound  into  the  inner  sole 
during  the  painful  ordeal  of  "breaking 
in  a  new  pair  of  shoes." 

The  strapping  of  the  curved  surfaces 
of  the  bottom  of  the  foot  down  upon 
the  flat  upper  surface  of  the  sole  of  a 
new  shoe,  to  keep  the  foot  from  slip- 
ping, is  what  Mr.  De  Ridder  determined 
was  the  basic  cause  of  most  foot  trou- 
bles and  a  cause  not  to  be  removed  by 
artificial  devices  or  modifications  of 
structure. 

Shaping  Shoe  to  Foot. 
To  the  layman  unacquainted  with  the 
processes  of  shoe  manufacture,  it  would 
seem  a  simple  matter,  once  the  principle 
of  shaping  the  shoe  to  the  foot,  and  not 
the  foot  to  the  shoe,  was  recognized,  to 
produce  the  new  type  in  which  the  deli- 
cate contours  of  the  foot  were  reproduced 
in  the  upper  surface  of  the  sole  of  the 
shoe.  But,  even  if  the  many  rewards 
to  follow  introducing  this  evolutionary 
step  had  occurred  to  the  average  shoe 
manufacturer,  he  might  well  balk  at  the 
expense  of  the  experiments  required  to 
carrv  through  the  work. 

Mr.  De  Ridder  has  spent  seven  years 
of  bard  work  in  determining  the  contours 


of  the  soles  of  normal  feet  in  all  sizes, 
widths,  and  shapes.  To  accomplish  this 
result  he  has  had  taken  thousands  of 
measurements  and  plaster  impressions 
of  normal  feet.  The  composite  or  stan- 
dardized contours  of  the  foot  of  any  given 
size  he  has  now  reproduced  in  the  upper 
surface  of  the  sole  of  the  new  kind  of  shoe. 

The  result  is  a  shoe  in  which  the  deli- 
cate arches  of  the  foot  are  easily  and 
elastically  supported  by  a  corresponding 
rise  in  the  surface  of  the  sole.  There  is 
no  opportunity  for  any  of  these  exquisite 
arches  to  break  down,  for  they  fit  into 
the  shoe,  to  use  Mr.  De  Ridder's  own 
words,  as  easUy  and  as  comfortably  as  a 
bare  foot  slips  into  the  mold  it  has  made 
in  the  moist  sand. 

AFTER  the  new  "moulded"  shapes 
were  determined,  Mr.  De  Ridder 
was  faced  by  the  manufacturing 
problem.  All  shoe  machinery  has  been 
standardized  and  designed  to  produce 
shoes  with  inner  soles  which  are  prac- 
tically flat.  The  welting  and  channeling 
machines  operate  on  flat  sole. 

Special  steel  dies  were,  therefore, 
required  which  would  shape  the  leather 
iimer  sole  to  the  desired  form  under 
tremendous  pressure.  After  these  dies 
have  done  their  work,  they  leave  the 
inner  sole  looking  like  the  impression 
which  would  be  made  by  the  foot  in 
packed  sand.  It  was  also  necessary  to 
make  new  lasts  that  reproduced  the  es- 
sential foot  contours. 

Considerable  time  must  elapse  before 
the  new  type  of  shoe  can  be  manufactured 
commercially,  for  the  special  appUances 
to  adjust  the  shoe  making  machinery 
to  the  new  type  must  be  installed.  But, 
Mr.  De  Ridder  believes  that  manu- 
facturers everywhere  within  a  very  few 
years  will  be  using  the  new  principle. 


Present  methods,  he  holds,  will  becon 
obsolete. 

ONE  of  the  experiments  conduct 
with  new  shoes  was  to  fit  a  gi 
who  suffered  from  rocking  anklt 
The  result  was  a  variation  of  the  Chapl 
Walk,  because  one  shoe  was  tried  at 
time  and  the  young  lady  moved  abo 
with  one  straight  and  one  very  wobb 
ankle.  Putting  on  both  shoes  of  the  n< 
type,  she  might  well  have  been  a  mam 
quin  for  a  smart  Paris  dres.smaker. 

Shoes  were  tried  out  on  others  w. 
suffered  from  foot  complaints  of  vari( 
kinds  with  results  that  fully  satisl 
Mr.  De  Ridder  and  convinced  him  tl 
the  fundamental  fault  of  modem 
construction  had  been  overcome.  Otl 
authorities  in  the  industry  have  p: 
nounced  the  moulded  irmer  sole  as 
revolutionary  advance  and  probal 
the  last  great  development  in  shoe  desif 
Shoemaker  vs.  Divine. 
Some  years  ago  a  case  reached 
courts  in  which  were  concerned  a  cust 
shoemaker  and  a  prominent  divine.  1 
shoemaker  sued  his  customer  for  $10,f^ 
and  during  the  testimony  it  was  brouj 
out  that  this  astounding  price  was  mi 
higher  than  what  the  cobbler  usiu 
charged  but  he  did  mention  mak 
shoes  for  others  at  $1,000  a  pair. 

The  minister  in  question  had  come 
him,  the  shoemaker  declared,  and 
he  would  pay  SIO.OOO  if  the  foot  tort 
he  suffered  could  be  relieved.  A  pail 
shoes  were  made  and  the  man  of 
Lord  inadvertently'  described  them 
having  ended  his  suffering.  He  was  bi! 
accordingly. 

This  case  is  recalled  because,  cr 
as  they  were  and  unadapted  to 
mercial  use  on  a  large  scale,  the  w 
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iiicliii.ds  of  lllis  slKifiiiukcr  sonii-wliai 
liillowed  (he  liufs  porfoptiMi  by  Mi 
Do  Kiddor.  A  i)roeess  of  leather  ijiider- 
and-ovor-lavH  was  used  to  ^ive  the  foot 
its  proper  suspension,  each  holh)w  or 
depression  required  being  cut  out  of  thi: 
inner  sole  and  the  shoe  fully  fitted  to  the 
foot. 

Much  Claimed  For  It. 

In  ii  broad  sense  the  shoe  whieh  Mr. 
De  Kidder  has  designed  is  not  only  cor- 
reetive  but  also  preventative  of  foot 
trouble  because,  if  worn  from  childhood, 
it  IS  asserted,  the  foot  will  not  develop 
(hose  faults  caused  by  strap)>ing  it  to  a 
Hat  surface. 

All  the  movements  of  the  body  are 
in  curves  and  adaptations  of  the  ball  and 
socket  action.  The  restriction  of  the 
foot  to  a  flat  surface  when  it  wants  to 
move  in  a  circle  also  has  developed,  in 
Mr.  De  Kidder's  opinion,  the  deteriora- 
tion which  first  caused  him  to  look  into 
the  matter. 

He  claims  that  the  best  illustration 
of  the  principle  is  for  the  bather  to  remark 
the  difference  between  walking  on  n 
concrete  j)avement  and  then  changing 
to  the  sandy  beach  close  to  the  water's 
edge.  No  surface  in  nature  is  entirely 
flat  like  tne  man-made  pavements,  and 
the  fine  arches  of  the  savage  would  be 
quickly  broken  down  just  like  those  of  the 
citizen  of  the  big  city,  if  he  had  to  tread 
the  hard  sidewalks  in  flat  soled  modern 
shoes,  instead  of  the  yielding  jungle  path. 


There  are  people  so  filled  with  ego- 
tism that  they  can  strut  .standing  still. 
-Preston  M.  Nolan. 


Mr.  DeRidder't  ditcm  ery 
that  the  coniourt  of  the 
normal  foot  can  be  re- 
produced in  the  inner- 
sole  oj  the  $hoe,  hat 
made  it  necessary  to  de- 
sign a  totally  new  kind 
of  last  which  produces 
the  curves  of  the  normal 
oot  sole. 


Not  on  Diet. 

Cohen  was  a  local  salesman  for  a 
New  York  woolen  concern.  The  de- 
pression in  business  being  serious,  he 
was  willing  to  go  a  little  out  of  the 
way  for  an  order.  One  day,  in  a  spirit 
that  reflected  recklessness  as  well  as 
dope,  he  invited  a  prospective  buyer 
Jut  to  dine. 

The  guest  picked  up  the  menu, 
Jtudied  it,  and  ordered  from  soup  to 
luts.    The  waiter  turned  to  Cohen. 

"What  will  you  have,  sir?" 

Cohen  despairingly  replied:  "Gimme 
ea  and  toast." 

From  across  the  table  came  the 
nildly  surprised  query  of  his  friend: 
'What's  the  matter,  Cohen,  on  a  diet?" 

"No.    On  commission." — Judge. 


Mystery  of  Numbers 


Broke  it  Gently. 

A  guest  at  a  country  hotel  gave 
nstructions  that  he  wished  to  be 
lalled  early.  The  next  morning  he 
jas  disturbed  by  a  loud  tattoo  upon 
he  door. 

"Well?"  he  demanded,  sharply. 

"I've  got  a  message  for  you,  sir." 

Yawning  until  he  strained  his  face, 
he  guest  jumped  out  of  bed  and  un- 
Mked  the  door.  The  bellboy  handed 
am  an  envelope  and  went  awav 
mckly. 

The  guest  opened  the  envelope  and 
ook  out  a  slip  of  paper  bearing  the 
fords,  ''It's  time  to  get  up."— [Pitts- 
nr»h  Chroniole-Teleeraph. 


EVERY  nation  had  its  lucky  and 
unlucky  numbers  that  occur  in 
their  mythology  and  history.  The 
Greeks  believed  in  the  sacredness  of  the 
number  nine.  They  had  nine  muses, 
nine  principal  deities,  nine  oracles,  etc. 

The  Romans  believed  in  the  mystic 
three,  the  Egyptians  in  twelve,  etc.  The 
Jews  revered  the  number  seven,  and  its 
recurrence  throughout  the  Bible  is  re- 
markable: Seven  days  of  creation, 
seven  lean  years,  seven  fat  years,  seven 
stars,  seven  times  bathing  in  the  Jordan, 
seven  years  followed  by  a  year  of  jubilee, 
etc.  This  number,  according  to  Kalaba, 
was  obtained  by  adding  the  Hebrew 
letters  of  Man  and  God  together. 

Thirteen,  as  we  know  has  been  re- 
garded by  Christians  as  a  very  unlucky 
number  on  account  of  the  events  follow  - 
ing the  Last  Supper. 

Divination  by  numbers  is  a  favorite 
pastime  and  leads  to  some  remarkable 
results.    Many  historical  events  have 


It  might  be  casually  remarked, 
apropos  of  nothing  at  all.  that  a  wicked 
movie  would  have  to  go  some  in  order 
to  teach  the  modern  audience  any- 
thing. 


been  prophesied  by  this  method.  Thus, 
Napoleon  III  was  born  in  1808  and 
assumed/he  empire  in  1851.  Add  1-8-0-S 
to  1852  and  you  have  1869,  which  fore- 
told the  end  of  the  empire  about  that 
time. 

The  French  Revolution  occurred  in 
1870,  add  this  date  to  the  sum  of  its 
numbers  and  you  have  1814,  which 
foretells  the  end  of  Napoleon's  reign. 
The  dates  of  other  personalities  can 
be  worked  out  the  same  way  and  the 
result  is  often  remarkably  correct. 

Kabala,  or  the  occult  science  of  the 
Jews  of  the  Middle  Ages,  depended  al- 
most entirely  upon  the  mystic  powers 
of  numbers.  Many  problems  in  mod- 
erate mathematics  depend  on  the  mys- 
tic number  nine  and  both  nine  and 
seven  are  used  by  fortune  tellers  in 
divining  the  future. 


Beefsteak  a  la  Cafe. 

"How  did  you  find  that  piece  of 
steak,  sir?"  asked  the  smiling  waiter, 
in  anticipation  of  a  liberal  tip. 

"I  really  don't  know,"  said  the 
large  man,  gazing  at  his  plate.  "I 
just  happened  to  move  that  little 
piece  of  potato  and  the  steak  was 
under  it," 
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Vancouver  engineer  discovers 


Wonderful  Tropical  Valley 

Rivers  of  Boiling  Water,  Abnormal  Plant  Growth, 
and  Rare  Game  Roams  Thru  Far  Northern  British 
Columbia;  Frosts  and  Freezing  Unknown  to  People 

Written  for  The  Sample  Case 

By  HORACE  WADDINGTON, 
Vancouver,  British  Columbia 


I 


AN  ALMOST  tropical  valley,  with 
rivers  runninn  with  boiling  water, 
throwing  upward  great  clouds  of 
steam  that  can  be  seen  for  miles, 
mineral  springs  without  number, 
with  water  at  scalding  tempera- 
ture, abnormal  plant  growth,  abounding 
with  rare  game  that  has  not 
yet  learned  to  fear  the  hu- 
man race,   has  been  dis- 
covered by  Frank  Perry, 
mining  engineer  of  Van- 
couver, according  to  a  re- 
port he  brings  back  after 
spending  seventeen  years 
prospecting  the  weird  valley 
close  to  the  Yukon  border, 
in    far    northern  British 
Columbia. 

According  to  Engineer 
Perry's  report,  the  area  of 
the  terrain  covered  by  him 
during  his  long  sojourn  in 
the  cold  North  country  is 
roughly  estimated  at  700 
miles  North  and  South  and 
300  miles  wide,  between  the 
Costal  Range  and  the  Liz- 
ard and  Fort  Nelson  Rivers. 

The  rivers  of  hot  water 
running  through  it  are  fed 
by  thousands  of  springs, 
which  bubble  from  the 
ground  in  all  directions. 
The  steam  from  them  con- 
denses on  reaching  the 
cooler  air  strata  and  forms 
dense  fog  banks. 

The  region  is  geologically 
connected  with  the  Aleu- 
tian Islands,  which  consti- 
tute newly  formed  land  of 
volcanic  origin.  The  Aleu- 
tian Island  formation  was 
graphically  described  by 
Prof.  T.  J.  J.  See  in  the 
March  Sample  Case.  The 
conditions  discovered  by 
Mr.  Perry  are  thought  to 
be  due  to  subterranean 
heat  of  volcanic  nature. 
Animals  Unafraid  of 
Man. 

Mr.  Perry  reports  that 
he  saw  many  wild  animals, 
many  of  them  being  of  a 
rare  species,  peculiar  to  that  section  alone. 
Due  to  the  luxuriant  vegetation,  made 
possible  by  the  heat  generated  by  the 
springs,  these  congregate  in  the  valley. 
Among  the  better  known  animals,  be 


says,  were  thousands  of  mountain  sheep 
and  goats.  Caribou  and  moose,  to- 
gether with  bears  and  other  fur-bearing 
animals,  abound  there.  So  fearless  were 
the  animals  that  Mr.  Perry  could  ap- 
proach within  a  few  feet  of  many  of  them. 
Even  the  bears  showed  no  hostility. 
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"It  is  the  Valley  of  Peace,"  assures  Mr. 
Perry.  "So  plentiful  is  food  that  none 
have  to  prey  on  the  others.  True,  the 
meat-eating  animals  will  devour  the 
grass  feeding  animals;  but,  with  the  an- 


imals which  live  on  grass  and  vegetation, 
it  is  truly  a  Paradise  Regained.  Such  a 
scene  of  contentment  it  was  never  before 
my  privilege  to  visit." 

The  tree  growth  of  that  valley  is  ab- 
normal, asserts  Perry.  The  ordinary  wild 
rose  bushes  there  were  like  trees,  and 
ablaze  with  rich  colors. 
Such  profusion  of  beauty 
has  to  be  seen  to  be 
realized.  The  world  at 
large  has  no  other  natural 
garden  so  beautiful,  is  Mr. 
Perry's  opinion. 

The  stems  on  some  of  the 
rose  bushes  were  as  thick 
as  a  man's  leg,  and  so 
dense  were  they,  in  many 
places,  that  it  was  impos- 
sible for  him  to  cut  hia 
way  through  them. 

Willows  grow  to  such 
size,  declares  Mr.  Perry, 
that  in  many  instances 
he  walked  along  their 
branches,  stepping  from 
tree  to  tree,  far  above 
the  ground.  The  trunks 
of  the  willows  were  fully 
a  foot  and  a  half  in 
diameter. 

Vines  grew  to  a  length 
of  about  60  feet,  and 
nettles  and  ferns  were  of 
unusual  height. 

Free  from  Frost  and 
Cold. 

Another  peculiar  feature 
was  that  the  valley  is  free 
from  frost  during  even 
the  coldest  months,  due 
to  the  action  of  the  boil- 
ing water  and  the  conse- 
quent vapor. 

"I  seemed  to  be  going 
through  a  tropical  land," 
continued  Perry.  "I  could 
not  reaHze  that  I  wa« 
amid  the  frozen  wastes 
of  the  far  northland.  Afl 
no  life  could  exist  in  the 
boiling  streams,  no  fish 
are  therein.  So  realisti- 
cally tropical  was  it  all  that 
several  times  I  caught  my- 
self wondering  if  there  v 
not  monkeys  and  parrots  in  the  forests. 

"The  people  of  that  region  are  mild- 
mannered,  ignorant  and  child-like.  I 
was  received  with  hospitality  and  wel- 
(Continued  on  page  35.) 
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Complete  exoneration  ends 


W.J.  Oliver  s  Amazing  Case 

Spectacular  Military  Raid  on  his  Plant  During 
War;  Twenty-Six  Counts  of  Sabotage  and  Fraud 
Charged;  Court  Orders  a  "Not  Guilty"  Verdict 


A VERDICT  of  "Not  Guilty"  was 
ordered  by  the  Federal  Judge  be- 
fore whom  was  heard  the  amazing 
ease  of  William  J.  Oliver,  Knox- 
ville,  Tenn.,  manufacturer,  whose 
case  is  of  interest  to  every  other 
manufacturer  in  the  United  States.  No 
witness  for  the  defense  was  heard,  yet 
so  completely  had  the  Government  failed 
to  establish  its  case  that  the  Judge  in- 
structed the  jury  to  bring  in  the  "not 
guilty"  verdict. 

This  case  has  attracted  wide  attention. 
The  story  of  the  arrest  of  Oliver  and  nine 
of  his  superintendents  and  foremen,  on 
twenty-si.x  counts,  charging  that  they  had 
entered  into  a  conspiracy  to  defraud  the 
Government  by  making  defective  shells 
and  projectiles  during  the  war,  was  broad- 
casted tliroughout  the  United  States. 
Newspapers,  without  investigating, 
jumped  to  the  conclusion  of  guilt  and 
Mr.  Oliver  was  unmercifully  handled 
through  the  press. 

After  years  of  delay  the  case  finally 
came  before  the  Federal  Court.  A  full 
week  was  consumed  by  the  Govern- 
ment in  presenting  its  evidence.  Not  a 
witness  was  introduced  for  Mr.  Oliver 
and  his  employes. 

In  the  early  part  of  1915  the  Oliver 
Company  accepted  a  contract  for  the 
manufactiu-e  of  several  thousand  149- 
millimeter  Italian  shells. 

After  a  shop  organization  had  been  per- 
fected to  enable  the  work  to  be  placed 
on  a  producing  basis,  accor^Iing  to  the 
statement  of  Mr.  Oliver,  the  plant  was 
visited  by  a  radical  agitator,  who  sought 
to  create  dissatisfaction  among  the  em- 
ployes and  interfere  with  production. 
His  persistent  efforts  resulted  in  a  large 
number  of  the  employes  becoming  mem- 
bers of  the  union.  Mr.  Oliver  was  op- 
posed to  the  "closed  shop"  and  in  that 
way  incurred  the  enmity  of  the  agi- 
tator. The  remainder  of  the  story 
can  be  told  in  Mr.  Oliver's  own  state- 
ment: 

I REFUSED  to  negotiate  with  this 
supposed  leader  or  any  of  his 
tribe,  but  immediately  set  about  to 
equip  additional  employes  by  engaging 
their  services  and  having  them  taught  the 
duties  incident  to  the  manufacture  of 
shells.  They  were  pai  d  a  guaranteed  rate 
day,  with  a  bonus  on  tb«  amount 
of  work  turned  out,  and  all  were  appar- 
Jntly  well  satisfied  with  their  emrploy- 


Reported  for  The  Sample  Case 

By  CLINTON  E.  HOBBS, 

Boston,  Massachusetts 

ment,  making  wages  greater  than  they 
had  theretofore  been  accustomed  to 
make.  Even  after  this  organization  had 
been  about  completed  the  noontime  visits 
of  this  agitator  were  continued  and  the 
new  employes  resented  the  remarks  in  his 
daily  addresses  and  finally  became  so  en- 
raged that  he  was  attacked  and,  I  am  in- 


William  J.  Oliver  is  a  large 
manufacturer  at  Knoxville, 
Tenn.  He  runs  an  open  shop. 
His  place  was  seized  by 
United  States  marshals,  back- 
ed up  by  a  squadron  of  cav- 
alry, just  before  the  armistice, 
and  Oliver  and  nine  of  his 
superintendents  and  foremen 
were  arrested,  charged  in 
effect  with  having  entered 
into  a  conspiracy  to  defraud 
the  Government  by  making 
defective  shells  and  projec- 
tiles. The  raid  and  indict- 
ment followed  an  unsuccessful 
attempt  to  unionize  the 
Oliver  plant,  it  is  reported. 


formed,  remained  in  the  hospital  for  a 
few  weeks,  endeavoring  to  convey  to  the 
public  that  he  had  been  injured. 

"During  all  this  time  I  charged  him 
with  being  a  German  spy  and  in  the  em- 
ploy of  the  German  Government,  with 
instructions  to  retard  production  of  war 
materials  intended  for  allied  governments, 
and  after  his  release  from  the  hospital 
he  brought  suit  against  me  for  damages, 
and  in  addition  I  was  arrested  for  felo- 
nious assault,  each  of  these  two  cases  be- 
ing decided  in  my  favor  within  the  court. 
During  the  trial  of  the  latter  suit  he  was 
again  charged  with  being  a  German  agent, 
and  this  charge  was  never  denied  by  him. 
A  very  short  time  after  the  decision  of  the 
jury  upon  this  case  was  rendered,  this 
agitator  or  spy,  fearing  an  investigation, 
no  doubt,  as  to  his  status  of  American 
citizenship  and  loyalty,  committed  sui- 
cide.   "The  local  unio«  did  not  acknowl- 


edge, so  far  as  I  know,  that  they  had 
been  misled  by  this  supposed  leader,  and 
at  intervals  since  have  endeavored  to 
compel  me  to  recognize  them. 

"After  our  own  Government  became 
engaged  actively  in  the  war  our  plant 
was  selected  by  the  Government  and 
given  several  contracts  for  the  manufac- 
ture of  munitions.  The  same  method  of 
compensation  as  hereinbefore  stated  was 
used;  a  number  of  the  employes  with  but 
little  or  no  i)reviou8  experience  or  skill, 
could  make  $50,  $G0,  and  even  upwards 
that  amount  per  week  for  eight  hours' 
daily  service.  This  method  of  pay- 
ment, as  you  may  know,  is  not  endorsed 
by  the  union,  as  it  is  a  method  devised 
to  not  only  increase  production,  but  to 
give  the  reward  where  reward  is  due  and 
based  upon  the  amount  of  work  done. 
The  system  was  fiu-ther  made  whereby 
each  employe  who  through  intent  or  er- 
ror performed  an  operation  upon  the  shell 
during  its  process  of  manufacture  which 
was  not  entirely  up  to  requirements,  was 
charged  with  the  cost  of  repairing  the 
shell,  if  it  could  be  repaired,  and  if  it  was 
injured  beyond  repair,  the  employe  was 
charged  the  cost  of  the  shell  itself.  This 
was  intended  to  insure  care  on  the  part 
of  each  employe  in  making  only  good 
shells,  and  acted  to  protect  the  man- 
ufacturer against  loss  by  reason  of  care- 
lessness or  intent  on  the  part  of  any- 
one to  make  an  inferior  shell. 

Efforts  to  Unionize  Plant. 
"Studj-ing  the  result  of  all  decisions 
made  by  the  War  Labor  Board,  the  union 
saw  an  opportunity  to  either  force  their 
recognition  upon  us  or  else  get  possession 
of  the  plant  and  then  unionize  it,  as  they 
desired,  in  the  event  we  did  not  comply 
with  any  decision  which  the  War  La- 
bor Board  might  make;  if  any  made 
in  the  contrary,  it  should  be  referred  to 
them.  We  have  evidence  that  a  course 
of  procedure  on  their  part  was  outlined 
at  a  union  labor  meeting  where  from  15  to 
20  of  our  employes  were  present,  and  they 
set  about  to  seek  an  issue  that  the  mat- 
ter could  be  referred  to  the  War  Labor 
Board. 

"The  early  part  of  September,  1918,  we 
discharged  some  of  our  employes,  a  num- 
hear  of  men  in  the  tool-room,  for  agitating 
while  on  daty,  and  a^ffidavits  were  pre- 
pand  in  *h«  office  of  the  attorney  for  the 
local  labor  naion  and  signed  by  these 
(Continued  on  page  .31.) 
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We  all  do  it,  but 


Why  Use  Useless  Words? 

"We  Wish  to  Acknowledge,"  "We  are  in  Receipt 
of,"  and  a  Whole  Lot  More  in  Business  Letters 


BETTER  busiucss  corrcHpondence 
is  a  subject  receiving  much  atten- 
tion by  executives  in  the  business 
world.  W.  P.  Southard,  Vice 
President  of  the  J.  P.  Burton 
Coal  Company,  Cleveland,  Ohio, 
has  issued  a  "Policy  Letter"  to  the  vari- 
ous employes  of  his  organization  contain- 
ing the  company's  instructions  on  this 
subject.  Lefax  Magazine  of  Philadel- 
phia made  the  following  digest  of  the 
letter,  which  had  been  published  in  "The 
Nation's  Business:" 

Sincerity  is  the  keynote  of  success  in 
letter-writing.  I  notice  a  great  many  of 
our  letters  going  out  of  the  office  carry 
some  of  the  old,  insincere  phrases  that  so 
much  general  correspondence  is  afflicted 
with.  Let's  set  the  example  in  this  office, 
and  omit  from  our  letters  much  of  the 
stereotyped  bunk  that  through  the  years 
has  become  a  habit  and  appears  in  so 
many  of  the  ordinary  business  letters. 
Our  letters  can  be  simple  and  dignified 
without  them. 

Think  a  minute!  When  you  are  writ- 
ing a  letter,  you  are  talking  to  the  party 
addressed,  aren't  you?  Do  you  say  when 
you  speak  to  a  man,  "We  duly  received 
your  esteemed  favor  of  the  2d  ult.,  and 
in  reply  beg  to  advise  that  we  duly  trans- 
mitted the  contents  thereof,  etc.?"  No! 
I  hope  you  don't!  You  do  say:  "Mr. 
Jones,  we  shipped  that  car  you  ordered 
on  the  29th  of  last  month.  Let  me  know 
if  you  don't  get  it  promptly,"  or  some- 
thing of  that  sort.  Now  let's  analyze 
some  of  this  bunk  we  read  in  letters  we 
get,  and.  Heaven  help  us,  send  out  of  this 
office  every  day: 

No.  1.  "We  wish  to  acknowledge." 
When  a  man's  wishbone  is  where  his 
backbone  ought  to  be,  he  usually  ends 
up  at  the  bottom  of  the  heap.  We  don't 
"wish"  in  this  office  to  do  anything — we 
either  do  it  or  we  don't;  that's  one  thing 
we  can  stop.  Let's  do  it. 
No.  2.    "We  are  in  receipt  of  your  letter." 

Of  course  we  received  his  letter,  or  we 
wouldn't  be  answering  it.  Why  is  it 
necessary  to  take  your  time  and  the 
stenographer's  time  to  tell  a  man  some- 
thing he  already  knows.  Let's  cut  that 
out  and  get  to  the  point. 

No.  S.  ''We  sincerely  trust." 
How  many  times  when  we  say  that  do 
we  really  mean  it?  About  the  only  time 
I  know  when  we  sincerely  trust  a  man  is 
when  we  sell  him  coal  on  open  account. 
That  is  the  most  sincere  evidence  of  trust 
that  I  know.  If  we  don't  mean  that 
let's  not  say  it. 


From  a  "Policy  Letter"  Written 

By  W.  P.  SOUTHARD, 

Vice  President,  Burton  Coal  Company 
Cleveland,  Ohio 

No.  4.  "  Your  kind  letter." 
This  is  a  business  office.  We  don't 
expect  kindness  or  charity.  We  do  ex- 
pect courtesy.  If  we  want  to  tell  a  man 
his  letter  is  courteous,  let's  say  so,  and 
if  we  appreciate  his  courtesy,  it  is  very 
easy  to  express  that  appreciation  by  tell- 
ing him  that  we  appreciate  the  courteous 
manner  in  which  he  is  cooperating  with 
us,  or  something  of  that  sort. 
No.  6.  "We  would  appreci-ate  receiving  a 
reply." 

That's  an  old-time  phrase  that  has 
come  down  all  through  the  centuries.  It 
doesn't  mean  anything,  particularly,  and 
if  we  want  to  be  courteous,  we  can  be  so 
in  a  much  more  direct  manner  than  fol- 
lowing some  of  these  old,  hackneyed 
phrases. 

No.  6.    "We  acknowledge  receipt." 

This  is  in  the  same  class  as  item  No.  2, 
only  worse.  Unless  we  want  to  be  strict- 
ly formal,  we  do  not  have  to  acknowledge 
anything.  This  phrase  is  good  in  its 
proper  place,  but  it  is  so  badly  misused 
ordinarily  that  we  will  have  to  watch  our- 
selves when  we  do  use  it. 

No.  7.    "Beg  to  advise." 

This  is  one  of  the  worst  ones.  Why 
do  we  beg  anything?  Great  heavens,  if 
we  have  to  beg,  let's  get  on  the  corner 
and  sell  lead  pencils,  and  as  to  "advise," 
I  think  that  everybody  knows  that  advice 
is  the  cheapest  commodity  in  the  world, 
for  everybody  likes  to  give  it  and  nobody 
likes  to  receive  it,  so  why  "advise"  a  man 
anything?  If  you  want  to  suggest  some- 
thing do  it. 

No.  8.    "  Your  esteemed  favor." 

That's  all  bunk.  A  man's  letter  is 
seldom  an  esteemed  favor.  He  may 
favor  us  some  time  by  writing  us  a  letter 
and  grving  us  an  order  in  preference  to 
somebody  else,  but  why  the  "esteemed"? 
I  don't  like  it  and  I  doa't  think  any 
other  red-blooded  man  does. 

No.  9.    "Contents  duly  noted." 

Now  just  set  that  phrase  up  and  look 
at  it.  Would  you  say  that  to  a  man  if 
you  were  talking  to  him.  You  know  you 
wouldn't.  Well,  then,  don't  say  it  in  a 
letter. 

No.  10.  "Instant"  and  "  Ultimo." 
These  old  Latin  derivatives,  originally 
brought  into  our  correspondence  by  the 
old  clerics  four  or  five  hundred  years  ago, 
were  meant  to  impress  upon  the  recipient 
the  superior  education  of  the  wTiter.  We 
don't  need  to  do  that  any  more.  When  a 
man  tries  to  impress  another  man  with 
his  superior  education  he  is  only  laying 
up  trouble  and  ill-will  for  himself,  and  we 


don't  want  either  of  those  commodities 
in  our  business. 

No.  11.  "This  is  to  inform." 
That  starts  out  like  a  sentence  to  six 
months  in  jail,  and  every  old  legal  writ 
or  warrant  used  similar  phrases  in  order 
to  impress  the  dignified  import  of  their 
contents  upon  the  reader.  It  isn't  neces- 
sary and  I  don't  think  we  would  miss 
that  phrase  if  we  left  it  out. 

No.  12.    "Attached  hereto"  "Inclosed 

herewith." 
It  can't  be  attached  if  it  isn't  "hereto," 
and  It  can't  be  inclosed  if  it  isn't  "here- 
with." You  can't  make  an  inclosure  in 
another  envelope,  so  you  are  just  saying 
something  that  is  entirely  superfluous. 
No.  13.  "We  would  state."  "We  would 
suggest." 

Why  the  use  of  "would?"  That's  go- 
ing around  Robin  Hood's  barn  to  make 
a  direct  statement.  Let's  make  our 
statements  direct,  courteously  always, 
but  never  in  a  round-about  way. 
No.  14.  "Same." 

That's  an  adjective.  It  cannot  be 
correctly  used  as  a  substitute  for  "this,j| 
"that,"  "these,"  "those,"  "it,"  "they" 
or  "them."  It's  rotten  bad  form  any 
way,  so  if  we  want  to  make  reference  to 
any  particular  thing,  lets  call  it  by  name 
and  not  hide  behind  the  shadow. 
No.  16.    "To  hand."    "At  hand." 

I  don't  think  either  one  of  these  need 
any  comment,  as  they  are  so  ridiculously 
superfluous  and  meaningless  that  if  any- 
one is  thinking  at  all  when  they  write  a 
letter,  they  don't  use  them. 

No.  16.    "  Hand  you." 

In  these  days  when  anybody  uses  the 
words  "hand  you"  they  mean  they  are 
going  to  hand  you  something,  and  giving 
that  the  slang  significance  that  it  de- 
serves, you  know  what  that  means.  II 
we  want  to  tell  our  customers  we  are 
going  to  hand  them  something,  they'll 
know  what  to  expect  and  they  will  natur- 
ally shy  off,  so  let's  cut  that  one  out,  too. 
No.  17.    "Per  your  request." 

"As  requested"  sounds  a  great  deal 
better.    I  would  like  to  see  the  lattei 
phrase  used  in  substitution  every  time 
No.  18.    "Trusting,"  "  Hoping,"  "Thank- 
ing," etc. 

Any  one  of  these  words  when  mergec 
with  "Yours  truly,  or  any  other  endinj 
of  that  sort  weakens  the  last  paragrapl 
of  your  letter.  It  can't  help  but  do  e 
it's  an  anticlimax,  and  the  last  paragrapl 
of  your  letter  ought  to  carry  the  punch 
Make  the  climax  and  then  do  not  weakei 
it  by  sloughing  off  at  the  end. 
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Ancient  history  recalled  by 

These  Illustrious  Names 

Frisco  Railway's  Early  Days  in  New  Orleans; 
Old  Timer  Also  Tells  About  Southern  Trains, 
Their  Nicknames,  and  Other  Travel  Notes 

Written  for  The  Sami)lL-  Cat,i 

By  FRANK  J.  OSER, 
Editor  " Drummers'  Page"  New  Orleans  Newspaper 
Press  Chairman,  Miss.-La.  Grand  Jurisdiction 


GREAT  were  the  times  in  New 
Orleans  twenty  years  ago.  It 
was  a  memorable  event  when 
the  Frisco  railway  built  into  the 
city  and  opened  a  handsome 
suite  of  offices  at  St.  Charles 
and  Common  Streets.  The  names  of  the 
men  connected  with  that 
office  recall  ancient  his- 
tory, with  the  glory  of 
days  long  past. 

Mark  Anthony  was  in 
charge  as  passenger 
agent.  He  was  a  man 
Df  strong  personality  and 
won  friends  for  his  road. 

Early  one  morning  a 
30untryman  came  into 
Mark's  office  and  hand- 
?d  him  a  card. 

This  is  Napoleon 
3onaparte  Hoskin's 
;ard,  our  soliciting  agent 
Jfou'll  have  to  take  it  to 
lis  department,"  says 
Mark. 

Yes,"  replied  the 
•ountryman.  "The  agent 
it  niy  station  says  that 
nan  can  give  me  in- 
ormation  about  a  car 
if  furniture,  that  I  wish 
>  ship  to  New  Orleans." 
"My  name  is  Mark 
Inthony,"  explained  the 
bliging  passenger  agent. 
'My  department  does 
lOt  handle  the  freight, 
'ake  a  car  and  go  out 
o  the  freight  depot,  at 
t.  Louis  and  Villers 
■treets,  and  ask  for 
•eorge  T.  Washington, 
nd  he'll  give  you  all 
I  dope  you  wish." 
'So  this  road  is  run 
y  Mark  Anthony,  Na- 
oleon  Bonaparte,  and 
ieorge  Washington,  is 
.?"  queries  the  coun- 
*yman,  suspiciously. 
Give  me  that  card" — 
nd  he  tore  it  into 
its.     "You   seem  to 


Coast  Line.  George  T.  Wa.shinKton  is 
with  his  same  old  line.  Our  old  friend, 
"Pony"  Iloskins.  is  in  the  in.surance 
business;  but  Julius  Caesar,  who  was 
likewise  an  early-day  Frisco  office  man, 


Tennessee,  Arkansas,  and  Texas,  and  we 
shall  travel  on  every  train  known  to  the 
natives. 

We  leave  New  Orleans  on  the  L.  4  N., 
and  we  can  take  our  choice  of  trains  so 


unk  you  can  make  a  damn  fool  out  of    rxiRAINS  in  the  South  are  known 


le,  but  you  can't."  With  that  he  hasti- 
left  the  office  before  explanations  could 
smade. 

Mark  Anthony  is  still  with  us,  now  as 
vision  passenger  agent  of  the  Gulf 


is  dead  and  has  gone  to  join  his  illu.strious  far  as  Biloxi— the  coast  train,  "Mary 
namesake.  Jane,"  or  the  "Pan-American."  From 

that  point  we  make 
Mobile  on  the  celebrated 
N.  Y.  &  N.  O.  limited. 

From  Mobile  we  go 
north  on  the  N.  O.  N. 
&  C,  at  one  time  known 
as  the  M.  J.  &  K.  C. 
— known  to  patrons  as 
the  "Morphine  &  Co- 
caine Route."  At  Hat- 
tiesburg  we  catch  the 
Mississippi  Central  to 
Brookhaven— known  to 
the  darkies  as  the 
"Whisky  Central." 

At  Brookhaven  we  go 
South  on  the  I.  C. — 
on  the  "Merry  Widow," 
newspaper  train  forJack- 
son.  This  meets  the  "Ole 
Miss"  out  of  Memphis. 
We  drop  off  at  Ham- 
mond, and  possibly  lay 
over  that  night  to  catch 
next  morning,  the 
"  Humpty  -  Dumpty  " 
from  Covington  to 
Baton  Rouge. 

.At  Baton  Rouge  we 
connect  with  the  "Bum- 
ble Bee,"  on  our  way  to 
Vicksburg.  We  cross  the 
tracks  of  the  "Whisky 
Central"  and  the"Little 
Jay"  at  Harrison,  Miss. 
This  100-mile  line  runs 
from  Jackson,  the  capi- 
tal, to  Natchez  on  the 
river. 

We  leave  Vicksburg 
on  the  "Mud  Line"  for 
Silver  City,  on  the  Ya- 
zoo, returning  in  time 
to  catch  the  "Biggely 
Bend"  (named  after  the 
engineer  of  that  train) 
for  Greenville,  Miss., 
and  get  there  in  time 
to  make  a  connection 
Peavine"   for  Clarksdale. 


FRAWK  J.  OSER. 

Old-lime  commercial  traveler  out  of  New  Orleans.    He  is  at  present  the  editor  oj 
in  a  New  Orleans  daily,  and  is  Press  Chairman  of 


Drummers'  Page'    „..,., 

the  Mississippi- Louisiana  Grand  Jurisdiction  of  the'lL  C.  T.' 


X    more  familiarly  by  their  nicknames 
than  by  Iheir  numbers.    L«t  xib 
take  an  imaginary  trip,  such  as  I  have 
hundreds   of   times   taken   in  reality, 
through  Louisiana.  Mississippi,  Alabama, 


with  the 

After  a  night's  rest  we  have  the  choice  of 
the  "Black  Dog"  or  the  "Yellow  Dog" 
for  points  on  the  Yazoo  River,  or  go  to 
Memphis  on  the  only  fast  train  the 
(Continued  on  page  33.) 
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SEPTEMBEI 


One  tells  of  easy  sale,  another 


How  I  Made  My  Hardest  Sale 

Here's  a  Corking  Good  Story  on  Breaking  in  on 
a  Hard  Boiled;  General  Information  Lands  Order 


A  Tough  Customer. 

AFTER  reading  tlic  hardest  sale 
by     Judge    Hubert    A.  Col- 
lins in  your  August  number,  it 
brought  to  mind  my  own  experi- 
ence in  the  same  line,  law  books. 
I  had  been  appointed  general 
state  agent  for  one  of  the  largest  publish- 
ing houses  in  that  line. 

Making  my  headquarters  in  the  capi- 
tal city  of  the  state,  I  made  the  acquaint- 
ance of  a  competitor,  who  was  sales- 
manager  for  a  house  located  there.  In 
the  course  of  a  friendly  conversation,  and 
by  the  way,  I  always  made  it  a  point  to 
be  on  friendly  footing  with  my  competi- 
tors, he  mentioned  the  name  of  one  of  the 
most  distinguished  members  of  the  bar 
of  that  state  and  a  resident  of  the  city. 

He  laughingly  told  me  that  unless  I 
was  hunting  for  trouble  I  might  as  well 
cross  this  man  off  my  list,  as  his  pet  anti- 
pathy was  lawbook  salesmen;  that  if  I 
took  the  trouble  to  call  on  him  I  would 
certainly  be  insulted,  and  that  no  one 
ever  sold  him  who  made  a  personal 
attempt  by  calling  on  him. 

Being  of  Irish  parentage,  though 
American  born,  I  felt  it  in  my  bones,  that 
there  was  a  man  whom  I  intended  to 
try  my  powers  of  salesmanship  on. 
Thanking  my  friend,  I  told  him  that  I 
was  just  spoiling  for  a  fight,  and  that  I 
certainly  would  give  the  man  a  chance 
to  throw  me  out. 

"Go  to  it,"  he  replied,  "but  be  sure 
your  insurance  policy  has  not  lapsed." 

I  studied  the  habits  of  this  man,  found 
that  he  usually  got  to  his  ofBce  about  a 
quarter  to  eight  o'clock,  and  while  he 
read  the  morning  news  he  smoked  a  good 
cigar. 

One  morning,  soon  after  I  had  received 
my  warning,  I  went  to  meet  my  man, 
entered  his  office  about  ten  minutes 
after  he  got  there,  made  myself  known 
to  him, .  and  presented  my  card,  with 
the  statement  that  as  I  was  located  in  the 
city  as  general  agent  for  the  state,  and 
knowing  he  was  a  customer  of  my  house, 
I  wished  to  make  his  acquaintance,  and 
mat  when  he  was  in  need  of  anything  in 
my  Une,  I  would  appreciate  it  if  he  would 
drop  me  a  line,  or  allow  me  to  call  on 
him,  at  any  time  I  had  something  that 
he  thought  would  especially  interest  him. 

Not  having  invited  me  to  be  seated, 
1  had  remained  standing  close  beside 
his  desk  wber©  he  was  seated.,  and  he 
listone*!  to  me  without  so  much  as  look- 
ing up  from  his  paper,  after  the  first 
grunt  of  acknowledgment  of  my  presence. 

After   making   a   sufficient  opening 


Timely  Tips  for  Men  on  the  Road 
THE  SAMPLE  CASE  SERVICE 
For  Men  who  Sell  at  Wholesale 

statement,  I  stopped  talking,  and  he 
looked  up  and  said:  "Well,  are  you 
through?"  I  told  him,  "Yes,  for  the 
present."  He  came  back  at  me  with 
thi-s — "I  have  no  time  for  any  book 
agents.  When  I  want  to  buy  any  books 
I  know  what  I  want,  and  where  to  buy 
them.    Good  morning." 

Taking  a  step  still  closer  to  him,  I 
said:  "Mr.  Blank,  I  entered  your  office 


This  department  of  The 
Sample  Case  is  a  fea- 
ture inaugurated  by  this 
magazine,  and  widely 
copied  by  others.  Com- 
mercial travelers  gener- 
ally are  urged  to  send 
in  "My  Hardest  Sale" 
stories — just  so  they  are 
true.  The  experiences  of 
others  help  every  indi- 
vidual. Help  along  w^ith 
YOUR  contribution. 
—[Editor. 


"I'll  tell  you,"  he  replied.  "For  th 
past  several  years  my  time  has  bee: 
too  valuable  to  waste  on  unproductiv 
interviews,  with  the  many  who  try  t 
see  me  with  all  kinds  of  things  I  do  no 
want.  In  self-defense  I  had  to  adop 
some  method  of  getting  rid  of  the  nuif 
ance.  What  is  it  you  want  to  tell  ra 
about?" 

The  change  was  so  sudden  that 
nearly  lost  my  grip  on  myself,  but  realii 
ing  that  the  gods  had  favored  me, 
proceeded  to  make  good  in  the  mos 
convincing  way;  showing  him  somethin 
that  I  knew  he  needed  and  would  bu 
if  I  did  my  duty. 

The  result  was  that  when  I  left  hii 
fifteen  minutes  later,  I  had  his  signe 
order  in  my  pocket  for  a  set  of  books- 
S3fJ0  to  be  paid  for  on  delivery,  and  th 
invitation  to  call  and  see  him  whenevt 
I  had  something  that  I  thought  woul 
interest  him. 

So  much  for  NERVE— backed  up  wit 
JUDGMENT.— (W.  B.  Parsons,  Pome 
na.  Mo.) 


as  a  business  man,  and  approached  you 
in  a  gentlemanly  manner.  Knowing 
that  you  were  considered  one  of  the 
greatest  lawyers  in  this  state,  a  man  who 
had  been  the  Attorney  General  of  this 
great  State,  I  had  reason  to  expect  to 
find  you  a  gentleman,  but  I  see  I  have 
made  a  mistake,  and  that  you  are  a 
boor." 

"What!  You  talk  to  me  like  that  in 
my  own  office?" 

"Yes,  and  if  you  repeat  the  epithet  you 
applied  to  me,  I'll  throw  you  out  of  the 
window." 

He  looked  rather  dazed  for  a  moment, 
then  said: 

"What  do  you  say  your  name  is?" 

I  pushed  my  card  towards  him.  He 
picked  it  up,  read  it  slowly.  Then,  with 
a  slight  twist  of  the  lips  to  conceal  a 
smile,  he  said,  "Sit  do^n,  Mr.  Parsons." 

"That  sounds  more  like  what  I  should 
have  expected,"  I  said,  "  but  in  the  name 
of  all  that  is  good,  why  did  you  put  up 
such  a  false  front  in  the  first  place." 


SEPTEMBER 


THE    SAMPLE    CASE  2S 


Newspaper  pages  afford  good 


Features  for  Councils 

Local  Publicity  of  Vast  Benefit;  How  to 
Manage  it  Told  by  Writer  with  Experience 


SINCE  Btiirting  the  "Siimplc  Case" 
in  one  of  our  local  papers  in  Ft. 
Smith,  Ark.,  1  have  had  numer- 
ous loiters  from  U.  C.  T.  members 
in  the  United  States  and  Canada 
asking  how  the  thing  was  done. 
I  will  attempt  to  tell  you  what  I  am  doing 
with  the  feature  here,  also  to  tell  you  how 
it  is  handled. 

Last  fall  sometime  the  idea  hit  me  in 
the  dome  that  we  needed  publicity  in 
our  Council.  We  had  a  large  member- 
ship, but  it  seemed  that  we  were  not  get- 
ting the  consideration  from  the  public 
which  such  a  body  of  men  deserve; 
numerous  civic  organizations  were  in  the 
limelight,  because  of  their  united  eflforts 
to  build  a  bigger  and  better  city.  None 
of  the  organizations  touched  us  when  it 
oame  to  numerical  strength,  and  when 
it  was  sifted  down,  the  United  Conuner- 
oial  Travelers  were  the  "real  honest-to- 
goodness  boosters.  We  had  one  of  the 
fundamental  principles  of  commercial 
activity  that  was  of  course  in  a  degree 
lacking  in  the  other  organizations  viz: 
SALESMANSHIP. 

Breaking  the  Ice. 

One  afternoon  I  sauntered  nround  to 
the  Ft.  Smith  Times-Record  and  had  a 
brief  chat  with  the  city  editor  on  the 
subject  of  a  U.  C.  T.  column.  The  city 
editor  took  it  up  with  the  manager  of  the 
afternoon  paper,  and  it  was  decided  that 
I  should  run  a  U.  C.  T.  Corner,  in  the 
Sunday  issue  of  the  paper. 

This  corner  started  out  with  about  a 
half  double  column,  and  met  with  in- 
stant success.  1  mentioned  the  hap- 
penings of  the  boys  in  the  territory,  called 
attention  to  the  Order,  etc.  This  feature 
kept  growing  until  I  was  using  about  three 
columns. 

Finally,  one  day  I  was  called  in  to  the 
office  for  a  consultation  relative  to  get- 
ting some  advertising  from  the  jobbers, 
to  take  care  of  the  e.xpen.se  of  my  feature. 
We  went  out  then  (the  manager  and  I) 
and  laid  before  the  jobbers  the  proposi- 
tion of  co-operation  between  the  travel- 
ing men  and  the  jobber.  We  sold  enough 
ads  to  take  care  of  a  page  and  then  I 
enlarged  my  feature  to  take  in  the  news 
Df  the  local  jobbers  and  the  manufacturers 
and  built  into  the  page  a  directory  of  the 
JOncerns  supporting  the  feature.  This 
iirectory  carried  a  head,  "Are  You  With 
Va?" 

The  Retailer  Comes  In. 

The  next  move  was  to  incorf)orate  the 
Retailer  in  the  Ft.  Smith  trade  territory. 
'  started  a  double  column  head,  "With 


Written  for  The  Sample  Case 
By  CHARLES  ROY  VANCE, 

Senior  Counselor,  Ft.  Smith,  Ark. 

the  Retail  Merchant,"  and  in  each  issue 
thereafter  I  mentioned  the  happenings  of 
the  retail  merchants;  any  changes  in  busi- 
nes.s,  new  stores,  and  the  like. 

By  this  time  we  saw  we  had  something 
worth-while;  something  that  would  ce- 
ment the  relation.ship  of  the  traveling 
salesman,  jobber  and  retailer  and,  in- 
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cidentally.  build  a  bigger  Ft.  Smith  and 
enlarge  the  territory. 

To  make  sure  that  the  retail  merchant 
received  a  copy  of  the  "Sample  Case" 
(that's  the  name  I  used  f(»r  my  p:ige).  we 
secured  mailing  lists  from  several  of  the 
jobbers,  and  every  week  we  mailed  out  on 
Monday  a  copy,  folded,  under  one  cent 
postage,  to  every  retailer  in  the  Ft. 
Smith  territory.  This  mailing  list  .start- 
ed at  2,000.  The  page  ran  in  the  Sunday 
issue  of  the  paper  and  on  Monday  f»)llow- 
ing  it  was  folded  and  mailed  out  to  the 
list  of  names. 

Now  Running  Three  Pages. 

With  the  splendid  co-operation  of  the 
newspaper,  the  jobbers  and  the  boys  on 
the  road.  1  soon  had  two  full  page.s  and 
we  took  in  a  hotel  dirot-tory.  The  ad- 
vertisers soon  recognized  the  |)ulling 
power  of  the  "Sample  Case"  and  today, 
in  about  six  months,  I  am  running  three 


full  pages  and  have  taken  in  the  Ladies' 
Au.xiliary  notes. 

In  addition  to  the  enlarging  of  the 
Ft.  Smith  trade  territory  and  the  cement- 
ing of  the  relationship  between  traveler, 
jobber  and  retailer,  we  are  attracting 
much  attention  to  our  U.  C.  T.  Council, 
which  is  in  a  very  healthy  condition. 

Traveling  Men  Co-operate. 

Many  of  the  hoys  gather  up  news  each 
week  and  mail  to  me  not  later  than 
Thursday.  They  advise  that  their 
friends,  and  the  retail  merchants  are 
always  glad  to  see  notices  about  their 
business  and  their  neighbors'  business; 
that  they  also  like  to  read  the  happenings 
of  the  4(50  traveling  men  who  belong  to 
Ft.  Smith  Couneil. 

The  thing  is  working  out  beautifully 
and  we  are  eoniing  into  our  own  as  re- 
gards publicity. 

I  am  a  member  of  the  Lions  Club  here 
and  recently  they  made  their  program 
for  a  weekly  luncheon,  a  U.  C.  T.  pro- 
gram, and  1  acted  as  social  chairman. 
The  Lions  were  amazed  when  they 
learned  our  strength.  Following  the 
luncheon.  I  was  called  up  by  our  mayor, 
(who  is  a  Lion)  and  asked  for  more  de- 
tailed data  relative  to  our  organization. 

If  there  is  any  question  that  any  one 
wishes  to  ask  about  this  newspaper 
feature.  I  will  be  glad  to  answer.  I  know 
full  well  that  it  is  a  most  excellent  thing 
for  all  parties  concerned  and  will  make 
for  a  bigger  Council. 

Editor's  Comment. 

NOT  only  is  a  U.  C.  T.  page  of  ad- 
vantage to  Ft.  Smith  Council. 
It  is  a  grand  success  wherever 
tried.  Recently  the  Lexington.  Ky., 
Council  started  a  similar  page  in  the 
Lexington  Leader,  with  Will  F.  Clark  as 
editor.  He  follows  lines  similar  to  those 
of  Ch.trle."'  Roy  Vance.  His  page  scintil- 
lates with  bright  articles  of  interest  not 
alone  to  the  commercial  travelers,  but 
to  the  public  as  well. 

Frank  J.  Otis  has  long  been  editor  of  a 
traveling  men's  page  on  a  New  Orleans 
daily,  and  it  has  been  not  only  of  vast 
benefit  in  getting  the  public  interested 
in  traveling  salesmen,  and  pushing  them 
prominently  to  the  fore,  but  it  has  had 
a  wide  influence  in  extending  the  trade 
territory  of  New  Orleans  business  firms, 
who  use  that  p.age  for  advertising. 

Ag.tin.  S.  L.  Ditto,  that  brilliant  young 
journali.st  and  former  commercial  travel- 
er, has  long  been  editorial  manager  of  a 
(Continued  on  page  33.) 
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St.  Louis,  July  26lh,  1922 

To  the  Membership  at  Large: 

BROTHERS:— The  first  month  of  the  year 
for  which  I  was  elected  to  serve  you  as 
Supreme  Counselor  has  been  clipped  from 
the   Roster  of  Time  and  dropped  into 
the  lap  of  Eternity,  and  we  may  well  ask  our- 
selves this  question:  "How  have  we  used  this 
month?" 

Have  you  laid  plans  for  future  execution? 
The  man  who  plans  for  today  only,  does  not 
and  cannot  make  the  success  that  is  possible 
if  he  looks  ahead  and  plans  for  many  days  to  come. 
Have  you  attended  your  Council  meetings 
and  by  your  presence  encouraged  your  officers  in  the  discharge  of  their 
duties?  Have  you  shown  your  interest  in  the  Order  and  its  upbuilding? 
No  officer  or  set  of  officers  can  make  a  success  in  their  efforts  unless  they 
receive  the  cooperation  and  assistance  of  the  membership. 

Have  you  endeavored  to  promote  the  interests  of  your  Council  by 
knowing  and  talking  the  many  splendid  features  of  our  Order?  Our  Order 
is  the  closest  fraternal  Order  in  the  world,  and  you  cannot  lay  too  much 
stress  upon  its  exemplification  of  fraternalism. 

It  is  a  joy  and  a  great  privilege  to  hold  membership  in  an  Order  built 
upon  a  foundation  upon  the  belief  in  the  Brotherhood  of  man  and  the 
Fatherhood  of  God.  Membership  in  an  Order  which  stands  four  square 
to  all  the  world,  yesterday,  today  and  tomorrow  is  a  thing  to  be  proud  of. 
To  know  from  the  experiences  of  the  past  as  well  as  from  faith  in  the  future, 
that  the  forces  battling  for  fraternalism  are  in  the  right,  are  gaining  in 
power  and  influence  even  in  this  age  of  commercialism,  and  that  the  forces 
opposing  fraternalism  have  their  little  day  and  fade  away,  while  the  U.  C.  T. 
goes  serenely  on  in  its  great  mission,  is  a  thing  to  give  us  all  confidence, 
in  presenting  to  those  eligible,  the  advantages  of  membership  in  this  Order. 

This,  my  brothers,  is  the  U.  C.  T.,  your  Order,  our  Order  and  the  best 
Order  in  the  world.  Get  a  new  member  so  that  he,  too,  may  share  in  the 
benefits  and  advantages  of  Unity,  Charity  and  Temperance  and  the  privilege 
of  membership  in  our  Order. 

Sincerely  and  Fraternally 

Supreme  Counselor. 


SEPTEMBER 

SUCCESSFUL  SALESMANSHIP. 

(Continued  from  page  9.) 

in  a  hotel  lobby  with  a  newspaper  and 
%  good  cigar. 

But  to  the  salesman  loho  makes  good  it 
i«  the  most  interesting  work  that  can  he 
ione  as  well  as  the  most  pleasurable.  It 
neans  continual  study,  both  of  the  line  and 
tf  conditions,  and  it  begets  a  shrewd  ability 

0  read  human  nature. 
There  are  many  things  which  make  up 

he  difference  between  a  successful  sales- 
nan  and  an  order-taker  besides  salary, 
.nd  these  things  have  to  bo  continually 
vatchcd,  yet  it  is  by  a  careful  observance 
if  tliem  that  the  pay  checks  are  con- 
tantly  increased. 

Personal  Appearance. 

The  personal  appearance  of  a  man  is 
■ne  of  the  principal  assets  of  the  selling 
ame.  By  that  I  do  not  mean  that  he 
nust  be  an  Adonis,  nor  even  what  is 
ailed  "good-looking;"  but  it  is  impera- 
ive  that  he  be  neatly  and  carefully 
resscd,  have  clean  linen  and  shoes  weil 
hined.    It  is  much  pleasanter  to  talk  to 

well-groomed  man  than  to  a  slouchy 
ne,  and  an  entre  is  much  easier  to  secure, 
lut,  the  effect  of  being  clean  and  well 
ressed  is  not  beneficial  alone  from  the 
»Ddpoint  of  the  prospective  buver;  in 
ict,  the  greater  part  of  its  benefits  are 
erived  by  the  salesman  himself  in  the 
Ided  self-reliance  he  secures,  and  al- 
lough  he  may  never  think  of  him.scif 
•  of  the  impression  he  is  making  while 
liking  to  a  prospect,  yet  subconsciously 
le  effect  of  being  well  dressed  is  always 
ith  him. 

It  is  just  as  big  a  mistake  for  a  sales- 
an  to  dress  loudly  or  in  extreme  styles 

1  It  IS  to  be  unkempt,  with  unpressed 
othes  and  unshined  shoes,  for  the 
■OBpect  will  let  his  attention  stray  from 
e  selling  talk  to  any  article  of  dress,  or 
ck  of  it,  which  draws  his  attention, 
e  thus  loses  the  concentration  of  his 
ospect  and  is  wasting  his  chances  for 
nviction. 

A  personal  experience  of  mine  once 
ught  me  the  moral  effect  of  being  well 
oomeo,  and  I  have  never  forgotten  it. 
lad  been  at  a  factory  which  had  down- 
wn  or.ices,  and  had  become  dirty  and 
ihevelled  in  the  course  of  some  investi- 
tions  I  was  making.  I  had  found  where 
:ould  render  them  a  service  and  inci- 
Qtally  sell  my  line,  and  I  immediately 
nt  to  their  offices  without  a  thought 
my  mind  outside  of  the  selling  talk  I 
s  prepared  to  make.  I  was  ab.so- 
«ly  confident  of  my  ability  to  land 
8  account,  and  was  keyed  up  to  a  high 
en  for  my  soiling  talk. 

I  stepped  from  the  elevator  to  the 
A  ranee  of  their  offices  I  caught  a  glimpse 
myself  in  a  mirror,  and  as  I  turned  to 
ethe  richly  upholstered-looking  office, 
h  mahogany  furniture  and  an  atmos- 
Jfe  of  strict  cleanliness,  the  contrast 
3  too  great,  and  I  was  beaten  before  I 

'"t^  I  /"'"^'^  ^^""^  without  enter-  not  be  as  represented,  he  has  to  work  anS" 
mv  rPtnrn  T Ta^C  '^^"""^^  ^^'^'^  ^6  would  if  he  Were  selling 

Sy^T^r  M        rr"''*^    .         alinewhichheknewwassatsfactory  ^a^. 

aed  them  in  spite  of  my  appearance    harder  to  sell  an  untruth  than  a  truth. 

-n  i  hrst  called,  but  the  chances  would       Therefore,  if  you  have  not  a  thorough  c;^ 


have  been  against  me,  for  whether  or 
not  they  would  have  paid  attention  to 
my  ajjpearance,  I  would  have  felt  it  all 
through  my  talk,  and  it  would  have  kept 
me  frojn  concentrating  on  my  work. 

The  moral  effect  on  a  salecman  of 
being  well  groomed  and  as  clean  as 
soap  and  water  will  make  him  is  one 
of  the  fundamentals  of  the  selling 
game  which  is  often  neglected  or 
overlooked. 

Know  Your  Line. 

Another  great  asset,  and  one  which 
the  order-taker  misses,  is  a  complete  and 
thorough  knowledge  of  his  line.  This 
should  go  further  back  than  a  knowledge 
of  prices  and  samples,  and  should  include 
as  comprehensive  a  knowledge  of  the 
manufacture  and  u.ses  of  his  material  a.« 
is  possible  for  a  salesman  to  secure.  NO 
matter  what  the  line  is,  whether  it  be 
groceries,  dry  goods,  paints,  shoes,  or 
any  other,  he  should  know  the  origin  of 
the  raw  material,  something  about  the 
processes  of  manufacture,  and  to  what  uses 
it  can  be  put. 

A  scrapbook  can  be  easily  kept  with 
any  miscellaneous  information  he  sees 
about  the  materials  and  wherever 
possible,  this  information  can  be  passed 
on  to  the  prospective  buyer.  If  he  is 
selling  prunes  from  the  Santa  Clara 
Valley  he  should  know  how  they  are 
picked,  how  they  are  packed,  and  why 
they  are  better  than  others.  If  he  is 
selling  paint,  he  should  know  the  origin 
of  lead  and  zinc,  how  it  is  treated  for  use 
as  a  paint,  and  how  it  can  be  used  to  best 
advantage. 

No  two  buyers  are  apt  to  ask  entirely 
the  same  set  of  questions,  and  it  is  the 
man  who  is  prepared  to  answer  intelli- 
gently any  question  that  comes  up  re- 
garding his  line,  who  can  give  sugges- 
tions relative  to  the  uses  of  his  material, 
while  his  competitor  stutters  and  stam- 
mers, will  walk  away  with  the  order. 
Believe  In  Your  Goods. 
In  addition  to  a  knowledge  of  his  line 
the  successful  salesman  should  have  a 
thorough  belief  in  his  material.  He 
must  know  and  absolutely  believe  that 
his  firm  makes  the  best  material  that  can 
be  made,  and  that  the  material  he  .sells 
will  give  absolute  satisfaction  to  his 
customer.  If  he  cannot  conscientiously 
do  this,  if  he  is  honest  w  ith  himself  and 
with  his  trade,  he  should  change  houses 
at  once  and  go  with  the  firm  that  he 
believes  makes  the  best  material. 

No  man  can  be  a  success  if  he  is  not 
honest;  and  I  do  not  mean  this  in  the 
sense  of  financial  or  monetary  honesty 
alone,  but  in  the  broader  sense  of  honesty 
in  connection  with  his  trade.  A  man 
who  sells  goods  that  he  does  not  believe 
in  is  only  laying  up  trouble  for  himself 
and  wasting  his  time  and  opportunities, 
as  well  as  doing  something  that  is  down- 
right dishonest. 

If  a  salesman  lets  a  customer  buv,  or 
sells  him,  knowing  that  the  material  will 
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Is  ^ur  English 

a  Handicap  ? 
TliisTest  Will  TeJI  You 

ThousandH  „f  people  make  little  nii«take« 
in  llicir  everyday  EnKlish  and  don't  know  it 
Ah   tlio   reKult  of  countless   tests,  Sherwin 
I  Cody  found  that  the  aver- 
ane   per»<jn   is  only  61% 
clli.ient  in  the  vital  p<jintH 
of    KnKli.th.      In    a  five- 
niinute  convenuition,  or  in 
an  average  one-page  letter 
live  to  fifty  errors  will  ap- 
pear.  Make  the  test  shown 
below,    now.     See  where 
you    stand    on    these  30 
SHEKWiN  cour    simple  questions. 


Make  This  Test  Now 


HelwMDyou  and  I 
I  lIOPEil  <ouldc< 
WIIU  thrill  Mil 


III 

r  MANYi 


lb«i*  0 

I  WOUI.rilllcgluio  o 
Tlic  Fl  imr  TWO  Uuolu  o 
H.MIA.MONUtlic  throe 
Tliewin.ll.low.COI.U  o 
You  will  FIND  ONLY  on. 


profuuntl 
l>«neflci»ry 
culinary 


MAY-or.«lty 
■-MH-na-hla 
AC%cli-mat<> 
PUO-fouud 
bcn-«-fi.ahi;E-ary 


CUUi- 
3.    Do  You  Spall  It 
oalendAr    or  oalandEr       repEtition  « 

aCoMudaU  c 
tiafECinc  c 
aCSrSil.la  < 


EVE-nin« 

aa<:eU-Uia 

hua-1'IT.alile 

ab-DO-mao 

may-Oll-al-ly 

a-ME.V-able 

ac-CLI-mata 

pro-rOUNU 

tjco-a-fiab-ary 

CU-li-na-ry 


raCCoModata 
r  traSCKing 
r  aCCeSible 


New  Invention  Improves  Your 
English  in  15  Minutes  a  Day 


Ilia  wouderful  aelfHrorrecliiic 


efficient.  You 


vork  in  &  minutes  more.  Vou  waate  no  time 
the  thince  you  already  know.  Your  efforti 
^lly  concentrated  on  the  mUlaJca  you  are 
f  making,  and  llirough  constantly  being  ahown 


FREE 

Book  on  English 

Every  time  you  talk,  every 

what  you  are.  Your  EnKlish 
reveals  you  as  notbins  else 
can.  When  you  use  the 
wrona  word,  when  you  mis- 
pronounce a  word,  when 
you  misspell  a  word,  when 


Between    you  and 


I  should  like  to  go 
The  finit  two  lessons 
Ho  sat  amonc  the  three 
The  wind  blows  cold 
You  will  find  only  one 
2 

EVE-nin« 

AS-cer-taio 
H08-pi-t»-bU 
ab-DO-men 
MAY-or-al-ty 
a-ME-na-ble 
ac-CLI-mat* 
pro-FOUND 
ben-*-Fl8H-ary 
CU-U-na-ry 


donkeys 


accommodate 

traffickine 

accessible 


rin  Cody  School  of  English 
809  Searle  Building,  Rochester,  N. 

ise  send  me  at  once  your  Free  Book 
krite  Masierb'  English." 
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SEPTEM  BEll 


SALESMEN 

SELL  liigli  (<rii(lo  rnoii's  work  and 
(IrosH  oliocH  direct  from  fac;tory  to 
wearer.  Our  full  line  in  now  reudy 
at  reduced  prices.  OxfordM,  dresB  and 
work  Hhoes  alwo  Hi  Top  Boots.  Pro- 
tected territory  witli  full  coniniission 
on  repeat  orders.  Conmiission  one 
dollar  per  pair. 

Ciet  lined  up  for  the  fall  trade. 
Twenty  sales  a  day  an  easy  average. 

Write  today  for  sales  plan  and  list 
of  open  counties. 

K-W-SHOE  CO. 

Desk  K-12I3  Van  Buren  St.,  Chicago,  111. 


Business 
Opportunity 


An  old  established  paint  manu- 
facturer of  sterling  reputation  de- 
sires to  assist  earnest,  energetic 
men  to  start  their  own  business  in 
towns  of  15,000  or  over,  located  in 
New  York,  Pennsylvania,  New 
Jersey  and  New  England. 

The  man  required  must  possess 
some  small  amount  of  capital,  and 
be  able  to  build  a  sales  organiza- 
tion in  his  district. 

There  is  a  big  future  in  this  for 
the  right  man.  We  mean  busi- 
ness and  would  like  to  hear  from 
men  with  good  references. 

Address  replies  to  "PAINT" 
care  The  Sample  Case. 


DEAF! 

The  Vactuphone 

A  new  Hearing  Aid,  Using  the 
Vacuum    Tube    Amplifier.  The 

Vactuphone  is  the  first  and  only 
hearing  instrument  using  the  Vacuum 
tube,  the  amplifying  de\'ice  that  made 
the  wireless  telephone  possible. 
Millions  of  dollars  have  been  spent 
in  its  development.  The  Vacuum 
tube  was  used  to  amplify  President 
Harding's  voice  at  his  inauguration 
and  on  Armistice  Day. 
Call  for  demonstration  or  write  for  des- 
cripttoe  matter. 

Globe  Phone  Mfg.  Co. 

1420  Che«tnut  St. 
GeoH  Office*  mod  Pictary       READING,  MASS. 


8ALBSI100M8: 


>  and  Loa  Ane«I«i 


belief  in  your  line,  if  you  cannot  con- 
scientiously recommend  it,  or  if  you 
believe  down  in  your  heart  that  your 
competitor's  goods  are  better  than  yours, 
in  Heaven's  name  change  to  a  house 
whose  goods  you  do  believe  in,  and  do  it 
at  once. 

Successful  salesmanship  demands 
a  thorough  belief  in  what  you  are 
selling. 

The  successful  salesman  must  not  only 
have  a  belief  in  his  house  and  in  his 
goods,  but  he  must  have  a  belief  in  him- 
self. He  must  believe  in  his  ability  to 
pass  on  his  belief  to  a  prospective  buyer. 
In  other  words,  he  must  have  self-con- 
fidence. If  he  has  not  enough  of  this 
attribute  he  will  be  handicapped,  but  on 
the  other  hand,  if  he  has  too  much  it 
will  be  termed  egotism.  The  happy 
medium  is  between  the  two — self-confi- 
dence enough  to  know  that  he  is  able  to 
portray  what  is  in  his  mind,  and  yet  not 
enough  to  give  him  the  appearance  of 
being  cocky. 

ri^HERE  is  a  large  element  of  psy- 
I  chology  in  selling  goods,  and  the 
J-  moods  and  feelings  of  the  sales- 
man are  more  or  less  mirrored  in  the 
buyer's  mind.  The  good  .salesman  never 
sends  out  an  atmosphere  of  doubt;  he 
must  have  the  feeling  that  he  is  going 
to  sell  and  that  he  is  able  to  sweep  away 
all  of  the  buyer's  antagonism  or  indiffer- 
ence in  such  a  diplomatic  way  that  the 
buyer  will  feel  that  he  is  the  one  making 
the  decision. 

A  man  who  goes  into  a  customer's 
place  feeling  that  he  cannot  sell  him,  is 
creating  an  atmosphere  antagonistic  to 
himself,  and  is,  in  fact,  placing  himself 
into  a  receptive  frame  of  mind  for  a 
turn-down  which  he  invariably  gets. 
Therefore, 

If  you  are  in  such  a  state  of  mind, 
if  you  feel  that  you  cannot  sell  your 
prospect  at  this  time,  stay  away 
until  you  feel  more  confident,  and 
until  you  have  adjusted  your  mental 
state  to  agree  with  your  desires. 
Assume  Buyer's  Viewpoint. 
A  good  salesman  should  put  himself 
into  the  buye.-'s  place.  He  should  ask 
himself  why  most  firms  incorporate  their 
buying  in  one  department,  or  place  it  in 
the  hands  of  one  man. 

The  primary  object  of  any  firm  is  to 
make  money,  otherwise  they  would  not 
be  in  business.  No  matter  how  great 
their  sales  are,  if  there  is  not  a  safety 
valve  on  expenditure  that  firm  will  lose 
rather  than  make  money. 

A  buyer  is  placed  in  a  peculiar  position. 
Much  as  he  would  like  to,  he  cannot  buy 
from  everyone  who  calls  on  him,  no 
matter  what  sort  of  an  impression  the 
salesman  makes.  He  is  obliged  to  look 
after  the  welfare  of  his  firm,  and  for  that 
reason  he  must  buy  where  he  gets  best 
values  for  his  money.  It  is  for  this 
reason  that  some  buj-ers  appear  to  have 
an  attitude  of  hostility  to  all  salesmen, 
but  it  is  not  that.  It  really  is  more  of  a 
"show  me"  attitude  than  antagonism,  and 
it  is  up  to  the  salesman  to  "show  him." 

For  this  reason  the  salesman  who 
thoroughly  knows  his  line,  and  who  can 
give  the  buyer  pointers  on  the  economical 


100  Orders 
— One  Iten 


rc-alizp  thai  Aclvertiuinu  HpHrialtif*  will  be 
biK  itiduHtry  of  the  near  future?  It  will  pay 
well  to  itiveMtieat*  thin  fart  .VOW— ju»t  at  the 
ginninn  of  the  Tiarveut?  And  there  in  oo  better  ' 
than  throuKh  a  half  million  dollar  corporation  t 
has  be«n  carefully  buildinR  a  foundation  for  tw 
years  and  whoMC  exclu-sive  tcrritoriPH  now  repre 
busineHB  with  greater  in<Tea«ed  earninw)  each  ; 
for  the  Halegiiian  to  whom  they  belong.  Delay  mi 
a  liandicap.    Investigate  today. 

C.  E.  ERICKSON  COMPANY,  INC. 
Ue»    Moinen.  Iowa 


Reduce  Your  Wais 
in  10  Seconds 


You  can  actually  do  it 
nowwiththe"Wonder 
HealthBelt.  Itwilltake 
only  the  time  required 
for  adjusting  the  belt 
around  your  waist  to 
accomplish  this  reduc- 
tion and  to  bring  relief 
from  the  strain  of  ex- 
cess weight,which  your 
abdominal  muscles  are 
carrying.  You  will  be 
agreeably  surprised  at 
the  immediate  relief 
from  bodily  fatigue  and 
BEFORE  discomfort.  You  will 
know  the  satisfaction  of  aKain^J"*""?  / 
fiKure.  And.  best  of  all.  the  fat  b< 
d?part.  Then  good  healthy  n-ascular  t.s^tje  re| 
it.  In  a  month  or  so.  yoo  can  take  from 
off  your  waist. 

THE  "WONDER"  HEALTH  BEI 

will  do  these  thine-i.  It  is  scientiBcall: 
from  strong,  light-weight  fabric, 
and  easily  washed. 

FREE  TRIAL  OFFER 

Send  yoar  name,  address  and  present  waist  meaitL 

»3  00in/u(i  payment.  If  not,  return  the  belt  to 
and  yoo  will  not  owe  os  a  penny. 

Weil  Wealth  Belt  Company 

279  Hill  St.,  New  Haven,  Conn. 


Easily  adjo 


0 


WN  yOUR  OWN  V>XlL  I 
L  CAPS.  COSTUMES  I 


COUNCIL  CAPS.  COSTUMES  I 
BUTTONS.  BADGES.  PAPER 
HATS.  BANNERS  6- FLAGS ^ 

OUE  SPECIALTIES    •   SEND  f  OB  CATALOG 

EEO.LAUTERER  CO.^ 

[■2  2  W.MADISON  ST. 
CHICAGO.  ILL. 


WANTED 


SIDELINE  or  COilMISSION  SALE8ME 
department   store,   dry   goods  and 


year, 


hlng  new,  good  f 
„  „.„  _  .hristmai  number.  Beady  «el^ 
2Sc  for  sample  <mi  Bare  Uae  and  get  flr* 
teatloo  to  your  reply  Fre»  samples  cannot  tf 
to  aU  who  Incmtre.  but  will  gladU  be  aenl  B  r 
ctMit  appears  deslntAe. 

HERALD   PAPER  BOX  CO.  ErU. 


EPTEMBtK 

86  of  his  mnterial,  or  inethodR  of  rosalo, 
the  siilcsnmn  who  gets  the  buycr'8 
ttenlion  and  iisimlly  his  orders. 
A  buyer  is  jiidned  by  his  siicness  in 
uyinn,  jiiat  as  a  salesman  is  judged  by 
isBUPcess  in  selling,  and  he  has  the  same 
ind  of  a  showing  to  make  to  his  stqier- 
rs.  Is  it  any  wonder,  then,  that  he 
;U8t  be  sold  before  he  buys?  And  the 
desman  who  can  help  him  make  a 
iccess  of  his  job  as  a  buyer  is  the  man 
ho  assists  him  most  in  his  work  by 
commendations,  suggestions,  and  tech- 
cal  information  if  required,  and,  in 
lOrt.  the  salesman  in  whom  he  ran  place 
iplicit  confidence.  This  kind  of  a 
lesman  will  never  have  to  worry  about 
iw  to  become  successful. 

Selling  Means  Work. 


THE    SAMPLE  CASE 


SALESMEN  WANTED 


or  Full  Time  Men. 

We  want  a  nuini.er  of  Al  men  f„r  uimrantecl  territory 


[irtli  while. 

R.  B.  HANCOCK  MFG. 


I  a  Bid»-liDe 


CO.       530  W.  9th  St.       LOS  ANGELES,  CAL. 


firm,  and  above  all  he  must  have  that 
innate  honesty  and  character  which  will 
make  him  a  true  representative  of  the 
Honorable  Guild  of  Salesmen. 

With  these  things  acquired  he  need 
not  fear  for  success  in  his  chosen  pro- 


Successful  salesmanship  requires  hard    Session,  nor  the  financial  rewards  which 


)rk.  The  man  who  works  from  ten 
itil  three  with  two  hours  for  lunch  will 
ver  make  a  success  of  the  game, 
bile  I  do  not  believe  in  a  salesman 
ing  at  the  buyer's  desk  when  he  gets 
the  morning,  nor  while  he  is 
)wng  his  desk  at  the  end  of  a  day,  I  do 
lieve  that  the  more  hours  a  salesman 
ts  in  the  better  showing  he  makes  on 
I  order  pad. 

A  salesman's  work,  more  than  any 
aer,  perhaps,  calls  for  intensive  plan- 
ig  and  record  keeping.  It  is  not  diffi- 
It  to  keep  a  record  of  sales  made  to  a 
the  correct  names  and  initials  of 
rsons  with  whom  he  will  come  in  con- 
it,  the  various  items  he  might  become 
crested  in,  and  such  other  data  as  will 
of  value  on  succeeding  calls.    Such  a 

ord  can  be  looked  up  before  each  call,   

shens  the  memory  on  that  particular  renders 
!0unt,  and  the  little  trouble  in  keep- 
it  is  more  than  repaid  by  its  useful- 


are  waiting  for  those  worthy. 

RESPONSIBILITY  OF  TRAVELING 
MAN  TO  HIS  COMMUNITY 

(Continued  from  pafje  12.) 
your  home  town,  cut  it  out,  put  it  in 
an  envelope  and  mail  it  to  your  Chamber 
of  Commerce,  also  any  other  kind  of 
literature  that  may  benefit  your  citv 
by  putting  us  in  touch  with  the  kind 
of  publicity  that  your  city  should  get 
out  to  tell  its  story  most  advantageously 
to  the  world.  Nothing  is  ever  gained 
by  over-stating  a  ca.se.  We  want  to 
know  what  we  have  that  is  worth-while, 
and  commercial  travelers  going  about 
the  country  are  best  able  to  judge. 


P.l.  .<o.  I.4I«.»60 

C.  A.  MYERS  COMPANY 

"  •••  Chlcaco.  III..  U.8.A. 


S310  WoodI; 


D 


3ach  day's  work  should  be  carefully 
nned  and  the  materials  to  be  talked 
a-  should  be  carefully  considered. 
»ible  arguments  against  their  use 
uld  be  foreseen  and  suitable  replies 
mulated. 

t  is  always  well  to  know  possible  ob- 
ions  as  by  studying  them  out  beforehand 
I  can  be  more  easily  or  ercome. 
I  careless,  slipshod  method  of  starting 
not  knowing  just  where  you  are 
ag,  or  what  you  are  going  to  say,  is 
aste  of  time;  but  a  well-planned  route 
timesaver  and  leads  to  better  results. 

N  salesmanship  as  in  everything  else, 
the  careful  man  is  always  far  su- 
perior to  the  careless  one,  and  a 
's  work  will  invariably  show  his  firm 
which  class  he  belongs  to. 


ON'T  lose  sight  of  the  fact 
that  the  real  measure  of  a  man 
is  the  measure  of  service  he 
The  measure  of  his  ability 
is  his  use  of  his  spare  time,  the  knowledge 
which  he  has,  the  information  which 
he  has,  to  make  the  community,  at  least 
in  one  spot,  better  because  he  is  there 
and  willing  to  do  his  part. 

Commercial  travelers  should  become 
identified  with  their  home  town,  and 
should  count  those  days  as  lost  in  which 
they  are  required  to  be  away  from  the 
town  to  which  they  are  devoted  and 
which  holds  all  their  interests. 


The 


Gideon 


Chriatian  Commercial  Travelers  A*- 
r.,«.::i;  :^*v,"'"  An.enrji  are  iorreasiDg  their 
memlM-nihip  rani.lly.  Their  purpoae  i*  to 
bring  the  6o^^^^  of  rhriM  to  tfie  Commercial 
Travelers  and  trannientu  of  America. 

618.000  BIBLES 
have   been   placed   lo   the   hotel  bedrooms, 
BO  far.  to  that  end 

CHRISTIAN  COMMERCIAL  TRAVELERS 
are  .ir^ed  u.  join,  and  ail  fellow  travelers 
are  solicited  to  suherrihe  for 
.1  on      ™^  GIDEON  MAGAZINE 
biy?  ^  '°  ""'"^ 

Write  for  particulars  at  once. 

wntrT"-  l!^^^^'  N.tior..!  S«:r.tary 
MO  S.  Dearborn  St.  CHICAGO.  ILL. 


HOTEL  INSPECTION  LAW. 

(Continued  'rom  page  15.) 
shown   by  the   exceedingly   few  com- 
plaints that  have  been  submitted  to  the 
department  during  the  past  year,  not  to 
exceed  a  half  dozen  in  number. 


R 


ECENTLY  the  Hotel  Inspectors 
together  with  the  Supervisor  of 
Safety  held  a  conference  with  the 


Piles  Can  Be  Cured 
Without  Surgery 

A  4"  ,',°«tructive  book  has  been  published  by  Dr 
n*J    -^f    iT^'i*''*  n°'^  specialist  of  Kansas 

t.ity.  This  book  tclU  how  sufferers  from  Piles  can 
be  quickly  and  easily  cured  without  the  use  of  knife 
sciijsors.  hot  iron,  electricity  or  any  other  cuttinir 
or  burning  method,  without  confincini-nt  to  bed  and 
no  hcMpital  bills  to  pay.  The  method  has  been  a  suc- 
cess for  twenty-three  years  and  in  more  than  six 
thousand  eases  The  book  is  sent  postpaid  free  to 
persons  afflicted  wnth  piles  or  other  rectal  troubles 
who  clip  this  Item  and  mail  it  with  name  and  address 
to  Dr.  JlcCleary,  537  Parkview,  Kansas  City  Mo 


,  ...  State  Fire  Marshal  and  the  Inspectors 

lalesmanship  as  a  profession  offers  for  the  Insurance  and  Rating  Bureaus  of 

derful  inducements,  as  I  said  before,  the  state  with  the  idea  of  coordinating 

this  can  only  be  obtained  by  hard  the  work  of  all  of  these  forces  in  complete 

K  and  intensive  study.    To  become  cooperation  for  fightine  the 


e  than  a  mediocre  salesman  a  man 
t  expect  to  give  his  best  undivided 
^•te;    He  must  know  his  line  and  be- 
in  it — he  must  know  himself  and 
?!ve  in  himself— he  must  be  a  good 
»;c  of  human  nature,  genial  to  the 
lal  and  reserved  and  dignified  with 
"reserved  and  dignified— in  short,  a 
t  ^aul  says,  he  must  "Be  all  things  to 
len."    He  must  be  equal  to  meeting 
day  laborer  or  the  president  of  a 


ooperation  for  fighting  the  fire  hazard. 
Our  Inspectors  are  also  instructed  to  get 
in  touch  with  the  Fire  Marshal  of  each 
community  as  they  go  about  the  state 
on  their  inspection  work  and  to  coop- 
erate with  these  agencies  in  fire  preven- 
tion. 

We  believe  that  this  cooperation  has 
had  practical  result  in  reducing  the  num- 
ber of  fires  and  we  hope  to  continue  to 
make  the  work  more  eflBcient  as  time 
goes  on  and  as  we  gain  in  experience. 


FRFP  10  LESSONS 

r  M\MUM1a  In  Public  Speaking 


partlcolars  ot  this  extraordinary 
«  public  speaking  absolutaly  free, 
.i'^"'?."  Overeom. 
stage  fright."  enlarge  your  vocabulary,  train  your 
memory,  gain  self-confidence.  Increase  your  eamlna 
power,  popularity.  Write  at  once,  while  this  offer^ul! 

North  American  Insatate,  **°*i,!i;u  "* Chicajo 


THE  POCKET  STORM  COAT 

Weighs  IS  oz.    Folds  Into  space  2i6i8  Inchea.  Can 
carried  In  door  pocket  of  automobile.    Rain  and 
Just  the  thing  for  tratelers  to  carrj 

-   ,    w.    o<.D1uIe  case  for  pmfreene^ 

Saves 
Salesmen 

paid   $5.00.    Money  back 


Wind  proof.  

In  grip  or  sample  case  for  "emerisencj. 

c-  Clothes — SsTes  Health — Saves  Money 
Main  or  side  line.    Sample  pre- 
deslred.    Get  one  ftr 


«.  SON 


S  K  P  1  K  M  b  E 


What  is  YOUR  Subject? 

We  hnTC  comiilli'il,  from  tlic  l)cnt  urIUIfH,  triiiilniB 
and  BPi'Clal  contrlljutliin«  to  \tunl  ami  fiituri'  )» 
■uos  of  The  WHllmimirc  Coinplctci  IIubIuchh  Hcrvlii-- - 
and  from  mn  600  mnitiizlnc*  iiml  piihllpalloni)  tlic 
foUowlnit  HI'ECIAL  WALIIAMOUB  lOl  ITIO.NH— 
each  looBP-leaf.  uri-to-tlato  and  complfto  with  fluili 
binder.  Sent  prciiatd  on  receipt  of  prioe.  New  fi'al- 
urea  added  to  your  binder  monthly. 

TITLE  OP 

8(in.TECT  VVALHAMOnE   EDITION  I'ltlCE 

Accounting  36  Accounting  Problenn 

Solved  by  C.  P.  A.  $1.00 
Administration    00  Thlngi  An  Executive 

Should  Know    $1.00 

Advertising   100     Advertising  Plans 

Outlined    $1.00 

Federal  Taxet   32C  Federal  Tax  Rulings 

Analyzed    $1.00 

Parcel  Post  or  Mall  Order  500  Things  to  Sell 

by  IMall   $1.00 

Salesmanship   72  Ways  to  Put  Across 

Sales   $1.00 

Check  off  your  selections  and  pin  ns  many  Dollar 
mils  to  this  adverllRpment  im  you  want  copies  of  the 
WALIIAMORB  EDITIONS — or  send  money  onier  or 
check.  Every  copy  worth  live  llines  the  price  to  you 
In  your  particular  line  of  work.  Money  refunded  If 
not  fully  satisfied  after  3  days'  examination. 


Address  all  orders  to 

THE  WALHAMORE  COMPANY 

Publishers 

Lafayette  Building  —  Philadelphia,  Pa 


EPPLEY'S  HOTELS 


HO  I       hOIN  I  t-INt-l-l-t..  Omaha,  Neb 

HOTEL  MARTIN  Sioux   City,  Iowa. 

HOTEL  MONTROSE  Cedar  Rapid.,  la. 

HOTEL  CARPENTER. .  Sioux    Falls,    S.  D. 

HOTEL  LINCOLN  Lincoln,  Nebr. 

HOTEL  CATARACT  Sioux  Falls,  S.  D. 

HOTEL  LINCOLN  ScottsblufF,  Nebr. 

HOTEL  LINCOLN  Table  Rock,  Nebr. 

E.  C.  EPPLEY,  Sole  Owner 

Executive  Offices — Hotel  Funtenelle.  Omaha 
Chicaeo  Offices — 711  Steger  BIdg. 


SEND  FOR  NEW  CATALOG 

No.  760  describing  PETTIBONE'S  unsurpassed  line  of  Sup- 

  plies    and  Paraphernalia 

for  United  Commercial 
Travelers.      Direct  Fac- 


PETTIBONE'S 

Cincinnati,  O. 


SOME  THERMOMETER 

18  inches  wide,  80  inches  long 

Jumbo  Thermometer 
and  Barometer 

This  is  the  biggest  thing  in  ad  ■ 
vertising.  It's  not  only  big  in 
feet  and  inches,  but  in  dollars 
and  cents.    Scores  of  men  are 


>ig  success 


•■JUMBO." 
$180.00   For   a  Day 
Half  Work 

Display     space  in 
places  and  on  prominent  cor- 
ners is  easily  secured  for  the  big 
"JUMBO"  Thermometer.  The 
fourteen  advertising  spaces  go  like 
hot  c»kes— some  c' 
the  t''ermom«t«r 
half  or  '  ' 
Write 


puHi 


Today   and  Lei  V$ 
Send  You  Full  DetaiU 
C«n  m»ke  immediate  ehipmenU 

THE  CHANEY  MFG.  CO. 
Sprilufi*Id.  US  Bol.r  St..  Obic 


TRADE  ABUSES    UNFAIRNESS  IN 
OBTAINING  QUOTATIONS. 

(Colli iniiod  from  page  10.) 

ment,  the  firms  bidding  would 
have  been  spared  a  preat  deal  of 
time  and  expense  of  getting  up  the 
drawings,  blue  prints,  and  the  like. 

THERE  18  Blill  another  point  I 
wish  to  brint?  out,  and  that  is: 
Iiiafirnuch  as  it  costs  all  of  thcKC 
firms  ))iddinK  for  business  a  consider- 
able sum  to  present  their  iiids,  the 
buyer  in  all  justice  and  fairness  sliouhl 
award  tiie  contract  t»  the  lowest  bidder, 
all  otiier  thinns  bciuR  equal.  If  he- 
did  not  wish  to  ^ive  the  contract  to 
the  lowest  bidder,  he  should  not  have 
asked  these  firms  to  submit  bids. 

Briefly,  one  more  case  tliat  has  come 
to  my  attention.  A  buyer  requiring 
a  small  job  of  printing  called  up  ten 
printers  to  send  their  salesmen  over 
to  see  him.  Each  of  these  salesmen 
called  on  the  buyer,  found  out  what 
was  wanted,  returned  to  his  office, 
wrote  out  a  request  to  h.s  Estimating 
Department  to  make  an  estimate  on 
the  printing  for  him.  He  then  had 
the  bid  typed  and  delivered  it  to  the 
buyer.  Can  you  as  a  buyer  imagine 
the  combined  time  spent  by  the  ten 
printing  firms  (all  hungry  for  business) 
in  figuring  on  this  one  little  job  of  print- 
ing? 

In  my  opinion,  it  would  have  been 
clieaper  for  the  ten  firms  to  have  gotten 
together  and  donated  the  small  printing 
job  to  the  buyer  free  of  charge,  and 
pro-rated  the  total  cost.  The  buyer 
should  have  selected  three  firms,  at 
the  outside,  in  whom  he  had  absolute 
confidence,  giving  the  order  to  the 
lowest  bidder,  all  other  things  being 
equal. 

Did  you  ever  stop  to  think  that  it 
probably  costs  the  seller  as  much,  if 
not  more,  than  the  actual  profit  to 
quote  you  on  one  claw  hatchet  or  only 
one  hammer.  Still  the  buyer  con- 
tinually calls  up  for  prices  on  such  items. 

In  closing  I  cannot  resist  quoting 
the  following  few  lines  handed  to  me 
by  a  sales  manager  the  other  day: 

Charley  Harris,  of  Fort  Worth,  Texas, 
a  friend  of  Mr.  Nubbiners  in  the  printing 
business,  got  slightly  peeved  at  a  letter 
from  a  doctor  who  wanted  bids  on 
several  thousand  letterheads,  different 
sizes,  different  grades  and  different 
colors,  and  wanted  the  printing  form 
held  standing.  So  Charley  took  his 
typewriter  in  hand  and  wrote: 

"Am  in  the  market  for  bids  on  one 
operation  for  appendicitis.  One,  two 
or  five-inch  incision — with  or  without 
ether— also  with  or  without  nurse 
If  appendix  is  found  to  be  sound,  want 
quotation  to  include  putting  same  back 
and  cancelling  order.  If  removed 
succes.sful  bidder  is  expected  to  hold 
incision  open  for  about  sixty  days, 
as  I  expect  to  be  in  the  market  for  an 
operation  for  gallstones  at  that  time 
and  want  to  save  the  extra  cost  of 
cutting." 


1 

Representative!! 
Wanted! 


A  man  is  just  as  big  as  his  regard  for 
his  own  wotd.— Preston  M.  Nolan. 


The  Serenola— The  World's 
Greatest  Musical  Inovation 


Agents  and  .  .  . 
Specialty  Salesmen! 

Here  is  something  new  and  different 
— something  you  can  sell  easily 
and  quickly.  We'll  pay  you 
big  money  to  give  demonstrations 
in  Homes,  Offices,  Stores,  Fac- 
tories, Schools,  Colleges  and  on 
the  farms.  Rapid  promotion  from 
Agent  to  District  Manager  and 
Distributor  for  hustlers  who  pro- 
duce the  business.  Orders  waiting 
everywhere.  You  can  start  in 
your  spare  time  or  full  time. 
Territory  given.  All  you  do  is 
book  the  orders — we  deliver  and 
collect  direct  from  customer. 
Make  from  $25  to  $200  a  week 
right  along,  depending  on  the  time 
and  energy  you  can  put  into  t 
startling    new  proposition. 


The  Selling  Sensation 
of  the  Century 

Territory    going  fast 

40,000  instruments  already  sf^lc 
—the  fastest  selling  musical  in- 
vention the  world  has  ever  known 
Salesmen  and  Agents  getting  rich 
Tremendous  Profits — unhmiter 
possibilities.  No  Capital  or  Ex 
perience  needed.  You  can  trave 
or  work  in  your  own  county  righ 
at  home.  This  is  a  golden  oppor 
tunity  for  you  to  connect  vnt\ 
what  promises  to  be  the  World' 
Greatest  Selling  Success.  Tw 
men  made  $20,000  in  one  year 
Another  Agent  made  $9,000  u 
11  months.  Several  making  $5,00' 
a  year.  One  Agent  cleaned  u] 
$4,445  in  90  days.  Get  the  fact 
today — see  what  you  can  do 
Costs  nothing  to  find  out.  Ge 
our  Complete  Plans  and  Specia 
Free  Sample  Outfit  Offer  at  once 
WRITE  or  WIRE  US  for  fu 
information. 


PERRY-LUDLOW  CO. 


Dayton,  Ohii 


StP  I  tMBtK 


THE    SAMPLE  CASE 


W.  J.  OLIVER'S  AMAZING  CASE. 
(Conlimied  from  page  21.) 
discharnoci  employes  and  forwarded  to 
the  War  Lahor  Hoard.  Within  a  very 
few  days  after  tlieir  discharge  a  fire 
broke  out  in  our  plant,  which  for  a  time 
threatened  the  destruction  of  the  |)lant, 
and  while  I  had  no  positive  evidence  as 
to  the  origin  of  the  fire,  connected  the 
two  events  together  and  a  representative 
of  the  Military  Intelligence  Bureau  was 
sent  to  Knoxville  to  investigate  this  fire, 
or  at  least  that  was  supposed  to  be  the 
reason  of  his  visit.  This  agent  of  the 
Government  did  not  call  upon  me  or  any 
member  of  my  organization  to  get  our 
views  as  to  the  origin  of  tlie  fire  or 
extent  of  damage  done,  but  immediately 
after  his  arrival  he  got  in  touch  with 
these  same  discharged  employes  who  had 
made  and  forwarded  affidavits  to  the  War 


Not  Allowed  to  Visit  Plant. 

1,  the  owner  of  the  l)U8ineHs,  was  not 
even  permitted  to  visit  my  office  or  come 
upon  the  i)romise8  at  any  time.  The  ac- 
tual plant  operation  under  the  jurisdiction 
of  the  trustee  was  placed  in  the  hands  of 
one  of  the  Ciovernment  rejjresentatives, 
who  had.  prior  to  that  time,  been  actively 
engaged  in  collecting  and  preparing  the 
evidence  and  these  affidavits  made  by 
the  employes.  Soon  after  he  a.ssumed 
control  of  the  plant  an  effort  was  made 
at  his  direction  to  reinstate  the  employes 
who  had  been  discharged,  and  this  went 
so  far  that  a  Government  representative 
came  to  Knoxville  and  endeavored  to 
arrange  with  Mr.  Wright,  my  counsel  and 
counsel  for  the  trustee  as  well,  to  give 
these  men  their  jol>s  back  with  full  pay 
from  the  time  of  their  discharge,  as  had 
been  promised  them  at  the  time  the 


Labor  Board  and  prepared  other  afli-    afficlavits  were  prepared 


davits  along  similar  lines,  but  did  not 
discuss  with  them  anything  connected 
with  the  fire,  but  cautioned  them  upon 
their  departure  from  his  room  in  one  of 
the  local  hotels  to  convey  to  anyone  in- 
terested who  might  ask  that  they  had 
visited  him  for  the  purpose  of  investigat- 
ing the  fire. 

Differences    With    Army  Inspector. 

"After  these  affidavits  had  been  pre- 


This  was  refused  and  the  plan  did  not 
succeed,  but  I  have  since  been  informed 
that  some  of  them  did  get,  from  the  Gov- 
ernment or  otherwise,  their  pay  from  the 
time  of  their  discharge,  and  others  did 
not.  Those  who  failed  to  get  reinstated 
or  their  back  pay  were  naturally 
'peeved,'  and  advised  us  just  how  the 
'frame-up'  was  prepared;  otherwise,  we 
might  have  not  been  able  to  secure  this 
information  and  the  result  of  the  trial 


pared  and  in  the  presence  of  the  Chief  *>ave  been  difTerent,  upon  the  false 

Army  Inspector  of  Ordnance,  who  was  ♦estimony  for  which  the  prosecution  re- 
at  that  time  stationed  at  our  plant,  and 

with  whom  I  had  had  some  differences  "Production  under  the  supervision  of 

on  account  of  his  rigid  adherence  to  the  ^^^^  Government  emi)loye  began  falling 

fact  that  he  was  supposed  to  work  only  a°  extent  that  it  was  arranged 

eight  hours  a  day,  even  though  an  e.\-  ™y  associates  could  again  take  an 

tra  half  an  hour  or  so  might  be  the  "^^tive  part  in  the  operation  of  the  plant, 

means  of  getting  another  car  of  shells  ^^'^h  was  done. 

started  to  France,  where,  we  were  in-  "Even  though  the  outcome  of  the  hear- 

formed  by  telegrams  almost  daily  re-  ^'^^  vindicated  me  and  associates  in 

ceived,  they  were  so  vitally  needed,  and  c'Pf?ree,  I  yet  feel  that  an  injustice 

forwarded    to    Washington,    and    the  '^^^^  *°  '"^        there  was  never 

arrests  were  made  some  time  thereafter  foundation  for  this  arrest,  and  I 

upon  instruction  from  Washington,  in  nought  in  different  ways  and  upon  differ- 

the  most  spectacular  means  that  could  be  occasions  after  the  arrest  to  bring 

adopted.    A  company  of  soldiers  were  ^^^^  *°         attention  of  someone  big 

brought  from  Chattanooga;  the  United  enough  in  the  Department  of  Justice, 

States  Marshal  and  all  of  his  deputies,  f^***      independent  investigation  might 


the  District  Attorney  and  other  agents 
of  the  Department  of  Justice  and  Ord- 
nance Department,  all  came  down  in  a 
body,  deprived  us  of  every  means  of 
3ommunication,  cut  our  telephone  wires, 
placed  men  with  drawn  revolvers  at  the 
Jffice  [and  plant  entrances,  seized  and 
stuffed  into  mail  pouches,  sacks,  waste 
baskets,  etc.,  our  valued  office  books, 
lapers  and  records,  and  a  number  of  them 
vent  through  the  plant  and  sought  cer- 
ain  of  the  employes  who  had  made  af- 
idavits  secretly,  but  who  had  not  been 
lischarged,  and  with  their  assistance  went 
0  the  different  locations  in  the  plant 
ihere  parts  of  shells  and  other  evidence 
ihich  had  been  prepared  in  support  of 
heir  evidence  was  hidden. 
"Hon.  T.  A.  Wright  of  this  city  met 
nth  the  representatives  of  the  Ordnance 
department  the  day  following  the  arrest, 
nd  by  a  persistent  effort  succeeded  in 
aving  the  plant  put  in  charge  of  a  trustee 
cceptable  to  both  the  Government  and 
0  my  interest,  and  in  this  way  prevented 
hem  from  actually  taking  possession  of 


be  made  to  avoid  all  this  unnecessary  ex- 
pense and  notoriety,  but  was,  of  course, 
unsuccessful  in  this  regard. 

"There  has  been  an  amount  of  approx- 
imately $60,000  held  up  by  the  Govern- 
ment for  just  about  a  year  pending  the 
conclusion  of  this  hearing,  although  they 
have  never  as  yet  advanced  any  legal 
reason  for  withholding  the  money,  in 
view  of  the  fact  that  our  plant  was  at  all 
times  solvent  and  in  addition  surety 
bonds  were  given  at  the  time  the  con- 
tracts were  undertaken." 


This  Comes  from  Kansas. 

A  Pratt,  Kans.,  girl  was  visiting  in 
the  country.  Wearing  a  red  sweater, 
she  got  into  a  pasture  where  there 
was  a  bull.  The  bull  made  a  dash  for 
her  and  she  narrowly  escaped  injury, 
climbing  a  fence  just  in  time. 

"Didn't  you  know  you  ought  not  to 
have  flaunted  that  red  sweater  in  his 
face?"  said  the  farmer. 

"I  knew  that  old  red  sweater  was 
clear  out  of  date,"  replied  the  girl, 
"bat  I  didn't  think  th«  buU  knew  it." 


NOVELTY  TOY 
SIDELINE  SALESMEN 


IJEkE'S  .om.thing  brand  nrw  for  live 
.  .  .  yf'"":  educational    toy    for  the 

kiddie,  that  rrtaiU  al  fifty  cent..  A  box- 
makinc^ulfit  with  glue,  bru.h,  and  all  the 
material..  Hiyhly  entrrtainln,  a.  a  came 
and  wonderfully  in.tructive.  Mother,  and 
kindernrten  teacher,  a.  enthu.ia.tic  over 
ft  a.  the  childi 


Marahall  Field,  1  he  Fair,  Mandel  Broth- 
er., Jo.eph  Home  and  Roaenbaum'.  hand- 
Img  it  in  large  quantitie.. 

20.000.000  children  in  the  United  State, 
are  potential.. 

Put  up  in  an  attractive  package.  Will  m11 
at  light  to  buyer,  of  department  .tore., 
toy  .tore.,  and  other  place,  where  Chri.tma. 
novelties  are  told. 

Twenty-five  cent,  will  bring  you  a  .ample 
land  you  mu.t  .ee  it  to  appreciate  it)  to- 
gether with  our  very  liberal  term.. 

Act  now.     Don't  delay  a  minute  if 
want  to  make  big  Chri.tma.  money. 

HERALD  PAPER  BOX  CO. 

ERIE.  PA.  Dept.  B 


you 


-K  -K  -K  -K 

Nuga-Tone 


PPITET  20  DAYS 
Send  NoMoney 

Just  fill  In  the  coupon  below  and  Bet  a  20  Days* 
Trial  Treatment  of  the  wonderful  nerve,  blood 
and  health  bullder-Nuga-Tone.  If  invigorates, 
tones  up  and  stimulates  all  the  vital  organs  and 
bodilyfunctions— helps  them  do  their  work  as  Na- 
ture Intended  they  should.  That  is  the  only  safe 
and  sane  method  toget  quickand  permanentreliel 

Nuga-Tone  stimulates  the  liver,  invigorates  and 
regulates  thebowels  so  they  move  regularly,  there- 
by overcoming  constipation.  It  tones  up  the  stom- 
ach, aids  digestion,  prevents  bloating  and  gas 
on  the  stomach  and  bowels.  Gives  a  wonderful 
appetite,  induces  sound,  retreshing  sleep  and 
Increases  the  weight.  It  sweetens  the  breath  and 
removes  the  coat  from  the  tongue.  Nuga-Tono 
relieves  sick  headaches,  biliousness  and  a  sallow, 
muddy  complexion  will  soon  become  clear  ana 
rosy;  gives  you  more  ambition,  pep  and  a  new 
lease  on  life  Fo«  thin,  weak,  run  down,  debil- 
itated, nervous,  neurasthenic,  sickly  men  and 
women  there  is  nothing  as  good  as  Nuga  Tone  to 
put  them  on  their  feet  again.  Take  It  a  few  days 
and  you  will  be  more  cheerful,  happy  and  fe«l 
like  life  is  worth  living. 

ACT  TODAY i  Kpfe^SlJ? 

ponNOW.  Delays  are  sometimes  costly.  Try  this 
great  revilalizer  at  our  expense.  It  has  done  won- 
ders for  thousands  of  others— now  let  it  do  the 
same  for  you.  If  Nuga-Tone  wasn't  such  a  good 
medicine  we  could  not  afford  to  let  you  try  it  20 
days  absolutely  free  of  cost.  Use  the  coupon  now 
before  it  slips  your  mind.  Nuga-Tone  i.aUoM>ld 
br  druggut.  and  i.  ab.olutely  guaranteed  to 
Sive  you  entire utitfaction  or  money  refunded 
■ —  aee  guarantee  on  each  package. 

so'days  t'rVal  C^^ 

NATIONAL  LABORATORY, 

738  —1018  S.  Wabash  Ave..  Chicago 
GENTLE  MEN:-Please  send  me  Fr«o  of  all 
Cost.  Postage  Prepaid,  a  30  days'  trial  treat- 
ment of  Nuga-Tone  with  the  understanding  I 
wlUSake  It  20  days  and  if  benefited  pay  you  $1.00. 
If  not  benefited,  I  will  return  the  remaindei  of 
the  package  and  I  owe  you  nothing. 


St.ANo.erR.F.]».. 


I  H  I     S.A  M  P  L  t  CASE 


StPIEMBtK 


\  It  Pays 
to  be 

UU.  C.  T. 

History  Repeats  Itself 

Chicago,  III. — I  am  in  rocoipt  of  U,  C.  T. 
Draft  for  $50.  in  full  sottlornont,  of  my  claim. 
I  am  satisfied.  Some  20  years  ago  I  had 
a  slight  injury,  which  met  with  the  same 
promptness  from  the  United  Commercial 
Travelers  of  America.  IJislory  has  repented 
itself.  You  may  rest  assured  that  I  will 
do  all  I  can  to  advance  the  interests  of  so 
good  an  Order. 

I  am  no  longer  on  the  road,  but  I  have 
always  maintained  that  the  U.  C.  T.  is  a 
band  of  MEN,  and  they  ahow  it  in  their 
dealings  with  the  members  of  this  great  Order. 

If  more  Orders  would  live  up  to  their 
teachings,  as  do  the  U.  C.  T.,  how  much 
stronger  the  brotherly  spirit  would  be. 
I  hope  r  shall  never  have  to  call  on  you 
again,  but  I  rest  safe  in  the  thought  that, 
should  I  be  called  into  the  Great  Beyond 
by  accidental  death,  there  will  be  no  bickerivg 
or  delay  with  my  widow,  and  that  her  check 
for  my  insurance  will  be  one  which  she  can 
rely  on  getting — as  under  contract  as  well 
as  with  brotherly  affection.  /  hope  that 
all  traveling  salesmen  will  realize  the  benefits 
they  will  obtain  by  being  one  of  our  band. 
— R.  M.  PEARE,  Mgr.  Pittsburgh  Lamp, 
Brass  &  Glass  Co. 


Widow  Gets  Voucher 

Decatur,  111. — I  have  received  all  the 
vouchers  due  me  for  the  death  of  my  hus- 
band by  accidental  moans.  I  wish  to  thank 
the  U.  C.  T.  for  the  -promptness  in  which  my 
claim  was  settled,  and  for  the  true  sympathy 
extended  me  in  my  great  bereavement.— 
MRS.  MAUD  GRINDOL. 


First  to  Make  Settlement  | 

Waukesha,  Wis.— Received  voucher  for  | 
$364.28  in  payment  for  my  claim  for  acci- 
dental injury.  I  wish  to  thank  you  for 
your  promptness.  I  have  claims  against 
three  other  companies,  but  the  U.  C.  T. 
is  the  first  to  make  settlement.  Send  me  some 
apphcation  blanks,  as  I  wish  to  urge  other 
commercial  travelers  to  become  members 
of  so  good  an  Order.— G.  I.  BELKNAP, 
The  Aeroshade  Company. 


If  you  would  be  protected 

KEEP  YOUR  INSURANCE  PAID  UP 


Responsibility  for  jour 
salesmen's  samples 

During  how  much  of  the  time 
are  your  salesmen's  samples 
protected  against  loss  or 
damage  ? 

A  North  America  Commercial 
Travelers'  Policy  offers  you 
broad  protection.  Prompt 
payment  of  claims. 

Write  for  further  details,  en- 
closing the  memorandum 
printed  with  this  advertise- 
ment. 

Any  insurance  agent  or  broker 
can  get  you  a 
North  America  Policy 

Insurance  Company 
of  North  America 

PHILADELPHIA 

VheOMest  American  Fire  and Marine/nsuranceCompany 


S  E  H  I  t  M  b  t  K 


tut        A  M  P  I 


THESE  ILLUSTRIOUS  NAMES. 

(Coriliniiod  fiom  page  23.) 
Y.  i^-  M.  V.  liMs— il.o  "Old  Mcmphif.." 

VVliile  in  Mcnipliis  \vp  c:in  tiike  tho 
only  trnin  on  I  lie  SonlliiTn  t  hat  l)0!irn  a 
nickn.uni! — tho  "NowKboy."  parly  morn- 
ing paper  train  that  Htipplies  dailies 
through  Tennessee  and  Mississippi  and  as 
far  as  Iliinlsviile,  Ala. 

On  our  way  baok  to  New  Orleans,  if 
lucky  or  have  the  right  pull,  we  can 
ride  the  celebrated  "Panama  Limited" — 
Chicago  to  New  Orleans  by  way  of  Mem- 
phis, a  92(5  miles  run  made  in  twenty- 
three  hours. 

Again  leaving  New  Orleans,  this  time 
for  a  trip  west  of  the  river,  we  take  the 
L.  &  N. — known  to  the  natives  as  the 
"Lazy,  Rotten  A  No  Good." 

Dropping  off  at  Alexandria,  La.,  we 
take  a  side  trip  to  Lake  Charles  on  the 
Iron  Mountain  train  known  as  "Wat- 
kin.s  "  Returning,  we  go  to  Shreveport 
on  the  best  and  only  train  the  Texas  & 
Pacific  has — "Colorado  Limited." 

At  Shreveport  we  make  a  side-trip  to 
Lewisville,  *  Ark.,  on  the  Cotton  Belt, 
known  as  "Rotten  Belt." 

Heading  out  for  Houston,  Texas,  on 
the  Houston.  East  &  West  Texas,  known 
to  the  "boys"  ever  since  it  was  a  narrow- 
gauge  as  the  "Hell  Either  Way  Taken," 
wc  p.a.ss  into  Texas  to  run  afoul  of  the 
"Rotten  Belt"  again,  and  the  Santa  Fe 
branch  from  Longview — known  as  the 
"High.  Dry  &  Windy." 

We  arc  now  at  Houston  on  our  last  lap 
toward  home.  We  have  the  choice  of 
the  "Sunset  Mail,"  "Sunset  Limited," 
"Sunset  Express,"  or  the  "Texas  Limit- 
ed" to  Beaumont.  At  that  point  we 
ride  the  "Oriole"  to  LaFayette,  terminus 
of  the  L.  &  W. 

At  LaFaj'ette  we  ride  the  "Sunset 
Unlimited"  to  Baton  Rouge.  This  is 
the  train  which,  the  porter  says,  leaves 
Baton  Rouge  when  the  sun  rises  and  gets 
back  when  the  sun  sets. 

From  Baton  Rouge  back  to  New 
Orleans  we  have  our  choice  of  taking  the 
"Memphis"  at  5  in  the  morning,  or 
wait  to  ride  the  "Coast  Line" — still 
called  by  traveling  men  the  "Frisco." 

I  neglected  to  mention  the  "Doodle 
Bug,"  or  "Holmes  County  Special," 
rhieh  leaves  Granada,  Miss.,  twice  daily, 
for  points  on  the  "Dog." 

We  have  been  out  ten  days  on  this 
trip,  ridden  no  less  than  thirty  trains, 
and  traveled  in  six  .states — and  had  the 
satisfaction  of  not  knowing  the  number 
of  any  train  we  were  on. 


FEATURES  FOR  COUNCILS. 

(Continued  from  page  25.) 
page  devoted  to  traveling  salesmen,  on- 
titled  "Over  the  Top,"  in  the  Columbus, 
(Ga.)  Enquirer-Sun. 

Mr.  Ditto's  page  recently  celebrated 
its  first  anniversary  in  a  corking  good 
special  edition  which  brought  big  financial 
returns  to  the  Enquirer-Sun. 

Mr.  Ditto  first  visited  Columbus  in 
1911,  as  a  salesman.  His  early  traini.ig 
had  been  as  a  new8j)aper  writer.  Later 
he  again  visited  Columbus  as  a  newspaper 
writer.  Here  are  his  own  words  relating 
to  hia  connection  with  the  Enquirer-Sun: 


S.  L.  DITTO 

"Naturally  when  I  came  here  recently 
as  a  salesman  I  took  advantage  of  the 
opportunity  for  which  I  had  been  longing 
all  these  3'ears:  it  did  not  require  much 
persuasion  on  the  part  of  the  genial  man- 
ager of  the  Enquirer-Sun  to  cause  me  to 
make  up  my  mind  to  do  the  verj'  thing 
that  had  been  one  of  my  greatest  desires. 

"So  here  I  am  'Over  the  Top'  at  your 
service.  If  I  fail  to  do  something  to  help 
you  in  your  business  it  will  be  because 
you  wouldn't  let  me;  but  I  know  you 
will." 

Many  are  the  newspapers  in  different 
cities,  which  gladly  accept  offers  to  run 
Commercial  Travelers'  pages.  '^Tiilp 
probably  a  majority  of  the  Councils  run 
their  individual  publications,  yet  those 
which  use  newspaper  pages  are  well 
pleased  with  results. 


Success! 


HE  has  achieved  surre.ss  who  has  lived  well,  laughed  often  and  loved 
much;  w-ho  has  gained  the  respect  of  intelligent  men  and  the  love  of 
little  ehildren;  who  has  filled  his  niehe  and  accomplished  his  task; 
who  has  never  lacked  appreciation  of  earth's  beauty  or  failed  to  express  it 
who  has  always  looked  for  the  best  in  others  and  given  the  best  he  had; 
whose  life  was  an  inspiration;  whose  memory  a  benediction. — (Author 
Unknown. 


^Tobacco  Habit 

^  BANISHED 

Let  Us  Help  yoo 


No  craving  for  tobacco  in 
any  form  after  you  begin  taking^ 
Tobacco  Redeemer.  Don't  try  to 

quit  the  tobacco  tialjit  unaided.  It'a  often 

a  loaing  fiKtit  atrainnt  heavy  odda  and  may  ■ 

mean  a  aerioui  8hr>ck  to  the  uervous  ays-  H 

Iti-m.  Let  u«  help  the  tobacco  habit  to  quit  B 

YOU.  It  will  quit  you.  if  you  will  juBt  take  ■ 

TobaccoRedeemeraccordinx  to  direct  ions.  B 

ItiBmarveloubly<|uick;thorouKhlyreliable.  ■ 

I  Not  a  Substitute  | 

I 
I 


no  habit- 
in  noBL-nae 
r  fitiihhlnif 


I 


Tobacco  Redeem) 
forminifdruKBcjf  liny  kind.  Itii 
a  aubstituto  for  t'jl.mod.  Aft- 
the  truiitmentyou  ha'.  I,' ahbf.lut* 
to  UBO  tobacco  BKnin  or  to  (■•intirju.-  the  use 
of  the  remedy.  It  rn;iki  u  not  a  particle  of 
difference  how  lonit  you  liave  Ixun  Uhin^ 
tobacco,  how  much  you  use  or  in  what  form 
you  use  it— whether  you  smoke  ciKara, 
cigarettes,  pipe,  chew  plug  or  fine  cut  or 
aaeanufr,  Tobacco  Redeemer  will  pniitive- 
Ir  remove  all  craving  for  tobacco  in  any 
formina  very  few  days.  This  weabRolutely 
guarantee  in  every  case  or  money  refunded. 

Write  today  for  our  free  IjooiattBhowing 
tliedeadlyefTectof  tobacco  upon  the  human 

KBti'm  and  potitive  proof  ttiat  Tobacco 
(deeraer  will  quickly  frceyouof  thfchabiU 
Newell  V'harmacal  Company, 
~     '  eiO  St.LAui«,Mo. 


For  Salesmen  Who  Can  Produce 

The  Brown  4  HikpIow  line  offers  an  unusually 
attractive  prop<wit:on  to  aaleaiiien  who  want 
to  eiitabligb  tbeniiwlvea  in  a  permanent  buai- 
neaa.  and  to  increaae  their  earning  capacity 
annually 

Brown  4  Bigelow  emplov  1.200  people  in  the 
larfcesi  factory  in  the  world  devote<l  excluaively 
to  the  manufacture  of  Art  Calendars  and 
Advertiume  Hpecialties  They  constitute  a 
nationally  known  institution  with  2fl  years  in 
the  Remembrance  Ailvertising  huxiness  Brown 
4  BiKelow  travel  over  200  salesnien.  coverins 
North  America,  with  branch  offices  in  all 
principal  citien      For  partirulara  write 

ED.  H.  EAR  HART,  Sales  Mgr. 

Brown  &  Bigelow 

ST    PAUL.  IVflNN. 


MONEY 

Paid  the  firet  of  every  month  to  our  saleamen 
(or  orders  (or  duplicaU  or  triplicate  sales  books. 
Quality  high — price  low  It  you  wish  to  increaae 
your  incon>e  write  for  our  offer  to  saleamen  Give 
relerenee  and  full  particulars  as  to  paat  ezperieDce 
and  territory  wanted. 

DIXIE  SALESBOOK  COMPANY, 
Bedford,  Virginia. 


Stop  Using  a  Truss 


fniiA'-1e«  Heriir^ly  in  plar^-  No 
•trap*,    buckles   or  spring 


»  Thttunftods 
ifully  treau^ 
horn*  without 


Soft  «• 

Gold   Medal  i 
tural.  «n  afterwards  Dn  fui 
We  prove  it  by  sendiDK  Tn 
Wfit*   name  od  O^Mip^r 


792  Stuart  BUg^       St.  Louis.  Mo. 


lUtum  nan  wIUmIm        Trial  PWna. 
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StPltMBtK 


Canada  Is  Advancing 


STILL  further  improvement  in 
the  international  trade  position 
of  the  Dominion  of  Canada  is 
indicated  by  the  country's  official 
foreign  trade  figures  for  the 
month  of  June,  as  compared  with  those 
for  the  two  preceding  months  this  year 
and  with  those  for  June,  1921.  What 
is  particularly  satisfactory  in  the  June, 
1922,  figures  is  a  marlted  increase  in 
the  value  both  of  the  exports  of 
Canadian  products  and  of  the  re-ex- 
ports of  foreign  products,  unaccom- 
panied by  a  proportionate  increase  in 
the  value  of  the  imports. 

As  a  result,  Canada  had  in  June 
this  year  a  really  substantial  balance 
of  trade  in  her  favor,  whereas 
in  May  the  favorable  balance 
was  only  moderate.  In  April  there 
was  a  heavy  unfavorable  balance,  and 
in  June,  1921,  the  exports  exceeded 
the  imports  by  only  an  insignificant 
amount. 

The  value  of  Canada's  merchandise 
imports  in  June,  1922,  is  officially 
stated  to  have  been  $61,668,729,  as 
compared  with  $66,121,374  for  May, 
with  $47,695,454  for  April  and  with 
$57,643,658  for  June,  1921.  The 
month's  exports  of  domestic  products 
this  year  were  of  the  value  of  $71,- 
760,563,  against  $6,146,171  for  May, 
$31,917,500  for  April  and  $58,576,299 
for  June  last  year.  The  value  of  the 
June,  1922,  re-exports  of  foreign 
products  was  $1,346,492,  compared 
with  $1,312,549  for  May,  with  $734,- 
541  for  April  and  with  $1,116,160  for 
June,  1921. 

Combining  the  values  of  the  ex- 
ports of  domestic  products  and  the 
re-exports  of  foreign  products,  we 
find  total  Canadian  exports  in  June, 
1922,  to  have  been  of  the  value  of 
$73,107,055,  against  $70,458,720  for 
May,  $32,652,041  for  April  and  $59,- 


692,459  for  June,  1921.  Consequent- 
ly, there  was  a  trade  balance  in  Can- 
ada's favor  in  June  this  year  to  the 
amount  of  $11,438,326,  compared  with 
a  favorable  balance  of  $4,337,346  in 
May,  with  an  unfavorable  balance  of 
$15,043,413  in  April  and  with  a  fa- 
vorable balance  of  $2,048,901  in  June, 
1921. 

During  the  first  three  months 
(April  to  June)  of  the  current  fiscal 
year  of  Canada  the  imports  of  mer- 
chandise amounted  in  value  to  $175,- 
485,557,  compared  with  $191,456,572 
for  the  corresponding  three  months  of 
the  preceding  fiscal  year.  The  exports 
of  domestic  products  for  the  period 
this  year  were  of  the  value  of  $172,- 
824,234,  against  $161,409,920  for  the 
period  a  year  ago.  The  re-exports  of 
foreign  products  for  the  three  months 
in  1922  amounted  to  $3,393,582, 
against  $3,092,214  in  1921. 

The  total  exports  from  April  to 
June,  1922,  were  accordingly  of  the 
value  of  $176,217,816,  and  the  balance 
of  trade  in  favor  of  Canada  for  the 
period  was  $732,259,  whereas  from 
April  to  June,  1921,  the  total  exports 
of  Canada  aggregated  $164,502,134 
and  the  balance  of  trade  against  the 
Dominion  for  the  period  was  $26,954,- 
438. 


The  Lesser  EviL 

"The  court  ruled  that  I  should  pay 
my  divorced  wife  alimony  as  long  as 
she  stayed  single. 

"Well?" 

"After  six  payments  I  remarried  her!" 
— [Judge. 


Liz:  "What  have  you  got  those 
waterproof  gloves  on  for?" 

Diz:  "So  I  can  wash  my  hands  with- 
out getting  them  wet." 


Credit  Man's 
I  Viewpoint 

WHAT  constitutes  a  good  sales- 
man  from   the   credit  man's 
viewpoint?    He  is  one  who: 
Can  sell  any  credit  or  collection 
proposition  as  well  as  a  commodity. 

Keeps  in  close  touch  with  his  cus- 
tomers' conditions  and  reports  such 
conditions  to  his  credit  manager. 

Can  make  his  customer  see  the 
necessity  of  paying  his  bills  promptly 
and  keeping  his  credit  good — sell  his 
customer  his  ordinary  requirements 
and  not  overstock  or  overload  him, 
simply  for  the  sake  of  volume. 

Will  not  over-rate  his  customers  to 
his  credit  man. 

Will  make  it  his  business  to  ascer- 
tain the  personal  habits  of  his  cus- 
tomer outside  his  business  and  if  un- 
favorable, to  what  extent  they  affect 
his  business. 

Can  secure  a  financial  statement  in 
any  case  where  any  other  human  being 
can  do  so  and  has  eliminated  the  word 
"can't"  from  his  vocabulary. 

Is  as  anxious  to  make  money  for 
his  firm  by  avoiding  bad  debts  as 
through  the  sale  of  goods. 

Will  not  take  sides  with  his  custom- 
ers against  his  company  on  any  propo- 
sition; but  stand  up  and  defend  his 
company  to  the  fullest  extent  and  con- 
vert this  prejudiced  customer  to  his 
own  way  of  thinking. 

Whose  personal  conduct  will  alway* 
be  such  as  his  company  expects  of  a 
personal  representative. 

Who  will  not  misrepresent  his  com- 
pany in  any  respect. 

Who  will  not  guarantee  anything 
his  company  has  not  authorized  or 
make  promises  his  company  cannot  and 
will  not  fulfill. 


Carrying  the  Star  of  the  East  into  the  Arctic  Circle  is  a  story  of  gripping  interest.  It  is  an  account  of  the 
Wl^  journey  of  an  eminent  divine  of  the  Church  of  England,  beautifully  illustrated.  It  was  written  ex- 
clusively for  The  Sample  Case,  and  will  appear  in  the  October  number.  Don't  fail  to  read  that  wonder- 
ful story  of  Far  Northern  British  Columbia. 

Another  literary  treat  will  likewise  appear  in  that  number.  This  is  an  article  obtained  by  the  editor 
and  for  which  he  has  been  offered  a  handsome  price  by  one  of  the  leading  magazine  editors,  but  he  is  reserving 
it  to  appear  exclusively  in  The  Sample  Case.  It  relates  to  the  journey  of  Washington  Irving,  in  1832, 
which  gave  him  copy  for  his  book,  ''Tour  of  the  Prairies.''  Irving' s  "meat-getter"  was  a  Frenchman, 
brought  up  among  the  Indians,  until  he  himself  was  more  Indian  than  French— Pierre  Baette.  Irving  and 
Baeite  have  both  been  dead  many  years,  but  there  yet  survives  a  white  man,  who  was  a  warm  friend  of 
Baette,  and  who  will  tell  Baette' s  story  of  Irving' s  fascinating  book  to  The  Sample  Case  readers  in  the 
October  number. 

Don't  miss  a  future  number  of  this  magazine.  Rare  treats  for  its  readers  are  forthcoming.  Tell  your 
friends  about  it,  and  get  them  to  subscribe  right  now.  A  news-stand  sale  is  being  arranged,  but  it  will  be 
far  better  for  them  to  get  The  Sample  Case  regularly— it  is  a  magazine  for  the  HOME. 


s  K  H  I  h  M  H  I  l< 


Housekeepers  Welcome  the 
APEX-ROTAREX  Salesman 

It's  not  walking  hut  talking— not  how  many  miles  he  walks  or  how  many  door- 
h(^lls  he  rings  each  .lay  ])ut  the  number  of  houses  lie  gets  into— that  determines 


ELECTRIC  SUCTION 

CLEANER 
RoTAREX 


ELECTRIC  CLOTHES 

WASHER 


R5TAREX 

HOME  DOUBLE  ROLL 

IRONER 


Write  us  for  full  Information  about  the  only  three  major  hi 
the  foremost  In  Its  field.    Mention  your  references. 


the  success  of  a  door  to  door  salesman. 

Not  that  alone,  either.  For  to  make  a  real  succesa  he  must  capitalize  every  interview 
for  all  it  is  worth  as  a  sollinR  opportunity.  What  ia  the  use  of  working  so  hard  to  secure 
a  few  interviews  each  day  and  then  being  content  with  a  sale  that  earns  for  you  only  a 
few  cents  commission? 

Once  inside  the  door,  with  the  lady  listening,  it  i«  no  more  difficult  to  take  orders  than 
to  sell  goods  over  a  store  counter — just  as  easy  to  collect  a  first  payment  on  a  $50.00  or 
$100.00  in.stallment  sale  as  to  earn  a  dinky  profit  by  selling  the  lady,  for  example,  a 
S4.oO  carpet  sweeper. 

Stop  wasting  your  opportunities.  Let  us  show  you  liow  and  why  Ape.x-Rotarex  maga- 
zine advertising  is  opening  daily  for  Apex-Rotarex  s-ilesmen  thousands  of  doors  that 
other  salesmen  are  never  permitted  to  enter.  Prove  the  possibilities  for  you  in  the  eleotric 
appliance  industry  by  investigating  for  yourself. 

Our  free  course  of  training  is  complete  and  enables  you  to  make  good  money  right 
from  the  start,  right  in  your  own  neighborhood.    No  investment  required. 

keeplntt  appliances  made  and  sold  by  one  or^nlzatlon — each 


THE  APEX  ELECTRICAL  DISTRIBUTING  COMPANY 

1067  East  152nd  Street  Cleveland,  Ohio 


WONDERFUL  TROPICAL  VALLEY. 

(Continued  from  page  20.) 
corned  to  share  with  them  their  homes. 
Honesty  and  candor  were  the  outstanding 
characteristics  of  that  simple  race.  Hav- 
ing never  known  evil  or  wrong-doing, 
they  did  not  suspect  a  stranger  of  other 
than  honest  intentions. 

Used  Sign  Language. 
"They  are  of  the  Eskimo  type,  but 
their  environment  has  somewhat  changed 
the  Eskimo  characteristics,  giving  their 
faces  a  less  strenuous  appearance.  The 
Eskimo  of  the  frozen  Northland  endures 
such  dreadful  hardships  that  his  facial 
expression  shows  the  hard  life  he  has  to 
live. 

"Nolf  so  the  people  of  the  Valley  of 
Peace.  They  are  soft-spoken  and  af- 
fectionate. Although  I  could  neither 
speak  a  word  of  their  language,  nor  un- 
derstand it  when  it  was  spoken  to  me, 
we  carried  on  a  fairly  understandable 
communication  by  means  of  the  sign 
language,  which  all  races  of  wild  men  on 
the  North  American  continent  under- 
stand 

"So  plentiful  is  succulent  vegetation 
that  the  people  eat  very  little  meat.  I 
saw  no  weapons  for  slaughter,  and  only 
such  small  game  as  could  be  trapped  was 
used  for  food.  Hence  the  lack  of  fear 
among  the  animal  life  there.'" 


HOW  I  MADE  MY  HARDEST  SALE. 

(Continued  from  page  24.) 

"Now,  ain't  that  just  like  a  drummer — 
knows  EVERYTHIN'?  What  did  you 
say  you  were  a-sellin'?" 

I  went  over  my  line,  and  got  out  my 
order-book.  Howard  did  not  miss  a 
word  I  said.  The  old  mountaineer  told 
Howard  how  ungrateful  he  was  in  not 
placing  a  large  order  with  me. 

Howard  began  to  study,  his  ej'es  run- 
ning over  his  shelves.  Little  by  little 
he  added  to  the  order,  until  in  the  end 
I  had  the  biggest  order  of  the  day. — 
E.  Stanley  Lee,  Maysville,  Ky. 


Shorty:  "Will  that  watch  tell  time?' 
Lanky:  "No,  you  have  to  look  at  it.' 


BADGES,  BUTTONS,  CHARMS 


THE  D.  L.  AULD  CO. 

Columbus,  Ohio 
OFFICIAL  MANUFACTURERS 


"Johnny,  I'm  afraid  '  M  not  see  vou 
in  heaven,"  said  the  lather  to  "his 
errant  son. 

"Why,  what  have  you  been  doing 
now,  pop?" 


Subscription  Blank 

THE  SAMPLE  CASE 
COLUMBUS,  OHIO 

Find  enclosed  One  Dollar  for  which  enter  my  subscription  to 
your  magazine  for  one  year,  beginning  with  current  issue. 

THE  SAMPLE  CASE 

A  national  monthly  mag-  Nama 

aiine  of  practical  interest  '^"iiia   

and  inspiration  for  Sales 
Managers,  Commercial 
Travelers,   City  Salesmen 

and  Merchandise  Brokers.  Address   

The  leading  publication 
of  its  kind  in  America. 

Canadian  and  Foreign 
SnbBoriptions.$1.50.   
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StPTEMBEH 


ORGANIZED  1893  INCORPORATED  1904 

The  Connecticut  Commercial  Travelers' 
Mutual  Accident  Association 

Office:  Rooms  201-202  Congress  Square  Block 
New  Haven,  Connecticut 

Announces 
A  New  Policy  foi-  Women 

— Commercial  Travelers  Only— 


BENEFITS    LIMITED  TO 


$5,000 

In  case  of  death  by 
accident. 

$5,000 

Loss  of  both  arms, 
or    both    legs,  or 
arm  and  leg. 

$5,000 

Loss  of  both  eyes. 

$2,500 

Loss   of   one  arm, 
or  one  leg. 

$1,250 

Loss  of  one  eye. 

$25 

Weekly  indemnity   for  total 
disability  for  104  weeks. 

$12.50 

Weekly   indemnity   for  par- 
tial Hisabilitv  for  fi  weeks. 

Membership  Fee  $2.00,  No  Annual  Dues 

The  first  and  only  Commercial  Travelers'  Association  to  accept  women  to  membership. 
Write  the  Secretary  for  Blanks. 

C.  B.  NICHOLS,  Secretary-Treasurer 


The  Nutmeg  State 

BENEFITS  PAID 

Commercial  Travelers^ 

Sick  Benefits 

Health  Association 

Confinement   within    doors  due  to  sickness 
originating   after   thirty   days   from   date  of 
member-ship  or  reinstatement: 

First  Week's  confinement  $  7.00 

Perond  Week's  Confinement   20.00 

Each   week    thereafter,   not  exceeding 

24  consecutive  weeks     25.00 

Total  Disability 

INCORPORATED 

ORGANIZED  OCTOBER  1,  1909 

For  Men  Only 

Age  Limit  18  to  55  Years 

Immediately  following  a  sickness  that  does 
confine  a  member  strictly  within  doors  and  for 
such  continuation  of  sickness  which  does  not 
confine  a  member  within  doors: 

First  Week._   -   $  14.00 

Each   week   thereafter,    not  exceeding 

six  weeks   7.00 

Every  Member  of  the  U.  C.  T. 

Funeral  Benefits 

Is  Invited  to  Join  Us 

C.  B.  NICHOLS,  Secretary-Treasurer 

For  death  due  to  sickness  originating 
after  first  year's  continuous  mem- 
bership in  the  Association  %  75.00 

For  death  due  to  sickness  originating 
after  two  years'  continuous  mem- 
bership in  the  Association  150.00 

Box  1916 

NO  MEDICAL  EXAMINATION 

New  Haven,  Conn. 

SEPTEMBER 
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Supreme  Counselor,  FRANK  J.  ROESEB.  213 
So.  7tb  St..  St.  Louis.  Mo. 

Supreme  Junior  Counselor.  W.  J.  SULLIVAN. 
Chicago.  III. 

Supreme  Past  Counselor.  C.  V.  HOLDERMAN. 
Nashville,  111. 

Supreme   Secretory.    WALTER   D.  MURPHY. 
Columbus,  Ohio. 

Supreme  Treasurer,   J.    C.   NESIIITT.  Colum- 
bus, Chio. 


SUPREME  COUNCIL 


Supreme  Conductor.   W.   D.   MOWRY.  Kansas 
City.  Kans. 

Supreme  Pase.  FRED  L.  WRIGHT.  Milwaukee. 
Wis. 

Supreme    Sentinel.    SAM    T.    BREYER.  San 

Francisco,  Calif. 
Supreme   Chaplain,   S.   S.    MORSE,   St.  Louis. 

Mo. 

Supreme    Surgeon.    DR.    EARL    W.  EUANS. 

Columbus.  Ohio. 
Supreme    Attorney.    JOHN    A.  MILLENER, 

Columbus.  Ohio. 


Supreme  Auditor.  CHAS.   A     HEBBARD.  Co- 
lumbus, Ohio. 

Sample  Case  Editor.  CHAS.   H.  SMITH.  Co- 
lumbus, Ohio. 

Supreme  Executive  Committee — LOUIS 
WIRTH.  Cincinnati.  Ohio;  CHAS.  A.  HER- 
BARD.  Columbus.  Ohio;  D.  P.  McCARTHY. 
Fosioria,  Ohio:  GEO.  F.  BROWN.  Lexington. 
Ky. 

Thirty-sixth  Annual  Session  Supreme  Coun- 
cil opens  Tuesday.  June  26,  1923.  at  10  a.  m. 


COMMITTEES  OF  THE  SUPREME  COUNCIL 


STATE  OF  THE  ORDER  COMMITTEE. 
M.  J.  MARTIN.  221  Ist  Natl.  Bk.  BIdK..  Hous- 
ton. Texas. 

H.  A.  PRITCHETT.  20  So.  7th.  Terre  Haute. 
Ind. 

CHAS.  H.  ABBOTT.  120  S.   Fulton.  Auburn. 
N.  Y. 


JURISPRUDENCE  COMMITTEE. 

P.    A.    PATTERSON.    2G12    W.    Chestnut  St., 

Altoona.  Pa. 
HUGH    H.   DORAN.   819    N.   Washington  St.. 

Ottumwa,  Iowa. 
A.  G.  M.1CEACHR0N.  1241    25th  St..  Detroit. 

Mich. 


AUDITING  COMMITTEE. 

LEONARD    M.    GRAVES.    P.    O.    Box  1206. 

Providence.  R.  I. 
A.  C.   KENNEDY.   1235    So.   High.  Freeport. 

III. 

H.  S.  SPIVEY.   2400   Gains   St..   Little  Rock. 
Ark. 


OHIO — Grand  Counselor.  D.  H.  Rupert,  R. 
F.  D.  No.  4.  Portsmouth,  Ohio;  Grand  Secre- 
tary. R.  F.  Somerville,  P.  O.  Box  347,  Day- 
ton: Thirty-fourth  Annual  Session  at  Toledo, 
Ohio.  June  8-9,  1928. 

MISSOURI — Grand  Counsolor.  Mason  Smith. 
8623  Michigan  Ave..  Kans!>8  Citv.  Mo.:  Grand 
Secretary,  R.  J.  Claflin.  Box  604.  Carthage. 
Thirty-second  Annual  Session  at  JefTerson 
City,  Mo.,  June  1-2,  1923. 

KANSAS — Grand  Counselor.  W.  A.  Hol- 
lingsworth.  217  N.  Second.  Atc.ninson.  Kans.. 
Grand  Secretary.  E.  P.  Bernardin,  Box  628. 
Parsons,  Kans.  Fourteenth  Annual  Session  at 
Independence.   June    1-2,  1923. 

MICHIGAN — Grand  Counselor.  H.  D.  Bullen. 
704  E.  Kalamazoo,  Lansing.  Mich.:  Grand  Sec- 
retary, Maurice  Heuman.  106  E.  Wilkins.  Jack- 
son.  Mich.  Thirtieth  Annual  Session  at  Flint. 
Mich..  June,  1923. 

TEXAS — Grand  Counselor,  J.  P.  Landry, 
1760  Franklin,  Beaumont;  Grand  Secretary. 
W.  P.  Gilbert.  P.  O.  Drawer  4 3^" Waco.  Twen- 
ty-ninth Annual  Session  at  Beaamont,  May  11- 
12.  1923. 

MINNESOTA-NORTH  D  A  K  O  T  A— Grand 
Counselor.  W.  N.  Donaldson.  Palmette  St, 
Duluth,  Minn.:  Grand  Secretary.  J.  M.  Dresser. 
423  Metropolitan  Bank  BIdg..  corner  6th  and 
Cedar  Sts..  St.  Paul.  Minn.  Thirtieth  Annual 
Session  at  St.  Cloud.  Minn.,  June  7-8,  1923. 

NEW  ENGLAND— Grand  Counselor.  Alley 
R.  Knight,  115  Gamage  Ave..  Auburn.  Me.; 
Grand  Secretary.  Charles  A.  Haines,  235  Grove 
St.,  Melrose.  Mass.  Twenty-eighth  Annua 
Session  at  Manchester,  N.  H..  June  7-8-9. 
1923. 

KENTUCKY-VIRGINIA-WEST  VIRGINIA- 
MARYLAND-DISTRICT  OF  COLUMBIA— 
Grand  Counselor.  W.  T.  Benton.  Lexington, 
Ky.;  Grand  Secretary.  Geo.  F.  Brown.  330 
Woodland  Ave.,  Lexington,  Ky.  Twenty-seventh 
Annual  Session.  June,  1923. 

ILLINOIS — Grand  Counselor.  Bert  McTag- 
gart,  904  North  St.,  Mt.  Vernon:  Grand  Secre- 
tary. J.  Hugh  Foster.  326  W.  Madison  St.. 
Chicago.  Twenty-seventh  Annual  Session  at 
Alton.  111..  May  17-18-19.  1923. 

NEBRASKA — Grand  Counselor,  Glenn  Mat- 
teson,  Sidney,  Nebr. ;  Grand  Secretary.  Harry 
C.  Price,  617  N.  9th,  Beatrice.  Twenty-fifth 
Amraal  Session  at  Spldredge,  May  18-19,  1923. 


GRAND  COUNCILS 

MONTANA-UTAH-IDAHO— G  rand  Coun- 
selor R.  B.  Vickers.  636  W.  Mercury  S'.. 
Butte.  Mont.;  Grand  Secretary.  J.  G.  H. 
Gravely.  801.  N.  I8th.  Boise.  Idaho.  Twenty- 
fifth  Annual  Session  at  Provo.  Utah,  June 
7-8-9.  1928. 


WISCONSIN — Grand  Counselor.  C.  H.  Col- 
lins, 910  So.  8th  St..  LaCrosse.  Wis.:  Grand 
Secretary.  L.  G.  Everson.  1237  1st  St..  Mil- 
waukee. Twenty-fifth  Annual  Session  at  Madi- 
son. Wis.,  May  81-June  1-2.  1928. 

OREGON-WASHINGTON-B  R  I  T  I  S  H  CO- 
LUMBIA— Grand  Counselor.  C.  W.  Moore.  P. 
O.  Box  2209;  Grand  Secretary.  R.  W.  Hodge- 
kinson.  15th  and  Glison  St..  Portland.  Ore. 
Twenty-fifth  Annual  Session  at  Seattle.  May, 
1923. 

IOWA — Grand  Counselor.  A.  W.  McFarlane. 
416  Oak  Lawn.  Waterloo.  Iowa:  Grand  Secre- 
tary. A.  M.  Brackett,  1260  43d  St..  Des 
Moines.  Twenty-fourth  Annual  Session  at 
Burlington.  Iowa,  Juno  7-8-9,1923. 

CALIFORNIA — Grand  Counselor,  J.  H.  Brill, 
4038  Brighton  Ave..  Oak'and.  Calif.:  Grand 
Secretary.  B.  W.  Lavelle.  2620  S  Street.  Sacra- 
mento. Twenty-fifth  Annual  Session  at  San 
Bern-rdino,  May.  1923. 

NEW  YORK — Grand  Counselor,  Spencer 
Rowe,  31  Maple  St..  Oneonta.  N.  Y. :  Grand 
Secretnry,  Walter  M.  Winn.  64  Utica  St.. 
Clinton.  N.  Y.  Twenty-third  Annual  Session 
at  Glens  Falls,  N.  Y.,  June  7-8-9,  1928. 

MISSISSIPPI-LOUISIANA  —  Grand  Coun- 
selor, Alfred  Persoc,  Box  536.  Baton  Rouge. 
La. :  Grand  Secretary,  Mose  Frank.  P.  O.  Box 
343.  Shreveport,  La.  Twenty-third  Annual 
Session  nt  Hattiesburg,  Miss.,  Third  Fri.  and 
Sat..  1923. 

COLORADO — Grand  Counselor.  C.  J.  Dawe. 
118  E  2nd  St..  Trinidad,  Colo.;  Grand  Secre- 
tary. Ira  J.  Schnars.  1437  Cleveland  Place. 
Denver,  Colo.  Twenty-second  Annual  Session 
at   Denver.  June  8-9.1923. 

TENNESSEE — Grand  Counselor.  Sara.  I. 
Bolton.  2502  Belmont  Blvd..  Nashville,  Tenn.; 
Grand  Secretary,  J.  D.  Hardin.  630  Pine  St. 
Twenty-second  Annaal  Session  at  Morristown, 
June  7-8,  1923. 

INDIANA — Grand  Coinaelor,  F.  E.  Btirhans, 
Elkhart,    Ind.;    Grand    Semitaar.    Albert  A. 


Dicks,  1608  Chestnut  St.,  Terre  Haute.  Twen- 
tv-second  Annual  Session  at  Elkhart,  Ind.. 
May  18-19,  1923. 

PENNSYLVANIA — Grand  Counselor.  Rich 
Reeder.  121  1st.  Butler,  Pa.:  Grand  SecreUry, 
Chas.  W.  Frey.  110  S.  Jared  St..  Du  Bois.  Pa. 
Twentieth  Annual  Session  at  Butler.  June  8-9. 
1923. 

GEORGIA-FLORIDA — Grand  Counselor  J. 
B.  Thornton,  c-o  Talmadge  Bro..  Athens,  Ga.; 
Grand  Secretary,  F.  W.  Theiling,  1936  Walton 
Way,  Augusta.  Ga.  Eighteenth  Annual  Ses- 
sion at  Jacksonville.  Fla..  May.  1923. 

ALABAMA — Grand  Counselor.  R.  O. 
Mitchell.  408  E.  Clinton.  Huntsville.  Ala.; 
Grand  Secretary,  M.  J.  Robertson.  Box  911, 
Birmingham.  Eighteenth  Annual  Session  at 
Montgomery.  May.  1923. 

THE  CAROLINAS — Grand  Counselor,  Sims 
McDowell.  Charleston.  S.  C. :  Grand  Secre- 
tary. A.  H.  Snider.  Box  68.  Salisbury,  N. 
Car.  Seventeenth  Annual  Session  at  Greens- 
boro. N.  C.  June,  1923. 

NEW  JERSEY-DELAWARE— Grand  Coun- 
selor, P.  N.  Thorpe.  17  Clark  St..  Glen  Ridge. 
N.  J.:  Grand  Secretary.  Chas.  H.  Egeln.  1281 
Springfield  Ave.,  Irvington.  N.  J.  Sixteenth 
Annual  Session  at  Asbury  Park,  N.  J.,  June 
8-9,  1923. 

ARKANSAS — Grand  Counselor,  D.  E.  Shap- 
ard,  614  Greenwood,  Ft.  Smith;  Grand  Secre- 
tary, Robert  E.  Gray,  2304  N.  1  St.,  Ft.  Smith. 
Thirteenth  Annual  Session  at  Little  Rock, 
May,  1923. 

MANITOBA-SASKATCHEWAN  -  ALBERTA 
— Grand  Counselor.  Thos.  Fox,  Suite  3,  Som- 
merfeld  Bk..  Saskatoon.  Sask., ;  Grand  Secre- 
tary. W.  H.  McKibbin.  2143  Angus  St.,  Re- 
gina.  Sask.  Twelfth  Annual  Session  at  York- 
ton,  Sask.,  June  7,  1923. 

SOUTH  DAKOTA— Grand  Counselor.  R.  L. 
Wilson.  807  So.  State  St.,  Aberdeen.  S.  D. ; 
Grand  Secretary.  N.  J.  Lund.  Rapid  City. 
Twelfth  Annual  Session  at  Sioux  Falls,  S.  D., 
June,  1923. 

OKLAHOMA — Grand  Counselor.  B.  C.  Un- 
derbill. Medford.  Okla.  Grand  Secretary,  Kiab 
Hodges.  410  So.  5th  St.,  Clinton.  Seventh  An- 
nual Session  at  Medicine  Park,  4th  Thurs.-Fri.- 
Sat.,  May.  1928. 
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Ohio  

MisBOuri.... 

Kansas  

Michigan... 
Texas.. 


Minnesota-N.  Dak —  

New  England   

Ky.-Va.-W.  Va.-M(I  

Illinois   

Nebraska   

Montana-Utah- Idaho  

Wisconsin   

Oregon-Wash.-H.  C  

Iowa.  

California.   

New  York    

Mississippi-Louisiana   

Colorado   

Tennessee.   

Indiana.   

Pennsylvania.   

Georgia-Florida.-  

Alabama.   

The  Carolinas  . 
New  Jersey-Deliiw^ir  i 

Arkansas.  

South  Dakota  

Man.-Sask.-Alta — 

Oklahoma.   

Supreme.—  


GRAND  JURIS- 


March 
1922 
.  10,628 
.  3,092 
.  4,040 
..  4,058 
..  2,4.')6 
....  7,049 
....  8,829 
....  6,63.5 
....  5,546 
....  2,390 


5,233 
1,931 
5,302 
3,381 
7,879 
1,293 
068 
1,720 
3,620 
5,889 
1,664 


Juno 

1922 
10,090 
3,726 
4,046 
4,603 
2,477 
7,532 
8,950 
6,633 
5,470 
2,372 
1,324 
5,200 
1,958 
5,329 
3,403 
7,956 
1,280 


3,603 
5,929 
1,664 
813 

816 
1,142 
1,206 

l!285 
219 


Dieability  itcucrve  I'und  ..  7,274.09 
Death  HcB.  Fund...   13.613.48 

Total  diitbureementB   ~  X   1 16,6 

CashBal.,  July  31,  1922  %  32.'5,1 

Cash  in  omce   

GENERAL  EXPENSE  FUND. 
Disbursement*. 

Salaries,  officers'   $  1 ,428.00 

Sal.  &  fees.  Sup.  &  Sub- 
ordinate Surgeons'   774. .50 

Salaries,  cinDloyes'   4,428,00 

Legal  exp.  (litigation)   1 ,04 1 .00 

Investigating  claimB   639.66 

Office  expense    72.81 

Supplies,  office  exp   860.99 

Trav.  expense  (officers') 

and  committee.   199.22 

Postage,  exp.  <fe  phone   .526..54 

House  expense.   443  09 


Total.. 


.106,242  106,457 


THE  TWENTY  LEADERS. 
First  Division. 

March  June 

1922  1922 

Flower  City,  No.  203.                        1,605  1,631 

Minneapolis,  No.  63                          1,660  1,568 

Worcester,  No.  136                            1,484  1,481 

Saintly  City,  No.  50                          1,416  1,372 

Milwaukee,  No.  54.                           1,231  1,205 

Columbus,  No.  1                                 1,170  1,154 

St.  Louis,  No.  26                                1,029  1,034 

Indianapolis,  No.  4                                874  875 

Loa  Angeles,  No.  82._                          778  808 

Boston,  No.  44                                  742  781 

Second  Division. 

Northwestern,  No.  72    825  766 

Providence,  No.  67    752  764 

Des  Moines,  No.  115._   723  721 

Golden  Gate,  No.  80   703  716 

Saginaw,  No.  43   731  713 

Portland,  No.  103    708  713 

Cincinnati,  No.  2   674  673 

Seattle,  No.  83    658  666 

Kansas  City,  No.  19    653  661 

CadiUac,  No.  143   660  653 

Financial  Statement  for  the 
Month  of  July,  1922 

Cash  balance,  June  30,  1922.    $  412,472.40 

Receipts. 

From: 

Applications   „  $  1,191.00 

Calls  for  assessments   16,715.00 

Supplies.     233.79 

Interest  (daily  bal.)._  _  2,515.03 

Interest  (bonds)    2,932.50 

Fines._  _   17.75 

Rent.    33.00 

Suspense    668.08 

Sample  Case    2,405.95 

Ladies'  Pins    2.75 

Donations,    10.70 

Premiums    1,600.55 

Exchange   ..  16.52 

Per  capita  tax...   2.50 

Return  check  acct   1,000.00 

MisceUaneou.s    18.21 

Total  Receipts   _  29,363.33 

§  441,835.73 

Disbursements. 

Death  Fund.  .•..$  33.712.50 

Disability  Fund..   33,760.97 

Gen'l  Expense  Fund   21,426.78 

W.&O.Fund.    6,90100 


One  of  the  things  which 
makes  considerable  work  for 
the  Secretary  is  the  failure  of 
members  to  fill  out  Assess- 
ment cards  when  making 
their  remittances.  It  would 
not  be  much  trouble  for  a 
member  to  write  on  that 
part  of  the  card  which  is  to  be 
retained  by  the  Secretary  the 
member's  full  name  and  ad- 
dress, to  state  the  amount 
he  is  remitting  and  whether 
the  remittance  is  by  check, 
money  order  or  cash.  This 
would  enable  the  Secretary 
to  immediately  mail  the  re- 
ceipt for  the  remittance  as  he 
would  have  the  data  on  the 
reversed  side  of  the  card  that 
would  enable  him  to  post  his 
cash  book  and  ledger.  With- 
out this  data,  the  Secretary 
must  wait  until  he  has  the 
opportunity  to  post  his  books 
before  mailing  the  receipt. 


Official  publication.   7,361.41 

Refund  to  Secretaries   398.98 

Council  supplies    302.93 

Furn.  &  Fixtures   735  05 

F.  J.  C.  Cox— Chief  Agt.  ..  125.00 

Advertising  &  Printing,   64  20 

State  Ins.  Dept.._   65.00 

Expense  Supr.  Counselor..  7.35 

Expense  Supr.  Council   725.05 

Federation  Mrmbership....  728.00 
Adv.-Retum  check  ac' t . . .  500.00 

$  21,426.78 

DISBURSEMENTS  WIDOWS'  AND  ORPHANS- 
FUND. 

To  beneficiaries   $  6,883.00 

Refunds  of  application   18.00 

S  6,901.00 
AMOUNT  IN  RESERVE  FUNDS. 

Cash  Death  Res.  Fund  S  1,099.01 

Cash,  Dis.  Res.  Fund  _   1,320.46 

Cash,  W.  &  O.  Reserve 

Fund,    13.15 

Bonds,  Dis.  Res.  Fund   666,900.00 

War  Savings  Stamps,  Dis- 
ability Res.  Fund   999.02 

War    Savings  Stamps, 

Death  Res.  Fund   997.74 


Bonds,  Death  Re».  Fund  ..  157,200.00 

Bonds,  Widows'  and  Or- 
phans' Res.  Fund    62,000.00 

Boid«,  Widows'  and  Or- 

pharm'...-   30,000.00 

Duttbility  Fund,  U.  8.  Se- 
curities...  100.000.00 

» 1, 020,529. 38 
OWNED  BY  W.  &  O.  FUND  RESERVE. 
(Donated.) 

First  LibeHy  I^an._  4      KX)  00 

Second  Liberty  I^oan   100  00 

Fourth  Liberty  Loan   100.00 

War.  Sav.  Certif 's   1 ,670.00 

U.S.  Treas.  Sav.  Certif 's ..  100.00 

$  2,120(X) 

Real    Estate,  Supreme 
Headq'rs,    acquired  ap- 
praised value   S  14,295.00 

INDEMNITY  DISBURSEMENTS. 

Death  and  Dis.  claims  paid  from  Jan- 
uary 1,  1922,  to  Aug.  1,  1922    488,.v65.99 

Total  DisburRcments  from  Death  and 
Disability  Funds  fronj  date  of  or- 
ganization to  Aug.  1,  1922   _  10,395,177.01 

WIDOWS'  AND  ORPHANS'  FUND  DISBURSE- 
MENTS. 

Total   Disbursements    from  Widows' 

and  Orphans'  Fund  to  Aug.  1,  1922.....J  960,303.93 

MEMBERSHIP. 

Number  of  applications  approved  from 

Jan.  1,  1922,  to  Aug  1,  1922._    7,073 

Total  membership,  July  1,  1922.   106,4.57 

DEATHS  OF  THE  MONTH. 

The  following  members  of  th<;  Order  were  re- 
ported to  the  Supreme  Secretary  during  the  month 
of  July,  1922,  as  having  passed  to  Eternal  City 
Council: 

J.  L.  Stephan,  member  of  ColumbuB  Council,  No. 

I,  Columbus,  Ohio. 

Frank  R.  Nekl,  member  of  Forest  City  Council 
No.  5,  Cleveland,  Ohio. 
W.  H.  James,  member  of  River  City  Council,  No. 

II,  Portsmouth,  Ohio. 

John  Mott,  Jr.,  member  of  Crescent  City  Council, 
No.  14,  Evansville,  Ind. 

E.  E.  Schirmer,  member  of  Parkersburg  Council, 
No.  35,  Parkersburg,  W.  Va. 

Thomas  J.  Lynch,  member  of  Boston  Council, 
No.  44,  Boston,  Mass. 

S.  E.  Murray,  member  of  Sedalia  Council,  No.  47, 
Sedalia,  Mo. 

F.  Brunner,  member  of  Milwaukee  Council,  No. 
54,  Milwaukee,  Wis. 

S.  L«nz,  member  of  Galveston  Council,  No.  60, 
Galveston,  Tex. 

T.  E.  Remy,  member  of  Dallas  Council,  No.  62, 
DaUas,  Tex. 

W.  H.  Brown,  member  of  Golden  Gate  Council, 
No.  80,  San  Francisco,  Calif. 

John  Shendan,  member  of  Seattle  Council,  No.  83, 
Seattle,  Wash. 

David  Meriwether,  Jr.,  member  of  Knoxville 
0)uncil,  No.  91,  Knoxville,  Tenn. 

J.  J.  Pierson,  member  of  Parsons  Council,  No.  96, 
Parsons,  Kans. 

C.  P.  Achoilkopf,  member  of  Mankato  Council,' 
No.  101,  Mankato,  Minn. 

C.  E.  Crowell,  member  of  Portland  Council,  No. 
103,  Portland,  Me. 

Nathan  Kose,  member  of  Vicksburg  Council,  No. 
105,  Vicksburg,  Miss. 

R.  W.  James,  member  of  Paris  Council,  No.  121, 
Paris,  Tex. 

Wm.  E.  Petrie,  member  of  Capital  City  Council, 
No.  126,  Madison,  Wis. 

L.  T.  Rattenbury,  member  of  Grand  Rapids 
Council,  No.  131,  Grand  Rapids,  Mich. 

Wm.  H.  Price,  member  of  Cadillac  Council,  No. 
143,  Detroit,  Mich. 

Paul  Miller,  member  of  Cedar  Rapids  Council, 
No.  161,  Cedar  Rapids,  Iowa. 

E.  H.  Carothers,  memoer  of  Tri-City  Council,  No. 
166,  Rock  Uland,  lU. 

Chas.  W.  Londar,  Chas.  C.  Jordan,  members  of 
Ottumwa,  Council,  No.  169,  Ottumwa,  Iowa. 

John  T.  Williams,  member  of  Waukesha  Council, 
No.  237,  Waukesha,  Wis. 

S.  R.  Oakersen,  member  of  Trenton  Council,  No. 
240,  Trenton,  N.  J. 

Chas.  R.  Dye,  member  of  Battle  Creek  Council, 
So.  253,  Battle  Creek,  Mich. 

Wm.  Swains,  member  of  Danville  Council,  No. 
372,  Danville,  111. 
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D.  C.  MoiitKoiiiury,  iiieiiiber  o(  Kremio  Council, 
No.  27.\  VTf»tno,  Calif. 

Jiut.  Colieii,  iiioniber  of  Sandiuiky  Council,  No. 
378,  Sunduaky,  Ohio. 

Joeei>h  C.  Forbeii,  member  of  Jacksonville  Council, 
No.  202,  Jacksonville.  Fla. 

Peter  C.  Clark,  member  of  Johnntown  Council. 
No.  303,  Johnstown,  I'a. 

J.  A.  Kniig,  member  of  IlarriiiburK  Council,  No 
3&S,  llarriaburK,  I'a. 

R.  T.  Wa.lell,  member  of  Ottawa  Council,  No. 
300,  Ottawa,  Kans. 

C.  I.  Moree,  member  of  Defiance  Council,  No.  407 
Defiance,  Ohio. 

Geo  F.  Newton,  meniber  of  San  Francisco  Council, 
No.  420,  San  Francisco,  Calif. 

G.  P.  McNeal,  member  of  Baton  Rouge  Council, 
No.  400,  Baton  Rouge,  La. 

J.  1{.  Flutt,  meniber  of  Spencer  Council,  No.  500, 
Spencer,  Iowa. 

J.  I).  Goble,  member  of  Jamestown  Council,  No. 
5i>t>,  Jamestown,  N.  Dak. 

C.  1*.  Kuhler,  member  of  Dixon  Council,  No.  558, 
Dixon,  111. 

Chaa.  F.  Pardy,  member  of  Nashua  Council,  No. 
S66,  Nashua,  N.  H. 

Wm.  Kyre,  member  of  Osceola  Council,  No.  572, 
Osceohi,  Iowa. 


'RULES  OF  BUSINESS.' 


Wanamaker        Republishes  Original 
Principles  in  His  Management. 

When  John  Wanamaker,  the  mer- 
chant prince  of  Philadelphia  and  New 
York,  started  in  the  department  store 
business  more  than  a  half  century 
ago  he  set  down  five  rules  for  the 
guidance  of  his  employes'.  These 
rules  he  republished  recently  in  one 
of  his  newspaper  advertisements,  un- 
changed.   They  are: 

"First.  That  the  price  of  each 
article  is  fixed  and  unchangeable. 

"Second.  That  the  visitors  are  not 
to  be  importuned  to  buy. 

"Third.  That  the  exact  truth  is  to 
be  told  in  answer  to  every  question. 

"Fourth.  That  any  defects  in  any 
fabric  or  article  must  be  pointed  out 
before  sale  to  save  returns. 

"Fifth.  That  purchasers  shall  be 
free  to  return  their  purchases,  if  in 
same  condition  as  sold,  and  not  simply 
for  exchange,  but  to  have  cash  re- 
turned or  charges  canceled." 


PALM   OIL   AND  PEANUTS. 


Essential    Ingredients   in   Making  Tin 
Plate;  No  Substitute  for  Them. 

Through  knowledge  of  its  uses  and 
the  fact  that  it  is  a  perennial  subject 
of  tariff  debate,  most  people  are  fa- 
miliar with  tin-plate,  but  few  know 
that  palm  oil  and  peanuts  are  essen- 
tial ingredients  to  its  manufacture. 

Before  the  black  steel  sheets  are 
dipped  into  the  molten  tin  which  forms 
the  thin  plate,  they  are  passed  through 
a  bath  of  palm  oil,  for  which  no  suc- 
cessful substitute  has  been  found  up 
to  this  time  in  preparing  plates  to  re- 
ceive the  tin. 

When  the  sheets  are  rolled  out  of 
the  tin  immersion,  they  are  cleaned 
by  being  dusted  with  a  powder  of 
finely  ground  peanut  shells,  much  as 
in  the  days  of  quill  pens  ink  was  dried 
by  dusting  with  fine  sand. 


"What  is  the  difference  between  firm- 
ness and  obstinacy?"  asked  a  young 
lady  of  her  fiance. 

_  ''Firmness,"  was  his  gallant  reply, 
IS  a  noble  characteristic  of  women' 
obstinacy  is  a  lamentable  defect  in 
.men.  ' — [McClary's  Wireless. 


Were  you  ever  offered 
a  grocery  store? 

Our  proposition  is  better  BECAUSE 

we  tell  you  how  you  can  go  into  tli(!  {grocery 
business  without  any  investment  in  store  or 
merchandi.se. 

We  have  eight  hundred 

successful,  prosperous  salesmen  who  sell  from 
samples  a  complete  line  of  highest  grade  groceries 
— Flour,  Sugar,  Canm^d  Goods,  Dried  Fruit, 
Coffee,  etc.,  as  well  as  Paint,  Roofing,  Aluminum 
Ware,  and  Automobile  Oils  and  Greases. 

There  is  a  big  demand 

and  heavy  daily  consumption  in  every  home  of 
our  staple,  nationally  known  goods. 

We  sell  quality  groceries 

that  bring  heavy  reorders  and  helj)  our  .sales- 
men to  make  good.  By  actual  exjierience  in  the 
field  we  know  what  the  salesmen  and  the;  cus- 
tomers want  and  bv  supplying  their  wants  FOR 
TWENTY  YEARS  we  have  built  up  the  biggest 
business  of  its  kind  in  the  country. 

No  selling  experience  necessary 

Any  honest  man  can  take  up  this  work  and  if 
he  is  energetic  he  will  build  up  a  steady,  perma- 
nent trade  that  will  assure  him  a  prosperous 
future.    For  full  particulars  addre.ss 

HITCHCOCK -HILL  COMPANY 

34-44  W.  KINZIE  ST.,  CHICAGO,  ILL. 

Reference:  Any  Bank  ar  Exprets  Company 
MEMBER  NATIONAL  ASSOCIATION  OF  AGENCY  CO.MPANIE3 


//  you  have  a  bit  of  news. 

Send  it  in; 
Or  a  joke  that  will  amuse. 

Send  it  in; 
A  story  thai  is  true. 
An  accident  thaVs  new. 
We  want  to  hear  from  you— 

Send  it  in. 
Never  mind  about  the  style. 
If  the  news  is  worth  the  while 
It  may  help  or  cause  a  smile, 

SEND  IT  IN! 


Not  a  "Used"  Baby. 

Mary's  and  Imogene's  fathers  were 
garage  men,  and  the  little  girls  over- 
heard much  "shop  talk." 

"We  have  a  new  brother  at  our 
house,"  Mary  announced  to  her  play- 
mate one  morning. 

"How  old  is  he,"  queried  Imogene. 

"Why,  he's  not  old  at  all,"  Mary 
answered  with*  evident  pride.  "He's 
never  been  used  at  all." — [Exchange. 


A  Double  Misfortune. 

Two  gentlemen  of  Hebrew  extrac- 
tion were  shipwrecked  and  for  two  days 
floated  about  on  a  life  raft. 

Near  the  end  of  the  second  day,  one 
of  them  cried,  "Ikey,  I  see  a  .sail." 

"Vat  good  does  that  do  us?"  replied 
Tkey.    "Ve  ain't  got  no  =ample.«." 


SHAW  vr\vi)\i!i)  iii  siN'i:s4  it  );)::-;     \  w.  ~iiv  v  <■  iai>\vv.  r,\ru;i:sT  pnni.rsni:it-;  of  litj.siVK^s  i.iTi:it\Ti:itK  in  iho  world 


The  famous  3-volume  pocket  manual — 

The  Knack 


Increase  your  sales — these 
three  handy  volumes 
will  help  you 


Mapping  out  the  canvaa 
—how  to  opDeal  l«  buyii 


How  aod  when  to  close 
-how  to  work  towards  the 

-effect  ft  quick  close 
-block  the  avenues  of  escape 


-bring  a  new  angle 
-apply  the  scientifi 
pie  of  closing 


the 


Managing  the  interview 

—how  lo  get  attention 


Getting  in  lo  s 
prospect 

—how  to  paca  the  outer  guard 
—  successfully  disregard  rules 


Finding  and  correcting 
-your  weak  points 


-forget  self 
-apply /  first^  i 

-be  a  good  "ra 
-develop  mas 


jiropos.  too 


A.  W.  Shaw  Company 

Cass,  Huron  and  Erie  Streets,  Chicago 

for  10  fall  days  Herbert 
of  Selling."    After  a  careful 
)  bandy  sales  manual.  I'll  send 
If  if  I  do  not  wiih  to  keep  it 
the  n'nder^tJndine  is  that  I  may  return  it.  at  your  e''I'«"»|j,.g.22 


.Send  on  for  my  /n 
Paiaon's  tliree-volurn 
ispection  if  1  decide  1 
S2.5(),  pay 


of  Selling 

By  HERBEKT  WATSON 

More  than  50,000  sete  of 'The  Knack  of 
Selling"  are  in  use  today.  Sales  man- 
agers who  direct  the  higgest  kind  of 
selling  organizations  use  it  in  training 
saleHmen.  Even  husiness-gelters  who  for 
years  have  estahlished  successful  records 
find  in  "The  Knack  of  Selling"  new, 
unthought  of  suggestions  for  increasing 
sales.    Examine  free. 


'tCam^T'"  price  tS.7S.  f  """.P"*"!*  Ji/if 

».iO  eo**  urft*  order.  AU  other  couiartee  s-.va.  caen  <™n  orie 


YOU  have  heard  of  Herbert 
Watson's  famous  three-volume 
"  Knack  of  Selling."  But  have 
you  seen  it  —  have  you  actually 
glanced  through  its  fascinating  pages 
of  methods,  ideas  and  suggestions 
to  see  how  they  will  help  you  to 
increase  your  selling  ability  and  to 
train  others  to  win  sales  that  before 
seemed  impossible? 

Years  of  selling  analyses  pressed 
into  three  handy  volumes 

"The  Knack  of  Selling"  is  the 
result  of  years  of  successful  sales 
analyses.  Herbert  Watson,  the  au- 
thor, not  only  has  spent  practically 
all  his  life  as  a  salesman  and  sales 
manager,  but  he  has  taken  scores  of 
men  who  have  never  sold  a  dollar's 
worth  of  goods  and  by  careful  coach- 
ing shaped  them  into  a  sales  organi- 
zation that  shattered  all  past  records 
and  established  new  sales  quotas. 
He  has  learned  the  actual  how. 

In  his  three-volume  sales  manual 
Mr.  Watson  begins  with  a  thorough 
discussion  of  the  sales  canvass.  He 
actually  shows  you  how  to  map  out 
a  selling  talk  to  fit  any  commodity, 
always  keeping  in  mind  the  five  mo- 
tives that  move  people  to  buy.  Then 
he  explains  the  secret  of  the  success- 
ful interview,  showing  what  the  sales- 
man should  do,  what  he  must  say  and 
how  he  should  act  to  hold  the  atten- 
tion of  his  prospect  and  manage  the 
trend  of  the  interview. 

The  knack  of  ''closing"  sales 

And  closing  sales — that  bug-bear 
of  many  an  ottierwise  good  salesman 
— is  stripped  of  its  mystery  by  this 
master  sales  executive.  When  the 
critical  .T^oment  arrives,  by  lollowing 


Mr.  Watson's  suggestion  it  becomes 
an  easier  matter  to  get  the  prospect's 
signature  on  the  dotted  line.  For,  in 
"The  Knack  of  Selling",  the  "close' 
and  how  to  lead  up  to  it,  is  explained 
so  logically,  so  clearly,  that  you  see 
instantly  how  lost  sales  can  be  re- 
claimed and  many  an  indifferent 
prospect  made  an  enthusiastic  pur- 
chaser— by  applying  certain  proved- 
out,  scientific  principles. 

But  Mr.  Watson  does  not  stop  here, 
By  a  unique  "score  card"  method  you  s 
how  to  ferret  out  weak  points  and  repla 
them  with  others  that  are  effective  sa! 
producers;  how  to  develop  a  personalit) 
that  assures  success  as  a  business-getter 
how  to  get  in  to  see  the  hard-to-get-at  pr 
pect;  how  to  arquire  the  art  of  "mixing.' 
.\\\  told,  practical  suggestions  and  idea 
that  have  helped  hundreds  of  others 
increase  sales  and  earnings. 

These  firms  and  scores   of  others  lik< 
them  use    "The  Knack   of  Selling" 
quantities:    The    Ford   Motor  Company 
The  Belting  Company,    Cleveland,  Mor 
gan  Sash  and  Door  Company,  Chicago 
Idaho    State    Life    Insurance  Company 
Boise,  The  Packard  Company,  Fort  Way 
The  Green  &   Green   Company,  Dayton 
Dal  ton  Adding  Machine  Company,  Pop 
lar  Bluff,  Mo.,  Addressograph  Company 
Chicago,  Jewel  Tea  Company,  St.  Louis 
The  American  Sales  Book  Company,  Elmii 
N.  Y.,  Diamond  Match  Company,  St.  Lou 
Hart,  Schaffner  &  Marx,  Chicago,  The  J. 
Case  Company. 


Mail  coupon 


Just  what  will  "The  Knack  of  Selling' 
do  for  you?  This  question  you  must  r 
swer  for  yourself.  And  th  s  you  may  do 
examining  the  three  volumes  at  your  took 
seller's;  or  if  you  %vish,  v.e  shall  be  glad  t 
send  them  to  you  for  a  10-day  free  exam 
nation.  Tbon  after  a  careful  inspection  < 
the  many  plans  and  methods  at  your  di; 
posal  in  this  remarkable  work,  if  you  dec  ir 
to  keep  it,  send  us  S2.50,  payment  in  f; 
But  if  you  do  not  wish  the  Series,  si-rp 
return  it  at  our  expense.  A  fair  and  liben 
offer,  vou'll  agree.  Mail  coupon  to  th 
A.  W.'Shaw  Company,  Cass,  Huron  an 
Erie  Str'-ttc,  Chicago. 
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With  the 


ASSESSMENT  No.  169 

(Fourth  for  1922) 

Dated  August  15,  1022. 
Expires  Scptombcr  14.  1922. 
Failure  to  pay  thin  aHseosnient  by  abnve 
named  date  aa  well  an  all  Council  dues, 
(orfeitD  your  claim  for  Indemnity. 

IN  ORDER  TO  FILE  A  VALID 
CLAIM,  notice  of  tlie  accident  muat  be 
Bent  to  Walter  D.  Mun)hy,  Suiiretne 
Secretary,  Columbus,  Ohio,  WITHIN 
20  DAYS. 


Arkansas  Jurisdiction. 

Below  19  a  list  of  members  that  have  written  appli- 
cations since  our  Grand  Council  meeting  in  May  and 
the  number  of  applications  each  has  written. 

Of  course  I  am  expecting  more  applications  as 
toon  as  fall  comes. 

From  the  way  the  list  looks  now  Brother  Weldon 
and  Brother  Drake  will  wear  the  watches,  and  Broth- 
er Dritt  the  ring.  The  list  follows:  C.  L.  Drake,  9 
C.  E.  Weldon,  7;  D.  E.  Shapard,  3;  W  O.  Dritt,  2 
George  Bcbee,  1;  S.  Cotton,  1:  Emile  Dryfoos,  1 
Jim  Jordan,  1;  H.  L.  Monroe,  1;  C.  R  Vance,  I;  F. 
J.  Dunnnway,  1;  C.  W.  Shillalo.  1;  N  T  Dockery, 
J.  A.  Chambers,  1;  W.  W.  Harding,  1;  H.  N.  Peek, 
I;  N.  L.  Payne,  1. 

Let's  go  some  more,  and  get  another  representative 
to  the  Supreme  Council  meeting  next  vear. 

DAVID  SHAPARD. 

Grand  Counselor. 


NIA 


San  Francisco. — Every  U.  C.  T.  in  California 
wears  a  smile.  After  twenty  years  battling  we  have 
Unded  a  winner  in  the  Supreme  Council,  our  peerless 
leader,  Samuel  T.  Breyer. 

We  feel  mighty  proud  of  cur  Supreme  Sentinel 
and  California  intends  to  show  the  Order  our  appre- 
ciation of  the  honor  given  our  Golden  State,  and  we 
expect  to  show  a  substantial  increase  throughout 
the  West. 

They  say  the  only  time  our  Secretary  had  a  chance 
to  say  anything  was  when  he  seconded  the  nomina- 
tion of  the  greatest  editor  in  the  country,  Charles 
H.  Smith,  editor  of  The  Sample  Case,  who  was 
elected.  Barney  thinks  a  great  deal  of  Smith  and  is 
•  boosting  him  and  our  paper,  which  is  the  best 


Elmej  Winter,  of  Wilbur  Smith's  staff  of  wonder 
lalesmen,  has  brought  in  twelve  applications  since  he 
became  a  member,  five  months  ago.  He  can  sell 
tJ.  p.  T  'ism  just  as  easy  as  Fords  and  from  the  way 
he  is  bringing  them  in  he  will  be  hard  to  beat. 

Our  Entertainment  Committee,  under  the  leader- 
ship of  Charles  Constantine  and  Wallie  Pierson, 
prepared  a  wonderfid  banquet  for  our  returning 
heroes — Sam  Breyer  and  our  Secretary  and  it  was 
•  real  lovefeast.  The  main  hall  of  the  K.  C  building 
w«e  filled  and  Harry  Marquard  sent  down  his  wonder- 
ful dancing  Girls'  Revue.  Eddie  Niderost's  U.  C.  T 
Orchestra  furnished  the  music  and  they  can  play, 
nd  each  one  of  them  is  a  member  of  No.  80 

A  movement  is  on  foot  to  consolidate  San  Fran- 
eiico  Council,  No,  429,  and  Golden  Gate  Council, 
Ko.  80.  From  all  reports  it  is  going  through,  so  that 
means  the  beginning  ef  the  2,000  drive. 

Pince  our  last  article  we  have  lost  two  of  our  most 
^     vfd  brothers,  Walter  Hunter  Brown,  who  was 


al80  Secretary  of  the  Sun  Francihco  coiiiiiicrciul 
travelers,  and  our  dear  brother  Harry  Kaiipar,  who 
waa  one  of  the  most  valuable  members  of  our  Ex- 
ecutive Committee.    Both  will  be  sadly  missed. 

The  early  part  of  last  year  Sidney  Rosenthal  took 
out  a  withdrawal  card  intending  to  be  reinstated 
very  soon.  In  the  meantime  a  street  car  hit  his  auto 
and  from  all  reports  he  will  \x  on  the  injured  list 
for  two  years,  at  least.  Too  bad  he  didn't  stay  with 
the  Order  as  he  has  no  insurance. 

Ae  San  Francisco  has  decided  to  hold  their  Portola 
celebration  next  year  the  traveling  men  have  decided 
to  take  part.  With  the  memory  of  the  last  one  in 
mind,  we  are  sure  that  the  U.  C.  T.  will  have  a  big 
showing  in  the  annual  parade  thot  takes  place. 

Wallie  Pierson,  our  Gossip  Editor,  was  going  to 
resign,  but  after  the  Council  voted  him  a  raise,  and 
insisted  that  he  stay,  Wallie  decided  to  stick. 

Don't  forget,  boys;  get  a  subscription  to  the 
Sample  Case.  It  is  your  roaguzine.  Every  dollar 
it  earns  means  that  much  more  i  your  pocket. 
Thmk  it  over. 

Don't  forget  to  hove  that  friend  of  yours  that  used 
to  belong,  get  reinstated:  that  will  help  towards  that 
2,000  membership.    We  must  put  it  over. 

On  account  of  the  fact  that  U.  C.  T.  night  was  the 
biggest  night  at  the  California  Industries  Exposition 
last  year,  the  Exposition  Committee  has  requested 
that  the  boys  get  ready  to  put  over  another  night 
like  it  at  the  coming  show  in  October. 

So  many  of  our  past  officers  and  visiting  brothers 
attend  our  meetings  that  we  have  added  a  special 
row  of  seats  around  the  Senior  Counselor's  station. 
Grand  Counselor  Underbill  of  Oklahoma  attended 
our  last  meeting.  That's  what  we  like  when  one  of 
our  eastern  brethren  is  in  our  city.  Come  up  and 
visit  with  us  and  if  in  .San  Francisco  on  a  Tuesday 
drop  in  to  Mar<iuard'8  Cafe,  Geary  and  Mason 
Streets,  where  we  hoi  our  luncheons.  You  will  have 
a  good  time  and  a  wonderful  lunch. 

Don't  forget  that  we  meet  in  K.  of  C.  Building 
l.W  Golden  Gate  Avenvie,  near  Market  Street,  the 
first  and  third  Fridays  of  each  month.  Welcome! 

At  the  July  meeting  of  the  S.  F.  C.  T.  A.  the  follow- 
ing officers  were  elected:  President,  Wilbur  Smith; 
Vice  President,  Ed  Hansen;  Treasurer,  John  Catter- 
mole;  Financial  Secretary,  Glenn  W.  Maynard: 
Recording  Secretary,  J.  H.  Prentiss;  Executive  Com- 
mittee, Gus  Schino,  W.  R.  Charlton,  Leon  E.  Mun- 
ier,  Louis  F.  Schieffer,  A.  Vorg;  Sergeant-at-Arms 
Wm.  H.  Sharp;  Ad\-isory  Board,  Wm.  J.  Gdman, 
B.  Hirschberg.  J  D.  Wade.  Jos.  E.  BarricUo;  Or- 
ganist, Nic  Marisch;  Examining  Physician,  Hugo 
A.  Wahl 

The  officers  of  the  association  are  mcml  era  of 
Council  No.  80. 

It  is  one  of  the  liveliest  associations  in  America; 
dues  are  $9  00  per  year;  it  pays  $100  00  for  burial, 
also  has  a  special  Burial  Fund  giving  an  additional 
$75  00,  in  ease  of  death  The  headquarters  are  in 
Pacific  Building  for  all  menibers  to  use,  and  is  on« 
of  the  leading  civic  associations. — (Optimist.) 

San  Francisco. — Regular  meeting  of  San  Fran- 
cisco Council.  No.  429.  was  held  July  28,  at  Golden 
Gate  Commandery  Hall 

An  invitation  had  been  extended  to  Golden  Gate 
Council,  No.  80,  to  attend  this  meeting,  as  the  prin- 
cipal business  to  be  taken  up  was  the  matter  of  amal- 
gamating San  Francisco  Council,  No.  429,  with 
Golden  Gate  Council,  No.  SO. 

Among  the  prominent  members  of  the  Order 
present  were  Samuel  T.  Breyer,  Supreme  Sentinel; 
J.  H.  Brm.  Grand  Counselor  of  California;  Wm. 
Underbill,  Grand  Counselor  of  Oklahoma;  Past 
Grand  Counselors  Meyer  T.  Lewis  and  Barney 
Hirschberg  of  California;  Milt  Lima,  member  of 
Grand  Executive  Committee  of  California,  and 
\-isitors  from  Golden  Gate  and  Oakland  Councils. 

The  matter  of  amalgamating  San  Francisco  and 
Golden  Gate  Councils  being  taken  up,  the  matter 
was  discussed  by  Grand  Counselor  Brill  and  Supreme 
Sentinel  Breyer,  both  of  whom  had  different  views 
regarding  the  method  of  procedure.  It  was  finally 
decided  to  lay  the  matter  over  until  the  next  regular 
meeting  of  San  Francisco  Council,  prior  to  which 


time  all  members  of  the  Council  will  be  advised  by 
special  notice  of  the  intention  of  .San  Francisco  Couri'- 
cil  to  malgamate  with  Golden  Gate  Council. 

The  Senior  Counselor  appointed  a  committee  of 
six  to  meet  a  like  committee  of  six  from  Golden  Gate 
Council  in  the  interim  to  arrange  all  deuils  for  the 
proposed  action. 

Under  good  of  the  Order,  members  present  listened 
to  well  chosen  remarks  by  Supreme  Sentinel  Breyer 
Grand  Counselor  Unilerhill  of  Oklahoma,  and  Grand 
Counselor  Brill  of  California,  and  other  prominent 
members. 

After  listening  to  the  Supreme  Sentinel  at  any 
time,  anywhere,  one  must  admit  that  when  Brother 
Breyer  ascends  the  .Supreme  Counselor's  chair,  Cali- 
fiirnia  can  well  be  proud  of  her  native  son,  and  the 
(Jrdcr  will  have  as  its  highest  officer  a  man  of  whom 
we  all  can  be  proud. — (W.  G.) 

Oalcland. — Meetings  through  July  have  been 
unusually  well  attended,  in  spite  of  the  fact  that  a 
great  many  brothers  are  away  on  vacations.  The 
last  meeting  in  July  was  made  short  and  snappy,  as 
a  great  many  of  the  brothers  wanted  to  pay  a  surprise 
visit  to  our  good  neighboring  Golden  Gate  Council. 
They  went  over  to  ask  that  the  brothers  of  Golden 
Gate  Council  pay  us  a  visit  and  hold  a  joint  meeting, 
the  first  meeting  night  in  August. 

This  summer  the  brothers  have  gotten  together 
in  family  picnics  more  than  ever  before.  Another  one 
of  these  was  held  on  July  2.1,  near  Joaquin  Miller's 
place.  Brother  Danielson  furnished  s  great  deal  of 
"Folger's  Best"  and  he  also  did  the  honors  as  chief 
cook.  These  picnics  are  one  of  the  best  ways  for 
the  brothers  and  their  families  to  get  together  and 
have  a  real  good  time. 

A  boat  ride  party  to  Sacramento  is  being  talked 
of.  It  is  planned  to  go  on  a  Friday  night  and  come 
Saturday  night. 

The  joint  picnic  of  all  of  the  Councils  of  Northern 
California,  to  be  held  at  Boyce  Springs,  is  another 
event  that  is  being  kept  in  mind.  Last  year  Oakland 
had  all  the  honors  for  attendance,  and  this  year  the 
delegates  from  No.  394  will  be  even  larger  than  ever. 
Arrangements  have  been  made  with  the  management 
of  Boyce  Springs  to  make  a  nominal  charge  of  $4.00. 
which  will  entitle  each  one  to  three  meals  and  room. 

If  you  brothers,  who  are  on  the  road  most  of  the 
time,  will  wear  the  button  where  it  can  be  seen,  and 
also  put  a  U  C.  T.  emblem  on  your  car,  you  will 
notice  a  big  difference  in  the  sen-ice  you  get  at  hotels 
and  garages.  All  first-class  establishments  want 
your  business  and  are  making  special  rates  to  the 
boys  whenever  they  are  assured  that  they  belong  to 
the  United  Commercial  Travelers. 

One  of  the  good  deeds  you  can  do  for  your  pro- 
fession as  a  salesman  is  to  always  carry  an  applica- 
tion with  you  and  sigti  up  any  traveling  man  who 
doesn't  belong.  Vou  appreciated  it  at  the  time  when 
someone  got  your  name  on  an  application,  now  is 
•he  time  to  try  to  do  the  same  good  for  some  other 
prospective  brother.  Once  a  man  is  a  member,  he 
will  always  thank  you  for  telling  him  of  the  good 
that  is  being  done  by  the  U.  C.  T. 

The  Ladies'  Sewing  Club  continued  their  activities 
of  sewing  for  the  orphans  early  in  August.  This  is 
a  splendid  work  the  wives  are  carrying  on. — (A.  E.  B.) 

Los  Angeles. — At  the  regular  meeting  held  by 
Angel  City  Council,  No.  524,  which  was  postponed 
from  the  first  Saturday  in  the  month  to  July  8,  all 
the  officers  filled  their  chairs. 

At  the  adjourned  meeting  of  June,  which  was  held 
at  Catalina,  imdcr  the  auspices  of  Los  Angeles  Coun- 
cil, No.  682.  we  initiated  three  candidates. 

The  principal  business  transacted  at  our  July 
meeting  was  the  subject  of  consolidation  with  Los 
Angeles  Council.  A  number  of  members  responded 
to  the  call  of  this  matter,  it  being  brought  up  to  the 
Council  for  a  vote.  The  vote  showed  that  the  ma- 
jority were  for  consolidation  and  it  was  so  ordered. 

We  were  pleased  to  have  three  members  with  us 
who  came  in  from  Monrovia,  an  hour's  ride  by  auto. 
They  are  Councilors  J.  W.  Graham,  L.  T.  WriteJ 
and  F.  E.  UUey. 

The  Council  also  rejoiced  in  the  annotmcement 
being  made  that  Past  Grand  Counselor  Sam  T. 
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Breyor  of  GoUlon  Gate  Coiiiicil.  No.  80,  was  cltclcd 
on  tho  first  ballot  to  the  office  of  Suprnme  Sentinel. 
A  standing  vote  was  taken  in  appreciation  of  the 
honor  bestowed  upon  I'liHt  Grand  Councilor  Sam  T. 
Breycr  and  a  telegram  of  congratulation  was  ordered 
to  bo  sent  him.  All  members  of  this  jurisdiclion 
feel  proud  of  tho  honor,  not  alono  bestowed  upon 
Sam  T.  rtreycr  but  upon  this  jurisdiction. 

Now  it  is  up  to  this  jurisdiction  to  back  our  Su- 
preme Sentinel  and  make  it  one  of  tho  best  in  this, 
our  glorious  country. — (App.) 
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Raleigh,  N.'C. — Saturday  evening,  June  17,  Sir 
Walter  Council,  No.  474,  held  its  first  Social  and 
Ladies'  Night.  Under  Chairman  Brother  "Joe"  The- 
beandt's  londcrship  the  "boya"  all  "hopped  in"  and 
put  things  over  in  fine  style.  About  fifty  memhws 
and  visiting  brothers,  with  their  wives,  mothers  and 
sisters,  partook  of  a  bountiful  feast.  We  had  as 
special  guests  the  Rev.  W.  W.  Peele  of  Edenton 
Street  Methodist  Church  and  Joseph  G.  Brown, 
President  of  the  Citizens  National  Bank.  Rev. 
M'.  Peele  gave  us  a  splendid  talk  on  '  'The  Duties 
of  Life,"  and  Mr.  Brown  entertained  with  many 
witty  stories. 

And  the  Ladicsl  Never  has  there  been  in  Raleigh 
such  a  gathering  of  feminine  beauty. 

Brother  "Art"  Cooper  acted  as  toaetmaster  and 
kept  things  rolling  in  good  shape.  Brother  Frank 
Crawley  was  much  in  evidence  with  his  new  silk 
pongee  suit.  Brothers  Green,  Dillon,  Paylor,  Wads- 
worth,  Johnson,  Rogers,  Davis,  Poindexter,  Kim- 
brough  and  Ruffin  looked  after  the  ladies  and  saw 
to  it  that  everybody  had  enough  to  eat  and  drink. 
The  Johnson  orchestra  furnished  music  and  the  sing- 
ing of  Miss  Johnson  was  delightful.  Brother  "Joe" 
Pointer  passed  cigars  and  Brother  Paylor  furnished 
cigarettes.  Short  speeches  were  made  by  Brother 
Graham  of  Greenville  Couniil  and  Brother  Tuttle 
of  Old  Dominion  Council. 

Everyone  had  a  good  time  and  plenty  to  eat. 

The  ladies  decided  to  form  a  Ladies'  Auxiliary  and 
have  elected  Mrs.  W.  R.  Boyle,  Chairman,  Mrs.  A. 
S.  Cooper,  Secretary,  and  Mrs.  F.  E.  Crawley,  Treas- 
urer. 

Hotel  cards  have  been  distributed  among  the 
hotels,  cafes  and  cigar  stores  and  any  brother  visiting 
Raleigh  will  have  no  trouble  in  finding  out  where  and 
when  we  meet. 

Sir  Walter  Council  was  signally  honored  at  the 
Grand  Council  meeting  at  Spartansburg,  in  having 
its  representative,  Past  Counselor  Boyle,  elected 
Grand  Sentinel.  Two  cups  were  offered  at  the  Grand 
Council  meeting  for  increased  membership  and  Sir 
Walter  Council  is  going  after  both  of  them. 

Let's  make  it  250  before  March,  1923.  We  can 
do  it  if  we  all  put  our  shoulders  to  the  wheel. — (El- 
yob.) 


COLORADO 


Colorado  Springs,  Colo. — Colorado  Springs  Coun- 
cil, No.  544,  opened  July  15  at  Almo  with  a  large 
ttendance,  and  all  officers  present. 

A  visiting  brother,  W.  H.  Head,  of  Fort  Worth, 
Texas,  gave  a  long  talk  for  the  good  of  the  Order. 

Summer  and  the  month  of  August  being  a  busy 
month,  we  postponed  the  regular  meeting  for  Augtist 
until  September,  the  third  Saturday. 

Council  then  closed  in  due  form  until  September. 
Rememb  er  we're  all  going  to  be  there  and  start  the 
fall  wilh  a  boom  and  make  the  new  officers  of  the 
Grand  and  Supreme  Councils  know  that  Colorado 
"•pr  ligs  Council,  No.  544,  is  alive.— (R.  D.  W.) 
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are  sold  to  the 
laiety  because,  un- 
like many  other 
agencies  of  the  heal- 
ing art  they  cannot 
harm  the  patient. 
They  are  so  simple 
to  use  80  under- 
standable, that  the 
use  of  tens  of  thou- 
sands of  them  has 
proved  safe  in  the 
hands  of  the  public 
— and  their  success 
has  been  such  as  to 
gain  the  heartiest 
commendation  from 
men  of  highest 
inen  ce  in 
health  circles. 


■Some  men  of  seventy  are  younger  in  activity  than  other  men 
of  forty.  A  common  cause,  perhaps  the  most  common  cause, 
of  loss  of  strength  and  vitality  in  men  past  forty  (and  some 
of  younger  years)  is  PROSTATE  GLAND  DISORDER.  Men 
whose  lives  have  been  the  heartiest  and  most  vigorous  are  not 
exempt  from  the  attacks  of  this  common  and  serious  irregularity. 
Our  plainly  written  interesting,  educational 

Free  Book 

"WHY  MANY  MEN  ARE  OLD  AT  FORTY" 

may  bring  a  message  of  priceless  value  to  you.  It  will  tell  you 
much  you  wish  to  know  about  the  prostate  gland  and  its  func- 
tions—and how  a  disorder  here  may  cause  sciatica,  backache, 
painful  and  tender  feet,  disturbed  slumber  and  other  painful 
disturbances.  It  will  tell  you  of  a  new  and  harmless  method  of 
drugless  home  treatment  that  has  been  used  Buccessfully  by 
thousands  of  men  in  alleviating  these  troubles — a  method  that  is 
being  endorsed  by  prominent  Physicians,  Physical  Culturists, 
Chiropractors,  Osteopaths  and  other  leading  health  authorities. 
The  book  will  be  sent  free,  without  obligation,  upon  receipt  of 
your  simple  request. 

Address 

The  Electro  Thermal  Company 


4113  Main  Street 


Steubenville,  Ohio 
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Jacksonville,  Fla. — That  was  some  share  ticket- 
selling  campaign,  which  Jackson,  No.  392,  staged 
•ecently  and  was  it  a  success?  It  wasn't  anything 
else. 

'  The  usual  old  stand-bys  are  the  boys  who  put  the 
proposition  over  and  they  put  it  over  big  too. 
"iMore  than  six  thousand  dollars'  worth  of  tickets 
were  sold  and''they  were  -cattered  from  New  York 


City  to  Miami,  Fla..  and  from  the  Atlantic  ocean 
to  Memphis,  Tenn.  ,     ,.  4 

Our  good  brother,  J.  M.  Reeves,  who  hvee  at 
Memphis,  which  is  nearly  a  thousand  miles  from 
JacksonviUe,  sold  about  $50.00  worth  in  his  home 

'°  L°B.  McWilliams  ran  first  in  the  selUng  campaign, 
with  about  $700  worth.  .  ,     ,     .  .co- 

Frank  C.  Curran  came  second,  with  about  »b^o. 
Billie  Reeves  was  third,  with  about  $500. 

Many  of  our  brothers  sold  from  $125  up  to  $200 
and  still  others  sold  from  $125  on  down  to  $1-00. 

AU  deserve  credit  for  putting  the  share-seUing 
campaign  over.  „  „ 

Hats  off  to  Harry  C.  Bukner  from  Fort  Wayne 
Council  and  Geo.  M.  MacDonough,  the  efficient 
Secretary  to  "Jax"  Council. 

Bukner  was  our  campaign  manager  and  much 
credit  is  due  him  and  Brother  MacDonough  for  their 
untiring  efforts,  which  they  put  into  the  campaign. 

Old  "Jax"  Council  has  the  name  of  doing  big 
things,  the  bigger  the  better  for  this  good  Council. 

The  Council  extends  thanks  to  all  who  put  their 
shoulders  to  the  wheel. 

Never  pronounce  a  big  proposition  a  rank  failure 
until  you  see  what  the  Little  Red  Hens  will  do. 
—(Billie.) 

Columbus,  Ga.— At  a  most  enthusiastic  meeting, 
August  4,  Columbus  Council  Jaunched  a  renewal  of 
activity  campaign,  which  wiU  bring  big  returns  in 
membership,  and  vast  good  to  men  not  now  in  the 
Order,  but  who  will  be  later. 

Among  other  matters  of  a  business  nature  the 
resignation  of  former  Secretary  M.  L.  Duskin  was 
received  and  accepted;  and  S.  L.  Ditto  vas  elected  to 
succeed  him. 

Always  awake  to  anything  looking  to  the  further 
boosting  of  Columbus.  Deputy  Grand  Counselor 
L  A.  Zacharias  appointed  Arthur  Boys  to  be  a  mem- 
ber of  a  committee  composed  of  one  member  from 
aU  of  the  other  civic  organizations  of  the  city  who 
would  undertake  to  get  this  city  in  either  the  South- 
ern or  the  South  Atlantic  ball  league, 
pr Columbus  Council,  No.  287,  has  just  passed 
through  a  most  progressive  year,  during  which 
time  they  won  the  silk  flag  offered  by  the  Grand 
Secretary  to  the  Council  making  the  greatest  per- 
centage in  membership.    This  CouncU  WM  repre- 


sented in  the  Grand  Council  by  Past  Senior  Coun 
selor  W.  C.  Thornton,  who  brought  back  with  bio 
the  flag  which  is  now  flying  in  triumph  over  th« 
Secretary's  desk. 

With  a  rising  vote  of  thanks  to  retiring  Secretar 
M.  L.  Duskin  the  Council  was  closed. 

The  new  Secretary  was  instructed  to  get  out 
letter  to  all  members  asking  them  to  inject  a  renew* 
of  activity  in  their  efforts  towards  the  Council  an 
it  is  expected  that  the  next  meeting  will  show 
larger  attendance. 


Grand  Counselor's  Appeal. 

To  the  Officers  and  Members  of  Subordinate  < 

of  lUinois,  U.  C.  T.,  Greetings: 

Feeling  this  will  be  a  banner  year  for  the  Couna 
of  Illinois  in  the  way  of  writing  and  initiating  ne 
candidates,  and  the  Grand  Council  wanting  to  i 
something  to  show  their  appreciation  of  the  got 
work  you  will  do,  we  offer  you  the  following  prin 

First. — To  each  Councilor  writing  five  new  apfi 
cations,  and  same  are  initiated  during  the  y« 
beginning  April  1.  1922,  and  ending  March  31.  192 
will  be  given  a  certificate  of  honor  signed  by  il 
officers  of  the  Grand  Council. 

Second. — To  one  member  of  each  Council  wiitb 
the  largest  number  of  new  applications,  and  samea 
initiated  during  the  year  ending  March  31.  wiH  1 
given,  in  addition  to  the  certificate  of  honor,  a  fi» 
dollar  gold  piece,  but  he  must  write  at  least  five  at 
applications  to  qualify. 

Third.— Besides  the  above  there  are  four  ptl 
prizes  to  be  given,  viz:  To  the  brother  writing  H 
largest  number  of  new  applications  and  the  mm 
initiated  during  the  same  period  of  time  as  abff 
wUl  be  given  a  prize  of  $20.00  in  gold;  to  the  seoBI 
largest  number.  $15.00  in  gold;  to  the  third  largl 
number,  $10.00  in  gold;  to  the  fourth  largest  numia 
$5.00  in  gold. 

A  special  roll  of  honor  will  be  displayed  at  0 
Grand  Council  meeting  at  Alton.  111. 

In  addition  to  the  above  Brothers  O.  G.  MiBar 
Capitol  Council,  offers  as  a  prize  one  travelinc  »• 
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tad  Supreme  Junior  Couiwclor  W  J.  Sullivan,  ..I 
Vorth  Weetem  Council,  a,  Cila<lBU.ne  bag.  on  the 
(ollowiog  oonteat: 

To  the  member  writing  the  most  new  Applications 
ind  tlie  aame  initiated  during  the  period  of  time  an 
ibove.  will  be  given  choice  of  either  the  traveling 
JM  or  Gladstone,  and  the  second  largest  number  the 
ither  price. 

All  priies  are  for  new  applications  only.  You 
fi«ve  the  privilege  of  writing  applications  for  any 
Oouncil  in  the  state  other  than  your  own,  and  will 
••oeive  credit  for  same. 

I  hope  many  will  receive  a  reward.    Wiahing  you 
•Usuccees,  I  araj        BERT  McTAGGART, 
Grand  Counselor. 

P»orl«i— Parker  P.  Lewis  and  family  have  re- 
.urned  from  his  northern  trip.  They  had  a  delight- 
ul  trip.  He  shows  several  pictures  of  large  catches 
)f  fish,  which  he  says  he  caught. 

About  thirty-five  members  of  Peoria  Council,  No. 
112,  went  to  Rook  Island  July  22  to  attend  the 
innual  picnic  of  Tri-City  Council,  No.  166.  They 
ttok  their  baseball  team  with  them.  The  ball  game 
Mtween  the  two  Councils  was  one  of  the  main  fca- 
of  the  afternoon.  It  was  a  great  game,  Peoria 
»nining,  9  to  4.  Grand  Sentinel  Tom  W.  Endslcy 
the  game.  Peoria  members  report  a 
jdendid  time. 

J.  A.  McClanahan,  a  member  of  Peoria  Council, 
«B.  112,  who  represonU  the  Weyerhauscr  Sales 
-lompany  in  the  Peoria  territory,  recently  returned 
rom  a  tour  of  the  Northwcst.whcre  he,  with  several 
ithers  of  the  company's  sales  force,  has  been  in- 
p«oting  the  lumber  camps  and  property  of  the 
Veyerhauscr  Company.  "Mao"  is  known  as  one 
I  the  best  lumber  salesmen  on  the  road.;^<<^  , 
Prank  Large,  a  member  of  Peoria  Council.  No. 
12,  who  travels  for  the  Belton  Candy  Company,  of 
Hnville,  started  on  a  two  weeks'  vacation  August 
going  to  the  Northern  Wisconsin  Lakes. 
Richard  Ward,  Senior  Counselor  of  Bloomington 
Jounoil,  No.  214,  was  a  visitor  in  Peoria  during  the 
•■t  month.  He  reports  the  members  of  his  Council 
I  working  hard  to  show  an  increase  in  membership 
unng  the  current  year.  Bloomington  has  a  live 
of  workers.  • 
I^The  Knighu  of  the  Grip"  page  in  the  Peoria 
^»y  Star  is  becoming  very  popular,  not  only 
the  home  folks  but  we  are  requested  every 
to  mail  copies  to  some  brother  in  another  city, 
pace  is  taken  care  of  by  the  Press  Committee 
Council,  No.  112.— (A.  B.) 

uinoy  Council.  No.  93,  is  pl.inning 
»  Booster  meeting  in  November  and  a  lot  of 
Ug  U.  C.  T.'s  will  be  here,  including  Supreme 
il^selor  Rosser,  Illinois  Grand  Counselor,  Illinois 
ip«id  SeoreUry,  and  at  least  two  Past  Grand 
<#lselor8  from  Illinois. 

Wt  have  not  heard  from  Missouri  or  Iowa,  but 
always  come  forward  and  help  us  make  our 
Sgal  Booster  meeting  a  grand  success. 

We  had  a  picnic  at  South  Park  June  17.  Not  a 
wy  large  crowd  was  present,  but  the  quality  was 
lere.  We  had  eats,  drinks,  and  amusements 
)lenty.  The  picnic  was  under  the  direction  of 
arry  11.  Slooum. 

Ed  Poresey  has  been  elected  to  the  Grand  Exec- 
ive  Board.    They  know  good  men  and  they  get 


We  are  sorry  to  write  of  the  passing  of  Brother 
J.  Mclntyre,  who  was  sick  only  about  five  days. 
Jick"  is  gone,  but  not  forgotten. 
Past  Counselor  W.  J.  Smyth  is  in  sorrow  over  the 
issmg  of  his  only  daughter.  She  was  just  coming 
to  womanhood  and  was  a  charming  girl.  A 
oper  resolution  in  each  case  was  mailed  to  the 
reaved  family. 

C.  A.  Lewers  has  been  transferred  to  Kansas 
ty.  with  the  Standard  Oil  Co. 
Don't  forget  the  big  Booster  meeting  in  November. 
Past  Grand  Counselor  M.  E.  Dorsey  acted  as 
«retary  at  our  July  meeting  because  the  old 
Kular  was  in  Iowa  to  visit  a  sick  brother. 
W.  E.  (Walter)  told  us  at  our  July  meeting  a  lot 
out  the  Supreme  Council  meeting  and  he  was 
wy  to  bet  from  now  on  it  would  be  a  love  feast 
each  Supreme  Council  meeting.— (H.  C.) 
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WANTED 

106,384  U.  C.  T. 
Salesmen 

To  carry  The  Sample  Case 
as  a  side  line.  The  greatest 
commercial  travelers'  maga- 
zine in  the  world.  Should  be 
read  by  every  man  who  sells 
at  wholesale. 

In  order  to  double  its  circu- 
lation as  quickly  as  possible, 
it  is  requested  that  every  U. 
C.  T.  will  make  an  effort  to  sell 
as  many  subscriptions  as  he 
can. 

Highest  commission  paid  by 
any  sideline.  Ask  your  Secre- 
tary— but  let  "Get  a  Sub- 
scriber" be  your  pass  word 
for  every  week  during  the 
remainder  of  this  year. 

Only  $1.00  a  Year 

for  the  only  magazine  of  its 
kind  in  all  the  wide  world 


O^ENTUCKT-VIRGINlAj 
WEST  VIRGINIA  MARYLAND 
DISTRICT  of  COLUMBIA 


Indianapolis— Brother  Theodore  Weinshank, 
0  recently -returned  from  a  trip  through  Russia 
a  search  of  his  brothers,  gave  us^a  talk  on  the 
vnomic  and  sooia  i  affairs"7of  that\country,  after 
•  July  19  meeting.  Being  first  hand  knowledge, 
«8  very  instructive  and  authoritative.  Brother 


Weinshank  spent  three  months  there  and  through 
his  engineering  acquaintance  connections  was  able 
to  see  and  learn  much  not  avaiUble  to  the  ordinary 
traveler,  and  had  much  of  interest  to  relate. 

Carlos  B.  Trotter,  representing  the  H.  4  S.  Electric 
Company  in  West  Virginia  territory,  was  initiated 
this  month. 

AllisterC.  fltpwart  ha.s  been  rpinslatpfl  — (C.  B  H.) 

Pittsburg — Fred  O.  Long,  one  of  the  prominent 
commercial  travelers  of  this  city  died  quite  suddenly. 
July  24.  from  apoplexy.  The  U.  C.  T.  attended  the 
funeral,  which  was  held  under  the  auspices  of  the 
Masons.  Brother  Long  was  56  years  old.  He  was 
born  in  Clayton,  111.,  and  spent  the  early  years  of 
his  life  in  the  East,  coming  in  1900  to  Kansas  City 
and  two  years  later  to  Pittsburg.  He  was  a  repre- 
sentative of  the  Fletcher  Candy  Company  of  Kansas. 

He  was  a  member  of  the  Christian  church.  Masonic 
Order,  the  Shrine,  A.  O.  U.  W.,  the  Elks,  the  Pitts- 
burg Country  Club  and  the  United  Commercial 
Travelers.  Several  years  ago  Mr.  Long  served  as 
Grand  Treasurer  of  the  U.  C.  T.,  the  jurisdiction 
comprising  Kansas  and  Oklahoma.  He  was  several 
times  a  delegate  to  the  Supreme  Council  of  the 
Order. 

The  widow,  Mrs.  Amanda  Long,  one  brother, 
W.  O.  Long  of  Lamar,  Colo.,  and  one  si£ter,  Mrs.  J. 
H.  Lotteridge  of  Enid,  Okla.,  survive. 


WILD  STUFF. 

There  was  a  young  lady,  Miss  Shilder 
Who  married  a  fellow  named  Wilder, 

Then  the  stork  came  one  day — 

Left  twins,  now  folks  say 
They're  growing— yes.  Wilder  and  Wilder. 


JOIIN/JE  TOSai  E 
Veteran  commercial  traveler  of  Warrentort, 
Va.,  and  member  of  Hill  City  Council.  No.  130. 
Lynchburg.  Va.    Although  SO  years  old.  he  is 
still  on  the  rood,  selling  advertising  novelties. 


Baltimore.— Chesaveake  Council,  No.  24,  met 
on  July  22,  with  officers  in  their  respective  places 
and  a  small  number  of  the  dependable  memberi' 
to  take  part  in  what  had  been  announced  would  be 
a  skeleton  meeting,  but  it  turned  out  to  be  a  "living 
skeleton,"  as  the  business  transacted  was  active, 
interesting  and  quite  voluminous. 

The  question  of  the  Grand  Council  meeting  in 
Baltimore  in  1923  was  brought  up  through  certain 
matters  which  required  immediate  consideration 
and  action. 

These  wer«  disposed  of  by  reference  to  Junior 
Counselor  Reese  Hsyden,  who  will  be  Senior  Coun- 
selor during  the  convention,  and  at  the  same  time 
Brother  Hayden  was  made  General  Chairman  with 
full  powers  to  arrange  for  and  take  charge  of  the 
convention  for  Chesapeake  Council. 

This  action  on  the  part  of  the  Council  is  an  assur- 
ance to  all  of  the  members  of  the  Order  in  this  Grand 
Jurisdiction  that  the  convention  will  be  a  splendid 
success,  and  that  such  a  program  for  the  entertain- 
ment of  all  who  attend  the  convention  will  be  pro- 
vided that  will  please  and  satisfy  all  visitors  as  well 
as  reflect  credit  and  honor  upon  Chesapeake  Council. 

W.  G.  Coakley  was  elected  to  membership  in 
Chesapeake  Council. 

The  announcement  was  6ttingly  made  of  the 
death  in  June  of  the  wife  of  our  fellow  member, 
Brother  R.  G.  Armstrong,  and  that  the  Council  had 
lovingly  expressed  its  sympathy  to  Brother  Arm- 
strong in  his  sorrow  and  aflliction. 

The  Council  authorized  the  continuance  of  the 
placing  of  copies  of  The  Sample  Case  in  the  rooms 
of  the  Y.  M.  C.  A.,  Masons,  Knights  of  Columbus 
and  Elks. 

The  Entertainment  Committee  outlined  a  program 
for  the  coming  season  calculated  to  interest  all  of  our 
members  and  their  families,  which  at  the  same  time 
would  focus  everj'one's  endeavors  to  the  Grand 
Convention. — (Lebud.) 

Norfolk,  Va. — For  ita  July  meeting,  Old  Dominion 
Council  had  a  meeting  a  bit  out  of  the  ordinary. 
It  was  one  of  our  warmest  nights  and  the  whole  out- 
fit was  not  on  hand :  however,  most  of  the  old  faith- 
fuls answered  the  roll  call  and  we  had  such  a  pleasant 
evening  that  the  heat  was  forgotten. 

Brother  Cook  attended  the  Grand  Council  meeting 
and  made  a  very  interesting  report  on  the  good  time 
he  had.  As  a  result  a  "Baltimore  Grand  Council 
Club"  was  formed  for  the  purpose  of  getting  together 
a  big  crowd  to  attend  the  next  Grand  Council, 
which  will  be  held  in  Baltimore.  Each  member  of 
the  club  pays  two  dollars  monthly  and  all  dues  are 
pooled  and  used  to  defray  expenses  of  the  club 
to  the  Monumental  City. 
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The  drum  corps  of  Keokuk  Council  No.  400,  is  the  first  drum  corps  in  the  United  States  organized  and  composed  excl 
sively  by  traveling  salesmen. 

Top  row  from  left  to  right— Dennis,  Heiser,  Publisky,  Pyle,  Anderson,  Agne  and  Kiess. 
Second  row  from  top— Hutchison,  Stadler,  Blood,  Grout  McDevitt,  Clough,  Seward  and  Cook. 
Third  row — Beach,  Hoflman,  Van  Tassel,  Davidson,  Mullen,  Hancock,  Patterson. 
Bottom  row— Cooley,  Kiser,  Schubert,  Sprott,  Blaisdell,  Mawer,  Agnew  and  Cox. 
In  front  of  the  group  each  side  of  the  drum,  R.  N.  Parks,  drum  major  and  W.  H.  Bower,  director. 


Old  Dominion  Council  has  interested  itself  in 
having  the  laws  so  changed  as  to  permit  payment 
of  dues  and  assessments  monthly,  setting  a  regular 
monthly  rate,  to  equal  a  yearly  total  anionnling  to 
the  sum  now  paid.  This  would  allow  njembers  to 
pay  on  a  regular  monthly  basis,  or  as  far  ahead  as 
they  like,  and  they  will  not  be  worried  with  ""Calls" 
and  notices  for  Council  dues.  Last  year  we  paid 
five  two-dollar  assessments  and  four  one-dollar 
payments  of  Council  dues,  total  $14.  Had  we  not 
rather  pay  these  with  the  knowledge  that  we  had  to 
pay  $1.15  monthly  covering  all  payments?  Then 
we  could  always  pay  to  a  definite  point  and  save  a 
good  many  dollars  in  postage  and  not  a  few  hours  of 
worry  keeping  them  paid  up.  The  Secretary  of 
Old  Dominion  would  like  for  members  interested 
in  such  a  proposition  to  write  him. 

Several  new  applications  (some  from  across  the 
river)  will  be  presented  next  meeting  night  and 
another  enjoyable  evening  is  promised. 

Grand  Counselor  BuUen  of  Lansing,  Mich.,  made 
a  very  interesting  and  instructive  talk. — (Brockett.) 


Grand  Council  Report. 
Vorkton,  Sask. — Friday  and  Saturday,  June  2 
and  3,  were  Red  l  etter  daj-s  in  Yorkton,  being  the 
occasion  of  the  twelfth  annua!  Grand  C«un«il  session 
of  the  jurisdiction  of  Manitoba,  Saskatchewan  and 
Alberta.  This  session  was  one  of  the  most  successful 
in  the  history  of  the  Order  of  United  Commereial 


Travelers  since  the  inception  of  this  Order  in  the 
three  prairie  provinces. 

T.  Fox,  of  Saskatoon,  was  made  Grand  Counselor 
for  the  coming  term  and  the  date  of  the  next  session 
was  fixed  at  June  1  and  2,  1922,  to  be  held  in  Saska- 
toon. 

Never  did  Yorkton  present  a  more  beautiful 
appearance  than  it  did  on  the  days  of  the  Travelers' 
visit.  The  whole  town  was  decked  in  colors  em- 
blematic of  the  U.  C.  T.,  and  each  store  window 
extended  a  banner  of  welcome.  It  was  Yorkton 
the  beautiful,  and  none  of  the  visitors  or  delegates 
hesitated  to  call  it  such. 

On  the  night  previous  to  the  opening  of  the  Coun- 
cil session,  the  delegates  were  given  an  informal 
smoker  in  the  town  hall  and  the  success  of  thia  and 
also  of  the  dance  and  surprise  party  which  were 
given  on  the  two  following  nights  respectively  is 
greatly  attributed  to  the  untiring  efforts  of  the 
Reception  t  ommittee,  consistmg  of  Will  T.  Moore, 
Geo.  A.  Fleming.  Jas.  Gamble,  F.  J.  King,  C.  F. 
Robinson,  A.  W.  Healy,  A.  J  Richardson,  R.  C. 
Spice  and  the  Senior  Counselor  of  Yorkton  Council, 
No.  578,  W.  H.  Aikenhead.  Special  mention  must 
be  made  of  the  first  named,  who  was  convenor  of 
all  committees. 

Promptly  at  10  o'clock,  June  2,  the  Grand  Council 
opened,  following  addresses  of  welcome  by  Mayor 
J.  B.  Gibson  and  President  Robt.  Barbour,  of  the 
Board  of  Trade.  With  the  exception  of  the  noon 
hour,  the  whole  day  was  speat  in  the  interests  of 
different  Counrib  throughout  western  Canada. 
In  the  evening  the  Travelers  vis»t«d  a  ball  game, 
stas»d  s|>eeiaJI^  for  their  benefit  and  at  night  a  huge 
ball  was  given  and  one  ef  the  most  pleasant  evenings 
ervr  held  in  tbe  town  hall  was  this  same  C.  C.  T. 
daeoe. 


Next  morning  the  final  session  opened  promp 
on  time  and,  it  being  the  occasion  of  the  anniverw 
of  King  George's  birthday,  the  day's  proceedi 
opened  and  closed  with  the  /<inging  of  "God  Savei 
King"  Business  was  dispatched  without  * 
interruptions  and  before  the  Council  adjourned 
noon  the  final  business  was  finished  and  the  ofiSc 
for  the  coming  year  were  elected  and  installed, 
installation  ceremony  being  jierformed  by  F 
J.  C.  Coi.  Past  Su(  reme  Counselor 

Saturday  afternoon,  the  Initiatory  Degree  \ 
put  on  by  the  officers  of  the  local  Council  and 
work  was  the  subject  of  much  comment  by  ' 
officers,  following  the  ceremony.  Then  a  procen 
headed  by  the  town  band  le<i  the  way  to  York  U 
paviUon,  where  a  most  enjoyable  evening  was  «pf 
This  was  a  Bur)<rise  party  put  on  by  the  Enterti 
ment  Committee.  A  J.  Richardson  was  the  d 
gate  from  the  Yorkton  Council. 

The  officers  for  the  following  year  are:  11 
Fox,  Grand  Coumselor,  Saskatoon;  H,  Lewis,  Gl 
Junior  Counselor,  Winnij'eg;  H.  A   Knight,  Gu 
Past  Counselor,  P^gina;  W.  H.  McKibbin,  Gr 
Secretary,  Regina;  S.  L.  McCracken,  Grand  T« 
urer,  Calgary;  J.  C.  Dunlop,  Grand  Condu* 
Moose  Jaw;  J.  W.  I  ightbody,  Grand  Page,  Y« 
ton:  S  Gwen  Caldwell,  Grand  Sentinel,  Edmonl 
Grand    Executive  Committee — J.    E.  McB 
Winnipeg,  W.  C.  Swansou,  Regina,  R.  Scher 
Edmonton,  J.  King,  Medicine  Hat.  Reprteenta 
to  Supreme  Council— T.  D.   Osborne,  Winn 
W.  E.  Clarke,  Medicine  Hat.  H  F  Moulden,  W 
peg,  K.  A.  Knight,  Regina  Alt^mates— G.  H.  0 
Calgary,  F.  Agnew,  Thos.  Fo«,  Saskatoon,  ^ 
Colquhan,  Erajidon.— (R.  L.  D.) 

Winnipeg.— Winnipeg  Council,  No.  154,  hi  ' 
junction  with  the  Northwest  Commercial  Trave 
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\iHicM'itttion,  beJU  a  moat  miuuenlul  picnio  at  CiruuU 
Beat'l),  July  lA.  Eleven  trains  were  tcheduled  by 
Jie  ('iinitiUuii  Ntttiuiiul  riiilwuy  for  tlie  uccuiiiuiuilu- 
juu  ul  ilie  oruwila  uiiil  it  wiui  eatiiimtuU  lliat,  with 
.lie  uiKtitiun  uf  the  niuoiiliiilit  cuiitiuKeiit,  there 
nu«l  liuve  been  fully  S.OtK)  peniuiia  |>ruB()ut. 

Tlio  weather  wan  nuwt  idciil  anil  tlio  program  of 
iporlinK  HtuuU,  numbering  fifty-live,  wua  oouducleU 
vith  eluuklike  preridion.  Ahiiuet  every  event  woa 
k  ooniio  race  uf  eume  kind  ami  was  very  oriKiiiul. 
The  principal  oomio  event  wuh  the  fat  mou's  race, 
Iriving  a  rooetcr. 

Councdor  J.  P.  O'Connor  won  this  event,  hi« 
>ir(l  making  fast  time. 

The  mysterious  traveling  salciiman  nmnuged  Id 
•cape  rapture  until  4  p.  m.  when  ho  was  discovered 
>y  a  son  of  Brother  Kent,  who  represents  Campbell 
Jros.  and  Wilson.  Young  Kent  was  awarded  a 
lurse  of  gold  pieces  valued  at  tio. 

Other  events  included  draws  for  purse  of  gold 
pen  to  the  purchasers  of  railway  tickets.  Another 
(rawing  of  the  same  nature,  confined  to  Dienibors 
•t  the  Northwoet  Commercial  Traveler*'  Associa- 
ion,  L'nited  Commercial  Travelers,  wholesale  city 
ale«men  and  their  wives  and  families,  was  won  by 
ohn  l  leniing,  J.  G.  Cloutin  and  G.  M.  Sibbiild. 

The  IVinccss  Pat's  band  was  another  big  attruc- 
ion  and  played  continuously  throughout  the  day. 
'hree  large  trunks  of  give-away  toys  of  all  descrip- 
ion  «  cre  distributed  to  all  children  taking  part  in  the 
'lildrcn's  events. 

Altogether,  the  day  was  most  successful  and  evcry- 
ody  thoroughly  enjoyed  it.  The  children  were  well 
applied  with  prises  and  toys  of  all  description, 
'he  day  will  long  be  remembered  by  the  travelers, 
•ives  and  families  who  were  fortunate  enough  to 
e  present. 

Officials  in  charge  of  the  arrangements  were  as 
lUows:  Chairman,  W.  11.  Lewis;  Secretary,  J,  H. 
;oe;  Transportation,  R.  S.  Malcolm,  W.  O.  Ran- 
olph;  Field,  D.  F.  Rcid.  A.  Webber,  M.  B.  Clint, 
Urter  H.  (Harry)  Lewis;  Referees,  Peter  Hay, 
Howard,  W.  G.  Wigmoro;  Handicappers,  E.  C. 
•inkley,  E.  Smith;  Recorders,  G.  C.  Maccker,  W. 
•urner;  Toys,  F.  Teskey,  J.  M.  Scott. 

Howard  Bell  deserves  great  credit  for  the  trouble 
a  went  to  in  preparing  the  roosters  for  the  comic 
rent. 

The  committee  in  charge  deserves  much  praise 
ir  the  manner  in  which  all  the  events  were  Imndled. 
The  list  of  prizes  awarded  is  unfortunately  too 
'DC  to.be.used  in  The.Sampla  Case.— (F.  H.  A.) 


J;u  kson. — The  June  meeting  of  Juokson  Council, 
«as  one  of  the  busiest  we  have  had  in  some 
I  oldwater  Council  was  our  guest  and  tlie 
I  they  brought  was  made  a  U.  C.  T.  in  due 

meanwhile  the  ladies  from  Coldwater  were 
lertained  by  "Jackson's  Own"  and  at  the 
>  1  Council,  all  adjourned  to  the  Guild  House 
id  fi;istcd.  In  the  evening  we  danced  to  the  fine 
.usic  furnished  by  "Doc"  Moycr's  Jazzbo  Artists. 
Jackson  had  a  large  delegation  at  Muskegon,  eoine 
lirty-five  of  us  driving  over.  The  fine  roads, 
luskegon's  extra  fine  treatment,  and  its  novel 
ode  of  entertainment  gave  us  all  an  inspiration 
■r  greater  things  in  1923 

There  will  be  no  meetings  of  Jackson  Council 
Jtil  September,  but  all  the  activities  of  the  Council 
■e  being  kept  up. 

The  annual  picnic  was  held  at  Manitou  Beach 
le  second  Saturday  in  August.  This  year  we  were 
ined  by  the  Councils  from  Coldwater,  Hillsdale 
id  Adrian. 

Our  Membership  Committee  is  already  at  work  on 
big  class  for  the  September  meeting  and  Brother 
promises  us  one  of  the  biggest  and  best 


supper.  Kurty-aix  meiubers  eiijuyed  it.  I'o  his 
sorrow  the  writer  was  not  well  and  cuuld  not  attend. 

Grand  Counselor  Alfred  i'ursoo  hiia  appointed 
Brother  Charles  A.  Dreux  Grand  Chaplain,  and 
Brother  Frank  J.  Oser  Press  Chairuutn  for  this  Grand 
Jurisdiction.  Secretaries  are  to  be  notified,  and  it  is 
hoped  they  will  send  me  their  Council  news. — 
(F.  J.  O.) 


asked  the  privilege  of  the  floor  and  after  reviewini! 
the  history  of  Brother  Roeser  and  after  going  back 
to  18U5  when  ho  was  initiated  in  the  old  harem- 
seareni  way,  he  brought  from  its  place  of  conceal- 
ment, a  loving  cup  made  of  sterling  silver  lined  with 
gold,  and  presented  it  to  our  new  Supreme  Counselor 
with  the  very  best  wishes  of  the  Council. 


Those  of  Jackson  Council  who  do  not  attend  some 
these  meetings  and  gatherings  are  missing  the 
eatest  work  tonic  known — fellowship  among  the 
aft.— (E.  G.  W.) 


St.  Louis. — Our  new  constitution,  effective 
September  1,  1922,  provides  for  the  payment  of 
double  indemnity,  tl2.000.00,  for  accidental  injuries 
resulting  in  death  within  00  days,  received  while  a 
passenger  in  a  coach  propelled  by  steam,  or  by  elec- 
tricity in  the  terminals  of  steam  railroads,  and  the 
now  provision  applies  to  old  as  well  as  new  members. 

St.  Louis  Council,  No.  20,  has  l>een  honored  by 
the  election  of  Brother  Frank  J.  Uoeser  as  Supreme 
Counselor  of  the  Order.  We  should  show  our  appre- 
ciation of  this  distinction  given  our  Council,  and 
our  loyalty  to  Brother  Iloescr's  administration,  by 
some  genuine  hard  work  for  the  Order. 

Your  Membership  Committee  has  been  enlarged 
and  is  now  planning  a  campaign  to  increase  our 


Wanted— Loyalty  Lecture 

At  the  Supreme  Council  ses- 
sion in  1921  il  rvas  suggested 
that  a  lecture  on  Loyally  be  in- 
corporated in  our  ritual.  At 
the  session  in  1922  a  commit- 
tee was  appointed  to  revise  the 
ritual  and  the  committee  would 
be  glad  to  have  any  member 
interested  submit  a  lecture  or 
make  suggestions  in  reference 
to  a  lecture  on  Loyalty.  The 
chairman  of  the  Committee  on 
Ritual  is  Brother  J.  C.  Lee, 
Hastings,  Nebraska,  to  whom 
all  communications  should  be 
addressed. 


Now  Orleans. — At  our  regular  meeting,  held 
ily  29,  seven  new  members  were  obligated.  After 
«  meaeting  a  chicken  and  spaghetti  supper  was 
rved  in  honor  of  Senior  Counselor  George  Jubert. 
F.  Bolin  served  everything  that  goes  with  such  a 


membership  to  1 .500  this  year,  and  with  united  effort 
on  the  part  of  all,  we  will  succeed. 

As  a  starter  just  bring  that  candidate  you  failed 
to  round  up  last  year.  Go  after  him  a  la  Hargrave 
and  never  let  up  until  he  becomes  a  member. 

Reading  The  Sample  Case?  It's  worth  reading 
now.  Attend  the  meetings  and  participate  in  the 
discussions  of  the  "Hargrave  Articles."  Avail 
yourself  oftener  of  the  social  and  fraternal  fellowship 
provided  by  our  splendid  organization. 

You  owe  your  Council  at  least  one  new  member. 
"Get  one." 

Fraternally  yours, 

GEO.  W.  MILLER,  Chairman. 
C.  W.  HILL, 
C.  F.  C.  KAYSER, 
W.  W.  CARSON, 
W.  R.  MAY, 

Committee. 

S.  S.  MORSE,  Secretary. 

St.  Louis. — At  a  homecoming  meeting,  held  in 
honor  of  Supreme  Counselor  Frank  J.  Roeser,  July 
15,  we  had  the  largest  attendance  of  any  ever  held 
in  the  Council  chamber.  After  the  regular  business 
of  the  meeting  was  disposed  of  we  invited  the  Ladies' 
.\uxiliary  to  join  us  in  making  the  event  one  long  to 
be  remembered. 

Supreme  Counselor  Frank  J.  Roeser  was  escorted 
to  the  .Senior  Counselor's  station  and  was  asked 
to  preside  over  the  informal  meeting.  When  the 
ice  cream  and  cake  was  being  passed,  the  boys  began 
to  take  the  floor  and  say  things.  Past  Supreme 
Counselor  Morse,  who  by  the  way  has  been  our 
Seoretary  ever  since  th«  institutioii  ol  the  Couneil. 


Inscription  on  cup. —  Presenied  to  Frank  J. 
Roeser.  Supreme  Counselor,  as  a  token  of  love 
and  esteem  by  St.  Louis  Council,  No.  26,  V.  C.  T. 
of  A..  July  15,  19U 


As  the  gift  was  a  complete  surprise  to  Brother 
Roeser  he  had  to  calm  himself  before  replying. 
After  oollecting  his  thoughts  he  thanked  the  boys  of 
No.  20  sincerely  and  asked  their  undivided  support 
during  his  administration.  "If  you  will  back  me  in 
my  work  for  the  good  of  the  Order,  as  well  as  for  the 
work  I  shall  do  for  St  I-ouis  Council.  No.  20,  I  will 
surely  have  a  successful  administration." 

At  the  close  of  Brother  Roeser's  address,  the 
entire  body  rose  to  their  feet  and  decUred  that  when 
his  term  ended,  St.  I^ouis  Council,  No.  20,  would 
be  up  among  the  leaders. 

Brother  Roener  has  been  a  member  of  No.  26  for 
the  past  27  years  and  he  has  devoted  entirely  too 
much  of  his  valuable  time  to  the  work  of  the  Order, 
for  the  good  of  his  privste  affairs.  We  owe  it  to  him 
to  make  his  year  a  successful  one  and  with  a  united 
effort  we  will  succeed.  Get  a  member. 

St.  Louis  Council  and  its  friends  enjoyed  a  delight- 
ful basket  dinner — an  annual  affair — at  Forest  Park, 
Park,  August  12.  Ice  cream  and  soft  drinks  were 
served  by  the  Council,  the  picnickers  taking  along 
their  own  "eats." — (Sampson.) 


Kansas  City. — Kansas  City  Council,  No.  19, 
has  started  an  enthusiastic  membership  campaign. 
Two  teams  have  been  selected,  one  named  after  our 
Supreme  Counselor,  Frank  J.  Roeser,  the  other 
after  our  Grand  Counselor,  Mason  Freeman  Smith. 
The  prize  in  this  membership  campaign  is  a  chicken 
supper,  furnished  by  the  vanquished  to  the  victors. 

We  initiated  five  candidates  at  our  recent  meetirei 
Our  Council  received  an  invitation  from  St.  Joseph 
Council  to  attend  their  annual  picnic,  July  29,  and 
Kansas  City  Council  enjoyed  a  rare  treat  there. 

Brothers,  come  up  to  the  meetings  and  get  your 
supply  of  application  blanks,  get  to  work  and  get 
some  new  members.  Go  after  every  eligible  sales- 
man and  do  not  let  him  rest,  even  if  he  clinches  his 
fists.  Did  you  read  Hargrave's  article  in  the  July 
number  of  The  Sample  Case?  If  you  did,  you  will 
understand  what  I  mean  by  speaking  of  clinched 
fists.  If  you  cannot  get  his  application  the  first 
time  you  approach  him.  keep  an  eye  on  him  and  you 
finally  will  succeed;  for  you  must  know  that  not 
everybody  recognizes  the  good  points  of  the  U.  C.  T. 
as  quickly  as  you  and  I  did. 

Watch  the  newspapers  for  the  announcement  of 
our  meetings;  we  meet  every  second  and  fourth 
Saturday  night  at  Odd  Fellows  Temple,  comer 
Thirteenth  and  Troost  Avenue.  There  is  some- 
thing doing  at  every  meeting. 

Have  you  refid  every  one  of  the  Hargrave  articles 
appearing  in  The  Sample  Case?  One  appears  every 
month,  so  look  for  them.  If  yon  like  your  profeaBioo, 
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TRAVELING  SALESMEN  WANTED! 


Rush  your  reservation  in  quick  fo 
for  your  territory — Write  for 


The  kind 
of  a  side- 
line you 
are  looking 
for 


No  samples 
no  bother 


The  right  kind  of  side-line  will 
more  than  pay  your  road-ex- 
l)enses.  Many  a  good  man  has  in- 
sured his  income  by  choosing  a 
money-making  side-line.  Some  of 
our  men  say  they  make  more  from 
our  proposition  than  from  their 
regular  line. 

This  side-line  is  a  dandy!  It  can 
be  worked  in  a  hurry,  between 
trains!  It  sells  on  sight — you  don't 
have  to  talk  your  head  off,  and 
argue  till  the  cows  come  home. 
Just  show  your  "papers"  and  tell 
your  story — it's  easy.  And  don't 
forget  this  proposition  has  been 
tested  for  years — it's  no  experi- 
ment! 


Big  Every  sale  means  $10  cash  for 

Commission   you!  You  can  make  2  or  3  sales  a 


r  this  ideal  side-line — Get  the  rights 
complete  information  right  away 

The  wise  salesman  knows  THE 
make  4  or  5  sales  a  day. 


Responsible 
old  estab- 
lished house 


Don't  wait  a 
m  in  u  te, 
WRITE 
TOD  A  Y! 


the  wise  salesman  knows  THE 
HOUSE  is  the  mo.st  important  con- 
sideration! Look  us  up — Dun  oi 
Bradstreet  or  any  bank  will  tell 
you  we're  financially  O.  K.  Tht 
firm  grew  up  "on  the  road"  and 
treat  you  as  they  wanted  to  b€ 
treated  when  selling  others. 

Trade  reasons  and  lack  of  space 
both  make  it  impossible  for  us  tc 
di.sclose  all  details  here.  We  in- 
vite you,  if  you  are  a  live,  success- 
ful salesman,  to  write  for  informa- 
tion. Be  sure  to  state  name,  age 
present  house,  present  line,  ex- 
perience, LIST  OF  TOWNS  cov- 
ered  and  HOW  OFTEN. 


K.  &  S.  SALES  CO.,  (Dept.  128)  4325  E.  Ravenswood  Ave.,  Chicago 


CHANNING  E.  JONES,  President 


MANLY  J.  HEMMENS,  Secretary 


Buckeye  Mutual  Health  Association 


COLUMBUS,  OHIO 

CLASS  AA 

The  Double  Indemnity  Certificate 

$50.00  Per  Week  for  Confining  Illness  for  Two  Years 

Full  Benefits  are  paid  for  Hazardous  Diseases  such  as  Rheumatism, 
Neuralgia,  Neuritis,  Lumbago,  Sciatica,   Myalgia,  Arthritis. 

BENEFITS  FOR  ONE  DAY  OR  MORE  OF  SICKNESS 


CLASS  ONE 
$25.00  Per  Week  for  Confining  Illness  for  Two  Years 

FULL  BENEFITS  ARE  PAID  FOR  PRACTICALLY  ALL  DISEASES 


Lxic 


SPECIAL  OFFER  TO  COMMERCIAL  TRAVELERS 

For  Information  Address 

MANLY  J.  HEMMENS,  Secretary 
Post  Office  Box  104,  COLUMBUS,  OHIO 


CHARLES  A.  DREUX 
Past  Grand  Counselor 
of 

Miss. -La., 


"Your  check  to  cover  my  full 
claim  for  recent  illness  has  been 
received.  I  am  thoroughlj'  sat- 
isfied with  your  settlement,  and 
wish  to  thank  you  for  your  prompt 
attention  to  same. 

"I  appreciate  the  fact  that  every 
travelling  man  should  have  health 
insurance,  as  well  as  life  and  ac- 
cident, and  I  will  endeavor  to 
have  a  few  more  of  our  boys  down 
here  to  join  your  association." 
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Julw.     lUJ.l.       All    uruullKUlluluS    uL    Mull.  liLnlrr  BIl' 

wliule-lioarU'llly  iiitcrcKtcd  in  tliin  great  (■oiivention, 
and  are  doinK  all  in  tlicir  ponfr  In  iiHRure  the  vinitinK 
delcKates  cnttrtaininent. 

St.  Johnabury,  Vt. — The  seventh  annual  inin- 
■trel  show  was  given  recently  by  St.  Johnsbury 
Council,  No.  230,  and  it  waa  a  "Mirthquakc"  from 
the  word  "go." 

The  play  wbb  written  and  directed  by  Frank  O. 
French,  and  no  little  credit  is  due  him  for  the  aucccsa 
of  the  show. 

The  minstrel  show  was  put  un  in  conjunction  with 
an  auto  show  when  over  76  cars  were  shown  and 
drew  many  people  to  St.  Johnsbury  to  take  in  both 
shows. 

Oyer  2,700  i>cople  saw  the  'A  performances,  and 
hundreds  were  turned  away,  unable  to  gain  ad- 
mittance. 

Over  S4,000  worth  of  costumes  were  to  be  seen 
on  the  stage,  and  the  first  part  had  a  chorus  of  over 
sixty  voieea. 

Following  is  an  excerpt  from  the  Caledonian- 
Record  editorial: 

"U.  C.  T. — Wo  salute  you.  You  are  a  bunch  of 
live  wires.  This  edition  of  the  Calcdonian-Kecord 
is  a  testimonial  to  the  prowcKtivcncss  and  aKgrcsive- 
ncas  of  the  Hi.  Johnsbury  Council,  No.  2a0,  Order 
of  United  Commercial  Travelers  of  America.  These 
boys  during  the  week  sell  everything  from  prunes 
to  automobile  trucks. 

"If  there  is  anything  raised  or  produced  on  God's 
green  earth  or  originated  through  the  ingenuity 
of  man  or  beast,  these  boys  know  about  it  and 
can  sell  it  to  you.  In  other  words,  they  are  what 
was  once  known  as  'drummers,'  but  have  now  risen 
to  the  dignity  of  salesmen,  sales  agents  and  distri- 
buting agents. 

"Those  live  wires  are  a  valuable  asset  to  the  com- 
munity life  of  St.  Johnsbury.  They  hold  monthly 
suppers  and  dances  which  are  very  enjoyable  family 
gatherings.  Once  a  year  they  give  a  minBtrel- show 
which  is  the  dramatic  classic  of  the  year.  If  any 
project  comes  up  which  means  the  good  of  the  town 
or  the  best  interests  of  the  comniunity,  you  will 
always  find  the  U.  C.  T.  boys  ready  to  lend  their 
cooperation  and  energy  to  push  the  project  over. 
And  they  are  some  pushers. 

"Life  in  St.  Johnsbury  would  be  deprived  of  50 
per  cent  of  its  joy  if  it  were  not  for  the  presence  of 
the  U.  C.  T.  Long  may  they  continue  to  make  St . 
Johnsbury  their  headquarters  and  long  may  they 
continue  to  live  among  us.  We  admire  them.  We 
respect  them.    We  enjoy  them." — (M.  S.  E.) 


yuu  mil  ttppici'iiile  ihc  wnliuK'  ol  lturt(iuvu  I'hey 
lire  writttin  in  plain  language  and  arc  easily  under- 
stutKl.  Watch  out  for  thom,  us  the  reading  of  them 
will  greatly  benefit  you  in  your  chosen  work, 

W«  cannot  alTord  to  overlook  tho  advantages 
olTervd  us  in  The  Sample  Case  in  giving  us  the  llar- 
gravo  and  other  valuable  articles  which  help  us  to 
keep  step  with  the  now  ideas  of  making  sales,  and 
getting  tho  most  good  out  of  our  positions. 

Try  to  got  us  a  few  new  members  and  I  assure 
you  your  work  will  bo  greatly  appreciated  by  tho 
officers  and  workers  of  tho  Council.  Senior  Coun- 
selor J,  J.  Shechan,  Secretary  Loo  Smith,  Urothers 
Kost,  Chainy,  Morrison,  Joe  Goodman  and  other 
workers  will  appreciate  your  efTorts. 

Be  on  tho  lookout  for  our  coming  weinio  roasts. 
You  »ill  enjoy  getting  acquainted  with  tho  mem- 
bers and  you  will  learn  that  tho  U.  C.  T.  Ladies' 
Club  is  a  booster  for  Kansas  City  Council,  No.  19. 
-(Joe.) 

Saint  Josaph. — St.  Joseph  Council  has  not  been 
inactive  during  the  hot  months'  Initiations  are 
being  given  at  every  mooting. 

Our  degree  team  is  always  there  and  giving  thor- 
ough ritualistic  work  "sans  ritual." 

While  we  think  our  degree  team  train  mighty  good, 
wo  aro  not  satisfied  with  one  team.  J.  11.  String- 
fellow  is  asked  to  organize  another.  Each  team 
hereafter  to  act  alternately  in  initiation  of  can- 
didates. 

We  will,  in  these  two  teams  always  have  sub- 
stitutes when  needed  and  a  friendly  rivalry,  increased 
interest  and  attendance. 

Our  assignment  by  Grand  Council  for  now  mem- 
bers is  75  and  wo  are  laying  our  plans  to  do  that  and 
more. 

We  are  out  not  only  for  new  members  but  to 
reinstate  delinquents. 

At  our  July  meeting  we  not  only  had  four  new 
applications,  but  also  three  reirutatements. 

Our  annual  picnic  was  held  on  the  last  Saturday 
of  July.  It  was  a  whopper.  We  were  honored  by  the 
presence  of  about  65  visiting  members  and  their 
ladies,  from  Kansas  City  Council,  No.  19.  When 
they  alighted  from  their  chartered  train  one  could 
plainly  see  they  were  here  for  a  good  time. 

After  an  automobile  ride  through  our  city,  its 
parks  and  boulevards,  they  were  unloaded  in  beau- 
tiful Krug  Park.  Then  the  fun  began. 

Andy  Barrows  saw  to  it  there  was  not  a  dull 
moment  in  his  program  of  amusementa. 

We  will  not — courtesy  forbids  saying  how  easy 
Kansas  City  ball  team  was  for  St.  Joe.  Then  came 
a  number  not  on  the  program.  The  thunder  roared 
and  it  began  to  rain.  Orders  were  given  to  retreat 
and  this  just  as  "Butch"  Gerard  was  going  fine  with 
the  refreshments,  all  of  which  had  to  bring  up  the 
rear  as  this  panic  stricken  crowd  rushed  back  to  our 
Council  hall.  Our  ladies  of  the  Auxiliary  must  be 
given  the  credit  for  bringing  order  out  of  chaos  and 
apread  a  real  banquet  cafeteria  style,  and  fed  about 
350  without  a  word  of  impatience  from  that  hungry 
mob. 

_  The  hall  was  cleared  and  the  dancing  continued 
till  11  o'clock  when  we  had  to  say  "Good-bye"  to 
our  Kansas ^City  friends  as  their  oar  left  at  11:15 
p.  m. 

It  was  a  great  day  of  sunshine,  rain  and  joy  and 
eoodfellowship.— (S.  L.  U.) 

Carthage. — Our  regular  meeting  for  July  held 
on  Saturday  night,  the  8th,  was  well  attended— 
particularly  so  for  a  July  meeting — and  it  was  the 
expressed  hope  of  Senior  Counselor  Lee  S.  Durham, 
that  the  attendance  will  always  be  that  large  at  all 
the  meetings. 

R.  J.  Clafiin,  our  Secretary-Treasurer,  who  at- 
tended the  Supreme  Council  session  at  Columbus, 
made  a  detailed  report  of  doings  at  Supreme  Head- 
quarters, and  we  were  much  interested  in  bis  report 
of  the  big  reception  given  "our  own"  Charles  Smith, 
manager  and  editor  of  The  Sample  Case. 

During  the  evening  Counselor  Matt.  E.  Weltin 
was  presented  a  beautiful  emblematic  U.  C.  T.  ring, 
R.  J.  Claflin  making  the  presentation  on  behalf  of 
the  members  of  Carthage  Council,  j  In  making  the 
presentation.  Counselor  Claflin  spoke  of  the  long  and 
efficient  service  rendered  by  Counselor  Weltin,  in 
appreciation  of  which  the  ring  was  given.  Coun- 
selor Weltin  was  completely  taken  by  surprise,  for 
he  is  always  on  the  job,  and  knows  what  is  going 
on  in  Council  a£fairs,_but  the  boys  put  one  over  on 
him  this  time. 

At  the  last  Council  meeting  held  in  June,  it  was 
decided  to  have  a  round-table  discussion  after  the 
regular  business  session  of  the  Council,  to  be  in  the 
nature  of  a  "Hargrave  Scientific-Salesmanship" 
meeting. 

A  great  deal  of  interest  was  shown  at  the  July 
meeting,  splendid  subjects  being  presented  by  Coun- 
Mlor  Ed,  Stone,  repreaenting  the  Security  Flour 


.MilU,  1.1  Abilin.'.  Kun»  ,  Cuuuxi-lor  I  >.  1'  Uii.it, 
reprcBonting  Spraguo-Warner  Grocery  Co.,  of  Chi- 
cago, and  Counselor  Bob  Bates,  roprceonling  the 
Graham  Paper  Co.,  of  St.  Louis. 

We  expect  to  get  a  lot  of  good  out  of  these  meet- 
ings, and  look  for  the  regular  attcmlnnoe  to  increase 
greatly  on  account  of  these  meetingn. — (M.  K.  W.) 


Billings,  Mont.— YcllowHtone  Council,  No.  3C.3, 
U.  O.  T.,  has  been  very  active  in  promoting  the 
"Putting  Over"  of  a  summer  school  in  Hillings  at 
the  Polytechnic  Institute,  a  summer  school  for 
teachers. 

Our  Council  gave  a  grand  ball  which  proved  to  be 
the  moans  of  raining  $1.'>0,  which  was  turned  over  to 
tho  committee  in  charge  of  obtaining  the  summer 
school  for  Billings.  The  sunmier  school  means 
the  coming  of  several  hundred  teachers,  and  in 
general  is  a  great  benefit  to  Billings. — (R  H.  W.) 

NEB  RAS  KA 

Hastings. — .\t  our  June  meeting  nu>ht  of  our 
officers  were  present,  some  were  on  vacations  where 
it  was  cool. 

We  had  one  candidate  who  was  initiated. 

Our  picnic  plans  were  put  oft  until  another  date 
and  all  details  were  left  until  then  to  work  out. 
/    We  closed  at  a  late  hour,  small  crowd,  heap  talk. 

July  29,  with  Senior  Counselor  Spencer  on  his 
vacation,  we  held  our  regular  meeting  and  had  a 
fine  one  with  Junior  Counselor  Humphrey  in  the 
chair,  and  nearly  all  other  otUcers  in  their  places. 

We  had  another  knight  of  the  grip  present  and 
showed  him  the  way  we  make  members  of  our  Order. 

Report  from  Supreme  Council  was  given. 

We  closed  at  a  late  hour.— (C.  E.  H.'" 


Manchester,  N.  H.— Moyor  George  E.  Trudil, 
a  charter  member  of  the  Manchester  Council,  is 
in  hopes  that  the  proposed  new  million  dollar  hotel, 
which  is  on  the  eve  of  erection,  will  be  completed 
in  time  for  the  New  England  Grand  Council  in 
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inc  to  drug^sts,  candy  stands, 
etc.  Start  right  in  your  town. 
Good  location  not  even  neces- 


Good  times  coming:  back. 
Conditions  growintr  better. 
Make  and  sell  Crispettes 
with  this  machine.  Profits 
enormous.  Demand  phe- 
nomenal. Chance  for  quick 
success  bright.  It's  the 
business  for  you. 

Many  Successful 

Many  men  making  thous- 
ands. Ira  Shook  says: 
"I  started  with  nothing-, 
now  have  $12000.  Took 
in  $375. 75  in  one  day!  " 
Kellogg \vritcs"Am  $700 

ahead  in  two  weeks!"  Gibbs  reports:  $50.OO 
profit  the  first  night.  Erwin's  boy  averages 
$35.O0  every  Saturday  afternoon.  Master's 
letter  states:"— and  sold  $40.00  in  four  hours." 
Turner  did  so  well  that  he  was  promptly  oflered 
$700  profit  above  his  investment  to  sell.  All 
these  records  made  during  recent  unsettled 
times.  There  is  money— lots  of  money— in  Crisp- 
ettes. Think  what  you  can  do  NOW!  Splendid 
opportunities  galore— start  retail  store  or  stand. 

Watch  dimes  pour  in.  Big  possibilities  wholesal-   

$1,000.00  a  Month  Easily  Possible!  "L" ™ 

Be  Brst  in  your  town  to  start.  Send  coupon— get  my  help.  Lcani  —  ^-,2  „.  ^'VfJ''*..*'^*  •  «•  au:.. 
the  facts  of  this  great  business.  Learn  how  others  have  succeed-  |  983  High  Street,  SpringTieid,  OHIO 

ed.  Read  their  letters.    See  picttireB  of  their  stores  and  stands.  .  Find  out        piease  send  me  full  particulars  of  the  Cnspette 
all  about  my  liberal  proposition.  Coupon  bnnOT  oomplete  details.   Puts  ■  hiiisiness 
big  32-page  fullT  illustrated  book  in  your  hands.   Tefia  all  Fou  want  to  ■Business, 
know.     Shows  how  you  ean  find  yourself.  „How  you  can  get  on  road  to 
Quick  success.   U  s  PREEI   Mail  coupon  NOWl 

LONG  EAKINS  COMPANY 

9ta  High  street  Springfield,  Oliio 

"^Address 


Success  Anywhere! 

Set  machine  up  in  own 
home.  Wholesale  from  your 
kitchen.  Nothing  to  stop 
you.  Little  capital  starts 
you.  Experience  not  neces- 
sary. I  furnish  everything. 
Raw  materials  plentiful 
and  cheap.  Nothing  like 
Crispettes.  A  delicious 
confection  made  from  se- 
cret formula.  People  never  get  enough.  Al- 
ways come  back. 

I  Start  You  in  Business! 

Rush  coupon-ril  gladly  help  you.  Begin  now. 
Others  are  making  money.  Meixner  wild  with 
delight-sold  $600  in  one  day.  $  1 0  to  $25 
profit  daily  common  for  Crispette  machmes 


handle. 


Illy  - 

nail  towns.   It's  a  busin 
Yoo  don't  need  much  capital.   Experience  not  nee-i 
cret  formula,  equipment! 
s,  printed  wrappers,  etc.  I 


I  furnish  everything- 


PName.. 
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NEW>JERSEY-DELAWARE 

Grand  Council  Session,  June  9-10,  1022. 

Tlio  fifldcnth  uniiuul  i«-8«ii>ii  of  Now  JorHoy-DeU- 
wiire  (iniiid  Council  wub  held  at  Anbury  Park  on 
June  !)  and  10,  ut  the  Hotel  Metropolitun. 

Promptly  at  10  u.  m.  Grand  CounBclor  Sears  called 
the  ineetinn  to  order  and  the  opening  invorution 
WU8  ttskcd  by  P.  C.  Lennox,  of  Ticnton  Council. 

DclcKutes  from  all  Councils  were  in  attendance  as 
well  as  (|uitc  a  few  nieniberg  who  wore  paying  their 
own  freight. 

The  usual  honors  were  accorded  all  Past  Grand 
Counselors. 

The  report  of  the  Grand  Secretary  showed  a  net 
gain  of  70  memberH  for  the  past  year;  also  that  all 
subordinate  Councils  were  in  good  financial  condi- 
tion. 

The  report  of  the  Grand  Treasurer  showed  a  good 
balance  on  the  credit  side. 

The  Committee  on  Necrolo^;y  reported  the  death 
of  Brother  F.  C.  West,  of  Wilmington  Council,  and 
T.  Z.  Olive,  of  Suburban  Council,  during  the  year. 

At  2  15  the  meeting  was  again  opened  and  several 
routine  matters  were  cleaned  up  promptly. 

P.  C.  llirsch,  of  Wilmington  Council,  recommended 
that  a  committee  of  five  be  appointed  by  the  Grand 
Counselor  to  viBit  the  various  Councils  to  instruct 
the  members  on  selling  U.  C.  T.  membership  and 
other  interesting  subjects. 

The  per  capita  tan  and  entertainment  tax  were 
made  the  same  as  the  preceding  year. 

P.  C.  Wakeman,  of  Camden  Council,  gave  us  an 
interesting  talk  on  the  abuse  of  railroad  passes. 

Election  of  officers  was  next  in  order  and  the  new 
officers  are:  Grand  Counselor,  P.  N.  Thorpe,  Su- 
burban Council,  East  Orange,  N.  J.;  Grand  Junior 
Counselor,  Wm.  Bratliwaitc.  Trenton  Council,  N. 
J.;  Grand  Past  Counselor,  S.  N.  Sears,  Cliff  Council, 
Grantwood,  N.  J.;  Grand  Secretary,  C.  H.  Egelin, 
Essex  Council,  Newark,  N.  J.;  Grand  Treasurer, 
J.  B.  Agnew,  Trenton  Council,  Trenton,  N.  J';  Grand 
Conductor,  B.  J.  Owens,  Es.sex  Council,  Newark, 
N.  J.;  Grand  Page,  C.  K.  Golden,  Jersey  City  Coun- 
cil, Jersey  City,  N.  J.;  Grand  .Sentinel,  J.  T.  Wake- 
man,  Camden  Council,  Camden,  N.  J.;  Grand  Execu- 
tive Committee,  J.  V.  Lenox,  Trenton  Council, 
N.  J.;  and  A.  A.  Wetten,  Camden  Council,  Camden 
N.  J.;  Delegates  to  the  Supreme  Council  session, 
F.  B.  Potterton,  of  Jersey  City,  and  J.  M.  Amberg, 
Paterson. 

The  election  of  Grand  Sentinel  was  the  only  oflnce 
where  any  competition  was  shown  and  the  nominees 
were  John  Postma,  of  Paterson  Council,  and  J.  T. 
Wakeman,  of  Camden  Council.  The  vote  was  a 
tie.  Brother  Postma  withdrew  his  name  and  made  a 
motion  that  Brother  Wakeman's  election  be  made 
unanimous.  This  big-hearted  action  of  Counselor 
Postma  certainly  increased  his  popularity  about  100 
per  cent. 

Our  newly  elected  Grand  Counselor  Thrope  was 
presented  with  a  silver  gavel  by  the  members  of 
Suburban  Council  as  a  token  of  their  esteem. 

Several  members  were  seen  at  this  time  casting 
longing  glances  toward  the  tempting  waves  of  the 
ocean,  and  Grand  Counselor  Sears,  being  in  sympathy 
with  the  desires  of  these  an.xious  members- — in  fact, 
he  wanted  a  swim  as  much  as  any  of  us — adjourned 
the  meeting  at  4:15. 

A  banquet  at  7  p.  m.  was  enjoyed.  We  were  wel- 
comed by  S.  C.  Flint,  of  Asbury  Park  Council,  and 
invited  to  make  Asbury  Park  our  next  place  of 
meeting. 

Congressman  Olpp,  of  New  Jersey,  spoke  on  the 
mileage  bill  now  before  Congress,  and  we  certainly 
enjoyed  and  appreciated  his  talk. 

Our  retiring  and  newly  elected  Grand  Counselors 
each  gave  us  a  short  talk.  Past  Grand  Counselor 
Sears  thanking  the  Grand  Body  for  the  hearty  co- 
operation during  his  administration  and  Grand 
Cojnselor  Thrope  expressing  his  appreciation  of 
the  honor  to  him  in  electing  him  to  the  highest  honor 
and  asking  their  help  for  the  next  year. 

Councilor  Roderick,  of  Suburban  Council,  chair- 
man of  the  Entertainment  Committee,  mVLst  be 
either  very  popular  or  very  powerful  in  his  home,  as 
Mrs.  Roderick  made  a  special  trip  to  Asbury  Park 
to  sing  for  us  and  we  can  consider  ourselves  very 
lucky  to  have  enjoyed  this  great  treat. 

Past  Counselors'  jewels  were  presented  to  Coun- 
selors Potterton.  of  Jersey  City,  and  Amberg,  of 
Paterson  Council. 

I  Prof.  Shaw,  of  Columbia  College,  was  next  intro- 
duced by  our  toastmaster,  but  old  friends  need  no 
introduction,  especially  when  they  can  entertain 
as  Prof.  Shaw  can. 

The  ]aii  band  now  cut  loose  and  for  the  rest  of  the 


evening  the  fox  trot,  bunny  hug,  liinpy  duck  and 
other  syncopated  expressions  of  rhythm  were  en- 
joyed by  those  who  oared  to  indulge. 

At  9::)0  Saturday  morning.  Grand  Counselor 
Sears  called  for  order  and  business  was  resumed. 

Printed  matter  was  received  from  the  Fair  Traile 
League  and  their  work  was  commended  and  it  was 
agreed  that  wo  should  supprirt  this  work  and  present 
the  matter  to  our  various  Councils  for  their  support 

It  was  recommended  and  ordered  that  the  Grand 
Secretary  and  Grand  Treasurer  make  a  quarterly 
report  to  the  Grand  Counselor. 

The  Grand  Executive  Committee  was  authorized 
to  raise  a  sum  of  money  to  defray  the  necessary 
expenses  to  start  new  Councils  as  deemed  advisable. 

The  Entertainment  Committee  was  given  a  vote 
of  thanks  for  the  excellent  work  they  had  done. 

Next  the  ladies  were  shown  that  hubby  was  held 
in  high  esteem  by  others  than  their  good  selves  at 
the  installation  of  officers,  conducted  by  P.  G.  C. 
JemisoD,  of  Trenton  Council,  in  his  usual  masterly 
style. 

The  Kulp  cup  for  the  largest  gain  in  membership 
percentage  was  again  won  by  Paterson  Council  who 
now  arc  undisputed  owners  of  same. 

Grand  Counselor  Thrope  appointed  committees 
naming  as  chairmen  the  following:  Railway  and 
Legislation,  J.  T.  Wakeman,  Camden  Council; 
Hotels,  Restaurants  and  Garages,  J.  M.  Amberg, 
Paterson  Council;  Auditing,  Wm.  Braithwaite, 
Trenton  Council. 

Grand  Chaplain  Lenox  then  said  the  benediction, 
closing  a  very  happy  and  enjoyable  session,  and  a 
pleasant  good-bye  and  bon  voyage  was  wished  by 
each  and  all  to  everyone  present 

Next  year's  session  will  be  held  at  Asbury  Park 
early  in  June,  entertainment  to  be  provided  by  Jersey 
City,  Plainfield  and  Asbury  Park  Councils.— 
(C.  K.  G.) 

Paterson,  N.  J. — Our  July  meeting  was  well 
attended.  More  power  to  you.  Brother  Ilaning. 
The  boys  are  with  you,  so  on  with  the  dance! 

Grand  Counselor  Thrope  was  over  with  his  official 
family,  we  would  all  love  to  see  our  John  Postma 
shine  with  those  high  lights. 

The  Suburbanites  were  over  in  good  number. 
They  all  looked  tip  top  for  the  ball  game. 

Senior  Counselor  Howley,  of  Jersey  City  Council, 
enjoyed  the  Paterson  Pow-Wow. 

Brothers  Grimley  and  Toy  were  down  from  Ridge- 
wood,  but  the  prospects  of  starting  a  Council  up  that 
way  at  present  look  blue.  Brothers  Grimley  and 
Toy  will  transfer  to  Paterson  Council  in  the  near 
future,  thanks  to  the  efforts  of  our  Grand  Counselor. 

Jimmie  Robertson  is  working  his  way  into  the 
hearts  of  all  the  Brothers  who  attend  our  meetings. 
Some  Jimmie — some  eats! 

Everybody  enjoyed  the  Watermelon. 

Egeln  and  Owens  swallowed  the  pits.  They  are 
two  grand  birds  from  Essex. 

Herb.  Fox  did  not  have  his  blow-out  until  he  was 
homeward  bound  with  his  family. 

All  sing. 

North,  East,  South,  and  West 
Paterson 's  the  town  we  love  best, 
Pow-Wow. — (Jazz) 

Jersey  City,  N.  J. — Jersey  City  Council  held  its 
regular  monthly  meeting,  July  29.  We  were  honored 
by  haxnng  Grand  Counselor  Thrope  as  our  visitor, 
accompanied  by  his  bodyguard.  Brothers  Allen  and 
Forbush  of  Suburban  Council. 

Past  Grand  Counselor  Potterton  gave  us  an  inter- 
esting report  of  his  trip  to  Columbus  as  delegate  to 
the  Supreme  session. 

Grand  Counselor  Thrope  sprung  a  new  one  on  us 
—he  had  us  all  sign  pledges  to  secure  at  least  one  new- 
member  by  December  1 .  Looks  as  though  Phil  means 
to  increase  the  membership  of  New  Jersey-Delaware 
considerably  during  hs  administration. 

One  other  fine  move  of  his  is  that  of  having  Grand 
Council  officers  \'isit  Councils  other  than  the  ones 
they  belong  to  and  get  acquainted  with  all  of  the 
Councils  near  them. 

Our  Secretary  reported  two  applications  on  file. 

Grand  Counselor  Thrope  advised  us  that  prepara- 
tions were  shortly  to  be  started  for  another  grand 
rally  to  be  held  this  fall,  and  asked  that  a  committee 
be  named  to  meet  with  the  other  Councils  to  make 
arrangements  for  it.  Senior  Counselor  Howley 
appointed  Brothers  Golden.  Potterton,  Noble, 
Ossenfort  to  act  wHth  him  as  Jersey  City's  committee. 

The  outing. held  August  5.  was  spoken  of  by  Grand 
Counselor  Thorpe,  and  our  Secretary  reported  31 
tickets  paid  for  by  our  members.  We  made  a  good 
showing  at  the  outing. 

It  is  possible  that  we  may  change  the  date  of  o<ir 
Pept  ember  meeting  to  allow  a  delegation  of  our 
members  to  attend  the  meeting  of  Plainfield  Council. 
— (C.  K.  G.) 


Trenton,  N.  J.— Trenton  Council,  No.  240,  is 
highly  honored  in  having  two  of  its  members  elected 
Grand  olficers  in  this  Grand  Jurisdiction. 


Grand  Junior  Counselor  Braithwaite 

Not  only  was  our  own  William  Braithwaite  elected 
Grand  Junior  Counselor,  but  to  add  to  our  pleasure 
and  distin<tion.  Brother  J.  B.  Agnew  was  elected 
Grand  Treasurer. 


Grand  Treasurer  J.  B.  Agnew. 

The  New  Jersey-Delaware  Grand  Jurisdiction 
may  likewise  be  congratulated  in  haWng  two  such 
live  wires  among  its  officers.  Trenton  Council  haa 
many  hard  workers  for  the  U.  C.  T.,  and  in  selecting 
our  two  most  prominent  members  for  its  officert 
the  Grand  Council  did  honor  to  itself. — (D.  P.  M.) 

Newark,  N.  J.— July  15,  the  old  guard  of  E«B«j 
Council.  No.  317,  turned  out  to  the  regular  monttlf- 
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THE    SAMPLE    CASt  4V 


Amaze  Yom  Friends- 
Learn  Music  Quickly  at  Home 

Through  This  Wonderful  New  Method  You  Can  Now  Learn 
to  Play  Your  Favorite  Instrument  in  a  Few  Short  Months 

Entire  Cost  Averages  a  Few  Cents  a  Lesson 


<<l-TOVy  did  you  ever  do  it?    Where  in  the  wide  world 
■»•-»•  did  you  ever  learn  to  play  so  quickly?" 

j    This  is  the  question  that  thousands  of  our  students  have 

j  been  asked  and  are  being  asked  daily. 

With  our  wonderful  easy  print  and  picture  lessons  for 

beginners,  their  progress  has  been  nothing  short  of  astonish- 
ing.     Not  only  their  friends,  but  they  themselves,  were 

amazed  at  their  sudden  ability  to  ])lay  or  sin^.    With  this 

accomplishment    they  have  been 

able  to  achieve  greater  popularity 

than  they  ever  thought  i)ossible. 

I  And  you  can  do  the  same. 

I    Even  if  you  don't  know  the 

first   thing   about   music,  don't 

know  one  note  from  another — 

with  this  new  method  you  can 

easily  and  quickly  learn  to  sing 

or  to  play  your  favorite  musical 

instrument.     Avd    all    in  your 

spare   time   at  home — without  a 

teach  er\ 

To  those  who  are  not  acquaint- 
ed with  our  system  this  may  sound  like 
a  pretty  strong  statement.     Yet  we 
stand  ready  and  willing  to  back  up  ever>- 
ivord  of  it. 

We  have  taught  music  to  over  300,000  men, 
>vonien  and  children  in  all  parts  of  the  world. 
Fust  think! — over  a  third  of  a  million  graduates. 
rheir  thousands  of  grateful  letters  to  us,  only  a 
ew  of  which  are  reproduced  here,  will  convince 
/ou  better  than  anything  we  could  say,  of  the 
rue  merit  of  our  system. 

Our  method  removes  all  the  discouraging  draw- 
backs and  entangling  hindrances  of  the  old  way  of 
earning  music. 

There  are  no  dull  and  uninteresting  exercises,  no 
igonizing  scales,  no  tortuous  finger  gymnastics,  no  repri- 
nands  from  a  cross  or  impatient  teacher.  Nor  is  there  any 
need  of  joining  a  class,  pinning 
yourself  down  to  certain  hours 
of  practice,  paying  a  dollar  or 
more  per  lesson  to  a  private 
teacher. 

All  these  obstacles  have  been 
eliminated  entirely.  In  their 
place  you  are  given  delight- 
fully clear,  easy  and  interest- 
ing lessons,  which  make  every 
step  as  simple  as  A,  B,C.  You 
take  lessons  in  the  privacy  of 
your  own  home  with  no  stran- 
gers around  to  embarrass  you. 
And  you  may  practice  when 
ever  it  is  most  convenient  for 
you. 

So  easy  is  our  method  that 
children  only  10  to  12  years 
old  have  quickly  become  ac- 
complished singers  or  players. 
Also  thousands  of  men  and 
women  50  to  60  years  old — 
including  many  who  have  never 


before  taken  a  lesson — ha\  e  found 
this  method  equally  easy. 

And  these  lessons  are  just  as 
thorough  as  they  are  easy — no 
"trick"  music,  no  "numbers"  no 
makeshifts  of  any  kind.  We  teach 
>ou  the  only  right  way — teach 
you  to  plav  or  sing  by  note. 


LEARN  TO  PLAY 
ANY  INSTRUMENT 

Piano  'Cello 
Organ  Harmony  and 

Violin  Compotilion 
Dnimi  and  Si^hl  Singing 
Trapt  Uluiltle 
Banjo  Guitar 
Tenor  Hawaiian 

Steel  Guitar 
Harp 
&>met 
Piccolo 
Tio-fbone 
Voice  and  Speech  Culture 
Autoitatic  Fuiger  Control 


Banio 
Mandolin 
Clannel 
Flute 

Saxophone 


Think  of 
the  pleasure 
and  happi- 
ness you  can 
add  to  your 
own  daily 
life  once  you 
know  how 
to  play ! 
Think  of  the ' 

popularity  you  can  gain — for  jjlayers 
and  singers  are  always  in  demand  at 
social  gatherings  of  every  kind. 

And   think  of  the  good  times  you 
can  have  and  the  money  >  ou  can  make. 

Thousands  of  our  students  now  play  in  orches- 
tras, at  dances,  etc.    Many  have  orchestras  of 
their  own,  and  go  away  each  year  to  play  at 
the  seaside  or  mountain  resorts.   Why  can't  you  do 
the  same? 


Special  Offer 


THE  VERDiai 

Since  I've  been  taking  your 
lessons  I've  made  over  $200 
with  my  violin.  Your  lessons 
surely  are  fine.— Melvin  Free- 
land,  Macopin,  N.  J. 

My  friends  all  think  it  wonder- 
ful how  I  learned  to  play  in 
such  a  short  time.  I  regret  that 
I  didn't  hear  of  your  school 
long  ago.— Mrs.  W.  Carter,  220 
Cass  Ave.,  St.  Louis. 

I  want  to  tell  you  how  delighted 
I  am  to  have  found  a  way  to 
learn  music.  I  shall  sing  the 
praises  of  your  school  to  every 
one  I  meet. — Susan  J.  Almy, 
SOD  W.  144th  St..  New  York. 

I  am  more  than  satisfied  with 
the  lessons.  They  are  much 
better  than  a  private  teacher. 
I  certainly  admire  the  way  you 
take  pains  to  explain  every- 
thing in  them.  I  wouldn't  go 
back  to  my  private  teacher  if  I 
were  paid  to. — Julian  L.  Piccat, 
Stepney,  Conn. 


When  learning  to  play  or  sing  is  so  easy,  why  con- 
tinue to  confine  your  enjoyment  of  music  to  mere 
listening?  Why  not  at  least  let  us  send  you  our  free  book 
that  tells  you  all  about  this  method?  We  know  you  will 
fmd  this  book  absorbingly  interesting,  simply  because  it 
shows  you  how  easy  it  is  to  turn  your  wish  to  play  or  sing  into 
an  actual  fact.  Jus  now  we  are  making  a  special  short-time 
offer  that  cuts  the  cc  it  per  lesson  in  two — send  your  name  now 
before  this  special  offer  is  withdrawn.  Instruments  supplied 
when  needed,  cash  or  credit.  No  obligation— simply  use 
the  coupon  or  send  your  name  and  address  in  a  letter  or 
on  a  post-card. 

Please  write  name  and  address  very  plainly  so  that 
there  will  be  no  trouble  in  booklet  reaching  you. 

U.  S.  SCHOOL  OF  MUSIC,  3649  Brunswick  Bldg.,  N.  Y.  City 


I  U.  S.  SCHOOL  OF  MUSIC, 


3649  Brunswick  Bldg.,  New  York  City 


I  Please  send  me  your  free  book  "Music  Lessons  in  Your  Own  Home,"  and 
particulars  of  your  special  offer.    I  am  interested  in  the  following  course: 

I 


( Name  of  instrument  or  course) 
(Please  write  plainly) 


I  City. 


so        1  111.    S  A  M  I'  I.  i:    CAS  I. 


sii;prtMui:K 


iiiectiiiK  una  Imil  the  KfCttl  plfcauure  of  bclihk  iiiiil 
hearing  our  GranJ  CounBcIor,  "Phil"  Thorpe. 

Milton  Meier  was  initiated.  In  the  absence  of  our 
Conductor,  H.  W.  Extcllo,  l'a«t  CounBelor  C.  M. 
Grodesky  took  good  care  of  the  candidate. 

Very  intiTPstinis  rcporte  were  heard  from  the 
vuriouH  coniiiiittceH. 

Our  New  JerHey-Dclawarc  outing,  August  5,  at 
Idlewild  Turk,  proved  to  bo  a  great  day  for  all  who 
attended.  Kbscx  meinbcra  gave  seven  prizes  for  the 
athletic  events.  Great  credit  is  due  Conductor  H.  W. 
lOstello,  who  is  chairman  of  the  Entertainment  Com- 
mittee, for  the  fine  day's  program  he  arranged. 

We  would  have  liad  our  "old  faithful"  Past  Grand 
Counselor  Frank  Patterton  with  us  at  our  July 
meeting,  but  he  wired  in  that  ho  was  having  a  littlo 
wedding  anniversary  party  at  home. 

Essex  Council  has  planned  a  large  delegation  to 
attend  Plainfield  Council  on  the  fourth  Saturday 
in  September,  when  our  Grand  Counselor  makes 
his  oflicial  visit  to  Plainfield.  This  will  be  a  big 
night. 

Arrangements  have  been  started  for  the  next  New 
Jersey-Delaware  rally  to  be  held  some  time  in  No- 
vember. The  Essex  Committee  is  composed  of  the 
following:  Past  Counselor  "Jim"  Kyan,  Past  Coun- 
selor "Les"  McLellan,  Past  Couneelor  "Lew"  Blan- 
man,  Past  Counselor  "Charlie"  Grodesky,  Conduc- 
tor Harry  W.  Estelle,  Page  Frank  M.  Estelle,  Senior 
Counselor  "Jack"  Moehring,  and  Councilor  C.  V. 
Kopatz. 

Essex  turned  out  with  its  usual  large  crowd  at 
the  first  outing  attempted  by  New  Jersey-Delaware 
U.  C.  T.,  held  August  5  at  Idlewild  Park,  Little 
Falls  Road,  N.  J. 

"Les"  Ilarring,  of  Paterson  Council,  was  hard 
at  work  all  day  in  his  shirt  sleeves  and  personally 
saw  to  it  that  everyone  was  being  cared  for.  "Joe" 
Ambcrg,  also  of  Paterson,  was  another  busy  man. 
Grand  Conductor  "Barney"  Owens,  of  Essex,  started 
all  the  events  and  it  kept  Barney  on  the  junjp.  Very 
good  Barney.    Everything  went  off  without  a  hitch. 

Senior  Counselor  "Jack"  Moehring  was  official 
umpire  for  the  ball  game  between  Surburban  and 
Paterson  Councils  and  it  was  not  Jack's  fault  that 
Paterson  was  beaten. 

From  all  appearances  it  looks  as  though  an  outing 
will  take  place  every  year.  This  was  the  first  attempt 
and  it  proved  a  success. 

All  aboard,  Essex.  Double  the  membership. 
— (F.  M.  E.) 


Brooklyn. — The  reguhir  meeting  ol  old  No.  Kw, 
scheduled  to  take  place  July  S,  was  r  ostponed  on 
account  of  most  of  the  officers  being  away  for  the 
week-end. 

By  unanimous  vote  of  the  officers,  we  have  de- 
cided to  hold  no  meeting  in  August  cither,  as  this 
month  is  the  most  difficult  in  which  to  muster  the 
"regular  attcnders."  There  are  so  many  counter- 
attractions  in  greater  New  York  at  this  season  which 
contribute  to  make  demands  on  every  body's  spare 
time. 

September  0,  the  Covmcil  will  re-open  its  indoor 
season,  when  all  of  the  boys  will  exchange  greetings 
and  welcome  the  true  warm-hearted  fellowship  for 
which  No.  If).')  is  noted.  Our  three  slogans:  "We 
never  exjlain;"  "The  Council  that  shows  how;" 
and  "The  Council  without  discord."  will  continue 
in  vogue,  and  will  be  manifest  to  even  greater  extent 
as  our  list  of  regidar  attenders  continues  to  grow,  for 
our  new  members  are  showing  good  attendance. 

"Daddy,"  Cliff  Kline,  will  no  doubt  have  plans 
to  announce,  regarding  several  features  to  be  held 
this  fall,  all  of  which  will  surely  add  to  the  good 
fellowship  of  the  Council. 

Brother  Wm.  N.  Kenney  is  expected  back  from 
a  vacation  in  Canada,  and  his  return  is  very  eagerly 
awaited. 

All  our  members  are  urged  to  mention  The  Sample 
Case  to  their  friends  and  to  do  all  they  can  to  sell 
new  subscriptions.  Remember,  only  $1.00  per  year. 
Think  of  it!— (G.  G.  P.) 

Buffalo. — The  regidar  meeting  for  Jidy  was  held 
on  the  8th.  Grand  Sentinel  J.  Frank  Allen  occujued 
the  station  of  Page  in  the  absence  of  Brother  Haig. 
Secretary  Ricketts  was  designated  to  report  the 
meeting  for  the  Sunday  Times  Commercial  Travel- 
ers' section  on  account  of  the  absence  of  Brother 
Lucas. 

Commercial  Traveler  Lester  O.  Gentry  was  in- 
itiated into  the  Order  and  the  reinstatement  of  H. 
J.  Burtch  was  favorably  acted  upon. 


The  ollicern  and  njembers  ol  the  degree  W^um  were 
complimented  on  the  thorough  manner  in  which 
the  work  wa»  conducted,  handicaijpc<l  as  they  were 
without  electric  lights  (a  fire  in  the  basement  earlier 
in  the  day  making  this  the  situation). 

Mendjcrs  will  be  pleased  to  learn  that  Brother 
Henry  Schutt  ia  reported  about  again.  He  had  a 
very  serious  mix-up  with  a  New  York  Central  loco- 
motive while  driving  in  the  vicinity  of  Auburn. 

Buffalo  f;ouncil.  No.  7,  mournit  the  loss  of  Brother 
J.  V.  Mullen,  of  Batavia,  N.  V  .,  whose  death  oc^ 
curred  very  suddenly  ot  Me<lina,  N.  Y.,  on  July  11. 
Death  was  due  to  heart  dijieaiie.  He  woe  connected 
with  the  Buffalo  Branch  of  Parke,  Davis  and  Co., 
Detroit,  Mich.  Previous  to  his  entry  into  this  terri- 
tory lie  acted  as  representative  for  the  above  men- 
tioned concern  in  the  territories  of  West  Virginia 
and  Nebraska.— (W.  L.  C.) 

Rochester. — I'lowcr  City  Council's  May  meeting 
was  held  on  May  27.  It  was  Grand  and  Past  Grand 
Council  officers'  night,  all  of  the  chairs  being  filled 
by  Grand  and  Past  Grand  officers,  all  members  of 
Flower  City  Council,  No.  20:<,  a  stunt  that  1  don't 
believe  could  be  pulled  off  in  any  other  Council. 
The  chairs  were  filled  as  follows:  Senior  Counselor, 
Grand  CounBcIor  C;has.  H.  Abbott;  Junior  Counselor, 
Past  Grand  Counselor  .lames  P.  Burrus;  Past  Coun- 
selor, Past  Grand  Counselor  Chas.  M.  Gumming; 
Conductor,  Grand  Executive  Committeeman  Jud- 
son  G.  Wing;  Page,  Grand  Page  Harlow  C.  Norton; 
Sentinel,  Grand  Necrology  Committeeman  Herbert 
W  Bngham ;  Chai  lain.  Grand  Promotion  Committe* 
man  Thos.  Nicholson. 

The  lectures  were  very  ably  and  impressively 
given  to  IC  candidates.  We  also  had  one  reinstate- 
ment and  two  transfer  cards  accepted,  which  makes 
us  the  largest  Council  in  the  Order. 

After  the  meeting  the  Entertainment  Committee 
prepared  a  lunch  of  pineapple  salad,  cake  and  coffee. 

The  June  meeting  was  held  June  24.  A  large 
crowd  was  on  hand  and  we  put  14  candidates  through 
the  mysteries  of  U.  C.  T.'ism,  making  our  total 
membership  1,668.  It  was  a  snappy  meeting,  being 
over  at  10:15.  Reports  of  our  delegates  from  the 
Grand  Council  were  given  and  activities  for  the 
summer  season  were  announced,  which  look  pretty 
good  to  the  casual  observer. 

July  1,  we  held  a  stag  dinner  at  Ontario  Beach 
Park  on  Lake  Ontario,  which  was  given  to  the  mem- 
bers who  were  succe-ssftd  in  securing  new  members 
since  April  1,  and  we  had  as  our  honored  guest*  the 
New  England  and  New  York  Supreme  Council  Dele- 
gates who  were  on  their  way  home  from  the  Supjreme 
Council  session.  All  enjoyed  themselves  in  sight- 
seeing trips  around  Rochester,  during  the  afternoon, 
and  at  the  dinner  in  the  evening.  We  hop>e  they  will 
all  come  axain. 

Jidy  8,  we  joined  with  the  Rochester  Commercial 
Travelers'  Mutual  Benefit  Association  in  a  picnic 
across  Lake  Ontario,  at  Coburg.  Canada. 

Saturday  afternoon  and  evening,  August  26,  was 
the  date  of  our  annual  get  together  and  picnic.  It 
was  a  big  affair  as  usual,  held  at  Maplewood  Inn, 
Brighton,  N.  Y.,  where  two  years  ago  we  had  700 


Couueilors,  wives  and  children  in  attendance.  The 
committee  in  charge  worked  hard  to  make  this  the 
best  one  yet.  There  was  a  ball  game,  sports  of  all 
kinds  for  young  and  old.  Iota  to  cat  and  dancing  till 
11:00  p.  m. 

We  arc  having  some  fine  meetings  and  you  who 
don't  get  to  them  are  missing  a  goixl  time 

We  lead  now,  so  let's  get  out  and  bring  in  th« 
eligibles  and  make  old  h'lower  City  Council 
first  2,fK)0  Council  in  the  Order.— (Mully.) 


Springfield.— The  thirty-second  annual  picnic 
of  Champion  City  Council  was  held  at  Tecumseh 
Park,  Saturday,  August  6,  and  to  say  that  it  wa* 
a  success  would  be  putting  it  mildly. 

The  ball  game  between  the  fats  and  the  leans  waa 
a  huge  success  from  a  lean  standpoint,  as  the  score 
was  23  to  3  for  the  leans.  The  pitching  of  Skinney 
Wcigcl  for  the  leans  was  a  feature,  also  the  pitching 
of  Fatty  KauB.  The  work  of  Skinny  Ridge,  captain 
of  the  leans,  at  second  would  make  some  of  the  big 
league  boys  look  like  pikers.  The  game  was  called 
at  the  end  of  the  seventh  inning  as  the  Bcore  keeper 
ran  out  of  par)er  to  score  the  lean  runs. 

As  he  was  unable  to  engage  a  room  at  the  hfmi  jtaj, 
Kent  Hewling  backed  up  on  the  umpire  job  and 
Oscar  Snyder  was  called  on  to  assist  Al  Gelnenliter. 
Stan  Weigel  says  that  if  Gelsy  doesn't  know  any 
more  about  selling  paper  than  be  does  about  urnr.iring 
he  will  starve  to  death. 

The  athletic  stunts  put  on  by  Brother  Giffin 
enjoyed  by  young  and  old.  It  is  claimed  that  the 
judges,  Morey  and  Fryberger,  favored  the  best- 
looking  ladies  in  all  the  games  for  ladies  Refregh- 
ments  were  furnished  by  the  committee.  Geo. 
Mctzger's  coffee  was  so  strong  it  blew  up  the  stow 
in  the  kitchen  and  a  bad  fire  was  narrowly  averted 
by  S.  C.  Wagner  and  Oscar  Snyder.  Ray  Wagner 
shoveled  enough  cinders  to  fill  up  the  Big  Four  right- 
of-way. 

The  evening  was  enjoyed  by  about  100 
in  dancing. 

It  was  interesting  to  the  old-timers  such  as  Billy 
Argabright,  Henry  Fryberger,  Pop  Vansickle 
W.  A.  Lawrence  to  sit  back  and  watch  the  intereit 
taken  by  the  younger  members. 

The  committee.  Brothers  Webster,  chairman,  wiUi 
King,  Giffin,  Swope,  Metzger  and  Crospin,  deserve 
a  lot  of  credit  for  the  manner  in  which  they  put  on 
this  picnic  as  it  was  one  of  the  best  ever  held  by 
Champion  City  Council. 

The  next  big  event  will  be  the  big  class  in  October, 
so  get  busy  and  have  your  prospcctg  all  lined  up  fw 
the  Sei'tember  meeting,  as  S.  C.  Wagner  would  like 
to  have  all  apphcations  passed  on  before  the  Octobw 
meeting. — (W.  A.  L.) 

Akron.— Akron  Council,  No.  87,  met  ii 
session,  July  1.5,  with  a  fair  attendance. 


The  Most  Complete  and  Comprehensive  Book  on 

RADIO  UP  TO  DATE 

Includes:  Elementary-  Electricity  for  Radio  beginners,  Dynam^Electnc  Machu.ejT, 
Radio  Circuits,  Electro-Magnetic  Waves,  Transnutting  and  Receiving  Apparatus, 

Crj'stal  Detectors. 

Radio  Telegraphy,  Radio  Telephony 
and  Vacuum  Tubes 

All  explained  in  one  compact  ter^book,  and  ip.Jfnguage  that  every  one  can  und^^^^ 
For  Radio  Beginners,  Amateurs,  Operators  and  Class  or  Club  use.    Free  from  commercial 
or  professional  bias. 

ONE  correct  design,  ONE  page  of  reliable  data,  ONE  correct  formula,  pays  for  the  book 
in  reduced  construction  cost. 

THINK  right!        BUY  right!        BUILD  right! 

Contains  352  pages,  filled  with  real  Radio  meat,  268  diagrams  and  Ulustrations;  attrac- 
tively and  durably  bound  in  full  cloth;  size  4  1-2x7  1-4  inches. 

Latest  and  best  book  published  $1.50  postpaid. 

The  Sample  Case  Columbus,  Ohio. 
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(;<•<>  \V.  K.-lliir,  |>rcvicmi.l>  i-lc-.tcil,  |ircM-i.l<il 
liiiiigi'lf  fur  inititition. 

Quite  a  mimlier  of  our  boyB  liove  oxprcniicil  tlioui- 
wtlvpa  aa  cxgiecting  to  attend  the  Grand  Council  at 
Toledo  next  year. 

Our  nnnuni  outing  and  ImBket  picnic,  at  Summit 
Bench  Park,  July  20,  arrangi-d  by  flie  Kntertainmeiit 
Committee  of  the  l.adica'  Auxiliary  ami  the  Council, 
was  the  host  ever  had.  There  were  numerous  ron- 
tMta  for  Indicd  and  men,  and  even  the  kiddies  were 
not  forgotten  I'riae*  were  given  to  those  that  were 
(be  successful  winners,  which  in  some  instances  were 
groat  "sur-prixes." 

Kats  were  served  from  6  to  7  o'clock.  Everybody 
came  well  provided  with  plenty  of  goodies  in  the 
basket.  The  coupons  attached  to  the  ticket  of  ad- 
mission were  made  uoe  of  by  visits  to  ye  Old  Mill, 
Hilarity  Hall,  launch  tide  around  Summit  Lake, 
knd  dance  hall. 

A  great  deal  of  credit  is  due  tlie  lontertninment 
Committees,  who  left  no  stone  unturned  to  make 
the  picnic  n  grand  success,  which  it  surely  was. 
— (Heinie ) 

Portsmouth. — River  City  Council,  No.  1 1 ,  held 
its  regular  Be8.sion,  July  29,  with  C .  B.  Foster,  Senior 
Counselor,  presiding. 

Preparations  were  made  for  our  membership 
eampaign  Grand  Counselor  D.  11.  Rui>crt  was 
appointed  captain  of  one  division,  and  Sidney  Ander- 
son captain  of  the  other.  The  council  has  been  di- 
»ide<I  equally,  each  team  ha\'ing  the  same  number 
of  members.  The  drive  is  on,  the  object  being  to 
have  a  class  of  fifty  candidates  for  our  October  meet- 
ing. 

Senior  Counselor  Foster  is  doing  his  part  well. 
He  has  sent  out  a  letter  to  all  members,  telling  of 
this  membership  drive  and  asking  them  to  put  their 
"shoulders  to  the  wheel"  and  help  put  it  across,  and 
further  he  is  determined  to  have  a  team  with  all 
their  ritualistic  work  memorixed. 

Charlie  has  no  soft  snap  jobs  for  anyone.  You 
either  have  to  be  up  and  doing  or  be  left  so  far  behind 
that  you  can  never  catch  up. 

We  are  glad  to  report  that  our  grand  old  ex- 
Secretary,  J.  D.  Bridges,  is  recovering  from  his  illness 
and  getting  along  nicely. 

Irvin  D.  Gehcrs,  who  met  with  a  painful  accident 
a  few  weeks  ago,  has  recovered  and  is  able  to  greet 
his  friends  as  usual. 

The  Entertainment  Committee  had  a  big  picnic 
in  store  for  us,  August  19,  at  the  Lucasville  Fair 
Grounds.  It  was  an  old-fashioned  barbecue  dinner, 
with  games  of  all  kinds,  contests,  swimming,  boating, 
dancing,  a  fifty-two  piece  band  and  everything. 
-(W.) 

Newark.— Newark  Council,  No.  274,  met  on  the 
third  Saturday  of  July.  Senior  Counselor  Miller 
was  in  the  chair  and  opened  on  time;  he  is  going  to 
stick  to  promptness  on  starting. 

The  officers  showed  up  in  good  form  and  nearly 
oU  answered  to  their  names.  There  was  no  very 
important  business  other  than  preparatory  work 
for  tM  annual  picnic,  which  proihiscs  to  be  a  real 
picnic.  All  the  arrangements  are  pushed  to  com- 
pletion so  that  all  will  have  a  good  time. 

John  E.  Brunner,  of  Somerset,  applied  for  member- 
ship and  was  elected  for  membership,  initiation  to 
follow  later. 

Some  of  the  men  are  asking  just  a  funny  query, 
where  are  the  men  who  were  officers  last  year  and 
then  attended  regularly;  we  have  missed  several 
so  far. 

Council  meetings  are  on  the  third  Saturday  of 
each  month  and  at  8  p.  m  ,  until  further  notice. 
Let  the  reader  just  make  a  note  of  time  and  date,  and 
plan  to  come  to  the  Council  meetings  to  attend  to 
his  interests  as  well  as  the  interests  of  the  Council 
as  a  whole.— (H.  N.) 

Gallon. — Seccaium  Park  rang  with  joyous  shouts 
uiil  iniich  laughter,  July  15,  all  the  noise  being  occa- 
siorifd  by  the  large  crowd  of  U.  C.  T.'s  and  their 
:atrilios  on  their  annual  picnic. 

The  U.  C.  T.  kids  sure  had  theirs— free  ice  cream 
cones,  lemonade,  watermelon,  all-day  suckers  and 
halloons,  the  last  furnished  by  that  real  U.  C.  T., 
Profiler  De  La  Croix.  In.'identally  it  may  be  re- 
marked that  some  of  the  grown-ups  crowded  the 
kids,  es^iecially  at  the  crock  of  lemonade 

Bill  Quay  and  HarcM  Snyder  licked  all  comers  to 
"a  frazzle"  in  the  horse-shoe  pitching  contest. 

The  girls'  running  race  showed  that  a  swallow  had 
nothing  on  Dixie  Bell  Snyder  in  skimming  over  the 
CTound.    Miss  Louise  Findley  was  a  close  second. 

1  liiyd  Secrest  won  the  potato  race. 

Harry  Uesch  won  the  men's  running  rare,  but  he 
'lidn't  win  his  own  prize,  getting  instend  two  nice 
hig,  well  blown-up  red  balloons.  Arthiir  Poisert  w  as 
a  close  second. 

The  crowded  event  of  the  card  was  the  ladies ' 


WE  want  more  associates  to  sell  "Weather  Monarch" 
Raincoats  and  Waterproofed  Overcoats.  Ours  ia 
absolutely  a  different  plan.  The  moat  amazing  proposition  ever 
offered.  We  are  an  association  of  Raincoat  Agents  and  Sales- 
men. We  buy  cloth  for  less.  We  sell  for  less.  You  make 
big  commissions  on  your  sales,  and  aiso  share  in  our  prof- 
Its.  Every  month  you  take  orders,  you  as  member  of  the  a.sso- 
ciation,  will  receive  your  monthly  profit  check  in  addition  to  your 
^regular  commission  which  you  receive  on  all  sales.  This  is  your 
opportunity  to  take  up  work  that  will  make  you  independently 
well  to  do  now  and  in  the  future.    Be  your  own  boss. 

You  Share  In  Our  Profits 

Do  not  pay  us  one  penny,  just  take  up  the  work  and,  as  a  mem* 
ber  of  the  association,  reap  the  profit  that  comes  from  our  col- 
lective buying  and  profit  sharing.  Part  time  can  be  used.  Full 
Complete  Selling  Outfit  Free  with  full  instructions  that  teach  you  everything. 
No  experience  is  needed.  All  you  do  is  to  write  orders  and  collect  commission.  We 
deliver  direct  to  your  customer  by  parcel  post.  Every  coat  made  to  measure  and 
guaranteed  superior  quality.  We  train  you.  If  you  are  experienced,  you  can 
make  more  money  than  ever  before.  Ask  about  our  Duol  Coat  No.  999  the  coat 
of  a  thousand  practical  uses.  You  can  get  your  Raincoat  Absolutely  Free. 
Are  you  alert  to  ways  of  bettering  yourself?    Then  write  ub  today. 

ASSOCUTED  RAINCOAT  AGENTS,  INC.,  K?  ?,:«^'iJ5r^bf2£S 


running  race.  Mrs.  Uuth  Snyder  won.  Miss  Louise 
Kindley  was  a  close  second. 

Master  Robert  Moulton  won  the  boys'  running 
race. 

Little  Miss  Madeline  Strain,  aged  six,  won  the 
girls'  potato  race.  Madeline's  sister,  Irene,  was  the 
lucky  second. 

The  next  event  was  the  selecting  of  the  I'.  C.  T. 
having  the  largest  family  in  attendance.  Theo. 
Poister  stood  around  and  "haw-hawed"  the  rest  and 
won  the  "ham  what  am." 

The  tug  of  war  would  have  been  won  by  Theo. 
Poister's  side,  if  he  had  been  as  smooth  on  picking 
out  a  side  as  Double  A.  Crawford,  who  proved  by 
the  result  that  in  this  he  has  no  superior.  A  weak 
spot  in  Poister's  side  was  the  slipping,  sliding,  skid- 
ding, skittering  on  the  part  of  L.  K.  Beck. 

The  baseball  game  was  won  by  the  masterful 
strategy  of  Urothers  De  LaCroix  and  Gledliill. 

Dayton. — Gem  City  Council,  No.  3,  still  keeiw 
up  the  good  work,  four  being  added  to  our  list  at 
the  July  meeting.  There  was  a  good  attendance, 
even  if  it  was  hot. 

Preparations  are  already  being  made  for  our  big 
class  in  October,  so  let  every  one  get  busy  and  get 
a  candidate. 

The  Bagmen  had  a  grand  time  at  their  picnic, 
August  l."),  when  more  than  a  hundred  joined  in  the 
merry  occasion. 

The  U.  C.  T.  picnic  was  held  August  12,  at  the 
same  place,  Forest  Park,  which  is  an  ideal  picnic 
ground.  The  committee,  with  Grandpa  Shaw  at 
the  head,  had  something  doing  every  minute. 

The  ladies'  U.  C.  T.  Social  Committee  has  been 
having  some  very  pleasant  gatherings  this  summer, 
and  are  making  preparations  for  some  real  doin's 
when  the  cool  weather  comes. — (B.  O.  A.) 


Philadelphia. — As  a  general  thing.  Council 
activity  during  the  montlis  of  July  and  August  is 
laid  on  the  shelf  and  forgotten  and  not  put  into  action 
until  September  or  October.  Old  No.  16  decided 
to  break  away  from  that  rusty  idea  and  get  busy. 
At  the  Jidy  meeting  it  was  as  hot  as  blazes;  we  all 
worked  in  our  shirt  waists  and  put  nine  grip-luggers 
over  the  road.  At  the  August  meeting  five  more 
splendid  fellows  were  added  to  our  collection.  This 
good  work  is  a  fine  tribute  to  our  new  Grand  Coun- 
selor. 

At  the  August  meeting  there  was  quite  a  lively 
discussion  on  the  wonderful  issue  of  the  August 
number  of  The  Sample  Case,  due,  of  course,  to  the 
efforts  of  the  editor.  Brother  Charles  H.  Smith.  We 
all  feel  that  future  editions  will  be  a  hig  factor  in 
U.  C.  T.'ism. 


The  recent  sudden  death  of  Brother  Chas.  H. 
Stanton  has  causetl  much  sorrow  among  our  members. 
He  was  very  active  at  the  July  meeting.  At  the 
August  meeting  every  member  remained  in  prayer- 
ful silence  for  one  minute  aa  a  tribute  to  his  memory. 

Here  is  b  message  for  every  member  of  our  Order: 
On  or  about  November  30,  the  new  Robert  Morris 
Hotel,  I7th  and  Arch  Streets,  Pliila<leli>hia,  will  oiien 
its  doors  to  the  public.  This  magnificent  and  en- 
tirely new  hotel  will  s|«cialize  in  the  care  of  the  com- 
mercial traveler.  It  will  be  owned  and  managed  by 
Mr.  Jennings,  formerly  of  the  little  Hotel  Wilmot. 

Mr.  Jennings,  through  his  great  generosity,  will 
devote  a  section  of  the  eleventh  floor  to  our  Order, 
to  be  known  aa  the  V.  C.  T.  club  room,  not  for  one 
indiWdual  Council,  but  for  the  benefit  of  every 
Council  in  tlie  country.  This  room  will  face  the 
beautiful  Park  Way,  overlooking  Fairmount  Park, 
and  the  site  for  the  coming  Sesqui-Centennial.  It 
is  impossible  to  give  full  details  in  this  insue,  but 
later  we  will  find  a  method  to  reach  every  member 
of  the  Order.  However,  look  for  the  large  ad  which 
will  appear  in  The  Sample  Case  Uter.— (H.  M.  H.) 

Pittsburgh.— Fort  Pitt  Council,  No.  171,  has 
launched  its  good  boat,  "Apphcation,"  and  accepted 
the  quota  as  set  us  for  the  year  ending  June  1,  1923, 
aa  requested  by  Grand  Counselor  Richard  Reeder. 
It  is  good  to  note  how  the  members  are  responding, 
even  before  our  letters  were  sent  out.  Each  city 
meml>er  should  receive  one  application;  this  apph- 
cation tells  all  the  good  things  we  stand  for,  so  read 
it  carefully  and  be  informed.  Our  new  indemnity 
for  accidental  death  while  a  passenger  on  a  steam 
train,  or  one  that  is  controlled  by  electricity  at  the 
terminals,  allows  a  member  $12,600  while  others 
allow  but  $10,000 

The  special  need  to  watch  your  notices  of  assess- 
ments is  called  to  mind  by  the  sad  death  of  Brother 
Walter  H.  Brown,  who  sent  in  his  check  on  August  1 
and  was  killed  on  August  2.  Our  sincere  sympathy 
is  extended  to  Mrs.  Brown.  We  who  knew  Walter 
and  the  efforts  he  had  made  to  bring  success  to  those 
around  him  feel  his  loss  at  this  time. 

At  our  September  9  meeting  we  are  to  have  with 
us  several  of  the  Grand  Officers.  It  wjl  be  our  big 
night.  Be  sure  to  have  all  your  applications  in  time, 
making  checks  payable  to  your  Secretary  and  be 
sure  to  have  them  be  on  hand  at  8:30  p.  m.  sharp. 

We  are  glad  to  note  that  Brother  Ted  R.  Cottrell 
is  around  again,  and  also  Brothers  Henry  B.  Thomp- 
son and  A.  Louis  GUck.  Accidents  are  fairly 
pouring  in  of  late. — (A,  H.  B.) 

Pittsburgh. — Considering  the  torrid  weather, 
the  July  meeting  of  Duquesne  Council,  No.  387,  was 
well  attended.  If  the  attendance  at  the  warm  weath- 
er meeting  is  any  criterion,  our  cold  weather  meetings 
will  he  hummers. 

Adolph  I'.  Ergler,  salesmanager  for  the  Mason 
Oil  Co.,  received  the  degree  of  the  Order.  The  degree 
team  conducted  the  work  in  the  usual  high  class 
manner. 
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The  liiiUTtaiiiiiicnt  Conimittee  ut  workiiiK  «ul 
l.lHns  for  tlic  (•(■lfil)riition  of  the  fifteenth  annivcrHary 
of  the  foiiiidiiiK  of  Iho  Council,  whicli  will  1)C  o1>b<tvc<1, 
October  21,  in  Miiimniunn'e  lUill.  The  outBtan.linjt 
tcuturo  of  tho  cclebrulion  will  be  B  climn  iiiiliation, 
and  juili?inK  from  tho  ciithuHia«m  the  nicinbent  are 
HhowinK  ftt  tl.iH  time,  the  rliu,»  will  be  by  fur  the  lara- 
CHt  over  imt  acroBB  in  the  hiHtory  of  the  (-ouncil. 
CamtmiRn  Manager  Harvey  ami  the  team  cai>taiii8 
are  working  hard  to  reach  the  objective,  "100  new 
members  by  October."  Another  fpiittire  of  the  cele- 
bration will  be  the  gatherinK  of  olil-tiniens.  All  mem- 
bers in  general  and  the  old-limerB  in  particdlar  are 
asked  to  put  a  pin  in  the  date,  October  21 .  We  want 
the  old  boys  to  come  out  and  see  how  well  they 
biuldod. 

We  have  been  officially  notified  that  Grand  Con- 
ductor K.  S.  Musick  has  been  apT)ointed  our  District 
Deputy  for  this  year,  and  we  arc  looking  forward 
to  an  official  visit  in  the  near  future. 

It  srcms  to  us  that  each  issue  of  The  Sample  Case 
is  better  than  the  i-revious  one,  and  judRiiig  from  the 
remarks  we  hear  on  all  sides,  it  is  but  the  question 
of  a  very  short  time  until  our  magazine  will  rank 
with  the  best  in  the  country.  Of  course,  we  have 
always  considered  it  the  best  travelers  pu.Mication 
in  existence,  but  now  that  our  cntcn  rising  editor, 
Chas  U  Smith,  is  makini;  every  effort  to  make  1  lie 
Sample  Case  a  recognized  national  magazine,  it  is 
up  to  every  member  to  put  his  ahouldcr  to  the  wheel 
and  help  t'hc  good  caupe  along.  I'ntil  recently  sub- 
scriptions were  limited  to  members  of  the  Order,  but 
II. nv  the  NulxTription  list  is  open  to  all  and  we  bi'lieve 
that  if  tiip  morils  of  The  Sample  Case  were  pointed 
out  to  sahsTTioii,  siilc-siniinagers,  hotels  and  clubs  it 
wouM  lie  a  sinii  k-  iruitlcr  to  get  them  to  sign  on  the 
dotted  line.'  Subs.-rii.tion  blanks  will  be  furnished 
by  the  Secretary  on  rccpiest  Sell  The  Sample  Case 
and  you  boost  the  V.  C.  T.— (T.  J.  C.) 

New  Brighton,  Pa. -Quito  a  mi"-'^"  "f  /l'^' 
Brothers  of  Bo:>vcr  Vallev  Council,  No.  464.  stacked 
their  sample-c..se.s,  order-books,  etc.,  and  journeyed 
to  Cascade  Park  with  their  wives,  and  other  friends 
to  attend  the  tri-county  picnic  under  direction  of 
New  Castle  Council. 

The  day  was  ideal  for  the  occasion  and  was  well 
spent  in  various  amusements  provided  by  the  New 
Castle  Council,  including  dancing,  for  which  prizes 
were  awarded  the  winners.  Beaver  Valley  Council 
carried  away  their  share  of  prizes. 

Brother  Roy  S.  Weagley  joined  the  fat  men's 
race,  but  when  the  winner  had  crossed  the  tape. 
Brother  Weagley  was  still  anchored  at  the  starting 
position. 

Senior  Counselor  Joseph  F.  Famous  will  always 
remember  his  first  ride  on  the  scenic  railway.  The 
drop  of  fifty-five  feet  straight  down  made  him  forget 
all  about  his  appetite.— (W.  M.  D.) 

Wilkes-Barre.- Wilkes-Barre  Council  held  its 
annual  outing,  July  15,  at  Itilldo  farm  and  proved 
themselves  great  hosts  to  the  boys  from  Scranton 
Council.  ,   „  .  , 

There  were  500  in  attendance  and  all  had  a  great 
time.  Races  were  run  by  the  children  and  women 
as  well  as  the  boys,  honors  being  about  even.  A 
great  ball  game  was  played,  Wilkes-Barre  winning 
by  the  score  of  12  to  9,  after  which  a  delightful  supper 
was  served  by  a  well-known  caterer. 

Brother  Iredell,  of  Scranton  Lodge,  was  with  us 
again,  only  this  time  in  good  condition,  which  was 
a  treat  to  all  who  knew  him  to  see  him  on  his  feet 
again  and  enjoying  the  pleasures  of  good  health. 

Wilkes-Barre  Council  is  becoming  the  mecca  of 
good  fellowship  and  all  are  working  hard  to  help  the 
new  officers  make  this  the  banner  year  for  U.  C.  T. 
in  Wilkes-Barre.- (Mac  ) 

Warren. — The  August  meeting  was  called  to 
order  at  7:45  p.  m.  by  the  Senior  Counselor,  with  all 
regular  officers  present.    Fourteen  members  were 


Saturday  evening  of  the  month. 

Two  applications  were  received  for  membership, 
Lloyd  Wood  and  Frank  Cosraano,  who  were  elected 
to  membership;  and  one  petition  for  reinstatement 
was  favorably  acted  on  The  degree  was  given  to 
Lloyd  Wood. 

Past  Counselor  Peterson,  who  recently  moved  to 
Kane,  favored  us  with  a  visit  and,  as  usual.  Pete.had 
something  up  his  sleeve.  Pete  is  arranging  a  big 
class  day  to  be  held  at  Kane  for  a  class  of  candidates 
who  reside  in  this  town  and  we  want  our  degree  team 
to  go  up  there,  and  as  many  more  members  as  possible 
the  date  to  be  announced  later 

A  letter  was  read  by  our  Secretary  informing  us 
that  there  is  a  contest  on  in  the  State  for  new  mem- 
bers and  each  member  securing  a  new  member  will 
have  a  chance  of  winning  a  gold  watch.  For  each 
new  member  secured  you  get  one  chance,  ten  new 


RUFE,  OUR  PORTER,  SAYS 


'LOW  WE  SKO  IS 
6oT  A  HEAP  O'  ^AOWEY 
>N  DIS  HEAH  COUMTRY, 
ftur  WMUT  AH  LAK  T 
'MOW  \r>  wMAH-BoijTS 
UO    HE    GIT    DAT  "\A/_t' 

AT^!'  r~ 


the  capacity  of  the  bunch.  We're  going  to  serve 
them  at  the  September  mcotingr  before  Guy  has  a 
cliuncc  to  change  his  mind. 

I  wish  to  state  here  that  The  Sample  Cose  U  the 
best  and  most  interesting  magazine  which  comet 
into  my  home  and  I  assure  you,  dear  editor,  that  [• 
am  using  every  opportunity  to  get  it  into  the  banda" 
of  every  traveling  salesman.— (H.  A.  F.) 


Nanhville. — It's  mighty  hot  down  in  this  neck 
of  the  woods,  but  that  doesn't  hinder  membc-n  of 
Nashville  Council,  No.  102,  from  getting  applieatiou 
for  membership. 

Clem,  Joe,  Harry  and  Van  nre  all  getting  down 
to  "cai'es,"  again  after  their  trip  to  the  Supreme 
Council  meeting 

We've  got  a  live  bunch  of  ladies  in  the  Auxiliary 
to  No.  102.  and  the  Auxiliary  if  getting  in  new  mem* 
bers  at  every  meeting  In  the  summer  time  the 
Auxiliary  holds  its  meetingit,  usually  in  one  of  the  . 
city  parks,  and  the  husbands  meet  them  at  the  close 
of  the  day,  take  supper,  and  then  excorl  them  home. 

The  system  of  collecting  U.  C.  T.  dues  and  asRCSK- 
ments,  to  go  into  effect  January  1,  will  suit  the  mem- 
bers of  No.  102  right  up  to  the  handle.  The  Secre- 
tary-Treasurer is  the  only  "kicker";  he  says  he'll 
miss  the  work  he  has  had  to  perform. 

Visitors  to  Nashville — those  entitled  to  wear  the 
U.  C.  T.  emblem — are  particularly  invited  to  meet 
with  Nashville  Council  on  the  fourth  Saturday  night 
in  each  month.  There's  always  something  doing, 
and  the  boys  are  there  to  do  it. 


members  ten  chances;  but  it  takes  only  one  to  win. 
We  hope  every  member  of  Warren  Council  will  have 
at  least  ten  chances  on  this  watch. 

Brother  Guy  Swanson  favored  UB  with  a  visit  and 
offered  to  furnish  free  at  our  next  meeting  a  set  of 
rolls  or  buns  for  sandwiches.    Guy  does  not  know 


WI 


xSIN 
•  •  • 


Milwaukee. — W<;rd  was  received  from  Brother 
Pollock,  saying  that  he  is  expecting  to  make  a  call 
on  the  members  of  Milwaukee  Cotincil  iD  September 


Commercial  Travelers' 
Boston  Benefit  Association 

200  Devonshire  Street,  Rooms  547-551,  Boston,  Massachusetts 
ARE  YOU  IMMUNE  TO  DISEASE?       IF  SO,  YOU  ARE  FORTUNATE 
IF  NOT 

The  Best  Way  to  Protect  Yourself  Against  Loss  on  Account  of 
Sickness  is  to  Join  the  Boston  Benefit 

PAYS 


$25 
WEEKLY 
INDEMNITY 

ON  ACCOUNT  OF 

CONFINING 
SICKNESS 

DUE  TO  ANY 

LEGITIMATE 
DISEASE 

NO  EXCEPTIONS 
OR  REDUCTIONS  OF 
BENEFITS 


$100 
DEATH 
IDEMNITY 

IS  PAID 
REGARDLESS 
OF  THE  AMOUNT 
OF  WEEKLY 
IDKMXITY 
A  MEMBER  MAY 
HAVE  RECEIVED 


$100 
PER  MONTH 
PERMANENT 

TOTAL 
DISABILITY 

RESIT^TING  IN  EN- 
TIRE LOSS  OF  SIGHT 
OF  BOTH  EYES 

FROM  DISEASE 

OR  PARALYSIS 

KE8ULTISO  [N 
ENTIRE  LOSS  OR  USE  OF 

BOTH  ARMS  ob 
BOTH  LEGS  ob 

ONE  ARM  AND  ONE  LEO 

FOR  25  MONTHS 


Apply  To-day  While  You  are  Still  a  Commercial  Traveler 

And  while  your  health  is  such  that  your  application  will  be  accepted 


your  application 
IRA  F.  LIBBY,  Secretary 


SEPTEMBER 


THE    SAMPLE    CASE  S3 


on  hid  way  home  from  Coney  Island,  N.  Y.,  whrrv 
be  has  l>crn  in  rlinrge  of  the  famous  baths  this 
(unmiftr. 

llnrry  Andoninn.  a  member  of  thU  Coimril,  hns 
been  ofTtTcd  a  diplomntir  poet  by  I  he  Cinvpriiiiient 
as  Vipe  Counselor  of  Norway  and  expi-cts  to  take  up 
bis  pneilion  some  time  in  Auttust. 

G.  F,  Smith  and  M.  O  BurnH  are  both  on  the  in- 
jured list  this  last  wpck,  having  met  with  accidents, 
but  both  are  dnioB  fine. 

Junior  Colln^rlor  Ott  and  his  wife  have  returned 
from  a  trip  up  north,  fisliing. 

After  every  assesiimcnt  notice  has  been  isHue<l  and 
the  time  of  payment  has  expired,  the  .Secretary  has 
•bout  100  of  the  rcitular  nicndiers  who  are  always 
Ute,  and  it  Bcems  that  it  is  always  the  same  ones 
Mcb  time  Some  day  iheiie  mcmbeni  are  going  to 
wake  up  when  they  meet  with  an  accident  and  find 
that  their  assessment  is  not  paid,  when  they  put  in 
their  claim  for  indemnity.  The  Secretary  cannot 
■iske  a  statement  under  oath  that  the  member  is 
In  good  standing  ot  the  lime  of  an  accident  if  the 
■isessments  are  not  paid  on  the  date  when  they  are 
■uppoxed  to  be  paid.  To  the  regular  100  who  are 
always  behind  with  their  aasetutmcnts,  let  this  be  a 
warning. 

During  July,  Milwaukee  Council  was  unfortunate 
in  losing  four  of  its  members  by  death,  as  follows: 
F  Brunner,  A  C  llenske.  II  K  Steffel  and  H.  C 
Flaler.  The  grim  reaper.  Death  has  surely  invaded 
our  ranks  and  taken  from  ua  four  brothers  whom  we 
wUl  all  miss 

Get  ready  for  the  big  fall  campaign  that  this  Coun- 
eil  will  start  this  mouth  and  get  your  candidates 
lined  up,  as  there  is  going  to  be  some  real  good  times 
in  store  for  the  members  this  fall. — (1..  G.  E.) 

Racine. — Our  picnic,  July  I.*!,  was  a  success  in 
erery  way  but  one,  and  that  was  that  so  many  of  our 
members  were  conspicuous  by  their  absence.  We 
had  anxmg  the  visitors  Urothers  Spring  and  Robin- 
ton,  of  Madison,  and  I  heir  wives,  and  guile  a  number 
from  Kenosha.  The  members  and  their  wives  were 
M  interested  in  pulling  off  the  game  of  baseball  that 
it  was  hard  to  breok  away,  and  darkness  was  the 
only  thing  that  finally  caused  them  to  quit 

Our  Council  united  with  the  T.  P.  A  in  another 
|«tnt  picnic  about  the  middle  of  August.  Big  preparn- 
fions  were  made  and  nothing  was  left  undone  to 
make  it  a  howling  success. 

We  cut  our  meetings  down  to  one  a  month  during 
the  summer  months  but  expect  to  stort  up  with  the 
two  a  month  in  September.  The  Ladies'  Auxiliary 
Itas  not  let  up  any  during  the  summer  but  is  increas- 
ing its  membership 

We  are  satisfied  that  we  have  the  right  man  at 
the  helm  of  our  Sample  Case  now  and  we  are  anxious 
l^elp  him  make  a  success  of  it.  We  urge  every 
j^kber  to  do  all  in  their  power  to  boost  our  niaga- 
(W.  H.  G  ) 

Manitowoc. — Members  of  Manitowoc  Council 
together  with  their  families  held  Iheir  annual  picnic 
at  Shoto,  August  8.  It  starte<i  with  a  parade  to  the 
picnic  grounds,  where  a  chicken  dinner  was  waiting 
to  be  served  at  noon.  The  afternoon  was  spent  in 
games  and  dancing  with  prizes  awarded  in  the  con- 
tests. 

William  F.  Pflueger,  well  known  and  popular  local 
salesman,  was  awarded  a  prize  of  a  cigar  container 
for  being  the  oldest  member  at  the  picnic,  he  having 
been  a  member  of  the  Order  for  twenty-seven  years. 

Following  the  contests  an  orchestra  furnished  music 
for  dancing,  with  Mr  and  Mrs.  Fred  Dusrld  captur- 
ing the  prize  for  being  the  best  waltzcrs  on  the  floor 
More  than  a  hundred  were  out  for  the  picnic  this 
I  year  and  the  event  is  reported  to  be  a  bigger  and 
kibetter  success  than  ever,  which  is  saying  considerable 
I  because  the  Travelers  always  do  things  up  in  style. 


Whence  Came  These? 

I  McAdam  was  a  road  builder,  hence 
the  word  macadamized.  Guillotine 
was  a  doctor  moved  by  compassion  to 
invent  the  beheading  machine.  Der- 
rick was  an  inventor  and  made  the 
device  for  handling  heavy  weights. 
General  Silhouette  was  the  man  who 
made  the  first  "cut-out"  and  it  after- 
wards became  an  art.  Cheap  French 
jewelry  known  as  Pinchbeck,  is  made 
of  an  alloy  which  was  originated  by  a 
man  of  that  name.  Mrs.  Bloomer  was 
the  woman  who  started  her  sex  wear- 
ing the  garment  which  is  known  by  her 
name.  Boycott  was  an  unpopular 
Ivish  landlord,  whose  tenants  refused 


A  LECTURE  ATTRACTION 

Sales  organizations  should 
communicate  early  with  Gor- 
don J.  A  Hargrave  for  autumn 
engagements.  He  is  now 
booking  for  the  coming 
season.  He  is  a  charming 
lecturer  and  is  the  biggest 
drawing  card  that  can  be  ob- 
tained. 

During  the  months  of  No- 
vember, December,  January 
and  February  i»  the  time  for 
drawing  the  largest  audiences. 

Mr.  Hargrave  has  been 
speaking  to  packed  houses  for 
longer  than  eight  years,  and 
has  no  equal  as  a  lecturer. 
He  is  one  of  those  delightfully 
magnetic  men  who  coveys  his 
magnetic  personality  into  his 
audiences.  His  mail  address 
will  be  found  on  the  inside  of 
the  front  cover  of  The  Sample 
Case. 


to  pay  rent  until  he  granted  them  cer- 
tain privileges. 


Treei'  Beat  Friend. 

The  downy  woodpecker,  the  hairy 
woodpecker  and  the  flicker  all  seem 
possessed  with  a  mania  for  killing  de- 
structive wood-boring  larvae,  says  the 
"American  Forestry  Magazine."  Bet- 
ter equipped  than  a  telephone  lineman 
for  climbing;  supported  by  a  spurred 
tail;  provided  with  hooked  claws  for 
clinging  to  the  bark,  hammer-headed, 
chisel-beaked,  and  armed  with  a  tre- 
mendously long,  strong,  lance-pointed, 
barbed,  extensile  tongue,  the  wood- 
pecker drills  through  the  wood  direct- 
ly into  the  spot  where  the  borer  lies 
hidden,  pushes  in  the  tip  of  his  barbed 
tongue,  spears  the  victim  and  whips 
it  quickly  into  his  open  beak. 


Logical. 

Patsy:  "Mom,  won't  j-er  gimme 
candy  now?" 

Mrs.  Casey:  "Didn't  01  toll  ve  01 
wouldn't  give  ve  anny  at  all  "if  ve 
didn't  kape  still?" 

Patsy:  "Yes'm,  hut — " 

Mrs.  Casev:  "Well,  the  longer  ye 
kape  still  the  sooner  ye  ll  get  it." — 
[Michigan  Gargoyle. 


Carnival  Night 

In  Fargo,  N.  Dak. 


The  closing  day  of  the  big  'air  at  Fargo,  N.  D.,  waa 
marked  by  the  great  event  of  the  occasion — the 
U  C  T  Carnival,  in  which  the  drill  team  of  Fargo 
Council,  No.  65,  distinguished  itself.  There  had 
been  Elk  Days,  and  Livestock  Days,  and  Boys 
and  Girta'  Days  and  many  other  "Days,"  but  the 
crowning  event  was  Traveling  Men's  Day. 

The  crack  drill  team  opened  the  afternoon  show, 
presenting  iU  maneuvers  in  front  of  the  grandstand 
in  their  magnificent  uniforms.  Capt.  L.  G.  8impeon 
was  in  command.  The  team  went  through  the  same 
movements,  which  won  it  honor  and  repeate<l  ap- 
plause at  the  Grand  Council  in  Valiey  City  in  June. 

Volmcr  Thorseil,  mascot  of  the  patrol,  carried  a 
huge  silk  flag  to  the  head  of  the  team  at  the  end  of 
its  ceremonies  and  it  was  presented  to  the  team  by  T. 
I.  I,ewis,  Junior  Grand  Councilor. 

Traveler  men  from  not  only  North  Dakota  but 
from  Minnesota  and  South  Dakota  began  streaming 
into  Fargo  to  spend  Sunday  and  take  part  in  Travel- 
er's day. 

Becuuse  of  the  success  of  the  Travelers'  picnic,  the 
local  Council  announced  il  has  decidefJ  to  make  it  an 
annual  event  and  stage  il  in  the  same  manner  as  the 
Old  Settlers"  reunion  and  annual  meeting.  Com- 
mercial Travelers  who  headquarter  in  Fargo,  ac- 
cr>mpanied  by  their  wives  and  families,  took  their 
lunches  lo  the  grounds  today  and  held  an  oldfashionetl 


New  Boole  on  Radio. 

A  valuable  little  book,  entitled 
"Construction  of  New  Type  Transat- 
lantic Receiving  Sets,"  has  been  issued 
by  the  Norman  W.  Henley  Publishing 
Company,  2-4  and  6  West  45th  Street, 
Now  York  City.  The  book  will  be  of 
special  value  to  radio  enthusiasists. 
The  chapters  delineate  transatlantic 
reception  on  long  waves,  single  circuit 
receivers,  high  efficiency  long  wave  re- 
ceivers, tells  how  to  make  home-made 
wave  receivers,  giving  details  of  de- 
tectors, amplifiers,  oscillators  and  the 
like  for  long  distance  receptions. 
Suggestions  for  the  operation  of  re- 
lays by  the  signals  and  the  reproduc- 
tion of  them  on  a  phonograph  are  out- 
lined. In  addition  there  is  valuable 
data  on  home-made  wavemeters  for 
testing  and  experimenting.  It  is  really 
a  valuable  book  for  radio  operators. 


First  Chauffeur:  "There's  one  thing  I 

hate  to  run  over,  and  that's  a  baby." 

Second  Chauffeur:  "So  do  I.  Them 

nursing  bottles  raise  Cain  with  tires." 
—[Appropriated. 


He  of  the  fishy  band.shake  is  easy  to 
index. —  Preston  M.  Nolan. 


Sales  Talks  That  Sell  Goods 


Practical  directions  for  successful  salesmanship  based  on 
30  years'  experience.  One  copy  50c,  three,  $1.25,  12, 
$4.50.  Satisfaction  guaranteed.  No  chance  to  lose.  Coin 
or  stamps. 

•   Sample  Case,  638  N.  Park  St.,  Columbus,  O. 
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RECOMMENDED  HOTELS 


and  HOTEL  NEWS 


NOTICE  TO 

TRAVELERS 

The  hotels  in  this  list  are  recom- 
monded  as  giving  service  worth  the 
money.    No  others  will  be  accepted. 

This  Hotel  Directory  is  recommend- 
ed to  the  general  traveling  public,  as 
hotels  that  arc  endorsed  by  Commer- 
cial Travelers. 

This  Magazine  goes  every  month  to 
125  000  Commercial  Travelers  in  every 
part  of  the  United  States  and  Canada 
who  are  using  hotels  every  day. 


ARKANSAS 


HOTEL  MARION 

Marion  Hotel  Company,  Proprietor! 
0.  W.  Everett,  Manager 
LITTLE  ROCK        -  ARKANSAS 


ONTARIO,  CANADA 


The  Carls-Rite  Hotel,  Toronto 

The  name  of  this  hotel  was  coined  from  the  names 
of  Messrs.  Carroll  &  Wright,  Proprietors  of  the 
Walker  House.  Mr.  Carroll,  the  President  of  the 
Carla-Eite  Co..  Is  one  of  the  rtdest  members  of  the 
U  C  T  In  Canada,  and  if  directly  In  »ntr»l  «f 
the  Carls-Bite,  a  modern  hotel  with  excellent  ap- 
pointments. One  of  the  finest  equipped  hotels  in 
Toronto.  Hates:  American  plan  »5  per  day  up; 
European.  $2.50  per  day  up. 

HERBERT  (DOC.)  MtCARTY, 


THE  WALKER  HOUSE 


CALIFORNIA 


Riverside's  newest,  most  modern  and  leading 
Commercial  hotel. 

THE  REYNOLDS. 

Bakersfield's    most    up-to-date    and  leading 
Commercial  hotel. 

THE  TEGELER. 
Owned  and  operated  by  Charlei  B.  Hamilton 
New  London,  Conn. 

Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  bo  they  can  have  a  copy  to  leave 
in  commercial  traveler  guest  rooms.  Bates  on 
quantity  snieriptiM*. 


NEW  HOTEL  CARDS 
Morrison  Hotel,  Chicago 
Imperial  Hotel,  Reynoldsville,Pa. 
Fullerton  Inn,  Chester,  Va. 
American  Hotel,  Bethlehem,  Pa. 


MOST  IMPORTANT  GUEST. 

Every  hotel  guest  is  the  most  im- 
portant guest,  writes  E.  C.  Eppley, 
manager  of  a  chain  of  hotels  in  Ne- 
braska, Iowa  and  South  Dakota.  The 
Eppley  Service  has  become  famous. 
"There  is  but  one  brand  of  treatment," 
he  continues,  "and  that  is  with  your 
very  best  brand  of  treatment. 

"No  matter  who  the  guest  is,  whether 
he  is  occupying  the  least  expensive  or 
the  most  expensive  room  in  the  house, 
whether  he  is  dressed  up  like  a  bride- 
groom or  wears  a  shiny,  wrinkled  blue 
serge  suit,  whether  he  is  accustomed  to 
stopping  at  hotels  or  is  unfamiliar  with 
hotel  customs,  whether  he  is  easy  to 
get  along  with,  or  a  dyed-in-the  wool 
grouch  plus,  remember  this: 

"Every  guest  is  just  as  important  to 
himself  as  President  Harding,  "Babe" 
Ruth  or  the  fellow  who  invented  the 
personal  pronoun  "I."  The  world  re- 
volves around  him.  He  is  the  center, 
not  the  circumference,  of  every  revo- 
lution. 

"Any  failure  to  recognize  this  fact 
and  to  treat  him  with  every  consider- 
ation by  reason  thereof  shows  a  lack  of 
understanding  of  human  nature  and  is 
poor  business  in  the  bargain.  Slighting 
and  underservicing  penalize  not  the 
guest,  but  the  hotel,  and,  indirectly,  all 
of  its  employes.  It  flies  back  at  the 
house  like  a  boomerang. 

"We  deal  primarily  with  other  peo- 
ple and  depend  on  them  more  or  less 
for  whatever  success  we  achieve  in  life. 
Understanding  these  people  conse- 
quently is  necessary  before  we  can 
successfully  do  business  with  them. 

"Very  few  people  are  generally 
alike.  Yet,  we  have  many  traits  in 
common,  and  one  of  these  common 
traits  is  self-interest.  Everybody  is 
interested  in  himself.  I  believe  it  to 
he  a  fact  that  every  person  to  him- 
self is  the  most  important  person  in 
the  world.    At  any    rate   this    is  a 


NOTICE  TO 

HOTEL  MANAGERS 

Members  of  the  U.  C.  T.  are  author- 
ized to  solicit  advertisements  for 
The  Sample  Case  Hotel  Directory, 
and  we  shall  appi-eciate  your  coopera- 
tion with  them. 

WAkNIlNG-  In  case  c^h  payment 
is  made  at  (he  time  of  giving  order, 
make  all  checks  payable  to  THE 
SAMPLE  CASE,  Columbus,  Ohio. 
DO  NOT  PAY  MONEY  OR  GIVE 
CHECKS  TO  ANY  PERSON  NOT 
PEK  SON  ALLY  KNOWN  TO  YOU. 


CONNECTICUT 


MOTEL  BOND 
THE  BONDMORE 
BOND  ANNEX  HOTEL  | 

The  three  .modem- hot«lft 
of  Hartford, Conn.,  under 
Owimer  -managen'>an't  CT 
HARRY  S.BONO 


The  Mohican  Hotel 

New  Lortdon,  Conr>. 

F.  B.  Walker,  Manager 

All  rooms  with  bath 


DISTRICT  OF  COLUMBIA. 


Facing  the  U.  S. 
Capitol  Grounds 


Every  Modem 
Improvement. 


HOTEL  DRISCOLL 

Washington,  D.  C. 

A  High  Class  Hotel  Near  the  Union  Statia 
F.  P.  ORBELLO,  Manager. 


'*  It  is  Always  June  in  Miami" 

HOTEL    TA-MI  AMI 

Home  of  the  U.  C.  T. 
"The    Most  Perfectly   Ventilated  Hotel 
in  the  South" 

Miami,  Florida 

S.  D.  McCREARY,  Manager 


The  Sample  Case— 
The  Magazine  of  Service 


S  E  P  T  F.  M  B  E  U 


I  1 1  I.    S  A  M  P  L  t    (AS  K 


FLORIDA— Continued 

HOTEL  PALMS 
West  Palm  Beach,  Florida 


Summrr  Monti 
Wintrr  Month 

The  Hoti-I  where  yoi 
lurinti  th 


busy 


Hotel  Callahan 

Bainbridsre,  Ga. 

American  Plan 


ILLINOIS. 


^njoij  Hour  Chicago  Oisit  at  &ie 

MORRISON  HOTEL 

'    *  THE  HOTEL  OF  PERFECT  SERVICeL* 

and  the 

HTERRACE  GARDEISr 

I  CHICAGO'S  WONDER  RESTAURANT  1 1 

IN  THE  HEART  OF  THE  LOOP 


Rat( 


1000  Rooms 
Each  with  bath 


$2.50,  $3.00,   $3.50,  $4.00, 
$5.00  and  up. 


THE  HOTEL  BERRY 

MARQUETTE,  IOWA 

EuroiJean  Plan.  Rooms  $1.25  and  up.  Newly 
nfinisbed — Moderate  prices.  All  rooms  outside 
exposure.    Running  water  and  hatha. 

18  Passenger  Trains  in  all 
Directions 


SCENIC  HOTEL 
McGregor,  Iowa 

ot  and  cold  water        Steam   heated  rooms 
Modern  throughout 
On  all  north  Iowa  State  Highways 
 Bronson  &  Mayer.  Props.  

KANSAS 


pretty  sound  rule  for  people  in  the 
hotel  bu.siness  to  figure  from." 


LOUISIANA 


European  Plan 
American  Plan 

II  lire  cordially  wrlcomed 
l<-r  months  as  well  as  in 
rate  in  always  uniformly 
Just  the  place  for  week  end  rest  plus 
urf  bathinn. 

D.  G.  BINION.  Manager  

"OASIS  OP  WEST  FLORIDA" 
SAN  CARLOS  HOTEL 
Pensacola 
Headquarters  for 
Our  Friends,  the  Traveling  Men  

GEORGIA 


HOTEL  BROADVIEW 

Wichita,  Kansas 

Every  room  with  a  bath  at  $2.50  per  day. 
20  sample  rooms  at  $5.00  per  day. 
3ervidor  service.  Roof  garden. 

Way,  Mgr.' 


Hotel  Lassen 

WICHITA,  KANSAS 
»0  Rooms.  Fire  Proof 

Rates  $2.00  per  day  upward. 


It  Pays  to  Be  a  U.  C.  T. 


THE  MORRISON,  CHICAGO. 

In  thp  heart  of  the  loop,  The  Mor- 
rison affords  its  guests  an  opportunity 
to  really  enjoy  hospitality  and  enjoy 
Chicago.  With  its  1,000  rooms,  each 
with  a  bath,  priced  from  $2.50  to 
$5.00,  The  Morrison  prices  fit  any 
pocketbook.  With  its  terrace  garden 
cafe,  it  is  truly  the  hotel  of  perfect 
service.  Note  its  advertisement  under 
Illinois  heading. 


FULLERTON  INN,  VERMONT. 

Fullerton  Inn,  Chester,  Vt.,  is  ranked 
as  on  of  the  most  attractive  and  com- 
fortable hotels  in  Vermont.  Guests 
are  delighted  with  both  the  hotel  and 
the  picturesque  village — 128  miles 
from  Boston — and  one  of  the  most 
beautiful  towns  in  New  England.  Ful- 
lerton Inn  has  a  large  and  attractive 
lobby,  with  a  wonderful  fire-place.  All 
rooms  have  running  hot  and  cold 
water,  sixteen  connected  with  a  bath. 
Hard  wood  floors,  closets,  well  furn- 
ished rooms,  all  heated  in  cool  weath- 
er. The  table  is  especially  well  sup- 
plied. Look  under  Vermont  heading 
for  Fullerton  Inn  advertisement. 


AMERICAN,  BETHLEHEM, 

The  commercial  men's  home 
.American,  Bethlehem,  Pa.    It  is 
junction  of  all  trolley  lines,  with 
comfortable    rooms,  running 
plenty  of  baths,  American  and 
pean  plans,  dining  room  and  grill 
excellent  meals.    "One  hundred 
worth  of  service  for  every  dolla 
in"  is  its  motto.  Commercial 
See  The  American's  ad  under 
sylvania  heading. 


PA. 

is  The 
at  the 
large, 
water, 
Euro- 
I,  with 
cents 
r  paid 
rates. 
Penn- 


IMPERIAL,  PENNSYLVANIA. 

The  Imperial,  Reynoldsville,  Pa.,  is 
recommended  to  commercial  travelers 
and  tourists.  Centrally  located,  it  is  an 
ideal  Sunday  stop-over  hotel.  The  din 
ing  room,  run  separately  from  the  ho- 
tel, furnishes  excellent  meals.  When 
visiting  Reynoldsville,  register  at  The 
Imperial  and  verify  this  statement.  If 
you  forget  the  name,  turn  to  the  Penn- 
sylvania hotel  list  in  The  Sample  Case 
and  you'll  find  its  ad. 


CITY  HOTEL,  OSAKIS,  MINN. 

The  City  Hotel,  Osakis,  Minn.,  is  a 
dandy  good  place  to  register,  writes 
Brother  E.  R.  Otto,  Mennehaha  Coun- 
cil, No.  141.  The  proprietor,  John 
Leininger,  is  a  prince  among  good  fel- 
lows. The  City  Hotel  has  good  beds 
and  excellent  meals.  Mr.  Leininger 
took  five  commercial  travelers,  includ- 
ing Otto,  out  for  a  long  drive  in  his 
auto,  and  showed  them  some  wonderful 
scenery. 


A  0000  PLACE  TO  STOP- 
HOTEL   MONROE.   MONROE.  LA. 
rre*  r»n  Hrnln     Ram  B   P  II  00  la  ll.so.  Protect- 
ed from  flr»  bj   Auiom.Ue  Hprlnlilrri     Emlr»  property 
being   remo<lelF<J   ird   •.l.led   to,    mtklng   U   oisdern  lo 
ererji  ntvnl     I.  E.  Osufhtie.  (Msnafer. 

In  the  he«n  of  the  World's  largest  im  fleld. 


MAINE 


MARION,   LITTLE  ROCK. 

That  0.  W.  Everett,  manager  of  The 
Marion,  Little  Rock,  Ark.,  is  pleasing 
commercial  travelers,  is  shown  by 
several  letters  from  the  boys  who  make 
Little  Rock.  He  knows  how  to  run  a 
good  hotel  and  specializes  on  hospital- 


DONT  OVERLOOK  PORTLAND.  ME 

Thi)  Home  of  Tlie 

NEW  CHASE  HOUSE 

Maine's    only    Moilern    Fireproof  Hotel. 


and  telephone  In  All 

Ths  Caftteria  Will  OtM«M  Yeu. 
H.  E.  Thunten  R.  p.  Hlmratlala 

Member  Pertland  Ceunell  103 


MINNESOTA 


Best  in  Their  City 

Saulpaugh  Hotel  Mankafo,  Minn. 

Hotel  Winona  Winona,  Minn. 

Hotel  Fairmont  Fairmont,  Minn. 

Cook  Cafeteria  Rochester,  Minn. 


ROBERTS-KARP  HOTEL  CO..  Props. 

Art  Roberts  and  Ted  Karp 

We  Strive  to  please 


Hotel  Owatonna 

Owatonna,  Minnesota 

Fred  C.  Johnson,  Prop. 

American  Plan.  Rate  $3.25  and  up 


MISSOURI 


Ranters 

HOTEL, 

SAIMX  I^OtJIS 


104  Years  of  Hospitality 

Headquarters  of 
St.  Louis  Council,  U.C.T. 
Welcomes   all  Traveling 
Salesmen 
Hat  Been  Thoroughly  Modernized 
Rooms  without  Bath.  $2.00  up 
Rooms  with  Bath,  $2.50  up 
MEVERELL  L.  GOOD,  Gen.  Mgr. 
Dick    Walton — D.    Woodworth,  Assts. 


NEW  YORK 


When  in  Schenectady  stop  at 

THE  EDISON  HOTEL 

The  Home  of  the  Commercial  Traveler 

Rooms  without  bath,  $1.50  and  $2  00- 
with  bath,  $2.50  and  up. 
Large  and  well  lighted  sample  rooms. 


//  Pays  to  Be  a  U.  C.  T. 


56       THE    SAMPLE  CASE 


SEPTEMBER 


NORTH  CAROLINA 


Travsllng  Mm 

TAKE  NOTICE 

We  have  reniodelnd  and  rofurnUhed  our 
Hotel,  and  added  both  private  and  public 
bttth  rooind. 

We  have  reduced  our  rateB  as  IoUowb: 

Nice  rooms  with  running  water  at  |l.'25 
to  $150.  ... 

Nice  rooms  with  running  water  and  private 
bathH  J2,00  to  »2  ftO. 

The  Hotel  is  located  in  the  center  of  the 
businesi)  district. 

All  modern  convenienocs.    Best  rooms  in 

'''we'lmve  arranged  with  the  Country  Club 
so  that  guests  spending  week  ends  may  have 
pri\-ilege8  of  Golt  Links  and  Club. 

HOTEL  FORD 
Salisbury.  N.  Car. 
P.  N.  McCubbiin  snd  C.  P.  Wharton,  Proprietors 


ity  to  men  who  sell  at  wholesale.  See 
ad  under  Arkansas  as  head. 


OHIO — Continued 


WALKER,  TORONTO,  CANADA. 

Many  are  the  complimentary  things 
said  of  The  Walker  at  Toronto,  Can- 
ada. This  is  a  vacation  season  with 
many  U.  S.  traveling  men  and  if  they 
go  to  Toronto,  The  Walker  will  take 
good  care  of  them.  Note  ad  in  Sample 
Case. 


OHIO 


HOTEL  DESHLER 


Broad  and  High  Sts. 
COLUMBUS,  OHIO 


Be*t  Location 
and  Service 
60 

Sample  Rooms 
3  Restaurants 
Moderate  p 
Prices  .j^ 

1 


400  Rooms 

Rates  $2.50 
and  up 


liiliMiiiiiip 


Hotel  Argonne 

Lima,  Ohio 

150  all  outside  rooms,  and  IBO  baths: 
circulating  ice  water  throughout  the 
house. 

Excellent  Cuisine;  with  high  class  service 
at  modern  prices. 

Rates  $2.00  up 

Sample  Rooms  Sanitary  Barber  Shop 

Wra.  Haefner,  Memsicer 


Cincinnati's 

ilotel  (iitjsion 

Rates  from 
$2.50  PER  DAY 


HOTEL  STAR 

European. 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water. 
Rates,   $1.00  up. 

Three  blocks  from  Union  Station. 
Thomas  H.  Campbell,  Mgr. 


MOHICAN,   NEW  LONDON,  CONN. 

The  Mohican,  New  London,  Conn., 
continues  its  popularity  with  the  boys 
on  the  road.  It  has  likewise  been  a 
popular  stopping  place  with  auto  tour- 
ists during  the  summer  months.  F.  B. 
Walker,  the  manager,  understands  his 
business  and  gives  value  received  in 
service  and  hospitality. 


HOTEL  MARTING 

FIREPROOF 
IRONTON,  OHIO. 

Opened  to  the  Public  September  10,  1919. 
128  Booms,  98  with  Private  Bath. 
Rates,  $1.50  and  up 
C.  H.  McCLUNG.  Manager.  


DRISCOLL,  WASHINGTON,  D.  C. 

Facing  the  Capitol  grounds,  with 
every  modern  equipment  for  the  com- 
fort and  convenience  of  its  guests, 
The  Hotel  Driscoll,  Washington,  D.  C, 
continues  as  a  popular  place  for  travel- 
ing men. 


THE  BERRY,  MARQUETTE,  IOWA. 

The  Hotel  Berry,  Marquette,  Iowa, 
is  recommended  by  so  many  cornmer- 
cial  travelers  making  that  territory, 
that  it  becomes  an  outstanding  Iowa 
hostlery.  With  eighteen  passenger 
trains  daily  out  of  that  city,  it  makes 
on  ideal  place  in  which  to  spend  Sun- 
day. 


LASSEN,  WICHITA,  KANS. 

The  Lassen,  Wichita,  Kans.,  contin- 
ues to  play  to  crowded  houses.  With 
200  good  rooms,  it  can  take  good  care 
of  the  commercial  trade,  as  well  as  the 
auto  tourists. 


NEW   BARNETT,    CANTON,  OHIO. 

All  rates  are  on  a  card  in  every  room 
of  the  Hotel  New  Bamett,  Canton, 
Ohio.  Rooms  run  from  $1.50  to  $3.50, 
and  they  are  first-class  rooms.  These 
new  rates  are  a  reduction  from  prior 
rates — $4  rooms  being  $3.50,  $3  rooms 
$2.50,  $2  rooms,  $1.50.  The  New  Bar- 
nett  has  200  rooms,  with  a  service 


Hotel  Jefferson 

L.  E.  DAMRON,  Prop. 
A  Strictly  Commercial  Hotel 

Spring  and  High  Sts. 
COLUMBUS,  OHIO 


The  Sample  Case  is  only  $1  a  year,  and  worth 
hundreds  of  dolIflr=  to  pvery  man  who  sells  at  wholp- 


SAVE   ME   A    SINGLE  ROOM- 
WILL  ARRIVE  ON  TRAIN 
NINETEEN. 

The  traveler  who  wires  this  re- 
quest will  be  taken  care  of  during 
the  biggest  rush  that  any  hotel  ever 
had. 

Be  specific;  then  if  you  can't  come 
on  that  train,  you  automatically  re- 
lease the  room  for  the  use  of  some 
fellow  traveler. 

Vacant  rooms  cost  money. 

Just  because  you  make  your  terri- 
tory at  regular  intervals  is  no  reason 
why  you  should  not  protect  yourself 
by  making  a  reservation  each  trip. 

The  customer  in  front  of  the  desk 
has  first  call  on  vacant  rooms. 

Help  your  hotel  serve  you  better 
by  making  reservations. 


Fireproof 

HOTEL 
COLUMBUS 

At  Columbus 

E.  D.  (Eddy)  Sullivan 


HOTEL  NEW  BARNETT 

Canton,  Ohio 

Increai^ed  efficiency 
Newly  reduced  rates 
Fills  everv  room  with 
PLEASEt)  GUESTS. 


WALDO  HOTEL 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water 
One  block  from  Union  Station 
Geo.  T.  Weber,  Mgr. 


THE  CHITTENDE^ 

Leading  Commercial  Hotel  id  Gilumbus,  OIna 

European  Plan — Absolutely  Fireproof. 
Moderate   Prices — Coffee   Shop   in  connectie 
N.  A.  COURT,  Manager 


Hotel  MariOl 


Marion,  Ohio 


European  Plan. 
Dining  room  under  new  management  a 
carte  service.  W.  G.  M  ins  hall.  Pro) 


PENNSYLVANIA 


THE  LYCOMING 

WILLIAMSPORT,  PA. 

Management     -:-    John  F.  Uetton 


A  modem  Fires>rool 
Hotel  operated 
European  Plaa 

A  Hotel  with  G 
fort  and  Refinemeal 
combined  with 
Moderate  Charges 

Our  References  aie 
Those  who  have 
been  our  Guests. 


THE  CAPITAL  HOTEl 

Main  and   Walnut  Streets 
JOHNSTOWN,  PA. 

$3.50  to  $4.00  American  Plan   

Make  our  Hotel  your  Home  while  in  Johnst«« 
a  IN  NATION 

liri    _i  ^    IN  DECORATION 
llV  niTP   IN  RECREATION 
ff  IIIlV    IN  EXPECTATION 
So.  what  more  can  you  ask  for 


HOTEL  UPDEGRAFF 

Commereia]  Tr«»eleri  Home 

WILLIAMSPORT,  PA. 

Located  in  very  heirt  ot  BuaineM  »nd  Am' 
trict.  Rooma  with  circiJatiiiiS  hot  and  cold 
water  S2.00  per  day.  Rooms  with  bath  S3 .00  per  I 
Reetaurant  a  la  carte.  (Club  breaklaete.)  I 
cafe;  fine  i>astry  and  coflee  ehop  attached  «- 
reach  o(  all.  Chaa.  Weingartner,  Prop. 
Barney  Staib,  Aaat.  M»r. 


LigLt 


SEPTEMBER 


THE    SAMPLE  CASE 


S7 


PENNSYLVANIA— Continued 


THE  MOORE  | 

Joaeph  H.  Stern,  Proprietor  li 

INDIANA,   PA.  i 

Opposite  P.  R.  R.  Station  s 

$8. BO  and  $4.U0  with   Rath.  American  i 

f    Plan.   Newly    Decorated  and   Fumiahed  £ 

■    Throughout.    Hut    and    Cold    RunninK  5 

i    Water  in  each  Room.  i 

!      WHERE  ALL  U.  C.  T.  MEN  STAY  s 


Imperial  Hotel 

Reynoldsville,  Pa. 

Evarytbins  (or  V.  C.  T.  Comrurt 


■Whare  you  fnl  at  boma" 


MERICAN  HOTEL.  Broad  and  Now  Si...  B.thlahcm,  P. 

nmeroial  Mun'a  Homo— l.urii<.  Airy  Ituuina— J.incl.on  <>l 
Trollitya.  Kiinninc  Wator.  Hatha.  Kooma  En  Huito.  <  lurnsi-. 
ommeroial  llatea.  StaUinx.  Amprican  rian.  European.  Itau-s 
•  Suit  You,  Bar.  Dinins  Itoom.  drill.    One  llundrcd  Cciiia 
ol  oervic  (or  a  DolUr. 

J.  U.  HUYDEN  anil  H.  K.  CAWLKY.  IVopa. 

HE  PARK  HOTEL    Williamsport,  Pa. 

Comnriercial  Travelrra  Home 
Free  transportation  between  hotel  and  R.  R. 
ooms  with  hot  and  cold  water.  $2.00  up.  Free 
se  of  detached  showers  and  bath.  Rooms  with 
rivate  bath  $3.00  up.  Rebate  Friday,  Saturday 
nd  Sunday  (for  two  or  three  consecutive 
^  '  Quick  lunch.  Grill  and  Dining  Room 
pillar  prices. 

l  a  Duffy  Owner  and  General  Manager 

THE  DIMELING 

Central  Penna's  Hotel 
Headquarters  for  all  U.  C.  T.  Boys 
CLEARFIELD,  PA. 
 M.  A.   McGinnis,  Manager  

lane,  Pa.       The  New  Thomson 

U.  C.  T.  HEADQUARTERS 
igh  Class  Service  Reasonable  Prices 

Tie  NEW  FALLON  HOTEL 

LOCK  HAVEN,  PA. 

Home  of  the  Commercial  Travelers.  Rates  : 
nerican  Plan,  $4  up;  European  Plan,  $1.75  up 
trage  in  connection. 


equal  to  the  best  in  Ohio.  Note  the 
hotel's  ad  under  Ohio  classification. 
Canton  has  in  the  New  Barnett  a  first- 
da.ss  house  where  commercial  travelers 
will  find  a  home  and  a  genial  welcome. 


VERMONT 


cranton 


Hotel  Casey 


biolutely  Fireproof.     European  Plan.  Rates 
$2.60   up.     Hotel   Casey  Company. 

ork.  Pa.  Hotel  Brook 

J.  A.  RING,  Prop. 
Plan  126  Rooms 

HOTEL  NESHANNOCK 

New  Wilmington,  Pa. 
Phillip  M.  Cox,  Manager 
On  the  Pittsburgh-Erie  Highway,  Ideal  Sum- 
er  and   Winter  Home   for  the  Commercial 
•aveler.  

SHENANGO  HOUSE 

Sharon,  Pa. 


TEXAS 

rhe  National  Hotel 

Richmond,  Texas 

"Where  you  feel  at  home" 

American  plan,  $3.00  per  day 
Modern  conveniences. 


IK  TEXAS.  Fort  Worth.  Taaa. 

WO  Rooms — 6(10  Biths — Ratrs  from  $2.00  - 
B  ST.  ANTHONY.  San  Antonio.  Texaa. 
m  Rooma— 500  Baths— Rates  from  $2.00      "9  ' 


Rooma — 500  Baths — Rati.  

MENGER.  San  Antonio.  Texaa. 

200  Baths— Rstes  without  bath;$l  .50.  with 


■  82.00 


Up-to-date  hotels  are  subscribing  for  The 
ample  Case,  so  they  can  have  a  copy  to  leave  in 
nnmercial  traveler  guest  rooms.  Rates  on  quan- 
ly  Bubscriptions. 

Every  man  wearing  a  U.  C.  T.  emblem  ip  authorized 
get  hotel  ads  for  The  Sample  Case 


THE  DESHLER,  COLUMBUS,  OHIO. 

Commercial  travelers  visiting  Colum- 
bus, Ohio,  will  find  in  The  Deshler  a 
hotel  that  supplies  every  requirement. 
First  class  in  every  respect,  prices  rea- 
sonable, and  a  service  that  will  please, 
the  boys  will  run  onto  a  homelike  place 
there.  Note  The  Deshler  ad  under 
Ohio  head. 


Other  Hotel  News 


New  Blow  to  Tipping. 

Efficicniy  runs  second  to  charm  in 
hotels  whore  tipping:  prevails,  the  Con- 
sumers' leajrue  announces  after  an  in- 
vestigation. The  league  declared  it 
considered  all  tipping  bad,  with  com- 
eliness playing  a  large  part  in  its  de- 
cision, and  recommended  that  hotel 
patrons  bolster  their  moral  courage  to 
the  point  of  stopping  the  practice.  "It 
is  pleasing  appearance  and  manner, 
rather  than  service,  that  brings  in 
tips,"  said  the  report.  "Tips  do  not 
increase  with  eflRciency  in  service,  and 
neither  d6  wages." 


An  Information  Bureau. 

A  guest  hurried  up  to  the  hotel 
clerk's  counter.  He  had  just  ten  min- 
utes to  pay  his  bill,  reach  the  station 
and  board  his  train. 

"Hang  it!"  he  exclaimed.  "I've  for- 
gotten something.  Here,  boy,  run  up 
to  my  room — No.  427 — and  see  if  I 
left  my  pajamas  and  my  shaving  kit. 
Hurry!    I've  only  five  minutes  now." 

The  boy  hurried.  In  four  minutes 
he  returned  empty  handed  and  out 
of  breath. 

"Yes,  sir,"  he  panted.  "You  left 
them." 


Unique   and  Helpful. 

The  Hotel  Weber,  Lancaster,  Pa., 
has  put  out  a  unique  and  helpful  piece 
of  advertising — stickers,  with  hour 
marks — to  be  pasted  on  watch  dials  for 
use  in  places  w^here  daylight  saving 
time  is  in  use.  The  watch  can  be  set 
on  daylight  saving  time,  with  the 
sticker  pasted  on  one  hour  behind 
that  time.  In  that  way  the  hour-hand 
will  always  point  to  the  two  times,  and 
save  a  whole  lot  of  worry.  It  is  a 
useful  device. 


Robert  Morris,  Philadelphia. 

The  new  Robert  Morris  hotel.  Sev- 
enteenth and  Arch  Streets,  Philadel- 
phia, is  to  open  November  30.  It 
faces  the  parkway  overlooking  Fair- 
mount  Park.  The  eleventh  floor  has 
been  given  over  to  the  U.  C.  T.  for 
their  exclusive  use,  and  visiting  mem- 
bers are  invited  to  make  use  of  that 
floor  without  cost  to  them.  Mr.  Jen- 
nings, owner  and  manager,  was  for- 
merly with  the  Little  Hotel  Wilmot. 


Fullerton  Inn 

Chester.  Vermont 

Varmonfa  N«w...t  an.l  .  n,:  „t  It'a  B«.t  IfoteU 
Opan  aU  yaar 
own  carlan  OarM. 

Kvery  room  witli  runniDB  wat«r  or  Hath 
sricaa  flan  Mi„ 
V  m.  J.  Caaain.  Prop,  and  M( 


lUta  $4.00 


BENNINGTON,  VT.  THE  PUTNAM 

FrBternal  GreetinKi,  Brother  Councilor. 
C.  H.  STAFFORD,  Prop. 


VIRGINIA 


HOTEL  RICHMOND 

RICHMOND,  VA. 

Corner  9th  and  Grace  StreeU 

"FIRE  PROOF" 
Headquarters  for  U.  C.  T. 
W.  E.  HOCKETT,  Manager 


HOTEL  POWAHATAN 
Roanoke,  Va. 

Newest  and  modern  place  for  the  traveling  men 
to  make  their  home.  Alao 

HOTEL  SHENANDOAH 

Only  hotel  that  had  same  rat*s  through  war 
times.  Rates  $1.00  up.  Running 
water  in  all  rooms. 


Murphy's  Hotel 

Richmond,  Va. 
U.  C.  T.'s  eat,  meet  and  greet 
Rate  $1.50  and  up 


WEST  VIRGINIA 


The  Fairmont 

Fairmont,  West  Virginia 

.A  new,  modern,  fireproof  hotel  conducted  on 
European   Plan  with  rates  irom  $1.26  to  $4. 

Excellent   Cafe  and    lunch    room  service. 
Direction  of  R.  1.  O'Neal.  Gen.  Manager,  and 
Robt.  H.  Fatt. 


Clarksburg 


TAYWOOD 

RUNNING  WATER 
EUROPEAN  SHOWERS 


Wyoming  Hotel 

Mullens,  W.  Va. 

W.  D  Wren.  Mgr. 
The  hotel  of  service  and  the  home  for 
the  traveling  men.     The  central  point 
for  the  Virginian   coal  fields. 


WISCONSIN 


HOTEL  GILPATRICK 

MILWAUKEE 

First  to  Reduce  the  Cost  of  TraveL 
"NEW  RATES" 

Room  with  hot  and  cold  water  _  $1.50 

Room  with  bath,  tub  or  shower   2.00 

Room  with  bath,  tub   2.50 

The  United  Commercial  Travelers' 
Headquarters. 
The  Worth  While  Hotel  in  Milwaukee 

The  Sample  Case  is  only  $1  a  year,  and  worth 
)iundre<is[of  dollars  to  every  mnn  who  sells  at  whole- 
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THE    SAMPLE  CASE 


SEPTEMBEF 


Salesmen 


The  J.  P.  Gordon  Company,  k  rgest  manufacturers  of  automobile  fabric 
goods,  including  advertising  Tire  Covers,  want  proven,  capable  salesmen 
to  take  permanent  charge  of  several  excellent  territories. 

To  call  on  automobile  trade  and  large  advertisers. 

Territory  is  small;  salesmen  are  home  every  week  and  often  every  night 
or  two. 

Salesmen  travel  in  their  own  automobiles  and  must  be  able  to  finance 
themselves. 

In  fact,  we  virtually  offer  capable  men  a  chance  to  get  into  business  for 
themselves. 

If  you  are  capable  of  earning  $6,000  to  $10,000  per  year  and  can  con- 
vince us  of  this  fact,  write  us  full  particulars  in  first  letter.  Men  must 
be  of  highest  character  and  furnish  bond  with  the  surety  company. 

Salesmen  who  are  now  holding  positions  and  are  earning  $6,000  to  $10,- 
000  per  year  and  wish  to  earn  more  or  desire  to  change  for  some  personal 
reasons,  do  not  hesitate  to  write  us  at  once. 

J.  P.  Gordon,  President 

THE  J.  P.  GORDON  COMPANY,     COLUMBUS,  OHIO 


and  knows  the  service  required  by 
commercial  travelers.  When  visiting 
Philadelphia,  it  might  be  advisable  to 
try  Mr.  Jennings'  variety  of  service  at 
the  new  Robert  Morris. 


Not  in  One  of  Ours. 

Goldsmith — "Did  you  hear  about 
Abie — he  got  drowned  in  bed?" 

Felix — "You  don't  say!  How  was 
all  that?" 

Goldsmith — "There  was  a  hole  in 
the  mattress  and  he  fell  into  the 
spring." 


New  Hotel,  Franklin,  Ind. 

Franklin,  Ind.,  is  soon  to  have  a  new 
hotel,  writes  William  Blades,  Seymour, 
Ind.  Mr.  Judah,  an  experienced  hotel 
man,  is  to  operate  it.  It  will  be 
named  The  Willard.  All  rooms  will 
be  $1.50,  with  a  plat  on  the  register, 
similar  to  theater  seating,  so  that  a 
guest  may  take  choice  of  rooms.  It 
will  feature  service  for  commercial 
travelers. 


Adelphi,  Saratoga  Springs. 

Open  all  the  year  'round,  with  good 
sample  rooms.  The  Adelphi,  Saratoga 
Springs,  N.  Y.,  is  making  an  appeal 
to  commercial  travelers  on  account  of 
its  superior  service.  Rooms  and 
table  rates  are  reasonable,  writes 
George  F.  Lynch,  of  Lowell  Council. 
The  Adelphi 


recommended  hotel. 


It's  Just  a  Souvenir. 

The  boniface  is  just  the  biggest  sucker 
that  I  know. 
He  keeps  his  stock  of  "upkeep"  up, 
it's  always  thus  and  so. 
But  when  he  finds  his  stocks  run  down 
to  zero  very  near, 
He  sighs  and  sighs  and  then  cries, 
"It's  just  a  Souvenir." 

The  bride  who  enters  a  hotel  has  long 
made  up  her  mind, 
There's  nothing  half  so  funny  as  to 
swipe  "three  of  a  kind." 
So  when  she's  ready  to  depart,  it  seems 
to  her  quite  clear, 
That  all  the  junk  that's  in  her  trunk, 
"Is  just  a  Souvenir." 

The    traveling    man    who  bellyaches 
about  the  "unjust  charge," 
His  spleen  he  ventilates  in  print,  on 
thieves  he'll  then  enlarge; 
But  when  about  to  quick  "check  out" 
the  blankets  disappear 
Into    his    trunk;    you    think  he's 
drunk?     No,  "It's  just  a  Sou- 
venir." 

Another    brave    knight    of    the  grip 
thinks  sheets  of  no  account. 
With   them   his    samples   are  well 
packed,  the  sheets  "Don't  much 
amount." 

A  pillow,  too,  will  follow  next,  the 

bath  mat  if  it's  near. 
He  murmurs,  "Well!     Oh,  what  the 

h — !    It's  just  a  Souvenir." 


And  so  it  goes;  God  only  knows  whe 
all  our  stuff  has  gone, 
But  rest  assured  we'll  be  adjure 
"The  sun  has  never  shone 
Upon  a  pack  of  crooks  like  us,  who 
end  we  hope  is  near." 
So  help  yourself  to   all  our  pe 
"It's  just  a  Souvenir." 
—  [Eppley's  "Hospitality. 


Purely  Personal. 

"Waiter! — hie — bring  me  a  dish 
prunes." 

"Stewed,  sir?" 

"Now,  thatsh  none  yer  biznuss." 
[The  National. 


Every  man  who  wears  a 
U.  C.  T.  emblem  is  authorized 
to  getjjhotel  advertising  for 
The  Sample  Case.  Members 
of  the  Order^are  urged  to  see 
to  it  that  all  hotels  in  their 
territory  are  represented  in 
this  magazine.  To  have  space 
in  The  Sample  Case  means 
that  a  hotel  is  recommended 
by  a  commercial  traveler,  not 
only  to  other  salesmen,  but  to 
the  general  public.  It  is  doing 
hotels  an  injustice  to  not  call 
their  attention  to  this.  Kind- 
ly remember,  every  hotel  in 
your  territory  should  be  rep- 
resented in  The  Sample  Case. 
Get  advertising  rates  from 
your  Secretary. 


this  number- 


Within  The  Arctic  Circle 


n 


October 


1 


Your  Chance 
to 

Earn  Big  Extra  Income 


If  you  are  an  ardent  "U.  G.  T." 
and  a  booster  for  your  own 
"Sample  Case;" 

If  you  have  been  reading  and 
applying  the  Super-Salesman- 
ship articles  now  appearing  in 
the  Sample  Case. 
If  you  are  desirous  of  supple- 
menting your  income  by  a  con- 
siderable amount  and  without 
much  extra  effort — write  me  to- 
day for  my  co-operation  plan. 


GORDON  J.  A.  HARGRAVE 

25-29  West  43rd  St. 
New  York  City,  N.  Y. 


in  I  O  B  i;  K 


Something  you'd  never  have  thought  of— 

The  "How  It  Feels"  Buyer 

Motive  Type  Peculiar  to  Itself,  and  Must  be 
Recognized  in  Making  Sales;  This  Another  of 
the  High  Points  in  the  Hargrave  Sales  Series 

Exclusive  to  llie  Sample  Case 

By  Gordon  J.  A.  Hargrave 

Copyrieht.  1921,  fry  Gordon  J.  A.  Hargrave.    Copies  either  in  whole,  part  extract 
or  revision  prohibited,  violations  rigorously  prosecuted. 


I  O  lYOU^know  the  "How  it 

'  I     1  feels  buyer,"  who  is  swayed 
M         by  utility,  service,  strength 
and  durability? 

(     I  call  this  type  the  Motive — 

f  you  will  know  him  by  the  square- 
ness of  face  and  body.  He  is  always 
more  muscular  and  more  sturdy  in 
his  physical  makeup  than  the  Vital, 
which  we  considered  in  the  August 
Sample  Case,  or  the  Mental,  which 
you  will  read  about  next  month. 

'  The  Motive  type,  being  physi- 
cally active,  likes  muscular 
movement— t  h  e  out-of-doors, 
athletics  and  all  forms  of  com- 
petition appeal  to  him. 

The  Motive  type  absolutely 
refuses  to  be  dictated  to  by  any- 
one. He  demands,  and  if  neces- 
sary will  fight  for,  freedom, 
liberty  and  independence. 

1  Mr.  Motive  is  sold  on  the 
strength,    durability,  utility  and 

service  of  your  goods  and  house. 

j'  Mr.  Motive  will  be  as  stubborn 
as  a  mule  if  you  tiy  to  force  him, 

,  but  will  be  as  pliable  as  wax  if  you 
request. 

I  have  told  you  he  demands  to 
be  allowed  to  make  his  own  deci- 
nons,  or  seem  to  do  it.  If  yon  try 
.0  order  him  to  sign,  or  tiy  to  push 
lira  to  buy,  /r  if  you  in  any  way 
;ive  him  the  idea  that  you  are 
-rying  to  boss  the  interview,  3'ou 
ii.vill  certainly  lose  out. 

How  to  Handle  Him 

If  you  will  come  ofif  your  high 
lorse  and  let  him  know  that  he 


drive     him     to     the  signature. 

You  cannot  drive  the  Motii  e.  lie 
is  the  easiest  led  because  he  naturally 
wants  to  help,  and  if  you  ash  him  to 
help  you,  he  will  respond  as  he  n^vcr 
would  to  any  other  appeal. 

WHEN  THE  PSYCHOLOGI- 
CAL MOMENT  HAS  ARRIVED, 
IF  YOU  TAKE  IT  FOR  GRANT- 
ED THAT  HE  IS  READY  TO 
SIGN,  AND  QUIETLY  SHOW 
HIM  WHERE  TO  SIGN,  IT 
WILL  RESULT  IN  THE  SIG- 
NATURE. BUT  WHEN  THAT 
ACTION  I  S  ACCOMPANIED 
WITH  A  "SIGN  HERE"  YOU 
SELDOM  ACCOMPLISH  THE 
DESIRED  RESULTS. 

IN  A  branch  of  one  of  the  largest 
national  sales  organizations, 
where  I  was  giving  a  series  of  sales 
talks,  teaching  the  salesmen  Super- 
Salesmanship,  the  Motive  customers 
won  the  efficiency  contest  for  this 
branch. 

My  services  had  been  secured  to 
give  demonstrations  on  Character 
Analysis  and  within  six  months  the 
sales  of  this  branch  had  increased 
over  300  per  cent,  so  that  with  such 
a  remarkable  increase  the  manager 
realized  that  a  little  extra  business 
would  establish  his  branch  the 
winner  of  the  eflBciency  contest  for 
that  year.  With  that  end  in  view 
he  asked  my  advice. 

We  called  all  the  salesmen  to- 
gether and  received  the  lists  of 
their  Motive  type  customers,  and 


(see  next  month's  letter)  and  20 
Vitals.  We  received  orders  from 
90  Motives,  1  Mental,  but  not  an 
order  from  a  \'ital. 

Only  four  Motives  did  not  re- 
spond, and  upon  checking  up  we 
found  that  they  were  so  heavily 
stocked  it  was  impossible  for  them 
to  buy  more.  Yet,  two  of  the  four 
were  directly  responsible  for  seven 
extra  orders,  as  they  spread  the 
news  of*  the  contest  amongst  theii- 
friendly  competitors. 

Two  of  the  seven  were  new  ac- 
counts, opened  on  the  direct  solici- 
tation of  the  Motive  Buyer,  ap- 
pealed to  for  help. 

I  have  seen  many  a  Motive  buyer 
order  something  he  really  did  not 
want  and  was  not  sold  on,  and  also 
many  others  increase  their  already 
large  stock,  by  the  salesman  under- 
standing Human  Nature  and  ap- 
pealing to  that  motive  to  help  him 
win  in  some  competition. 

Avoid  Going  Into  Details 

This  very  thing  happened  in  over 
50  of  the  responses  to  the  letters 
sent  out  by  this  branch.  Some 
even  went  so  far  as  to  buy  a  six 
months'  supply  on  top  of  an  already 
plentiful  stock. 

Remember,  the  ^Motive  type  is 
physically  active  and  does  not  Uke 
desk  work;  detail  is  abhorrent  to 
him,  and  the  less  he  has  to  do  the 
better  he  hkes  it.  So  that  when 
he  gets  up  and  starts  to  walk,  go 
with  him.  He  is  not  trying  to  shake 
you,  he  is  allowing  his  naturally 


sent  out  letters  requesting  their 

s  helping  you,  request  his  coopera-  aid,  appealing  for  their  help  to  put  sTr^kg^chrrart^riS  to  sway  him 

ion  and  solicit  his  business,  you  this  branch  over  as  a  winner.  -  -- 

nil  make  headway.  This  letter  was  an  appeal  to  their 

Many   sales   are   lost   because  love   of  competition,   and  was 

alesmen  do  not  understand  the  couched  in  the  form  of  a  straight- 

»Iotive  type.   They  try  to  put  the  forward  request  for  help.    It  was 

'it  in  their  prospect's  mouth  and  sent  to  100  Motives,  30  Mentals 


and  if  you  will  keep  pace  with  him 
in  his  marathon  about  the  office 
or  shop,  or  wherever  he  may  be, 
you  will  very  quickly  get  to  the 
signature. 

Last  month's  letter  spoke  about 


U      THE    SAMPLE  CASE 

the  way  to  the  fat  man's  heart  boint;; 
through  his  stomach. |  If  you  will 
touch  the  heart  of  each  and  cvciy 
buyer,  you  have  him  so  sold  to 
you  and  your  house  that  he  naturally 
gives  you  the  order  in  preference 
to  your  competitor.  To  do  this 
you  have  to  talk  as  he  thinks. 

lOvery  buyer  knows  he  is  a  jjretty 
good  fellow,  and  if  you  are  very 
much  like  him  in  the  thoughts  you 
express,  you  naturally  are  almost 
as  good  as  he  (in  his  estimation), 
therefore  knowing  Human  Nature  is 
one  of  the  biggest  essentials  to 
Super-Salesmanship. 

The  heart  of  the  Motive  is  won 
and  interest  is  instantly  secured  by 
talking  athletics  and  the  great 
out-of-doors. 

THE  MIND  OF  THE  MOTIVE 
IS  WON  BY  FEATURING  THE 
STRENGTH  AND  DURABILITY 
OF  YOUR  GOODS— THE  SERV- 
ICE YOUR  HOUSE  RENDERS 
AND  HOW  INDEPENDENT  HE 
WILL  BE  BY  BUYING.  BY  ALL 
MEANS  ALLOW  H  I  >I  TO 
THINK  HE  IS  HAVING  HIS 
FREEDOM  IN  ALL  DECISIONS. 
DON'T  COMMAND  0  R  DE- 
MA  ND—REQ  VEST  A  ND  SUG- 
GEST. 

A VITAL  salesman  selling  real 
estate  had  been  trying  to 
interest  a  Motive  prospect  in  a 
piece  of  property  for  over  two  years, 
but  with  unsatisfactory  results. 


After  attending  (me  demonstra- 
tion, which  happened  to  be  on  Men- 
tal, Motive  and  Vital — or  the  kind 
of  thoughts  we  think,  Mr.  Salesman 
began  api)lying  Super-Salesmanship. 

He  visualized  o)ie  of  the  pictures 
on  the  chart  as  his  would-be  pros- 
l)ect  and  set  o\it  that  veiy  after- 
noon to  see  if  Character  Analysis 
works,  and  of  course  was  not  dis^ 
appointed. 

His  own  stat(!ment  showed  this. 
He  said  "I  went  around  that  very 
afternoon  after  arranging  a  talk 
according  to  your  prescription,  and 
to  make  it  more  difficult  I  increased 
the  price  $500  more  than  I  had 
ever  asked,  because  you  stated, 
'If  the  slim  man  is  sold  on  the  idea 
the  price  is  a  secondaiy  considera- 
tion.' " 

Instead  of  talking  to  him  as  I 
had  befon;,  about  price  saving, 
bargain  and  appeals  of  that  sort, 
I  showed  him  how  independent  and 
free  from  wony  and  rent  he  would 
be  if  he  purchased  this  property. 

"I  talked  aVjout  the  strength  of 
the  house,  how  strongly  it  was 
built,  what  good  material  was  used 
in  its  construction,  how  durable  it 
was.  I  assured  myself  that  I  had 
the  correct  appeal,  because  I  saw 
him  open  up. 

"Your  suggestion  to  request  the 
Motive  type  to  help  brought  the 
signature  before  the  hour  was  up, 
as  I  asked  him  if  he  would  help  me 
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by  closing  today.  'The  owner 
said  1  could  not  sell  this  property 
and  I  want  to  show  him  that  he  is 
wrong.    Help  me  to  win  this  deal.' 

Clinching  the  Deal 

"If  he  were  not  absolutely  ready 
to  act  before  I  made  this  last  appeal, 
there  was  no  question  about  it 
cinching,  and  clinching  the  deal. 

"Ho  bought  at  the  increased 
price  because  I  showed  him  the 
strength  and  durability,  the  utility 
and  service,  and  received  the  sig- 
nature Vjy  appealing  to  his  love  of 
freedom  and  independence,  which 
I  know  made  him  want  to  help  mc 
out." 

YOU  can  always  be  in  a  racC; 
even  if  it  is  only  with  yourself 
If  your  firm  does  not  have  a  com- 
petition in  force,  then  be  in  com- 
petition with  yourself.  You  cai 
tmthfully  say,  "Help  me  to  win.' 

The  Motive  will  very  often  bu> 
what  he  docs  not  want  with  thif 
appeal. 

If  you  say,  "Sign  here,"  or  in  anj 
way  try  to  force  the  Psychologica 
Moment  with  Mr.  Motive,  you  maj 
be  sure  it  will  rarely  ever  come,  be 
cause  even  if  he  does  need  you 
goods,  you  antagonize  him  to  sucl 
an  extent  by  trying  to  order  and  bos 
that  he  will  generally  turn  you  dowi 
— if  not  forever,  at  least  until  som 
future  date. 


IT  IS  an  impossibility  to  give  in  the  limited 
space  of  The  Sample  Case  all  the  wonder- 
ful selling  talk  of  Gordon  J.  A.  Hargrave. 
In  this  series  appears  his  Super-Salesmanship 
lectures.  In  his  private  lessons  he  gives  his 
Scientific  Salesmanship  letters.  Wise  is  the 
salesman  who  will  take  advantage  of  the 
opportunity  here  offered  him  to  get  into 
touch  with  all  Mr.  Hargrave's  selling  laws. 

In  addition  to  this,  NOW  is  the  time  to 
get  a  lecture  date  from  Mr.  Hargrave.  He 
is  at  this  time  booking  lecture  dates  for  the 
winter.  If  you  would  get  into  touch  first 
hand  with  this  wizard  in  Character  Analysis, 
NOW  is  the  time  to  do  it.  He  will  fill  any 
hall,  and  hold  his  audience  spell  bound.  A 
recall  for  him  is  sure  to  follow,  with  a  still 
larger  audience  the  second  time,  because  no 
one  who  hears  him  once  will  ever  miss 
another  of  his  lectures,  if  it  is  possible  to 
attend.  Eight  years  Mr.  Hargrave  has  been 
before  the  public.  Eight  years  have  tested 
the  value  of  his  advice  on  sales  making.  The 
tests  prove  the  worth  of  all  he  says. 


I 


N  THE  November  Sample  Case  will  ap- 
pear "The  'How  Much  It  Costs'  Buyer," 
and  "The  Correct  Approach."  Do  not 
miss  those  articles.  You  will  never  find  their 
equal  in  value  to  you. 

If  you  are  interested  in  the  Hargrave 
Series  in  The  Sample  Case,  you  will  be 
equally  interested  in  his  Scientific  Salesman- 
ship weekly  letter  service.  Call  the  atten- 
tion of  your  sales  managers  to  the  Scientific 
Salesmanship  weekly  service.  He  gives  a 
special  price  when  the  service  is  ordered  for 
a  selling  force. 

Specially  emphasize  the  importance  of 
having  Gordon  J.  A.  Hargrave  to  make  an 
address  before  sales  managers'  conventions. 
He  will  prove  a  star  attraction. 

The  Hargrave  Scientific  Salesmanship 
weekly  letters  will  make  a  good  sideline  for 
salesmen,  to  sell  to  fellow  travelers  at  hotels 
and  on  trains.  Write  to  him  for  terms.  His 
address  will  be  found  on  the  inside  of  the 
front  cover  page. 
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Are  ijou  an  Intensijied  person? 


The  "Wisher"  and  the  "Doer" 

Copyright.  1921.  by  Gordon  J.  A.  Margrave.     Copies  either  In  whole,  part,  extract, 
or  revision  prohibited,  violations  rigorously  prosecuted. 


ARE  YOU  un  Intensified  hu- 
man behig? 
Intensity    is  absolutely 
nccessaiy  to  success.  You 
cannot  go  along  in  a  lackadaisical 
or  listless  manner  and  accomplish 
anytliing  worth  while. 

The  biggest  successes  in  the  world 
have  been  and  arc  the  best  salesmen. 
Think  it  over. 

Webster  defintis  Intensity  a  s  : 
"Earnest  purpose,  profoundly  ear- 
nest, strong  emotion,  extreme  de- 
gree." 

WEBSTER'S  DEFINITION  OF 
INTENSITY  I  S  A  PERP^ECT 
RULE  FOR  SUCCESSFUL  SEL- 
LING. 

Earnest  Purpose:  Can  you  accom- 
plish any  success  without  an  earnest 
purpose?  You  must  have  an  aim 
in  life — an  ideal,  a  goal  ahead  of 
you.  Your  earnest  purpose  is  to 
'epresent  your  firm  as  your  president 
would — to  sell  as  much  at  a  fair 
profit  as  you  possibly  can,  to  have 
your  customer  and  your  firm  so 
satisfied  with  each  other  that  they 
vill  continue  their  friendly  business 
•elations. 

Profoundly  Earnest:  You  must  be 
n  the  performance  of  your  duties. 
iTou  must  act  in  such  a  way  that 
thers  will  know  that  you  believe 
mplicitly  in  your  work. 

You  have  accepted  a  very  import- 
.nt  mission — ^to  show  all  buyers 
low  much  more  successful  they 
nil  be  by  buying  from  you  and 
'Our  house. 

Always  do  your  work  in  a  serious 
tate  of  mind,  if  you  are  serious 
bout  your  future. 

Strong  Emotion:  Your  earnest 
urpose  is  put  into  execution  in 
uch  a  profoundly  earnest  manner 
Ixat  you  express  your  thoughts 
fith  deep  feelings  of  joy  and  love 
)r  your  work,  that  you  achieve 
jsults  in  an  extreme  degree. 
Extreme  (utmost;  greatest)  Degree 
vdvancement ;  attainment ;  develop- 
lent)  means  the  utmost,  the  great- 
it   advancement,    attainment  or 


develoi>ment  of  which  you  are 
caj)able. 

You  develop  power  according  to 
the  Intensity  with  which  you  apply 
yourself. 

Success  cannot  bo  attained  with- 
out Intensity.  You  nuist  have  an 
earnest  purpose  a  n  d  carry  ^it 
through  in  a  profouiidly  earnest 
manner,  throwing  your  whole  heart 
and  soul  into  it,  in  a  strongly  emo- 
tional way  and  keeping  at  it  until 
you  have  succeeded  to  an  extreme 
degree. 

INTENSITY  IS  SHOWN  BY 
PERPENDICULAR  LINES  ON 
THE  FOREHEAD  BETWEEN 
THE  EYEBROWS.  HAVE  YOU 
ANY?  IF  NOT,  BE(;iN  AT 
ONCE  TO  CULTIVATE  THEM. 
WHENEVER  Y  O  U  ARE  IN- 
TENSE THOSE  LINES  APPEAR. 

If  you  are  intense  in  all  your 
activities  you  will  succeed. 

If  those  lines  never  appear  then 
you  belong  to  the  listless,  slacker 
class.  You  are  not  using  more  than 
10  per  cent  of  your  powers.  IN- 
TENSITY will  make  a  new  man 
of  you. 

A MOTTO  for  success  is,  "Say 
only  what  you  mean,  mean 
only  what  you  say,  and  say  it 
as  if  your  very  life  depended 
on  it." 

It  does — because  if  you  do  not 
believe  what  you  say  and  haven't 
the  courage  of  your  convictions, 
how  can  you  expect  others  to  have 
the  courage  to  act  on  your  repre- 
sentations? 

Go  to  the  mirror,  and  make  your 
forehead  contract  so  that  perpendi- 
cular lines  appear  between  the  eye- 
brows. 

Practice  this  exercise  until  you 
can  remember  what  muscles  to  use 
in  producing  these  lines,  so  that 
you  can  produce  them  at  any  time 
you  wish.  The  deeper  they  appear 
the  greater  Intensity  j'ou  are  de- 
veloping. 

While  in  this  pose,  realize  how- 
intense  you  are  in  thought — how 


firm  your  conviction — how  earnest 
your  purpose  to  accomplish  results. 

Keep  this  uj).  It  is  the  stuff  that 
makes  you  a  success,  because  it  is 
the  Law  of  Intejisity  you  will  then 
be  following. 

Many  a  so-called  salesman,  w  hose 
real  name  is  order-taker,  asks, 
"Why  am  I  not  a  success?"  The 
an.swer  is  always  the  same,  "Lack 
of  Intensity  and  the  drooping 
Third  Vest  Button."  Ih-  run  i\u{ 
even  iMilievo  in  liinis(;lf;  he  has  no 
earnest  jmrposc;  he  is  a  lifeless  drone 
in  the  world. 

This  world  prospers  because  of 
confidence  and  satisfaction.  So 
do  you. 

One  of  the  surest  ways  of  increas- 
ing your  income,  increasing  your 
success  and  increasing  your  happi- 
ness is  to  think  seriously  and  with 
all  the  Intensity  you  can  command 
about  the  service  you  are  giving. 

The  minute  you  let  the  customer 
see  that  you  are  more  interested 
in  him  than  you  are  in  yourself 
— that  minute  you  will  begin  to 
inspire  greater  confidence,  and  satis- 
factory dealings  will  be  the  result. 

The  minute  your  firm  realizes 
that  you  are  workijig  with  these 
two  ideals  in  mind  you  will  be  under 
observation  and  consideration  for 
advancement. 

Give  service,  forget  rewards, 
throw  your  heart  and  soul  into  your 
work — Be  Intense.  You  will  then 
inspire  confidence.  You  cannot  h^lp 
increasing  satisfaction — in  your 
own  mind,  in  your  customer's  mind 
and  in  your  employer's.  Your 
income  will  take  care  of  itself. 

THE  SUM  total  of  your  Quantity 
and  Quality  of  sales,  as  well 
as  eveiy  thought  you  think  and  act 
you  do,  will  be  at  least  doubled  if 
you  will  increase  the  amount  of 
Intensity  you  put  into  your  thoughts 
and  actions. 

THE  OUTWARD  INDICA- 
TION OF  YOUR  DEVELOP- 
MENT OF  INTENSITY  WILL 
BE   AN   INCREASE   IN  THE 


ft      THE     S  A  M  I'  1.  I.     C  A  S  l- 


OCTO  B  E  K 


DEPTH  OF  THE  LINES  BE- 
TWEEN THE  EYES. 

To  develop  contitrucUvo  Inten- 
sity you  must  always  have  your 
Third  Vest  Button  protruding  to 
the  limit.  You  must  think,  act  and 
live  your  desire  to  reach  the  goal. 
You  m\i8t  b(i  so  wholly  absorbed 
with  the  ]niK  idoa  that  your  very 
(Muotions  tend  to  contract  the  mus- 
cles necessary  to  produce  the  lines 
between  the  eyes. 

If  you  apply,  you  progress.  If 
you  do  not,  you  don't. 

A  salesman  one  day  asked  me 
why  he  could  not  sell  a  certain  man 
(who  was  one  of  a  class  of  execu- 
tives, taking  up  my  work  in  know- 
ing human  nature).  I  saw  a  smooth, 
placid  forehead,  indicating  a  lack- 
adaisical, easy  going,  Une-of-least- 
resistance  salesman. 

He  had  been  selling  for  years, 
but  had  not  been  able  to  interest 
this  certain  customer  in  his  line. 
So  my  suggestion  to  him  was: 
"Use  all  the  scientific  knowledge  of 
human  nature  you  already  have  and 
also  go  to  the  mirror  and  practice 
Intensity,  by  making  those  deep 
lines  appear.    Then  go  and  call  on 


your  prospect.  B\it  lor  your  own 
sake,  keep  those  perpendicular  lines 
in  your  forehead  from  my  office  to 
your  destination." 

He  did  as  I  directed  and  came 
away  with  his  first  order. 

At  our  regular  Character  Analysis 
meeting  the  following  week  I  asked 
the  buyer  if  he  was  stocking  this 
man's  lino  of  goods.  He  replied, 
"Although  this  salesman  has  been 
calling  on  me  for  years  he  never 
sufl&ciently  interested  me  (to  make 
me  desire  to  change  from  the  house 
which  had  always  given  satisfac- 
tion) until  last  week,  when  I  gave 
him  my  first  order." 

"He  called  on  me,  showed  me  that 
he  believed  in  his  line  so  thoroughly 
that  he  won  my  confidence.  I  gave 
him  an  order,  for  which  I  am  glad, 
as  after  receiving  the  first  shipment, 
I  feel  sure  it  is  a  good  seller." 

At  this  moment  the  salesman,  who 
also  attended  the  demonstration, 
walked  up  and  asked  me,  "Have 
you  given  away  my  secret?"  I 
returned  a  negative  answer,  but  the 
buyer  got  inquisitive  and  wanted 
to  know  what  it  was.  So  the  sales- 
man told  him  about  our  conference 
of  the  week  before. 


The  buyer  thought  for  a  minute 
and  then,  holding  out  his  hand,  said: 
"Shake;  I  was  just  telling  Mr. 
Hargrave  that  I  bought  from  you 
because  this  was  the  first  time  you 
really  impressed  me  with  the  fact 
that  you  were  all-serious  and  all-fired 
up  with  your  idea,  and  I  must  say 
1  am  satisfied  with  my  buy." 

Mr.  Salesman  then  stated  that 
he  had  sold  five  others  whom  he 
had  been  unable  to  convince  before. 

"My  sales  manager  spoke  to  me 
yesterday  about  taking  a  larger 
and  more  lucrative  territory,  be- 
cause lately  I  had  seemed  to  become 
more  serious — ^worked  with  greatf;r 
purpose — and  if  I  continued  in  this 
Intense  way  the  position  would  be 
mine.  Believe  me,  Mr.  Hargrave, 
I  am  going  to  fill  that  position, 
because  now  I  think  with  those 
lines  between  my  eyebrows,  I  talk 
with  them  there;  in  fact,  everything 
I  do,  I  do  in  an  Intense  way.  I  get 
more  joy  out  of  accomplished  re- 
sults than  I  ever  did  before." 

Do  you  know  the  real  boss  in 


any  concern.'^ 


There  is  only  one 


individual  to  sell  your  idea  to 
whether  he  is  the  buyer  or  not. 


PUSH  OUT  YOUR  THIRD  VEST  BUTTON 


SEVENTIETH  ANNIVERSARY. 


Meyer  Brother  Drug  Company,  St. 
Louis,    Celebrates    Its  Success. 

The  seventieth  anniversary  of  the 
Meyer  Drug  Company,  St.  Louis,  Mo., 
was  celebrated,  September  12.  It  is  a 
remarkable  achievement  for  a  corpora- 
tion to  function  through  so  long  a  period. 
A  high  tribute  is  paid  to  its  traveling 
salesmen  by  Carl  F.  G.  Meyer,  Presi- 
dent of  the  corporation,  in  his  address  to 
employes  of  the  firm. 

The  accomplishment  of  the  last  seven 
years  is  a  wonderful  example  of  industry, 
energy  and  indomitable  purpose.  In 
1915,  by  reason  of  unfortunate  invest- 
ments, the  corporation  suffered  heavy 
financial  reverses  and  went  into  the 
hands  of  a  receiver.  By  judicious  man- 
agement the  great  firm  successfully  paid 
off  all  its  indebtedness  in  the  succeeding 
seven  years,  and  the  last  payment  has 
been  made,  putting  Meyer  Brothers  free 
from  all  its  outstanding  obligations. 


A GOOD  salesman  will  watch  the  market  con 
ditions  closely,  and  promptly  acquaint  his  cus 
tomer  of  probable  price  fluctuations  and  thus  afforo 
the  buyer  an  opportunity  of  covering  himself.  Thu 
is  particularly  important  when  there  are  what  wi 
term  "soft  spots"  in  the  market  which  the  salesmar 
should  know  first,  and  service  of  this  kind  is  rareli 
forgotten  by  the  right  kind  of  a  buyer,  as  he  realize, 
that  in  cases  of  this  kind  more  profit  accrues  to  th 
seller  if  he  keeps  quiet.— From  Purchasing  Agent. 
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Outlook  grows  more  hopeful  on 


Strike  Effects  on  Business 

Every  Industry  has  Suffered,  but  Persistency 
Will  Win  Back  Prosperity;  America  Rising  to 
Forestall  Industrial  Conflicts   in   the  Future 


THE  GENERAL  business  condi- 
tions of  the  country  have  suffered 
a  setback  from  tho  prolonged 
strikes  during  the  summer  months 
but  despite  the  seriousness  of  tho  situa- 
tion, improvement  in  fundamental  factors 
continues. 

With  the  raising  of  the  freight  embargo 
resumption  of  normal  business  is  assured. 
The  Government  crop  reports  show  an 
encouraging  outlook  for  one  of  the  best 
crop  yields  in  several  years.  The  cold 
rains  in  Western  Europe,  followed  by  a 
period  of  drouth,  will  increase  the  need 
for  grain  exports  from  the  United  States 
and  Canada,  which  will  tend  toward 
higher  prices  for  grain  raisers,  and  this  will 
result  in  an  increasing  amount  of  money 
throughout  the  grain  sections,  and  there 
is  an  active  demand  for  live  stock. 

The  prices  of  farm  products  is  even  at 
this  time  higher  than  a  year  ago.  The 
effect  of  this,  and  fair  prices  on  the  pur- 
chasing power  of  the  agricultural  com- 
munities, will  go  far  toward  tho  upbuild- 
ing of  a  good  autumn  business  in  all 
lines,  despite  the  heavy  losses  to  business 
incident  to  the  two  prolonged  strikes. 

The  fall  and  early  winter  business  will 
depend  as  much  on  the  efiBciency  and  op- 
timism of  wholesale  salesmen  as  on 
general  conditions.  It  is  necessary  for 
every  salesman  to  give  the  best  that  is 
in  h"m  to  stabilize  conditions. 

With  persistency  and  optimisni  com- 
mercial travelers  can  do  more  than  any 
Dther  class  of  business  men  to  maintain 
sontinucd  improvement  of  business. 

Time  to  Call  a  Halt. 

The  country  has  been  subjected  to 
jrave  economic  injury  through  interfer- 
ince  with  essential  service,  in  connection 
«ith  the  fuel  and  transportation  prob- 
ems.  The  time  has  come  when  this  great 
iountry  can  no  longer  passively  submit 
.o  a  repetition  of  so  great  a  menace  to 
he  welfare  of  the  citizens  at  large  in 
■uch  conflicts  between  labor  and  capital. 
The  great  mass  of  Americans  belong  to 
leither  side  in  such  contests,  but  is  the 
ihief  sufferer  and  pays  all  the  losses. 

Government  control  of  railways  proved 
uch  an  expensive  failure  during  the 
ecent  war,  that  it  is  not  regarded  by 
nany  of  the  leading  business  men  of  the 
ountry  as  a  solution  to  that  vexed  ques- 
ion.  However,  Government  regulation 
J  directly  indicated.  Railroad  nationali- 
atioD  was  an  economic  failure  during 


An  editorial 

By  Charles  Holeman  Smith 

Managing  Editor  The  Sample  Case 

the  war.  That  i.s  will  be  a  less  failure 
during  peace  is  not  believed  possible, 
because  of  the  politica,!  aspects  to  be 
taken  into  consideration. 

At  the  same  time  many  leading  men  in 
America  are  seriously  advocating  such  a 
course.  Their  argument  is  that  war 
time  was  no  criterion  on  which  to  base 
judgment,  and  that  the  friction  between 
railway  employes  and  the  railroad  manag- 
ers is  really  costing  in  dollars  and  cents 


America  has  reached  a 
stage  when  it  must  pause 
to  reflect.  It  can  no 
longer,  without  menac- 
ing the  welfare  of  every 
citizen,  continue  to  drift 
along  an  uncharted  sea. 
Neither  Capital  nor 
Labor  must  control.  The 
American  public,  with  its 
Common  Sense,  must 
take  charge  of  alTairs. 
We  all  belong  to  a  Union 
which  takes  precedence 
over  all  other  unions— 
the  U.  S.  A. 


more  to  the  citizens  generally  that  the 
loss  would  be  in  readjusting  conditions 
under  nationalization  of  the  railways. 
Labor's  Attitude  on  This  Question. 

It  is  noteworthy  that  of  the  more  than 
one  hundred  resolutions  adopted  by  the 
American  Federation  of  Labor  in  its 
national  meeting  in  Cincinnati  early  in 
the  summer,  not  one  was  passed  asking 
for  Government  ownership  of  the  rail- 
roads. Excepting  among  the  radical 
leaders  of  labor,  nationalization  is  not 
encouraged. 

Business  Organization  Oppose. 

The  Chambers  of  Commerce  of  the 
United  States,  Boards  of  Trade,  the  vast 
army  of  shippers  are  opposed  to  this  idea 
of  Government  ownership.  The  St. 
Louis  Chamber  of  Commerce  has  led  off 


with  a  series  of  resolutions  in  opposition 
to  this  revived  talk  as  to  Government 
ownership  and  such  responsible  opinion 
is  awake  in  other  quarters. 

The  railroads  do  not  belong  to  a  few 
rich  men  or  bankers.  They  are  not  the 
personal  property  of  the  officials;  the 
Directors  do  not  own  them — the  Direc- 
tors are  trustees  and  servants  of  the 
stockholders.  There  are  at  least  1,500,- 
000  owners  of  the  securities  of  these 
American  railroads.  As.suraing  that  there 
are  three  persons  dependent  upon  each  of 
these  OTN-ncrs — that  would  mean  4,500,000 
persons.  There  are  approximately  1,- 
000,000  men  employed  in  the  railroad 
service,  and  if  three  persons  are  dependent 
upon  each  of  them  this  would  mean  an 
additional  4,800,000  persons  directly  in- 
terested in  the  railroads. 

The  1,000,000  workers  in  industrial 
plants,  coal  mines,  rail  mills,  shops,  etc.. 
still  assuming  three  persons  to  be  de- 
pendent upon  each — would  mean  3,000,- 
000  more  persons  directly  interested  in 
the  railroads.  Thus  we  have  about 
11,900,000  people  of  a  population  of  100,- 
000,000  who  depend  largely  for  their 
daily  bread  and  butter  upon  having  this 
great  piece  of  transportation  machinery 
prosperous. 

But  there  are  a  great  many  others  who 
are  interested.  The  insurance  companies 
have  $1,500,000,000  invested  in  railroad 
securities,  representing  50,000,000  policy- 
holders; the  savings  banks  have  about 
$800,000,000  invested  in  railroad  securi- 
ties, and  there  are  11,000,000  depositors 
in  these  savings  banks.  So  there  are 
many  additional  milhons  of  the  people  who 
are  vitally  interested,  either  as  holders 
of  insurance  policies  or  depositors  in  sav- 
ings banks,  in  the  success  of  this  great 
piece  of  machinery.  When,  therefore, 
we  speak  of  the  number  of  citizens  direct- 
ly interested  in  the  railroads,  we  really 
arc  speaking  of  at  least  50,000,000. 

Then,  too,  there  arc  the  lO.OOO.tXK) 
home  owners  distributed  through  tho 
country,  the  farmers,  the  myriad  of  all 
classes  directly  interested  in  the  efficiency 
and  soundness  of  our  railroad  system. 

AT  THE  bottom  of  all  the  unrest  of 
labor  lies  a  deep  fundamental  fact. 
The  argument  of  union  men  is  that  capi- 
tal is  organized  and  that  labor  must 
organize  to  fi^ht  oppression.   Union  men 

(Continued  on  page  45.) 
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Important  to  commercial  travelers 


Keep  Hogs  Out  the  Trough 

Taxes  More  Evenly  Distributed  than  Incomes; 
Practical  Suggestions  from  Leading  Business 
Man;  Strikes  and  Quarrels  are  Futile— VOTE! 


Exclusive  to  The  Sample  Case 

By  Harry  H.  Willock 

Sccy-Trcas.  VVaverly  Oil  Works,  Pittsburgh,  Pennsylvania 


MEN  DO  little  thinking  about 
the  fundamentals  of  their  eco- 
nomic existence.  Many  men 
never  think  about  them  at  all 
and  most  men  have  no  definite  idea  regard- 
ing them  whatever.  When  things  go  bad 
and  jobs  are  scarce  and  wages  low,  men 
repeat  more  or  less  aimlessly,  "some- 
thing's got  to  be  done,"  without  the 
least  idea  of  what  the  "something"  shall 
be. 

Wc  look  to  governments  for  help,  for- 
getting that  no  good  thing  ever  came  out 
of  governments  which  was  not  pounded 
into  them  by  the  people  "back  home." 
The  progress  of  the  world  has  always 
come  from  the  urge  of  the  common  people 
and  always  will.  Governments  left  to 
themselves  always  serve  privilege  and  it 
is  our  business  as  citizens  not  to  leave 
them  alone.  Ignorant  demands  are  of 
no  value  and  often  disastrous,  and  the 
demagogue  fattens  on  the  ignorance  of  his 
constituents. 

Contending  Forces. 

Human  rights  versus  property  rights 
are  the  great  contending  forces  behind 
what  we  know  as  politics,  governments 
and  international  relations.  Human 
rights,  with  little  leadership,  weakly  and 
ignorantly  struggling  against  property 
rights,  always  lead  by  the  great  of  the 
earth  with  supreme  knowledge  and  skill, 
and  frequently  camouflaged  by  the 
glamour  of  church  and  military  activity. 

In  spite  of  all  the  handicaps  the  forces 
for  human  rights  are  constantly,  but 
with  tragic  slowness,  wearing  down  pre- 
datory property  rights  by  the  sure  func- 
tioning of  those  natural  laws,  which,  when 
understood  and  intelligently  apphed,  will 
make  old  earth  a  real  place  in  which  to 
live. 

The  process  will  be  just  as  rapid  as  the 
people  grow  in  intelligen^je,  as  history 
proves  no  change  for  the  better  is  ever 
made  by  ignorant  men  until  existing 
conditions  become  altogether  intoler- 
able. The  sooner  we  use  our  intelligence 
the  less  we  shall  have  to  suffer. 

Busy  men  cannot  be  psychologists, 
philosophers  and  economists,  but  that  is 
no  reason  why  they  should  not  under- 
stand some  of  the  basic  principles  so  that 
their  thinking  and  action  may  have 
some  intelligent  direction.  Aimless  kick- 
ing helps  no  one.  Such  understanding 
will  not  come  in  a  day,  but  if  we  should 
spend  half  as  much  time  in  thinking  the 
problem  through  as  wc  do  on  the  basc- 


l)all  dope  or  the  stock  reports  or  the 
movies,  our  congressmen  could  not  get 
away  with  the  senseless  chatter  which 
now  fills  the  .Congressional  Record. 
More  time  spent  reading  "The  Nation" 
and  "The  Freeman"  and  less  with  the 
"popular"  magazines  will  help  a  lot. 

SUPPOSE   we   do   a   little  economic 
thinking  right  here  and  now  by  con- 
considering  the   terms   "property"  or 


Busy  men  cannot  be 
psychologists,  philos- 
ophers, and  economists, 
but  there  is  no  reason 
why  they  should  not  un- 
derstand some  of  the 
basic  principles  so  that 
their  thinking  and  action 
may  have  some  intelli- 
gent direction. 


"wealth."  The  wealth  of  an  individual 
or  nation  is  reckoned  at  the  value  of  the 
property  possessed.  The  estimated 
wealth  of  the  United  States  is  about  300 
billions  of  dollars  divided  about  equally 
between  national  resources  such  as  land, 
minerals,  water  powers,  etc.,  and  manu- 
factured products,  such  as  houses, 
factories,  machinerj%  etc.  We  might  put 
it  shorter  and  say  between  God-made 
and  man-made  things. 

The  God-made  things  were  always 
here,  even  before  Columbus  discovered 
them,  but  the  man-made  things  simply 
represent  the  savings  of  men  since  that 
time.  All  the  people  working  and  pro- 
ducing in  America  since  the  time  of  Col- 
umbus have  saved  and  accumulated  over 
and  above  their  cost  of  Uving,  150  billions 
of  wealth. 

f  On  the  other  hand,  what  service  did 
anyone  perform  for  the  150  billions  rep- 
resented by  the  God-made  things  such 
as,  land,  minerals,  water  powers,  etc., 
which  constitute  a  monopoly  of  basic 
necessities,  virtually  all  in  private  hands 
and  for  which  is  demanded  by  the  com- 
paratively few  owners  an  actual  return 


greater  than  is  received  for  the  same  valu<! 
of  man-made  things  earned  and  owned  by 
all  the  rest  of  ub? 

Taxes,  Not  Incomes,  Evenly 
Distributed. 

While  no  exact  figures  are  available, 
the  total  income  of  the  people  of  America 
may  be  taken  at  about  80  billion  dollars, 
out  of  which  they  pay  about  10  billion 
dollars  as  national,  state,  and  local  taxes, 
or  about  $500  for  each  family  of  five. 
These  taxes,  owing  to  the  fact  that  our 
form  of  taxes  are  largely  passed  on  to 
the  ultimate  consumer,  are  far  more 
evenly  distributed  among  the  population 
than  the  income. 

Of  the  80  billion  dollars  total  income, 
35  to  40  billions  go  to  the  30  millions  of 
workers  as  wages,  20  to  25  billions  to 
owners  of  industry  and  15  to  25  billions 
to  owners  of  natural  resources.  The  first 
group  pays  directly  about  one  billion  of 
the  national  tax  bill,  the  second  group 
about  8  billions  which  is  largely  passed  on 
to  the  rest  of  us  in  higher  commodity 
prices  and  the  privi'.ege  group  pays  about 
one  billion. 

In  other  words,  the  privilege  group  by 
their  monopoly  of  God-made  things  are 
able  to  extort  from  the  rest  of  us  almost 
twice  as  much  net,  for  which  they  per- 
form no  service,  as  is  all  industrj-  using 
the  accumulated  wealth  of  the  nation  in 
useful  service. 

Can  you  beat  it?  Is  it  any  wonder 
industry  and  labor  quarrel  over  dividends 
and  wages?  The  fact  is  that  after 
monopoly  and  privileges  have  taken 
"theirs"  there  is  not  enough  left  to  give 
proper  returns,  either  to  the  worker  or 
invested  capital. 

THE  AMERICAN  people  can  coiTect 
these  things  just  as  soon  as  they  get 
intelligent  enough  to  thump  the  truth 
into  their  legislators  and  to  vote  men 
into  office  who  have  some  econoniic 
knowledge  and  the  courage  to  use  it. 
Strikes  and  quarrels  are  futile— fo^?.' 

If  industry  and  labor  had  the  unearned 
profit  which  now  goes  to  privilege  then 
would  be  nothing  to  quarrel  about  an" 
neither  could  coerce  the  other. 

When  anyone  gets  something  for  noth 
ing,  and  then  is  permitted  to  rent  the  us 
of  it  to  society,  society  is  the  loser  anc 
likewise  a  "boob"  for  permitting  sue! 
conditions  to  exist.    Employer  and  cm 

(Continued  on  page  35.) 
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To  consider  scrip  mileage  rates 

Hold  HearingSeptember26 

Interstate  Commerce  Commission  Takes  Action 
on  Rill  Signed  by  President  Harding,  August  18; 
Commercial  Travelers'  Committee  W'ill  Attenfl 

Compilfcl  from  reporl  to  The  Satnplr  Case  ol 


AT  A  general  session  of  the  Inter- 
state Commerce  Commission 
held  August  23,  at  its  office  in 
Washington,  D.  C,  Tuesday, 
September  20,  was  assigned  I'or  a  liear- 
ng  for  considering  making  the  rate  for 
ailroad  interchangeable  mileage  scrip, 
o  start  at  10  o'clock  that  morning, 
)efore  (^munissioner  B.  II.  Meyer. 

Representatives  of  the  railroads  will  be 
irst  to  be  heard,  to  be  followe<l  by  cross- 
xamination,  and  then  by  the  direct  testi- 
aony  of  commercial  and  other  organiza- 
ions  and  individuals,  and  a  cross-exami- 
lation  thereon. 
The  committee  representing  the  Inter- 
ational  Federation  of  Commercial  Trav- 
lers'  Organization,  which  will  appear 
«fore  the  Interstate  Commerce  Com- 
littec  is  composed  of:  Walter  D.  Murphy, 
eprcsenting  the  United  (^onmiercial 
'ravelers;  D.  K.  Clink,  Secretary  of  the 
'edcnition;  H.  E.  Trevett,  of  the  Utica 
ssociation;  R.  B.  Swcitzer,  of  the  I.  M. 
!.  A-,  and  T.  S.  Logan,  of  the  T.  P.  A. 
It  will  be  the  contention  of  these  repre- 
intatives  to  obtain  a  scrip  mileage  which 
ill  be  good  for  transportation  as  well  a.s 
>r  excess  baggage.  What  percentage  of 
iscount  will  be  allowed  by  the  Interstate 
ommerce  Commission  will  depend  en- 
relv  on  the  evidence  presented  to  that 
3dy. 

Questions  to  be  Considered. 

The  present  railroad  passenger  rates 
ffer  in  different  sections  of  the  United 
.ates.    On  nearly  all  leading  lines  East 

the  Mississippi  River  a  3.6  cents  a  mile 
)tains.  West  of  the  Mississippi  many 
unk  lines  are  charging  4  cents  a  mile, 
liile  on  some  Rocky  Mountain  roads 
cents  a  mile  is  charged.  The  discount 
rarded  by  the  Commission  will  be  op- 
ative  according  to  present  rates, 
lerein  lies  a  bone  of  contention. 
For  example,  the  Bill  passed  by  Con- 
ess  provides  for  an  interchangeable 
Jeage  book,  good  on  all  railroads.  If. 
y,  a  25%  reduction  is  made  on  the  3.6 
tits  a  mile  section,  it  will  be  less  than 
e  reduction  on  the  4  cents  or  6  cents  a 
le  roads. 

But  that  is  a  matter  for  the  Com- 
ssion  to  decide.  The  questions  coming 
!  the  Commission  are  listed  by 
!orge  B.  McGinty,  Secretary  of  the 
terstate  Commerce  Commission,  as 
lows: 

I.  Shall  interchangeable  mileage  and 
ip  coupon  tickets  be  issued"' 


(ieorge  B.  McGinty 

Secretary  Interstate  Comniercc  Commission 

2.  What  rate  or  rates  shall  be  estal>- 
lished  as  just  and  reasonable  for  each  or 
either  form  of  ticket?  What  conditions, 
if  any,  should  be  attached  to  the  issuance 
and  sale  of  such  tickets  by  reason  of  the 
existence  of  different  levels  of  jmsscnger 
rates  in  different  .sections  of  the  Country".' 

3.  In  what  denominations  shall  the 
ticket  or  tickets  be  issued? 

4.  In  general,  at  what  offices  of  the  car- 
riers shall  the  tickets  to  be  prescribed  be 
available  to  the  |)ublic? 

5.  What  rules  and  regulations  for  the 
i.s.suance  and  u.se  of  these  tickets  shall  be 
required"? 

6.  Shall  the  tickets  be  transferable!' 


''piIE  ACT  providing  for  the  inter- 
changeable   mileage  investigation 
reads  as  follows: 


The  .scrip  mileuKc  Bill 
passed  the  United  States 
Senate,  Januar\-  18,  1922. 
It  was  passed  1)\  tlu- 
Lower  House.  Jul>-  28, 
and  was  signed  by  Presi- 
dent Harding,  August  18. 
Those  who  see  good  luck 
attending  the  figure  "8'' 
forecast  a  favorable  out- 
come before  the  Inter- 
state Commerce  Com- 
mission, which  will  make 
the  rate. 


If  nontransferable,  what  identification 
may  be  required? 

7.  To  what  baggage  privilege  shall  the 
lawful  holders  of  such  tickets  be  en- 
titled? 

Each  carrier  seeking  exemption  from 
the  provisions  of  this  act  is  ordered  to 
file  with  the  Commission  a  wTitten 
statement  to  that  effect  on  or  before 
September  15,  embracing  brieflj-  the 
grounds  for  such  request  for  exemption; 
and  testimony  in  support  of  such  re- 
quests will  be  received  at  the  close  of  that 
offered  on  the  questions  listed  Carrier.s 
are  made  respondents  in  the  proceedings. 


"Be  it  enacted  by  the  Senate  and 
IIou.se  of  Representatives  of  the  United 
States  of  .(Vmerica  in  Congress  a.ssembled 
That  section  22  of  the  Interstate  Com- 
merce Act.  a.s  amended,  is  amended  by 
inserting  (1)  after  the  section  number,  at 
the  beginning  of  such  section,  and  by 
adding  to  the  section  two  new  para- 
graphs to  read  a.s  follows: 

The  Meat  of  the  Act. 

"The  Conuni.ssion  is  directed  to  re- 
quire, after  notice  and  hearing,  each 
carrier  by  rail,  subject  to  this  Act,  to 
i.ssue  at  such  offices  as  may  be  pre- 
.scribed  by  the  Commission  interchange- 
able mileage,  or  scrip  coupon  tickets,  at 
just  and  reasonable  rates,  good  for 
I)assenger  carriage  upon  all  the  pas.senger 
trains  of  all  carriers  by  rail  subject  to 
this  Act.  The  Commission  may,  in  its 
di-scretion,  exempt  from  the  provisions 
of  this  amendatory  Act.  cither  in  whole 
or  in  part,  any  carrier  where  the  parti- 
cular circumstances  shown  to  the  Com- 
mission shall  justify  such  exemption  to 
be  made.  Such  tickets  may  be  required 
to  be  isf5ued  in  such  denominations  as  the 
Commission  may  prescribe.  Before  mak- 
ing any  order  requiring  the  issuance  of 
any  such  tickets  the  Commission  .shall 
make  and  publish  such  reasonable  rules 
and  regulations  for  their  issuance  and 
use  as  in  its  judgment  the  public  interest 
demands;  and,  especially,  it  shall  pre- 
scribe whether  such  tickets  are  transfer- 
able or  non-transferable,  and  if  the  latter, 
what  identification  may  be  required;  and,' 
especially,  also  to  what  baggage  privileges 
the  lawful  holders  of  such  tickets  are 
entitled. 

"Any  carrier  which,  through  the  act 
of  any  agent  or  employe,  willfully  re- 
fuses to  issue  or  accept  any  such  ticket 
demanded  or  presented  under  the  lawful 
requirements  of  this  Act,  or  willfully  re- 
fuses to  conform  to  the  rules  and  regula- 
tions lawfully  made  and  published  by  the 
Commission  hereunder,  or  any  person 
who  shall  willfully  offer  for  sale  or  carriage 
any  such  ticket  contrary  to  the  said  rules 
and  regulations,  shall  be  deemed  guilty 
of  a  juisdemeanor  and.  upon  conviction, 
shall  be  fined  not  to  exceed  $1,000." 
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Suggestions  to  lighten  your  load 

Uniform  Sales  Catalogues 

Men  Handling  Heavy  Lines  Asked  to  Pass  Opinion 
on  this  Suggestion  of  the  Secretary  of  National 
Trade  Extension  Bureau;  Write  to  him  as  Requested 

Written  for   TIk;  Sample  Case 

By  William  G.  Woolley 

407  Mercantile  Bank  Ruilding 
Evansvillc,  Indiana 

lets  or  upon  stationery,  coiriposed  of 
sheets  exactly  the  same  size  as  the  uni- 
form catalogue. 

If  this  were  universally  done,  thousands 
of  dollars  could  be  saved  annually.  It 
would  greatly  simplify  the  catalogue 
problem  of  the  wholesaler  and  the  men 
on  the  road.  Every  sales  manager  could 
then  supply  his  salesmen  with  a  "loose- 
leaf"  binder  which  would  hold  sheets  of 
the  size  adopted.  He  said  he  would  pre- 
fer the  8  1-2x11  size;  for  the  binder 
would  then  hold  all  special  letters  or  bulle- 
tins issued  by  the  house,  important  facts 
regarding  stocks  on  hand,  or  articles 
added  to  their  line.  Such  pamphlets  or 
pages  could  be  easily  inserted  in  the 
binder  used  by  the  salesman  and  would 
not  be  misplaced  or  lost  as  is  the  case 
today. 

Has  Many  Advantages. 

As  an  example:  Let  us  assume  that  a 
certain  wholesale  house  was  selling  bath 
tubs  manufactured  by  one  concern, 
sinks  manufactured  by  another  and  brass 
goods  manufactured  by  still  another. 
If  the  uniform  catalogue  and  bullctm 
idea  were  adopted,  instead  of  the 
salesman  being  compelled  to  carry  the 
complete  catalogue  of  each  of  the  manu- 
facturers, he  could  take  such  pages  from 
each  of  the  catalogues  as  contained  the 
information  he  needed,  and  put  these  in 
his  binder  eliminating  all  of  the  extra 
load. 

An  additional  advantage  of  this  would 
be  that  if  either  of  the  concerns  made  a 
new  style  of  bath  tub  or  sink,  the  cuts 
and  list  prices  of  these  new  fixtures  could 
be  printed  on  one  sheet  and  sent  out  to 
the  wholesaler.  These  new  sheets  could 
then  be  distributed  to  the  dealers  and 
salesmen,  who  could  insert  the  new 
sheets  in  the  uniform  binder  and,  in  this 


SOMETHING  is  always  taking  the 
joy  out  of  life,  said  a  plumbing  and 
"heating  salesman.  "One  of  the 
worst  joy-killers  is  to  have  some 
(•ustomer  ask  the  price  of  appliances  or 
fixtures  not  commonly  catalogued.  Then 
when  you  refer  to  your  portfolio  you  in- 
variably find  that  the  pamphlet  givmg 
the  information  you  need  is  not  to  be 
found!" 

Under  present  conditions  the  salesman 
traveling  for  a  wholesale  house  has  a 
difficult  task  to  perform.  He  is  required 
to  carry  literature  that  describes  and  lists 
all  of  the  appliances  and  fixtures  that 
his  house  handles.  To  carry  all  of  the  cir- 
culars, catalogues,  and  other  literature 
turned  over  to  the  salesman  by  the  sales 
manager,  is  very  often  a  pack  mule's 
load. 

Yet  such  service  is  demanded  of  a  sales- 
nian  by  his  customer  and  he  is  not 
always  able  to  deliver,  for  a  reason  that 
is  quite  evident,  yet  apparently  ignored. 

A  sales  manager  recently  called  our 
attention  to  the  job  he  was  up  against, 
in  trying  to  supply  his  men  with  illustra- 
tions and  list  prices  of  the  fixtures  and 
appliances  his  house  handles.  By  actual 
demonstration,  he  proved  that  it  was 
physically  impossible  for  him  to  carry 
in  a  portfolio  all  of  the  pamphlets,  cata- 
logues, and  other  essential  Mterature  pub- 
lished by  manufacturers  whose  goods 
they  are  selling.  He  also  called  our  atten- 
tion to  the  fact  that  no  two  of  the  cata- 
logues or  pamphlets  were  of  uniform 
size. 

Uniform  Size  Literature, 

We  asked  him  what  he  would  suggest, 
based  on  his  years  of  experience  on  the 
road  and  as  a  sales  manager.  He  replied, 
that  catalogues,  pamphlets,  and  all  litera- 
ture pubhshed  by  manufacturers  should 
be  of  a  uniform  size.  He  further  stated 
that  the  Bureau  could  be  of  untold 
service  to  the  wholesalers  of  plumbing 
and  heating  material  of  the  country  and 
their  men  if  the  Bureau  would  inaugurate 
a  campaign  for  the  standardization  of 
catalogues,  and  literature  published  in 
the  plumbing  and  heating  industry. 

His  thoughts  are  as  follows :  That  a 
manufacturer,  when  publishing  a  cata- 
logue should  publish  on  pages  8  1-2x11 
(which  by  the  way  is  the  exact  letter 
head  size).  Then  pamphlets  or  other 
literature  showing  new  or  old  appliances, 
or  fixtures,  should  be  published  in  book- 


WI-M"I  I  I W 


CThe  successful  man 
lengthens  his  stride  when 
he  discovers  that  the 
sign-post  has  deceived 
him;  the  failure  looks 
for  a  place  to  sit  down. 
— [The  Lamp. 


way,  have  an  up-to-date  catalogue  at  n 
times. 

As  a  further  thought,  let  us  suppose 
that  a  manufacturer  made  but  one 
article.  In  such  a  case  the  manufacturer 
usually  publishes  a  small  booklet  of  some 
kind,  of  a  size  to  fit  the  pocket.  This  if- 
often  done  with  the  idea  that  a  salesman 
will  carry  a  small  booklet  in  his  pocket 
and  refer  to  it  often.  It  is  the  opinion 
of  those  who  have  had  experience,  that 
such  pamphlets  are  jammed  into  a  port- 
folio and  soon  lost.  Consequently  thai 
'ine  is  not  pushed.  So,  again,  if  a  manu- 
facturer would  send  out  his  illustrations 
descriptions  and  list  prices  on  unifomr 
size  sheets,  the  sheet,  or  sheets,  il" 
trating  and  describing  his  line  could  b« 
easily  inserted  in  a  uniform  binder  an 
properly  indexed. 

Last,  but  not  least,  the  adoption  of 
uniform  binder  and  a  uniform  size  foi 
catalogues,  and  circulars,  would  place  the 
wholesaler,  salesman  and  dealer,  in  i 
position  where  they  could  keep  cata 
logues  up  to  date  at  all  times;  and  at  tht 
end  of  a  five  year  period  they  woulr 
not  find  their  catalogues  obsolete 

What  is  Your  Opinion. 

In  our  opinion,  this  sales  manage 
has  made  a  mighty  good  suggestion 
We  are  therefore  passing  his  thought 
along  to  you.  More  than  150,000  salesme: 
will  read  this.  If  a  sufficient  numbe 
favor  the  plan  suggested  by  this  sale 
manager,  we  will  do  our  bit  to  lighte 
your  burden  by  advocating  the  adoptio 
of  a  uniform  size  for  catalogues,  circular 
and  pamphlets. 

However,  if  you,  as  traveling  men,  ar 
not  interested  in  this  project,  and  we  d 
not  receive  the  proper  encouragemei) 
from  you,  we  will  take  it  for  granted  tha 
your  experience  differs  from  that  of  tb 
sales  manager  with  whom  we  talket 
We  will  also  conclude  that  you  are  pei 
fectly  satisfied  with  continuing  to  can 
around  the  small  pamphlets  and  obsole" 
catalogues. 

If,  on  the  other  hand,  the  above  su{ 
gestions  do  not  meet  with  your  views  an 
you  have  other  plans  that  you  feel  will  1 
better,  do  not  hesitate  to  send  them  i 
We  are  acting  as  the  clearing  house  ' 
ideas  for  the  trade.  Your  views  a 
solicited  at  all  times  and  upon  any  su' 
jects  affecting  this  industry.  Write 
me  at  the  address  given  at  head  of  tl 
article. 
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Forget  it  not,  you  are  the 

Mouthpiece  of  Your  Line 

Retiring  After  Thirty-Six  Continuous  Years 
on  the  Road,  Old-Timer  Gives  Some  Valuable 
Pointers  to  Younger  Generation  of  Salesmen 

Exclusive  interview  with 

Ransom  B.  Collier 

for  The  Sample  Case 


THE  SALESMAN  is  the  mouth- 
piece of  the  article  he  has  to  sell. 
T^nless  he  knows  every  detail  of 
his  line,  how  it  is  made,  the  ma- 
erials  which  go  into  its  construction, 
he  style  of  workmanship  to  distinguish 
is  line  from  similar  lines,  Mr.  Salesman 

not  fitted  to  properly  speak 
jr  his  goods. 

This  is  the  basis  of  true  salos- 
lanship'  according  to  Ransom 
1.  Collier,  veteran  coniincrcial 
■aveler  of  Columbus,  Ohio,  who, 
fter  thirty-si.x  years  on  the 
jad,  has  resigned  to  enjoy  the 
'uits  of  a  well-spent  life. 
During  the  last  twenty-two 
ears  Mr.  Collier  represented  (ho 
Edwin  Shoe  Company,  of 
lolumbus,  covering  Northorn 
'hio.  For  fourteen  years  prior 
)  that  he  was  with'  the  J.  P. 
>eitcr  Company,  Chicago,  much 
f  the  time  acting  as  general 
^nt  of  that  company  in  charge 
■  the  territory  east  of  Indiana, 
e  became  a  member  of  Coluni- 
us  Council  U.  C.  T.  in  May, 
^91,  and  is  one  of  the  venerablcs 
the  Order.  He  was  Grand 
ounselor  of  Ohio,  1906-1907. 
is  presence  at  meetings  of  his 
ouncil  continues  with  reason- 
ole  regularity. 

The  older  I  get  the  more  I 
ipreciate  the  United  Comnirr- 
£d  Travelers,"  he  explains. 

You  ask  me  to  tell  some  of 
le  things  which  have  been  most 
ilpful  in  my  career  as  a  com- 
ercial  traveler,"  he  continued. 
WTell,  the  very  first  thing  a 
immercial  traveler  has  to  know 
all  there  is  to  know  about  his 
16.  I  used  to  study  the  En- 
clopediae  Brittanica  to  find 
it  where  materials  came  from 
ent  into  my  line;  how  they  were  gath- 
ed  as  raw  material,  how  packed  and 
ipped,  what  was  done  first  in  preparing 
em  for  manufacturing,  and  all  that, 
up  to  their  distribution  as  finished 
ods. 

"I  cannot  too  strongly  impress  this 
student  salesmen. 

Study   Your  Line — Study  It! 

"If  given  a  line  of  product  with  merit 
d  appearance,  one  needs  to  become 


deeply  and  fully  acquainted  with  its 
quality  and  merit.  He  must  have  the 
minutest  details  at  his  tongue's  end,  He 
should  elaborate  on  its  quality,  merit 
and  how  it  is  made,  to  every  customer. 
It  is  the  small  details  which  are  most 
entertaining  in  a  selling  talk,  and  they 


Who 


that 


RANSOM  B.  COLLIER 
from  active  selling,   after   thirty-six   years,  in 
which  time  he  worked  for  but  two  firms 


go  far  toward  creating  a  favorable  im- 
pression on  the  mind  of  the  prospect. 
Furthermore,  they  help  the  retailer  to 
push  your  line  with  his  trade.  You  may 
rest  well  assured  that  everything  you  tell 
your  customer  about  your  line  will  be 
repeated  to  the  consumer  in  detail. 
Thus,  you  see,  how  far-reaching  is  your 
own  individual  knowledge  in  finding  con- 
sumers to  increase  the  demand  for  your 
goods. 

"Study  your  line.  Know  that 
you  know  i.t.    Keep,  on  studying  it 


until  you  can  tell  fluently  and  con- 
vincingly all  about  it. 

"It  ro(|uir(fs  skilled  workmen  to  create 
your  line,  so  put  your  own  individualized 
skill  into  selling  it.  You  cannot  give  too 
much  thought  to  the  study  of  salcsman- 
In  your  National  magazine — The 
Sample  Case — you  are  getting 
the  highest  class  of  instructions 
on  selling  at  wholesale.  Study 
The  Sample  Case,  and  apply  its 
lessons  along  with  your  knowl- 
edge of  your  line. 

"Be  quick  mentally,  witty  if 
you  can,  but  be  sensible.  Cut 
out  jazz  talk  and  shooting  re- 
marks at  random.  Have  a  pur- 
pose in  every  word  and  action, 
(-oncentrate  your  whole  being 
on  selling  YOUR  LINE. 

TT  IS  NOT  wise  to  change  lines. 
^  Once  familiar  with  what  you 
are  selHng  you  should  stick  to 
that  lino.  Length  of  service  with 
a  line  gives  prestige  with  the  trade. 
Stay  Where  Picking  Is  Good. 

"In  picking  berries,  if  one  finds 
a  good  bush,  he  should  stick  to 
it  and  pick  it  clean.  Thus  work 
your  trade  and  your  territory. 
Hitting  the  high  places  doesn't 
fill  one's  bucket  with  berries. 
Stick  to  the  bush  where  picking 
US  best. 

"Begin  in  the  morning,  as  early 
as  the  trade  can  be  seen.  It  is 
the  early  worm  that  is  easiest  to 
catch.  Don't  leave  your  morning 
call  at  the  hotel  for  6,  6:30,  or 
7  o'clock — three  indefinite  calls 
— thus  indicating  your  lack  of 
decision.  Make  it  a  definite  hour 
and  get  out  as  soon  as  called. 
Decision  reacts  on  you.  It  will 
give  you  confidence  in  yourself. 
"Earn  a  little  more  than  you  receive, 
and  j'ou  will  never  be  hunting  a  iob. 


/^UR  mistakes  of  yesterday  should  be 
'  our  guides  today  that  they  will  not 
come  up  again  tomorrow.  Yesterday 
was  to  assist  us  today. 

"The  mistake  most  frequently  made  by 
nearly  all  salesmen  on  the  road  is  spend- 
ing too  much  money.    Thrift  will  give 
you  an  easy  mind  and  add  to  your  selling 
(Continued  on  paxe  36.1 
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Selling  goods  on  the  road  is  a 


Big  Game  for  Big  Men 

Prominent  St.  Louis  Attorney  Begins  Career 
as  Law  Book  Salesman;  His  Advice  to  Young 
Men  Starting  on  the  Road;  Master  Your  Line 


WriilL-ii  for  T 


By  J.  B.  Sleiner 


Missouri  Attorney  F 


il  Land  Mank,  St.  I.ouis 


AI/rH()IIC!ll  far  removed  from  Hcllinp; 
/\  on  t  he  road,  whicli  once  was  an  at- 
/~\  tractive  means  of  obtaining  my 
livelihood,  1  am  still  vitally  inter- 
ested in  that  jn-ofession.  In  The  Sample 
(Jase  I  am  deei)ly  interested  as  it  is, 
without  an  exception,  THE  BEST  sales- 
man's magazine  I  ever  saw. 

Four  years  I  spent  as  a  law  hook  sales- 
man, covering  the  State  of  Arkansas.  I 
was  a  success  as  a  salesman.  But  1 
developed  an  ambition  to  succeed  as 
an  attorncy-at-law,  because  1 
studied  the  line  1  was  selling. 
No  man  can  sell  anything  unless 
he  qualifies  himself  first  by  learn- 
ing everything  he  can  about  his 
line.  That  is  the  real  foundation 
of  selling. 

My  advice  to  any  young  man 
with  an  ambition  to  become  a 
salesman  on  the  road  is  that  he 
should  be  an  educated  man, 
from  experience  in  life  and  from 
schools.  There  should  be  no 
hard  and  fast  rule  as  to  school- 
ing, but  a  good  education  is  an 
important  factor  in  every  Hne  of 
endeavor,  if  used  with  common 
sense  and  reason.  A  salesman  has 
to  be  a  man  of  force  in  character, 
integrity,  and  industry,  one  who 
lives  up  to  his  own  highest  ideals. 
Master  Your  Line. 

But,  first  of  all,  he  must  mas- 
ter his  own  line;  learn  the  facts, 
the  theories,  the  reasons;  organ- 
ize his  data;  master  his  compet- 
itors' lines — know  his  goods  and 
wares  better  than  he  does  him- 
self. He  must  be  able  to  make 
intelligent  comparisons  from  the 
standpoint  of  merit,  as  well  as 
weaknesses;  but  in  comparisons 
he  must  use  as  his  strong  points 
the  ones  advanced  by  his  com- 
petitor as  a  weakness.  Make 
demonstrations  which  will  prove 
his  goods  and  himself.  Gain  full 


Many  leadinK  attorneys  not  ihfir 
start  in  their  profession  by  sellinK  law 
bookH.  .1.  B.  Steiner  benan  his  career 
in  this  way.  He  became  a  U.  C.  T. 
many  years  ago.  and  is  now  a  member 
in  good  standing  of  St.  Louis  Council, 
No.  26.  His  advancement  in  his  pro- 
fession has  been  pronounced,  and  he 
is  one  of  the  leading  attorneys  of 
Missouri. 


N" 


and  complete  confidence  in  his 
line  as  well  as  in  himself.  Con- 
vince  himself  that  he  has  the  best 

goods  at  the  best  prices,  and  that  there  is  no    chant  of  Venice": 


J.  B.  STEINER 

Missouri  Attorney  Federal  Land  Bank,  St.  Louis,  and  a  long 


'If 


do  were  as 


valid  competitor. 

Advice  is  easy  to  give,  and  but  few 
will  follow  it.  But  young  salesmen  can- 
not advance  without  knowing  the  ob- 
stacles the  older  men  have  had  to  over- 
come. 

You  may  recall  the  lines  in  "The  Mer- 


easy  as  to  know  what  were  good  to  do, 
chapels  had  been  churches,  and  poor 
men's  cottages  princes'  palaces.  It  is  a 
good  divine  who  follows  hio  own  instruc- 
tions; I  can  easier  teach  twenty  what 
were  good  to  be  done,  than  to  be  one  of 
the  twenty  to  follow  mine  own  teachings." 


''PHEKK  you  have  it  in  a  nutshell. 
A  Fain  would  I  tell  of  my  own  many 
hard  nuts  to  crack,  would  they  guide 
some  other  young  man  into  paths  le 
obdurate  and  rough. 

But  will  young  salesmen  profit  there- 
by? 

Yea,  vastly,  would  they  but  study  such 
experiences.  It  is  so  human  to  assume 
that  our  knowledge  is  absolute,  that  our 
homemade  theories  are  the  only  correct 
theories,  our  own  experiences  the  safest 
guides. 

Salesmen  Students  of  Selli  ngl 

Yet,  I  believe  the  younger  gen- 
eration of  men  now  selling  at 
wholesale  are  willing  students  of 
salesmanship,  and  are  profiting 
from  The  Sample  Case  Service 
to  Salesmen.  If  I  can  add  one 
new  thought  to  the  many  valuable 
lessons  our  wonderful  magazine 
is  presenting  to  us,  I  shall  feel 
repaid. 

EXT  to  thoroughly  knowing 
your  line,  you  must  know 
your  customers,  know  what  they 
need,  know  business  conditions 
in  the  customer's  town.  The 
young  salesman  too  often  prides 
himself  on  the  size  of  the  orders 
he  sends  in,  forgetful  that  the 
overstocked  customer  is  a  liability 
on  his  future,  instead  of  an  asset 
in  holding  a  safe  return  of  orders. 

Honesty  in  ijresenting  your 
line  is  essential.  The  deceived 
buyer  is  a  customer  lost  to  you 
for  all  time.  Give  him  the  truth. 
Tell  it  to  him  in  his  own 
guage,  so  that  it  will  be  clear  to 
his  understanding.  Build  your 
foundation  for  business  in  your 
territory  on  the  solid  rock  of 
truthfulness,  and  you  will  have 
the  confidence  of  all  men.  That 
confidence  will  bring  you  custom- 
ers you  Uttle  hope  to  add. 

It's  a  Big  Game! 
Selling  goods  at   wholesale  is 
a  big  game  for  big  men.  It 
the  greatest  profession,  and  incidentally 
the  best  paid  any  young  man  can  entef 

upon.  ,  .    .    -     „  _x 

It  requires  a  big  man,  big  m  intellect, 
big  in  impulses,  big  in  the  general  view 
of  Ufe,  to  continue  as  a  wholesale  saT 
man.  '  The  lesser  lights  flourish  for  a  I 
(Continued  on  page  44.) 
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Interview  with  Dr.  T,  B.  /?.  Westgate- 


Within  the  Arctic  Circle 

Continuous  Daylight,  likewise  Mosquitoes;  British 
and  U.  S.  Flags  Fly  at  Carcross;  Indian  and  Eskimo 
Children's  vSchools;  Surpassingly  Beautiful  Scenerv 


FKW  WMITK  persons  pass  the  iey 
barriers  of  the  Far  Northland 
of  Canada.  Bleak  and  ice-bound, 
its  forbidding  sternness  stands 
aniiil  eternal  snows.  Yet  a  happy  people 
live  there.  Youth  enjoys  its  fresh  youn^ 
life,  much  as  the  youth  of  other  lands  do. 
There  is  marrijige  anti  feastinj;  and  home 
life.  Old  age  is  there.  Life  to  its  queer 
people  runs  its  course  juuch  ulong  (he 
lines  of  human  life  elsewhere. 

The  Rev.  Dr.  T.  B.  R.  Westgate.  Field 
Secretary  of  the  Mission  work  of  the 
Church  of  England,  made  a  special  jour- 
Qey  to  Carcross,  in  Northern  British 
Columbia,  almost  inaccessible  except 
during  a  few  months  in  .summer. 


Exclusive  to  The  .S.iinplc  (  asi- 

By  Charles  Holeman  Sniil/i 

Managing  Editor  of  this  Magazine 

Dr.  Westgate  has  had  wonderful  ex- 
periences in  his  work.  Leaving  England 
on  his  first  mission,  he  was  located  in 
darkest  Africa  for  several  years.  His 
headquarters  are  now  ^\t  Winnipeg.  Mani- 
toba. He  is  really  a  wonderful  man, 
highly  educated,  and  with  true  English 
persistency  he  will  face  any  hardship  to 
carry  forward  his  work. 

To  those  who  are  personally  interested 
in  helping  along  this  missionary  work 
among  the  peoples  in  the  Far  North,  and 
who  may  wish  to  make  financial  contri- 
butions to  further  the  work,  monev  mav 
be  sent  to  Dr.  Westgate,  41-43  The  Bible 
House,  Alexander  Avenue,  Winnipeg, 
Manitoba. 


Dr.  Westgate  has  just  returned  from 
an  extended  inspection  four  to  Carcross, 
Yukon,  where  his  Society  maintains  a 
.school  for  Eskimo  and  Indian  children. 
There  was  continuous  daylight,  and  mo.s- 
quitoes  were  as  plentiful  as  in  Africa,  be 
saj's.  Arctic  flowers  of  brilliant  huea 
covered  the  ground. 

The  children  are  bright  and  interesting, 
playing  games  similar  to  the  games 
played  by  children  elsewhere.  The 
Eskimo  children,  according  to  Dr.  West- 
gate,  show  even  greater  intelligence  than 
the  Indian  children. 

At  Carcross,  the  .scene  of  the  life's  work 
of  the  late  Bishop  Bompas,  of  the  Church 
of  England,  whose  grave  is  in  the  little 


«/  at  Skagway.  Alaska,  to  the  great  Taku  Glacier.    Note  glacial  effects  in  background. 
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Indian  cemetery  nearby,  the^e  is  n 
school  of  thirty-five  children  of  th( 
Chooutla  Indian  tribe  and  of  Eskimo 
families. 

While'thc  Doctor  was  there  a  gami 
of  foot  ball  was  played  between  (hf 
Carcross  school  boys  and  the  crew  of 
the  steamship  Tutschi,  whicli  plicn 
between  Carcross  and  Atlin,  Britisli 
Columbia,  on  Lake  Bennet.  By  supe- 
rior weight  the  crew  won,  but  the 
boys  put  up  as  good  a  game  as  Dr. 
Westgate  ever  saw  among  youth  of 
their  ages.  .       .  ,     ,  . 

The  school  has  a  section  of  hind  at- 
tached to  it,  and  on  this  sufficient 
vegetables  for  the  year  are  grown. 
Crowth  is  hampered  by  the  existence, 
a  few  inches  underneath  the  surface,  of 
about  two  inches  of  volcanic  dust.  No 
grain  of  any  sort  is  grown. 

Dr.  Westgate  made  a  big  hit  at 
White  Horse,  Yukon,  not  only  with 
the  young  folks  but  with  their  elder.s 
as  well,  by  giving  a  lecture,  illustrated 
by  lantern  slides,  on  the  black  children 
of  Africa,  where  he  had  been  station- 
ed He  was  as  much  entertained  by 
the  shouts  and  laughter  of  his  audi- 
ence, as  they  viewed  the  pictures  from 
the  other  end  of  the  world,  as  the 
audience  was  with  the  pictures. 

At  the  summit  of  Carcross,  2,(X)() 
feet  high,  two  flags  fly,  the  flag  of 
Great  Britain  and  the  flag  of  the 
United  States,  set  apart  a  few  yards, 
and  mark  the  boundary  between 
Alaska  and  Canada.  All  that  remams 
of  a  city  of  20,000  inhabitants,  which 
once  was  a  civic  center  of  industry 
at  the  summit  of  the  mountain 
and  head  of  Lake  Bennet,    arc  one 


Top  pictures  —  Stupendously  Beautiful 
White  Pass  Canyon,  through  which  the  nar- 
row gauge  railroad  runs  to  Carcross  Bot- 
torn  picture— Miles  Canyon  and  the  Stx 
Rapids. 
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Indian  school  girlj  at  Residential  School,  Alert  Bay.  where  the  Church  of  England  like- 
wise maintains  a  hospital  and  a  mission. 


ouse  and  the  remains  of  an  old  church, 
uilt  during  the  gold  rush  of  1S90.  With 
tie  passing  of  the  gold  rush  that  whole 
BOtion  dropped  back  int:>  the  silence  of 
»  eternal  snows. 

Dr.  Westgate  is  a  charming  man  t> 
iterview.  Of  his  trip  itself,  he  talked 
lost  interestingly.  To  quote  his  own 
ords: 

]y/[Y  JOURNEY  really  began  at 
1t±  Winnipeg,  where  I  live.  From 
lis  center  my  duties  as  Field  Secretary 
f  the  Missionary  Society  of  the  Church 
'  England  in  Canada  take  me  over 
)^eetem  Canada,  while  my  duties  as  Sec- 
stary-Treasurer  of  the  Indian  and 
skimo  Commission  of  that  Society,  take 
le  over  virtually  the  entire  Dominion. 

"I  left  Winnipeg  May  20,  last— a  good 
me  to  start  for  the  Far  North.  The 
iean  journey  was  made  on  the  beautiful 
•rincess  Louise'  of  the  C.  P.  R.  She  has 
capacity  of  about  three  hundred  passen- 
■J8,  is  fitted  with  oil  burners,  and  is  the 
fflt  vessel  in  the  coastal  service.  We  had 
ily  about  ninety  passengers,  this  being 
;e  first  boat  to  make  the  trip  after  navi- 
ition  was  open.  Among  them  were 
tizens  of  Carcross,  White  Horse, 
awson,  and  Mayo,  who  had  'come  out' 

winter. 

"As  the  route  from  Vancouver,  B.  C, 
Skagway,  Alaska,  is  sheltered  virtually 
^  the  way,  the  waves  were  only  slightly 
t,  and  then  only  at  Queen  Charlotte 
d  Millbank  Sounds  and  opposite  Dixon 
itrance.  No  seasickness  is  likely  on 
at  trip.  It  is  one  of  the  most  attrac- 
^e  four-days'  sea  voyages  in  the  world, 
le  scenery  throughout  will  take  second 
use  to  none.  It  is  a  continuous  succes- 
>n  of  islands  and  islets,  separated  only 
placid  stretches  of  the  clearest  of 
kttt,  which  reflects,  with  the  accuracy 
the  most  perfect  mirror,  the  mountain 
ages  overgrown  with  pine  and  fir, 
ffering  up  to  lofty  heights  on  either  side. 
"I  have  seen  the  Alps,  the  Apennines, 
limanjaro,  and  Kenya,  and  other 
'nderful  parts  of  the  earth,  but  the 


scenery  along  that  voyage  was  unsur- 
passed by  any  and  equalled  by  few. 

"Our  first  port  of  call  was  Alert  Bay. 
To  most  persons  this  place  is  celebrated 
for  its  totem  poles  and  its  fish  canning 
factory.  I  myself  am  not  without  inter- 
est in  these,  but  our  church  has  two 
Indian  Residential  Schools  there,  a  Mis- 
sion, and  a  Hospital.  Therein  was  my 
chief  interest. 

"A  glance  at  the  picture  of  the  girls  will 
show  anyone  the  help  we  can  be  to  the 
Indian  children  of  the  section.  Totem 
poles  are  going,  many  are  gone — some  to 
the  United  States  and  some  to  other  parts 
of  Canada. 

"Alert  Bay  stands  on  what  is  known 
as  Cormorant  Island.  Between  that 
island  and  the  mainland  lies  Malconi 
Island,  with  a  settlement  of  about  five 
hundred  Finns.  From  what  I  heard,  and 
heard  from  trustworthy  sources,  those 
Finns  require  careful  supervision.  They 
are  no  asset  to  the  Dominion,  and,  unless 
they  revise  their  ethics,  they  should  better 
be  moved  on. 

"Our  next  stop  was  at  Prince  Rupert, 


on'tlie  becond  day  out.  This  is  the  west- 
ern terminus  of  the  Grand  Trunk  Pacific, 
and  is  notorious  on  account  of  its  wet 
weather.  It  is  likewise  celebrated  for  its 
halibut  and  its  hard  stones.  Both  are 
being  removed — the  halibut  from  the 
.sea  and  the  stones  from  the  land.  Prince 
Rupert  ha.s  a  great  future  before  it.  It 
may  never  equal  Vancouver  and  Victoria, 
but  it  will  Jiave  no  other  rivals  along  the 
west  coa.st  cities  of  Hrilihh  Coluiiibia. 

"That  same  evening  we  readied 
Ketchikan.  The  guide  book  says  the 
name  means  'evil  smelling  waters.'  It 
may  be  right;  I  had  no  other  proof.  Rain 
was  falling  heavily,  and  everything  was 
soaking  wet — even  the  planked  streets 
were  full  of  water.  But  I  went  ashore,  as 
this  was  the  first  port  at  which  we 
stopped  in  AlasRa.  I  wished  to  see  how 
things  looked  in  the  land  of  dear  Uncle 
Sam.  Naturally  things  did  not  appear  at 
their  best  under  such  conditions,  but  I 
was  pleased  to  note  churches  and  schools 
there,  one  church  and  one  school  being 
set  apart  for  the  Indians.  Ketchikan 
has  also  some  good  stores,  a  canning 
factory,  a  few  Ford  cars — and  some 
totem  poles. 

"On  the  third  day  out  we  reached 
Wrangel,  in  the  morning,  and  Juneau,  the 
capital  of  Alaska,  in  the  evening.  Little 
need  be  said  of  the  former,  as  it  is  much 
the  same  as  Ketcnikan.  But  Juneau  is 
in  a  class  by  itself. 

"On  the  way  up  the  canal,  we  passed 
the  Thane  and  the  Treadwell  mines,  the 
one  on  the  right,  the  other  on  the  left. 
Both  at  one  time  gave  promise  of  enor- 
mous wealtn.  On  buildings  and  equip- 
ment, especially  at  the  Thane  mines,  vast 
sums  of  money  were  spent. 

"The  town  of  Juneau  itself  is  interest- 
ing in  many  ways.  Being  the  capital,  it 
is  the  seat  of  the  Governor  and  his  coun- 
cil. It  has  a  number  of  churches — also 
a  jail;  good  stores  and  theatres,  a  splendid 
school,  and  a  huge  Roman  Catholic  hospi- 
tal and  children's  home.  The  fish  hatch- 
eries, under  the  superintendency  of  a 
genial  gentleman  named  Fisher,  are  well 
worth  seeing.  But  no  visitor  should  fail 
to  see  the  museum  of  Eskimo  curios. 
(CoQtinued  on  page  39.) 


Indian  and  Eskimo  Residential  School,  a  mile  from  Carcross,  on  top  of  the  bleak  mountain 
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OCTOBER 


Language  of  the  birds  awakens 


Romance  of  the  Coeur  d' Alene 

Unromantic  Billy  Suspects  By-Play  has  to 
do  with  his  ''Or  Scout,"  but  All  is  Well 
That  Ends  Well  and  Wedding  Bells  Chime 

Exclusive  to  The  Sample  Case 

By  Mrs.  David  A.  Stewart 

San  Diego,  California 


IT  WAS  my  first  romplete  trip  "over 
the  territory"  with  friend  husband, 
Billy,  and  in  spite  of  a  few  dark 
hints  about  certain  "dumps"  where 
we  would  have  to  put  up,  and  accommo- 
dations to  be  had  at  various  "tanks," 
1  was  having  the  time  of  my  life,  and,  to 
Billy's  way  of  thinking,  justifying  his  old 
pet  name  i'or  me  of  "good  ol'  scout." 

We  were  in  Spokane,  at  the  Daven- 
port, with  its  noted  restaurant  which  had 
put  Spokane  on  the  mai)— the  traveling 
fraternitv  map,  that  is— when  Billy  dis- 
eovered  that  we  had  about  a  week  of  time 
to  our  credit.  Both  had  a  burning  desire 
to  spend  it  profitably.  Some  one  suggest- 
ed a  trip  "up  the  shadowy  St.  Joe" 
wherever  that  might  be!— and  we  fol- 
lowed it,  per  directions.  Took  an  elec- 
tric train  to  a  little  town  by  the  ro- 
mantic name  of  Coeur  d'Alene,  where  we 
boarded  a  man-size  boat  which  started 
us  happily  on  our  way  around  a  pretty 
lake  by  the  same  name. 

About  noon  o\u-  boat  stopped  at  some 
queer  little  berg  which  had  the  appear- 
ance of  being  a  handful  of  houses,  slapped 
on  the  side  of  a  big  clay  bluff  with  in- 
structions to  stay  put.  Here  we  were  to 
transfer  to  another  boat  going  up  the 
river,  the  shadowy  St.  Joe— and  well- 
named. 

I  was  hungrv;  dangerously  so!  I  mu.st 
have  looked  the  part.  Some  heaven- 
born  native  stepped  up  and  told  us  there 
was  a  restaurant  in  a  house-boat,  a 
block  away,  if  we  wished.   We  wnshed! 

If  our  old  bunch  could  have  seen  the 
immaculate  Billy  Stanton  and  his  little 
"help-meet"  seated  at  a  white  oilcloth- 
covered  table  in  that  swaying-with-the- 
tide  affair,  it  would  have  made  their  Bo- 
hemian hearts  throb  with  envy. 

I  fairly  pinched  Billy's  arm  in  my 
ecstasy  of  delighted  appreciation— and 
received  a  cold  stare  from  friend  husband 
as  a  rebuke.  Some  men  are  so  brutally 
proper — before  folks! 

I  smiled  graciously  across  the  table  at 
a  nice  looking  man  who  had  just  taken  a 
seat,  and  he  beamed  back— then  the 
waiter  came  to  take  our  order.  He  was 
a  lank  individual  with  a  dish  towel  tied 
about  his  waist— the  waiter,  I  mean,  of 
course— and  after  getting  our  orders  he 
rushed  to  a  hole  in  the  rear  wall  and 
yelled:  "Spokane!  Double  'em  up! 
Roast  porkl   Dat's  tree!" 

I  looked  helplessly  at  Billy  for  eluci- 
dation. "Why,  what  does  he  mean?" 
I  gasped.   "We  didn't  say  anything  about 


Spokane,  did  wc?  And  why  will  he 
double  us  up?" 

The  nice  man  came  to  the  rescue  be- 
fore friend  husband  had  his  bearings; 
"  'Spokane,'  you  see,"  he  explained 
graciously,  looking  right  at  me  although, 
of  course,  he  was  talking  to  Billy,  "means 
baked  beans,  in  our  western  parlance,  and 
'double  'em  up'  means  two  orders; 
yours  and  mine.  And  the  'roast  pork, 
dat's  tree'  means  three  orders  in  all.' 

"How  very  interesting!"  I  miu-mure.d 
sweetly. 

Billy  came  out  of  his  cloud-land  in  just 
one  yump.  How  interestingly  he  did 
talk  to  the  nice  man  all  through  that 
dinner!  "01'  Scout"  was  never  even  in 
the  also-ran  class. 

THE  dinky  little  boat  in  which  we  con- 
tinued our  way  up  the  river  was  cer- 
tainly a  scream.  There  were  only  about  a 
dozen  passengers  in  all,  and  it  kept  some 
high  official  as  busy  as  a  man  killing 
snakes  seeing  to  it  that  we  didn't  all  settle 
on  one  side  of  the  boat  at  one  time.  We 
guessed  it  would  mean  a  spill,  and  we 
guessed  right  the  very  first  time. 

Billy  and  I  finally  found  a  spot  which 
permitted  us  ease  of  mind  as  well  as 
body,  where  we  could  enjoy  the  scenery 
to  our  heart's  content. 

I  never  knew  there  could  be  anything 
so  beautiful  as  this  wild  part  of  the 
world,  where  even  the  noise  of  our  little 
steamboat  seemed  a  desecration  of  the 
vast  silence  of  the  mountains  and  forests. 
In  our  fancy  the  little  stream  seemed  just 
fitted  to  our  boat,  and  the  whole  effect 
was  that  of  being  in  Toyland,  and  w-e 
just  little  folks  again,  allowing  our  im- 
aginations to  build  all  this  wonderful 
scenery  for  us  to  travel  thi-ough  on  our 
way  to  Fairyland. 

Winding  around  through  the  moun- 
tains some  of  the  curves  were  so  sharp 
that  they  made  me  instinctively  cringe 
as  we  steamed  straight  into  the  side  of  a 
dark  mountain,  seemingly  bent  on  de- 
struction, only  to  swerve  sharply  when 
within  touching  distance,  and  continue 
calmly  on  in  an  almost  opposite  direc- 
tion. Although  the  current  was  s^\-ift, 
the  surface  of  the  river  was  as  still  as  a 
mirror,  reflectLng  each  mountain  and  tall 
pine  tree  with  such  faithfulness  of  de- 
tail that  it  gave  the  impression  of  riding 
rutldessly  over  the  exquisite  paintings  of 
some  great  master. 

Looking  around  for  other  appreciative 
souls,  since  Billy  had  grown  weary  of 


replying  to  my  oft  repeated  exclamations 
and  gone  below  for  a  smoke,  I  noticed 
a  young  man  who  had  interested  me  when 
we  first  boarded  the  boat,  as  he  wore  the 
familiar  U.  C.  T.  emblem.  Oblivious  to 
surroundings  and  scenery  alike,  he  sat 
apart,  glowering  down  into  the  water. 
He  looked  unhappy.  I  managed  to  move 
over  near  him,  prompted  by  curiosity 
in  regard  to  his  state  of  mind  under  such 
circumstances;  also  a  desire  to  hear  friend 
husband  open  up  a  new  line  of  interest- 
ing talk  in  case  he  should  come  above 
deck  again.    He  did. 

By  the  time  we  reached  the  head  of 
navigation  at  about  five  in  the  after- 
noon, the  young  man  and  I  were  quite 
friendly,  although  I  didn't  know  so  very 
much  about  him.  Billy  broke  into  the 
game  too  soon.  One  thing  is  quite  plain: 
If  I  stay  on  the  road  with  Billy  much 
longer,  it  will  break  him  of  smoking — by 
himself. 

The  young  fellow's  name  was  Elton 
Shepherd;  he  traveled  out  of  Spokane, 
and  just  now  was  on  his  way  to  spend  a 
few  days  at  the  same  farm-house  summer 
resort  for  which  we  were  bound.  I  was 
sure  I  recognized  the  worm-at-the-bud 
symptoms  of  his  unhappiness,  although 
he  hadn't  admitted  it — yet. 

As  our  boat  neared  the  landing  in 
front  of  the  farm-house  lawn,  about  a 
dozen  boarders  gathered  to  idly  look 
over,  which  compliment  we  returned. 
My  interest  centered  on  the  sweet  face 
of  a  girl  who  stood  beside  an  older  edi- 
tion of  herself.  As  I  looked,  a  startled 
expression  came  into  her  face,  and 
turning  quickly  without  a  word  to  ha 
mother,  she  fled  up  the  steps  and  into  the 
house  Hke  a  flash.  I  wondered  what  had 
struck  her,  then  promptly  forgot  the  ii 
cident  in  the  excitement  of  landing  with- 
out tipping  our  boat  over. 

That  evening,  after  supper,  our  farmer- 
host  suggested  a  dance  in  the  little  build- 
ing across  the  lawn,  which  we  will  call  tl 
ball-room,  by  courtesy.  We  were  a  \ 
acquainted  crowd  by  that  time, 
played  for  an  occasional  dance,  as  BiH 
— selfish  man — was  deep  in  a  game 
cribbage  with  some  old  gentleman,  a: 
I  don't  do  solo  dancing — in  pubhc. 

During  one  of  the  rests  between  dancM 
I  sat  playing  whatever  came  into 
mind.    Maybe  it  was  the  moonlight 
the  water  that  I  could  see  through 
open  door;  maybe  it  was  an  old  memfl 
of  "other  days,  other  times"  that  promj 
ed  my  fingers  to  play  the  song  that  flit* 
through  mv  mind,  when  "on  such  a  nig 
"  (Continued  on  page  40.) 


O  C  I  O  B  U  H 


Beatte  the 
Meat-Getter 


THE    SAMPLE  CASE 


asluriglon  Irving,  on  his  famous  lour  to  the  Far  West,  in 
JS:{'2,  employed  Pierre  fiealle  as  his  ''meal-qetler,"  or  hunter 
lieatle  later  related  erents  of  that  journey  to  ft  T.Greer,  an  old- 
time  cattleman  on  Indian  lands,  and  an  Indian  interpreter,  who 
gives  th  is  interview  to  The  Sample  Case, thus  awaken  ing  a  present 
day  interest  in  an  event  which  occurred  nearly  a  century  ago. 


Kxclusively  personal  iiiturview,  ' 

By  Charles  Holeman  Smith 

With  R.  T.  Greer,  an  interesting  survivor  of  an  age  forever 


LYING  incognito  through  count- 
less ages,  like  a  wild  maiden 
alone  in  a  solitude,  with  only 
vague  dreams  of  motherhood, 
when  Civilization  should  some  time 
look  upon  her  charms  and  bring  to  her 
longing  arms  cities  and  towns,  and  a  vast 
I)rogenj-  to  feed  from  her  ample  breast, 
the  (ireat  Southwest,  in  1832,  was  a  land 
unknown,  except  to  the  warriors 
111  I  lie  plains  tribes  of  Indians, 
lotccther  with  a  few  of  the  Five 
Civilized  Tribes,  who  made  it 
their  hunting  grounds;  with  here 
and  there  an  isolated  military 
pcist.  and  a  few  hardy  adven- 
turers who  had  bidden  farewell 
!o  ei\  ilization. 

A  ixreat  territory,  far-sweeping 
riiiii  the  West  bank  of  the  Missis- 
ipiu  Uiver  into  the  purple  shad- 
of  the  distant  Rocky  Moun- 
ains,  it  appealed  to  all  that 
vas  I  i  catively  artistic  in  the  mind 
'I  Washington  Irving — vcnture- 
tnne,  bold,  ever  seeking  for  the 
inexplored  that  he  might  jviint 
n>  mimicable  word  pictures  for 
losterity  to  love  and  enjoy, 
lie  was  then  about  forty-nine 
ears  old,  in  the  prime  of  his 
igorous  manhood.  By  stoain- 
)oat  and  stage  he  traveled  until 
le  reached  that  land  of  the  wild. 

What  though  cities  and  towns, 
nd  forests  of  oil  derricks,  and 
unip-backed  buildings  of  coal 
lines,  now  cover  Oklahoma, 
oungest  of  the  States;  in  1832 
liat  wonderful  section  was  given 
ver  absolutely  to  Nature  and 
■  a  t  u  r  e's  children.  Danger 
irked  in  the  footsteps  of  every 
lan.  and  Death  stalked  everv 


joined  unto  his  ancestors.  But  one  j'et 
lives  who  was  Beatte's  trusted  friend. 
Through  this  friend  of  Irving's  "meat- 
getter,"  Irving's  famous  journey,  almost 
a  century  ago,  becomes  a  living  present. 
Beatte  related  facts  connected  with 
Irving's  tour,  with  which  he  was  so  in- 
timately associated,  telling  them  to  his 
trusted  friend,  and  thai  friend  .•survives 


loved  them,  and  was  loved  and  trusted 
in  return.  Not  a  bullet  ever  marred  his 
flesh,  because  he  was  respected  by  all. 

Every  trail  and  cowpath,  from  the  Ar- 
kansas River  to  the  Rio  Orande,  was  as 
familiar  to  him  as  are  fhe  concrete  high- 
ways of  the  Southwest  to  present-day 
auto  tourists.  By-ways,  long  obliterated 
1)\  advancing  civilization,  are  still  re- 
called by  him  in  connection  with 
historj'-making  events. 

To  the  editor  of  The  Fample 
Ca.sc,  Mr.  Greer  related  many 
interesting  details  of  early  days 
in  the  Southwest.  Of  the  Irving 
journey,  which  had  been  graphi- 
cally fold  to  him  by  Irving's 
■meat-getter."  Mr.  Greer  can 
give  valuable  information  for 
history  writers. 

■  Reatte  was  not  a  half-breed,  as 
Irving  a.s.serts,"  declared  Mr. 
Greer.  "His  father  and  mother 
were  French.  They  lived  with  the 
Osages  from  Beatte's  infancy,  on 
the  Osage  river,  not  far  from  the 
old  Osage  village  of  Papin-ville, 
Rates  County,  Mi.ssouri.  They 
later  moved  with  the  O.sages  when 
that  tribe  migrated  to  Southern 
Kan.sas,  and  remained  with  them 
after  the  Osages  removed  to  the 
Indian  Territory,  now  Oklahoma, 
with  Pawhuska  their  capital  city." 

The  story  of  the  migration  of 
the  Osages  from  their  Kansas 
home  into  the  Indian  Territory 
was  told  in  the  March  number 
of  The  Sample  Case,  by  Tchan- 
dee-pah-sha-kah-free,  an  old-time 
Indian  trader. 


R.  T.  GREER. 


Old-time  Indian  interpreter,  who  speaks  many  Indian  lan 
guages  fluently,  as  well  as  Spanish  and  English.  First  cattle 
man  on  old  Cherokee  Strip.  Indian  Territory. 


Pierre     Beatte,     known  t( 
is  Indian  friends    as  Batiste, 
as  "meat-getter"  for  Washing- 
'n     Irving     on     his  tour 
u-ough  that  region.    Stoical  and  taci-    to  re-tell 
irn,  Beatte,  although  of  French  origin,  readers, 
as  brought  up  among  the  Osages,  until       R.  T.  Greer,  living 
;  was  more  Indian  than  white  man.       •     ~  - 

Irving  took  an  instant  dishke  to  him. 
e  refers  to  that  dislike  on  many  pages 
his  interesting  book,  "Tour  of  the 
rairies."  But  that  dishke  slowly  dis- 
)pears  until,  long  before  the  last  chap- 
rs  of  his  book,  Irving  begins  to  picture 
m  as  a  hero.  Step  by  step  Beatte  won 
s  interest  and  confidence. 
Washington  Irving  has  been  in  his 


VTTE    was    sensitive  on 
he  subject  of  being  called 
a    half-breed.      George  Catlin, 
author  and  portrait  painter,  who 
was  with    the    wild    tribes  of 
Indians  for  eight  years — 1832  to 
1839— relates    that    Beatte  was 
with  him  on  his  trip  into  the  Commanche 
country. 

.     „     ,  _      his  modest  way       "On  my  return  from  Fort  Gibson  " 

m  Carthage,  Missouri,  retired  amid  a  wTites  Mr.  Cathn,  "I  went  by  way  of 
civilization  for  which  he  himself  helped  BoonviUe,  Mo.,  late  in  1833.  On  my 
to  blaze  the  way,  was  Beatte's  friend,    way  I  visited  Riquas  village  of  Osages. 

The  village  was  about  three  miles  from 
of  Papin-ville.  [The 


them  to  The   Sample  Case 


Although  advanced  in  years,  Mr.  Greer's  ^„ 

beautiful  mind  is  as  fresh  and  young  as    the  Osage  towi 


it  was  when  he  bade  farewell  to  his 
Painesville.  Ohio,  home,  in  early  youth, 
to  cast  his  fortunes  with  the  first  pioneers 
into  the  Great  Southwest.  A  cattle 
raiser  and  an  Indian  interpreter,  Mr 


ave  since  1859.     Beatte  was  long  ago    Greer  knew  the  Indians  as  they  were! 


mother  of  United  States  Senator  Charles 
Curtis  of  Kansas,  it  is  asserted,  was  a 
Papin  Osage.— Editor.] 

"Riquas  village  was  at  the  old  Har- 
niony  Mission.  I  lodged  during  the 
night  in  the  hospitable  cabin  of  my 
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friend  Heatto.  1  ro^lm(l''b(!cn"'..ne  of  the 
guides  and  huntcru  for'^ihe  dragoons  in 
their  campaign  in  tho  Cominanche 
country.  lie  was  the  most  extraordinary 
hunter  I  think  I  have  ever  met.  'To 
hunt'  was  a  phrase  almost  foreign  to 
him.  When  he  went  out  with  his  rifle, 
it  was  'for  meat'— and  he  never  came  in 
without  it. 

"Beatte  lived  in  the  Itiquas  village, 
with  his  aged  parents,  to  whom  he  intro- 
duced me,  and  with  whoiu  I  spent  a  very 
pleasant  evening  in  conversation.  Both 
were  French  and  had  spent  a  greater 
part  of  their  lives  with  the  Osages. 

"This  Beatte  was  the  guide  for  a 
party  of  Rangers,  the  summer  before 
our  campaign,  with  whom  Washington 
Irving  made  his  excursion  to  the  borders 
of  the  Pawnee  country.  Irving  has 
drawn  a  just  and  glowing  account  of 
him,  with  the  exception  of  one  error— 
that  of  calling  him  a  half-breed.  Beatte 
had  often  complained  of  this  to  me, 
while  out  on  the  prairies. 

"When  I  entered  his  hospitable  cabin 
he  was  glad  to  see  me,  and  almost  on 
the  moment  of  my  entry  he  exclaimed: 
'Now  you  shall  see.  Monsieur  Catlin, 
I  am  not  'half-breed.'  Here  1  shall 
introduce  you  to  my  father  and  mother, 
whom  you  see  are  two  very  nice  and 
good  old  French  persons.' 

"From  this  cabin,  where  I  fared  well 
and  slept  soundly,  I  started  the  next 
morning  on  my  way  to  Boonville." 

WASHINGTON  IRVING  was  in- 
vited by  a  United  States  Com- 
missioner to  join  his  party, '  which ;  was 
sent  out  by  President  Andrew  Jack- 
son to  visit  some  of  the  Western 
(plains)  Indians,  and  have  a  'peace  talk.' 
With  reference  to  Beatte's  connection 
with  Irving,  Mr.  Greer  said: 

"When  Irving  reached  Fort  Gibson, 
which  was  in  what  is  now  central  Okla- 
homa, he  learned  that  the  Commissioner 
and  his  party,  with  a  few  soldiers  for  an 
escort,  had  already  left  on  their  journey. 
Irving  sent  a  runner  to  overtake  them, 
and  they  were  found  on  the  North  side 
of  the  Arkansas  River,  a  few  miles  down 
that  stream  from  where  Tulsa  now  stands, 
in  a  big  bottom  of  heavy  timber.  To- 
gether with  Beatte  I  have  stood  on  that 
very  spot. 

"Irving,  according  to  Beatte,  out- 
fitted at  Fort  Gibson,  and  hired  Beatte 
there,  as  a  hunter,  or  'meat-getter.' 
Beatte  had  a  wide  reputation  as  a  'meat- 
getter.'  A  man  named  Bogard  was  em- 
ployed as  camp  cook.  [Irving  names 
him  as  Tonish,  a  half-breed  French- 
Indian,  whom  he  had  picked  up  in  St. 
Louis— a  fellow  whom  Irving  despised, 
because  he  was  a  blow-hard.  His  dislike 
for  the  camp  cook  led  Irving  to  his  first 
disUke  for  Beatte,  whom  he  thought 
was  also  of  the  half-breed  type.— Editor.] 
"Irving  employed  his  own  assistants, 
so  that  he  would  be  independent  of  the 
Government. 

"The  Irving  party  left  Fort  Gibson 
October  10,  1832.  Irving  had  brought 
a  message  from  St.  Louis  from  Pierre 
Choteau  to  his  brother,  Charles  Choteau, 
who  had  a  trading  post  on  the  Verdigras. 


River,  about  where  Claremore  now  is. 
The  Irving  party  wont  there  from  Fort 
Gibson,  going  thence  nearly  due  south, 
until  they  came  to  the  camp  of  the  Com- 
missioner and  his  party,  who  were  await- 
ing them. 

"In  1867  I  went  over  a  part  of  the 
same  route  with  Beatte.  I  was  within 
ten  feet  of  the  spot  where  Irving  stood 
when  he  made  that  famous  remark: 
'Some  day  this  will  be  a  land  flowing 
with  milk  and  honey.'  Tate  Brady,  a 
Tulsa  hotel  keeper,  had  those  words 
engraved  on  a  marble  slab,  which  with 
other  engraved  marble  slabs  were  at  the 
front  entrance  of  his  hotel. 

"How  true  that  prophecy  proved! 
"I  have  often  gone  up  on  the  hill  (now 
Irving  Place  at  Tulsa)  to  enjoy  the  mag- 
nificent view  from  there. 

"I  went  up  the  Arkansas  with  Beatte 
to  a  bend  in  that  river  about  ten  miles 
southwest  of  where  Hominy  now  is.  It 
was  then  my  old-time  friend  Bob  Dun- 
lap's  (Pah-hop-pe's)  trading  post.  No 
traveling  salesmen  ever  called  on  Bob 
nor  any  other  Indian  trader  in  those  good 
old  days.  They  bought  their  goods  as  best 
they  could  and  had  them  delivered  by 
wagon  trains.  Irving  camped  in  that 
bend  in  the  river. 

"Beatte  told  me  that  they  had  a  good 
deal  of  trouble  in  getting  across.  That 
is  as  far  as  Beatte  and  I  went.  From 
there  the  Irving  party  crossed  the  river, 
Beatte  pointed  out,  and  went  west  along 
the  divide  between  the  Cimarron  and 
the  Salt  Fork,  getting  to  the  Cimarron 
River  at  Cleo  Springs,  near  where  Way- 
noka  is;  thence  south,  and  came  to  the 
Canadian  River  about  where  Taloga 
now  stands. 

"They  then  went  down  the  Canadian, 
and  crossed  North  Fork  about  where 
Weleetka  is  located,  thence  back  to  Fort 
Gibson.  There  should  be  some  among 
the  older  members  of  the  Little  Osages 
who  will  remember  the  route  and  camp- 
ing places,  as  there  were  several  Osages 
with  the  party.  But,  many,  very  many, 
of  them  have  gone  over  the  trails  for  the 
last  time." 

The  sigh  of  the  old  frontiersman  was 
choking  as  he  uttered  those  words. 
Filmy  tears,  like  translucent  pearls, 
floated  across  his  clear  blue  eyes.  After 
a  moment's  silence,  he  continued: 

"I  have  talked  with  No-pah-wal-la, 
the  old  Osage  chief— he  used  to  call  me 
his  brother;  with  Strike-ax,  Paw-ne-no- 
pasha  (White  Hair),  Sundown,  Frank 
Corn-dropper,  John  Two-giver,  Tom 
Mosier,  Hard  Robe,  Mrs.  Ogeese  (Aunt 
Jane)  and  others  about  Irving.  Irving  s 
tour  is  remembered  by  the  Osages,  and 
different  versions  of  it  have  been  passed 
down  orally.  If  only  those  intelligent 
Osages  had  had  an  alphabet  to  transcribe 
their  language  into  books,  much  valuable 
history  could  have  been  preserved. 

"At  one  time  the  Osages  had  a  buffalo 
(meat  and  robe)  hunting  camp  at  the 
mouth  of  Eagle  Chief  Creek,  where  it 
empties  into  the  Cimarron,  and  where 
Cleo  Springs  is,  in  the  old  Cherokee 
Strip. 

"I  once  had  a  cow-camp  there.  My 
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range  was  from  Wild  Cat,  just  west 
Cleo  Springs,  thence  twenty-five  or 
thirty  miles  up  the  Cimarron,  north 
from  the  Cimarron  to  Salt  Fork  and 
Eagle  Chief.  My  summer  camp  was  at 
Ash  Grove,  on  Salt  Fork,  just  acrosB 
that  stream  from  where  Alva,  county- 
seat  of  Woods  County,  was  later  built. 
I  was  among  the  first  to  turn  cattle  loose 
in  the  Strip." 


IN  HIS  book,  "Tour  of  the  Prairies,' 
and  it  is  a  channing  volume  to  read, 
Washington  Irving  says  at  the  out- 
set: "In  the  often  vaunted  regions  oi 
the  Far  West,  several  hundred  mila 
beyond  the  Mississippi,  extends  a  va«« 
tract  of  uninhabited  country,  when 
there  is  to  be  seen  neither  the  log  hou« 
of  the  white  man,  nor  the  wigwam  of  an 
Indian.  Grassy  plains,  interspersed  witl 
forests  and  groves,  are  watered  by  t\u 
Arkansas,  Grand  Canadian,  and  Re< 
Rivers,  with  their  tributaries.  Elk 
buffalo,  and  wild  horses  roam  in  all  thd) 
freedom.  It  is  the  hunting  grounds  o: 
the  Osages,  Creeks  and  Delawares— ta 
gether  with  the  warlike  Pawnees,  Com 
manches,  and  other  fierce  plains  tribes. 

None  of  the  tribes  lived  in  that  regicm 
but  gathered  there  for  their  winter  suppl; 
of  meats.  Irving  pays  high  tribute  t. 
the  Osages.  "The  finest  looking  Indian 
I  have  ever  seen,"  is  his  description  o 
them.  Mr.  Greer's  itinerary  of  IrvinsT 
journey,  as  given  to  him  by  Beatte,  J 
borne  out  throughout  Irving' s  bool 
Its  truth  is  established. 

Writing  of  Beatte,  the  eminent  vrrite 
tells  us,  along  with  his  early  references  t 
his  dislike  for  him,  that  the  "meat-getter 
had  the  features  and  bearing  of  Napolea 
Bonaparte. 

Stem  and  non-communicative,  Beatt 
sat  silent  while  the  whites  were  trj-m 
out  ineffectual  methods  for  crossing  tb 
Arkansas  River,  spoken  of  so  modest! 
by  Mr  Greer,  who  claimed  nothing  l< 
his  friend.  When  aU  had  faded  an 
Beatte  was  at  last  asked  for  advi© 
Irving  says  the  "meat-getter  showe 
them  an  easy  way  for  constructing  raft 
and  soon  all  were  safely  landed  on  U 
opposite  bank. 

Again,  when  their  horses  broke  tethe 
it  was  Beatte  who  found  them,  aft. 
others  of  the  party  had  given  the  how 
up  for  lost.   Once  he  caught  a  wild  hor 
and  broke  it  to  obey  him.    Some  of  tJ 
white  men  wished  to  buy  the  horse  fro 
him,  but  Beatte  refused  to  seU,  -'Becaa 
you  do  not  know  how  to  handle  it, 
would  accuse  me  of  cheating  you, 
the  reason  he  gave.    He  made  a  i 
horse  of  the  wild  animal  and  it  obey 
his  every  command,  while  none  of 
whites  could  do  anything  with  it. 
'  Yet  again,  on  an  occasion  their  ci 
fire  spread  into  nearby  dry  grass,  ai 
destructive  prairie  fire  was  threaten^ 
Every  man  in  camp  rushed  to  save 
belongings— rifles,  blankets,  provisio 
ammunition,  personal  belongings  of 
kinds  were  hurriedly  taken  to  safe 
Beatte  showed  no  alarm.   He  arose 
where  he  was  sitting  on  the  opp 
side  of  the  fire,  dipped  a  blanket  a 
(Continued  on  pa«e  37.) 
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A  rhapsody  in  prose 


Morning,  Noon  and  Night 

From  Dawn's  Soft  Rose,  with  the  Glad  Song  of 
Birds,  Through  the  Busy  Clatter  of  Mid-day,  to 
Hush  of  Eventide  and  Twilight's  Walls  of  Gray 
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Morning. 

ROSY,  SOFT  daylight  steals  over 
the  world.    The  sun  is  about  to 
rise  and  the  eastern  .sky  is  coral- 
tinted;  the  grass  is  bathed  in  dew 
and  the  sparkling  drops  look  like  millions 
of  pearls.    How  quiet;  how  still;  man  and 
nature  are  hushed— S-h-h-h!  Butnowlis- 


that  do  not  believe  in  tipping  are  at  the 
cafeteria  helping  themselves.  The  "don't 
giveadams"  are  eating  chop  suey  and 
hot  dogs  around  by  the  wagon  yard. 
The  Greek  turns  the  hamburgers  with  his 
greasy  ladle  at  Joe's  place  and  the  board- 
ing   house    bell    rings    vigorously  and 

   furiously.    The  men  at  the  mills  are  eat-     ^ 

ten!    The  whistles  blow;  the  newsboy  is    1"*^  tl'oir  cold  ham  sandwiches  and  drink-    as  he  gazes  upon  these  millions  of  sleep 
flinging  the  paper  into  the  yards;  the    'ng  cold  coffee  from  the  lid  of  their  dinner    ers,   methinks  I  hear  him  sav: 
labormg  folk  get  up;  Big  Ben  sounds  the  6    P^'!'  ^'^'''^  ^'^'^^  and  persiuration  cover    "My  Children!    How  I  love  my  chil 
o'clock  alarm;  the  wealthy  and  lazy  folk  '^^^e  arms.    Little  girls  are  playing    dren!"  and  all  the  while  an  angei  is  oper 

merely  turn  over  in  bed— the  day  has  be-  around  rosie'  in  the  grassy  plot  near    ating  the  switchboard  in  dreamland,  and 

the   school   building.  'Tis 


perfume  of  new  mown  hay,  the  Hebrew 
is  dreaming  of  a  pinochle  game  with  his 
friends.  The  tired  housewife  is  asleep 
on  the  arm  of  the  greatest  man  in  the 
world,  to  her. 

The  great  Architect  of  the  Universe 
now  wTaps  about  him  the  mystic  toga 
and  easily  walks  to  the  window,  and 


I  gun. 

The  birds  shake  their  feathers  with  a 
nutter;  the  fowls  are  jumping  from  their 
perch;  the  first  car  rolls  and  rumbles  out 
and  men  with  dinner  pails  are  going  this 
way  and  that.  The  whistles  keep  blow- 
ing. And  now,  sunshine  streaks  break 
forth  through  the  trees  and  kiss  the  flow- 
ers—the world  is  alive  again. 

Down  town  the  business  houses  are 
opening.  The  Italian  is  arranging  his 
fruit  on  the  sidewalk;  the  dishes  rattle  in 
the  cafes;  the  factories  are  humming. 
The  depots  are  open  and  the  early  morn- 
ing travelers  are  there  to  catch  the  7:50. 
The  taxis  turn  this  way  and  that.  Yes, 
the  day  is  now  swinging  into  action. 
The  shop  girl  is  tying  her  apron  string; 
'.he  Hebrew  smokes  a  cigarette  'neath 
:hree  balls  that  are  gilded;  the  post- 
nan  is  delivering  messages  of  love  and 
aughter,  pain  and  poverty,  business 
md  bankruptcy,  disease  and  death;  and 
le  wears  a  suit  of  gray.  The  old  day  is 
low  well  into  the  bustle  and  hustle  of 
ictivity.    The  suburban  truck  grower  is 


noon — tis 

feeding  time  for  the  millions,  and  a  hun- 
gry tramp  gnaws  a  ham  hock  'neath  the 
shade  of  a  silver  maple. 

Again,  time's  up,  and  now  back  to  the 
strenuous  work;  the  day  is  but  half  over 
and  the  great  wheels  once  more  revolve; 
the  trip  hammer  knocks,  the  shop  girl  ar- 
ranges her  hair  and  adjusts  her  smile  and 
the  manager  squares  himself  before  a 
pile  of  mail;  the  Hebrew  at  the  pawn 
shop  lights  another  fag  and  they're  off. 
Night. 

'pHE  DAY  is  drawing  to  a  close.  The 
-■-  tired  and  worn  out  laborer  wends  his 
way  through  the  crowded  thorough- 
fare. The  6  o'clock  cars  are  loaded 
and  the  autos  stand  nervously  quiver- 
ing to  be  backed  from  their  parking  place; 


a  chorus  away  back  somewhere  is  sing- 
ing, "Nearer,  My  God  to  Thee. 


Travelers'  Federation 
Meets  in  Quebec 


is  putting  away  his  banjos,  knucks 
pistols  and  dirks  and  guitars;  and  still  he! 
puffs  the  little  fag. 

  The  great  sombre  curtain  of  night  has 

narketing  his  peaches,  canteloup"e8,  beans    gently  fallen  and  is  pinned  with  a  star, 
nd  potatoes.    I  see  the  priest  tip  his       A  crescent  moon  is  fastened  away  up 
lat  to  sisters  of  St.  Anne's.   A  messenger    on  the  curtain  and  is  shimmering  in  its 
'oy  turns  the  corner  on  his  bike  and  on    satiny  sheen. 


as  cap  I  see  the  letters  A.  D.  T.  The 
ars,  cabs,  motor  trucks  and  Fords  are 
loing  and  coming  and  in  a  niche  in  the 
■all  I  see  a  dozen  Greeks  ready  to  shine 
hoes.  Ladies  are  alighting  from  auto- 
lobiles  and  street  cars  and  are  filtering 
ito  the  different  shops  with  their  want 
sts. 

Noon. 

'TIS  HIGH  noon — middle  of  the  day. 

There  is  a  lull  while  the  great, 
jirobbing  world  of  action  lunches.  The 
i)od  housewife  has  everything  ready 
*  the  busy  clerk  and  the  car  driver, 


nots  whisper  a  prayer.  The  little  tired 
school  children  are  put  to  bed  all  worn 
out  and  their  little  arms  strike  at  mos- 
quitos  and  their  footsies  kick  away  the 
sheet. 

How  beautiful  is  night!  The  mind 
with  a  thousand  cares  may  rest,  and  the 
body  also. 

One  day  more  on  the  march  to  the 
mucky  River  Styx.    A  mantle  of  sweet 

hp  h^t^r.      A    L7,~  — ,  silence  has  fallen  over  mankind,  and  the 

fd  ihl  l  r     °f '       ^^'""^  ^i^g  rustles  the 

Id  the  restaurants  and  the  economical    fabric.    The  poor  tramp  is  inhaling  the 


'T'HE  twentj'-fifth  annual  meeting  of 
the  International  Federation  of  the 
Commercial  Travelers'  Organizations  met 
in  Quebec,  Canada,  September  4,  5,  and 
6.  This  organization  is  composed  of  the 
U.  C.  T.  and  fifteen  other  similar  associa- 
tions. The  U.  C.  T.  was  represented  by 
Walter  D.  Murphy,  who  was  President 
the  tramp  is  looking  for  a  hay  barn  in  the  Organization;  Supreme  Counselor 

suburbs;  the  Hebrew  at  the  pawn  shop    Frank    J.    Roeser,    Supreme  Auditor 

Charles  A.  Hebbard,  and  Supreme  At- 
torney John  A.  Millener. 

Ira  F.  Libby,  Boston,  was  elected 
President  for  the  ensuing  year,  and  David 
K.  Clink,  Chicago,  was  re-elected  Sec- 
retary. The  Railroad  Committee,  com- 
posed of  Walter  D.  Murphv,  D.  K. 
Clink,  R.  M.  Sweitzer,  Chicago,  T.  S. 
Logan,  St.  Louis,  and  H.  E.  Trevett, 
Utica,  N.  Y.,  was  retained.  This  is  the 
Committee  which  meets  with  the  Inter- 
The  flowers  nod  and  the  for-get-me-    state  Commerce  Commission  in  Wash- 


The  day  is  done 
restful-like. 


'tis  quiet  now  and 


ington,  D.  C,  September  26,  to  give  tes- 
timony with  reference  to  the  rates  to  be 
established  under  the  new  scrip  mileage 
bill,  and  mentioned  elsewhere  in  this 
magazine. 

Strong  approval  of  the  work  already 
done  by  this  committee  was  given  at  the 
Quebec  meeting.  The  next  meeting  of 
the  organization  will  be  held  at  Mackinaw 
Island,  Mich.,  July  26,  27,  and  28,  1923 


He  who  credits  no  man  with  honesty 
is  himself  a  thief. — Preston  M.  Nolan. 
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no-ycar-old  darkey  solemnly  declares  a 
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Stars  Gwine  Fall  Again 

Recalls  Time  when  Heavens  were  Ablaze  with 
Myriad  Meteors  Nearly  a  Century  ago;  Three 
Times  "  Translated"  During  Days  of  Slavery 
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PARS  GWINE  fall  again— de  good 
Lord  done  told  mo  so,"  declares 
Uncle  Boh  Turner,  ajjcd  110  years, 


whenever  he  IS  VI 
to  discuss  his  vii^ws  vvitl 
ligion  and  "de  judgmen 
expresses  it. 

Uncle  Bob  is  n 
quaint  old  nejjro, 
perhaps  the  oldest 
in  Georgia,  and  lives 
on  the  Peter  W. 
Walton  estate  near 
Madison,  where  he 
has  been  since  the 
days  of  the  war  be- 
tween the  States. 
He  remembers  all 
about  the  days  of 
slavery,  and  says 
that  he  was  "trans- 
lated" three  times 
in  one  day,  meaning 
that  he  was  sold  and 
resold  that  many 
times  before  his  last 
owner  secured  him. 

"Did  you  bring 
a  big  price.  Uncle 
Bob?" 

"Boss,  don't  you 
know  I  don't  know 
nufing  about  what 
dem  white  folks 
paid  for  me?  But 
I'm  sho  dey  had 
to  pay  big  money, 
'cause  I'se  always 
been  a  good,  strong 
nigger,  and  a  man 
o'God." 

Uncle  Bob  says 
that  he  is  now 
110  years  old,  and 
is  nearing  the  111 
mark.  He  is  still 
strong  and  hardy, 
self    in    a  little 


jfer 


)portunity 
lice  to  re- 
he  always 


to  the  Walton  estate,  known  over  Georgia 
as  one  of  the  largest  and  most  historic 
in  the  state. 

Prior  to  the  death  of  the  late  Peter  W. 
Walton,  the  estate  covered  thousands 
of  acres,  having  its  slave  quarters,  and 
everything  else  that  went  into  the  mak- 


At  the  left  is  Uncle  Bob  Turner.  110  years  of  age.  ante-bellum  negro, 
resides  near  Athens.  Ga.    At  the  right  is  Uncle  Green  Rtver.  82  years  of  age 


living  all  to  him- 
one-room    log  hut 


just  oft  the  highway  that  leads  from 
Athens  to  Macon.  He  is  the  father  of  a 
large  family,  now  scattered  throughout 
the  state,  and  which  is  known  through 
this  section  as  one  of  the  good  families, 
all  the  individual  members  of  which 
are  doing  well. 

Historic  Estate. 
Although  the  story  of  Uncle  Bob  and 
the  nomadic  life  that  he  has  been  living 
for  a  century  is  an  interesting  one,  there 
are  vet  other  interesting  things  attached 


ing  of  rich  land  owner's  stately  expanse. 
Henry  W.  Greer,  whose  almanac  is  in  al- 
most every  southern  home,  is  said  to 
have  been  born  on  this  estate. 


UNCLE 
n 


'Green  River,"  another  aged 
negro,  now  in  his  82d  year,  lives  on 
this  place,  and  the  only  corn  and  grist 
mill  spared  by  General  Sherman,  in  his 
march  to  the  "sea,  is  located  on  this  big 
farm. 

LTncle  Bob  delights  in  teUing  of  how 
this  old  mill  was  spared,  and  of  other 
events  during,  just  before,  and  just  after 


the   unfortunate    conflict    between  the 
states. 

"Dey  came  and  took  mo  wid  a  bunch 
of  other  niggers  and  carried  us  down 
dere  where  de  first  gun  was  shot,"  he 
said,  his  face  beaming  with  pride  as  he 
related  the  tale  of  the  incident. 

"I  was  moved  all 

  about  during  dem 

four  years,"  he  add- 
ed, "but  all  de  time 
I  wus  faithful  to 
Mr.  Walton  and 
Mr.  Fitzpatrick. 
When  de  fightin' 
wus  over,  dey  tried 
to  give  me  some 
mules  and  freedom 
like  all  de  oder  nig- 
gers was  getting, 
but  I  wouldn't  take 
it.  I  wanted  to 
keep  workin'  for  my 
white  folks,  'cause 
dey  were  de  ones 
who  had  been  good 
to  me  when  I  wus 
in  trouble." 
Shower  of  Stars. 

Uncle  Bob  recalls 
very  vividly  the 
time  when  the  stars 
fell  thick  as  hail 
stones — an  actual 
occurrence,  which 
according  to  his- 
tory, took  place 
neariy  a  century 
ago.  "Folks  thought 
de  judgment  had 
done  come."  he  said. 

E  n  a  n  Baptist 
church,  near  Madi- 
son,  is   the  place 
where  this  old  dar- 
kev  carries  on  his  religious  negotiations, 
and  those  who  know  him  best  say  that 
he  has  been  a  deacon  in  this  church  for 
many  a  year. 

"Hell?"  Uncle  Bob  queried,  .soon  after 
being  allowed  to  discuss  religion,  "why 
dis  am  all  the  hell  dere's  goin'  to^  be. 
A,in't  vou  ever  read  your  Bible,  man?"' 

Uncle  Bob  tells  his  friends  and  those 
making  him  vi.sits  that  he  is  a  very  de- 
vout student  of  the  Bible,  and  that  he 
knows  just  exactly  how  heaven  is,  ho« 
to  get  there,  and  all  the  other  mysteries 
that  mav  be  attached  to  the  Holy  Book. 

■     (Contintipa  on  paec  W.') 
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Firs!  Pullman  Car, 


How  Sleepers  Get  Names 

First  Passengers  Afraid  to  Undress  on  Retiring; 
Cars  Named  After  Famous  Characters  in  Romance, 
and  for  Places  Famous  in  Classics  and  History 


PASSENGERS  on  the  maiden 
trip  of  the  fust  Pullman  sleep- 
ing tar  had  to  be  compelled  to 
remove  their  boots  before 
crawling  into  their  berths,  according 
to  the  veteran  conductor,  Jonathan  L. 
Barnes,  who  took  out  the  remodeled 
Chicago  &  Alton  coach  on  its  first  trip 
from  Bloomington  to  Chicago,  the 
night  of  September  1,  1859. 

"The  passengers  seemed  afraid  to 
take  'em  off— all  but  one;  he  didn't 
pay  to  ride,  either;  you  see,  he  was 
George  M.  Pullman,"  said  Mr.  Barnes, 
the  first  sleeping-car  conductor,  who 
is  rounding  out  his  life  in  Chanute, 
Kans.  "I  remarked  to  Mr.  Pullman 
that  it  was  a  fine  car  and  he  replied 
briefly,  for  he  was  a  silent  man:  'It 
ought  to  be;  it  cost  enough.' 

"There  were  three  cash  passengers, 
all  men.  There  was  no  crowd  at  the 
station  to  see  us  off.  With  all  our 
candles  lighted  we  just  moved  away 
mto  the  night.  I  wore  no  uniform, 
just  a  badge.  The  pay  was  $4  a  round 
trip  or  $2  a  night.  The  first  month's 
business  was  poor,  for  people  were  not 
m  the  habit  of  going  to  bed  when  they 
traveled,  and  after  a  few  trips  it  was 
decided  to  let  the  train  conductor  do 
my  work  for  a  while.  The  first  sleeper 
had  four  upper  and  four  lower  berths 
:uid  was  stove-heated." 

pi  LLMAN  sleepers  have  long  been  an 
()l)ject  of  wonder  to  the  public  be- 
aus(>  of  their  beautiful  names.  It  has 
x't  ii  a  mystery  whence  the  company  got 
lieiii.  This  is  explained  in  the  August 
luniluT  of  Pullman  News  published  by 
li:U  lompany. 

One  good  name  suggests  another,  it  is 
xplained.  Many  cars  have  been  named 
a  a  definite  plan,  representing  a  certain 
ype  of  car;  others  were  baptised  in  "se- 
iviential  fashion." 

The  person  naming  a  oar  for  Charles 
)i('kens,  for  instance,"  the  publication 
ontinues,  "had  his  mind  stirred  by 
Jickensian  memories,  as  proved  by  co- 
elative  names  as  Pickwick,  Dodson  and 
rotwood. 

"Washington  Irving  is  celebrated  by 
lhambra,  Irvington,  Knickerbocker, 
■ha  hod,  Tarrytown,  Stuvvpsant  and 
lanhattan.     Rudyard   Kipling,  Man- 


Compiled  for  The  Sample  Case 

By  Chester  I.  FiUey 

Chicago,  Illinois 

dalay  and  Simla  certainly  are  linked 
together.  Then  there  i»  Stevenson,  Scot- 
land, Ballantrae  and  Samoa. 

Some  persons  evidently  favored  Sir 
Walter  Scott,  for  there  are  cars  named 
for  Ivanhoe,  Rowena,  Rebecca,  Cedric, 
Rotherwood,  Athelstan,  Ashby,  Talis- 
man, Saladin  and  Peveril. 

"Milesians  will  recognize  the  sequence 
in  Ireland,  Emerald,  Kilkenney,  Killar- 
ney,  Kildate,  C.alway,  Clarke,  Limerick 
and  Shannon.  With  Napoleon  as  a  start- 
er, Waterloo  and  Wellington  were  obvi- 
ous and  also  Josephine.  Jena,  Marengo 
and  Helena.  When  one  thinks  of  Co- 
lumbus the  trend  of  thought  runs  to  Isa- 
bella, San  Salvador  and  Santa  Maria. 
Kitchener  brought  out-  Khartoum,  Sou- 
dan, Egypt  and  Khedive. 

"Visions  of  the  days  of  the  Knights 
of  the  Round  Table  evolved  Arthur, 


Guinevere,  Lancelot,  Shallot,  Launfai, 
Gawaine,  Merlin,  Wizard.  To  titillate 
the  palates  of  those  who  regret  the  pass- 
age of  the  Eighteenth  Amendment, 
there  are  Bourbon,  Ryegate,  Gordon, 
Manhattan,  Moselle,  Burgundy,  Tokay, 
Yvette,  Cohasset,  Scotland  and  Bac- 
chante. But  there  is  also  .\qua  and  Tem- 
perance." 

A  large  number  of  persons  and  places 
coupled  in  history  have  their  names  em- 
blazoned in  Pullman  lettering,  such  as 
Ruth  and  Naomi,  Venus  and  .Vdonih', 
Dewey  and  Manila,  Cadmus  and  Europa, 
Damon  and  Pythias,  Mohamet  and  Mec- 
ca, Perseus  and  Medusa,  .Vbelard  and 
Heloise,  Godiva  and  Coventry,  Ros- 
tand and  Bergerac.  Monitor  and  Merri- 
mac,  Hiawatha  and  Minnehaha,  Sheraton 
and  Chippendale,  Hamlet  and  Ophelia, 
Nelson  and  Trafalgar,  Helen  and  Paris. 


Spirit  of  Progress 


Editorial  in  Forbes"  Magaiine 


""1%    /rONEY   MAKES  the 
%/l     go,"  runs  the  proverb 
X  ▼  _1_    make  business  go,  to 


mare 
erb.  To 
bring 

on  prosperity,  something 
more  than  money  is  necessary.  Money 
must  not  only  be  available,  but  must 
be  put  to  profitable  employment  by 
men  of  brains,  ambition,  energy,  and 
optiroi.sm.  America  now  possesses  this 
winning  combination.  We  have  an 
unprecedented  abundance  of  available 
capital. 

We  have  men  of  brains,  ambition, 
and  energy  who  have  now  become  opti- 
mistic. Without  question,  we  are  enter- 
ing a  new  era  of  enteri)rise.  Prudent 


capitalists  who  pulled  in  sail  when  the 
artificial  war  boom  attained  hurricane 
force,  are  getting  ready  to  launch  forth. 

New  fields,  at  home  and  abroad,  are  to 
be  opened  up  by  pioneers.  Existing  fields 
are  to  be  further  developed  by  those 
who  have  proved  their  fitness  to  weather 
the  worst  of  storms.  Mergers  will,  in 
many  instances,  pave  the  way  of  expan- 
sion by  those  who  come  to  the  top. 

Men  of  superlative  talents  unani- 
mously declare  that  opportunities  today 
are  more  numerous,  more  in\-iting,  and 
more  colossal  than  ever  before. 

Conditions  are  ripening  for  embarking 
in  pursuit  of  these  opportunities. 


Gospel  Truths 


^^HE  first  employee  the  fool  killer  should  brain  is  the  con- 
^IL  ceited  ass  who  thinks  it  is  his  personal  popularity  that  is 
making  it  possible  for  his  firm  to  remain  in  business. 
When  you  run  across  an  employee  who  enjoys  the  reputation 
ot  being  a    good  fellow,"  remember  Bill  Nye's  definition  of  a 
good  fellow" — a  damn  fool. 

More  than  one  man  has  been  forced  to  make  good  because 
somebody  made  it  harder  for  him  to  explain  failure  than  work 
tor  success. — [Coleman  Cox  in  "Take  It  From  Me  " 
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Through  Federal  Reserve  Banks 

Worn  Currency  Is  Replaced 

Life  of  a  Five  Dollar  Bill  is  About  Ten  Months; 
$4  500,000,000  Currency  in  Circulation  in  the  U.  b. 


From  August  "Monthly  Review 
by  the   Federal    Reserve  Agent. 
New  York  Federal  Reserve  Bank 


THERE  is  at  present  about  $4,- 
500,000  of  currency  in  cir- 
culation in  the  United  States. 
While  a  considerable  part  of 
it  at  any  given  moment  is  in  the  safes 
of  individuals,  business  concerns  or 
banks,  yet  much  of  it  is  in  people's 
pockets  or  in  process  of  passing  from 
hand  to  hand,  and  so  is  subject  to 
wear.  In  this  country  paper  money, 
which  forms  about  four-fifths  of  our 
whole  supply  of  currency,  is  generally 
preferred  above  coin  because  of  its 
lightness  and  convenience. 

But  paper  money  wears  out  rapidly 
and  has  to  be  replaced  frequently. 
The  life  of  a  $5  note,  for  example,  is 
on  the  average  about  ten  months,  and 
in  New  York  City  is  about  two  months 
less  than  the  average,  owing  mainly 
to  the  more  rapid  rate  at  which  it  cir- 
culates. This  same  tendency  is  seen 
in  the  higher  rate  at  which  bank  de- 
posits turn  over  in  New  York  City 
than  in  other  parts  of  the  country. 

The  work  of  keeping  the  paper  cur- 
rency in  good  condition  is  done  very 
largely  by  the  Federal  Reserve  Banks, 
which  in  the  course  of  their  daily  busi- 
ness handle  all  forms  of  currency  and 
coin,  eliminating  that  which  is  unfit  for 
further  circulation.  This  service  is  a 
large  item  in  their  annual  costs  of 
operation.  Last  year,  for  instance,  the 
supply  of  currency  and  coin  caused  an 
expenditure  at  the  Federal  Reserve 
Bank  of  New  York  amounting  to  about 
$2,875,000,  of  which  somewhat  more 
than  one-third  represented  the  cost  of 
printing  new  Federal  Reserve  currency 
to  replace  worn  notes  in  circulation 
and  to  increase  supplies  unissued  and 
on  hand. 


The  process  of  replacement  ordin- 
arily works  in  about  this  way:  When 
a  man  has  a  worn-out  bill — whether  it 
be  a  Federal  Reserve  note,  a  Federal 
Reserve  Bank  note,  a  legal  tender 
note,  a  silver  or  gold  certificate,  or  a 
National  Bank  note — he  takes  it  to  his 
bank  and  receives  in  return  for  it  a 
note  fit  for  circulation;  or,  if  he 
wishes,  obtains  credit  for  it  in  his  de- 
posit account.  Banks  which  are  mem- 
bers of  the  Federal  System  ordinarily 
do  not  keep  more  currency  on  hand 
than  they  are  likely  to  need  for  the 
day-to-day  use  of  their  customers. 

Accordingly,  shipments  of  currency 
are  constantly  passing  between  mem- 
ber banks  and  their  Federal  Reserve 


Banks,  and  notes  unfit  for  further  cir- 
culation are  usually  sent  along  with 
shipments  of  currency,  which  for  the 
time  being  may  be  in  excess  of  require- 
ments. Such  a  shipment  the  Federal 
Reserve  Bank  places  to  the  credit  of 
the  transmitting  member  bank  in  its 
deposit  account  for  use  as  the  member 
bank  desires.  A  non-member  bank 
may  also  ship  notes  directly  to  the 
Federal  Reserve  Bank,  receiving  pay- 
ment by  draft,  or  by  deposit  to  its  ac- 
count in  its  correspondent  bank,  or  m 
currency  as  is  described  below. 

Currency  received  by  the  Federal 
Reserve  Banks  in  these  ways  is  first 
counted  and  is  then  sorted  according 
to  denomination  and  kind,  and  mutila- 
ted and  badly  worn  currency  is  elimin- 
ated. All  Federal  Reserve  notes  fit 
for  circulation  issued  by  Reserve 
Banks  other  than  the  one  handling 
them  are  shipped  immediately  to  the 
respective  issuing  banks,  inasmuch  as 
no  Reserve  Bank  is  permitted  under 
the  law  to  pay  out  notes  of  another 
Federal  Reserve  Bank.  Notes  of  other 
types  which  are  fit  for  use  are  held  in 
the  vaults  until  needed,  and  all  notes 
which  are  unfit  for  further  circulation 
are  canceled  and  shipped  to  Washing- 
ton for  redemption. 

Currency  is  supplied  to  banks,  both 
member  and  non-member,  in  amounts 
and  denominations  as  they  desire. 
Since  much  currency  fit  for  further 
circulation  is  returned  to  the  Reserve 
Banks,  all  shipments  of  currency  can 
not  be  made  in  new  money,  the  supply 
of  which  is  apportioned  to  the  banks 
according  to  the  volume  of  their  busi- 
ness. A  member  bank  draws  currency 
from  the  Federal  Reserve  Bank  in  just 
the  same  way  that  an  individual  draws 
currency  from  his  own  bank,  and  such 
withdrawals  are  charged  to  its  deposit 
account. 

The  bank  which  is  not  a  member  of 
the  Federal  Reserve  System  usually 
pays  for  a  shipment  of  currency  either 
by  check  or  by  sending  in  unfit  cur- 
rency. At  the  New  York  Reserve 
Bank  a  supply  of  approximately 
$500,000,000  in  paper  currency  is  kept 
on  hand  for  use  when  needed,  and 
about  as  much  more  currency  is  avail- 
able in  Washington. 

The  volume  of  currency  handled 
each  year  by  the  Federal  Reserve 
Banks  reaches  in  aggregate  a  very 
large  figure.  In  1921  all  twelve  Fed- 
eral   Reserve    Banks    received  from 


member  and  non-member  banks  $7,- 
750,000,000  in  paper  money  and  coin. 
Payments  to  banks  amounted  to  $6,- 
490,000,000,  and  as  a  net  result  more 
than  $1,000,000,000  in  paper  money 
and  coin  was  retired  from  circulation, 
illustrating  the  lessened  demand  on 
the  part  of  the  public  for  hand-to-hand 
currency.  The  share  of  this  work 
handled  in  1921  by  the  New  York 
Reserve  Bank  will  appear  in  the  fol- 
lowing: ,   .,  , 

About  687,000,000  individual  notcB 
were  counted. 

About  166,000,000  notes  aggregat- 
ing $771,000,000  were  canceled. 

There  were  175,000  different  ship- 
ments of  currency  and  coin  to  and 
from  out-of-town  banks. 

In  carrying  forward  these  opera- 
tions the  Federal  Reserve  Banks  now 
do  much  work  which  the  Government 
formerly  performed  through  the  Sub- 
treasuries.  On  May  29,  1920,  an  Act 
of  Congress  was  approved  providing 
for  the  discontinuance  of  the  Sub- 
treasury  System,  which  was  established 
in  1846,  and  the  transfer  of  its  cur- 
rency functions  to  the  Federal  Reserve 
Banks.  ,       ^  .  ..^ 

Although  this  transfer  of  functions 
brought  about  some  increase  in  the 
cost  of  carrying  on  the  currency  oper- 
ations of  the  Reserve  Banks,  the  total 
cost  of  maintaining  the  country's  cor- 
rency  was  substantially  reduced. 


TRADE. 

As  we  pay  others,  we  are  paid: 

Life  gives  us  back  just  what  we  give. 

And  so  we  do  not  live  to  trade, 
But  trade  that  we  may  truly  live. 

Sales  may  be  made  in  money,  yes. 
But  they  are  always  made  to  men; 

And  so  good-will  controls  success, 
Bringing  folks  back  to  buy  again. 

He  profits  most  whose  every  sale  ' 
Creates    a    friend,    whose  kinder 
thought 

Serves  to  perpetuate  the  tale  : 
Of  what  and  where  and  why  Be 
bought. 

As  we  pay  others,  we  are  paid: 
Life  gives  us  back  just  what  we  giW. 

A.nd  so  we  do  not  live  to  trade. 

But  trade  that  we  may  truly  Uve^.f^ 

 [Charles  H.   Mackintosh  in  Aagf- 

ciated  Advertising. 
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Commercial  travelers  are  constantly 

Meeting  Queer  Characters 

A  Reminiscence  of  the  Road  in  Which  an  Old- 
Timer  Nearly  Loses  the  Friendship  of  a  Very 
Eccentric  Individual    by    a    Careless  Remark 

Written  for  The  Sample  Case 

By  W.  G.  Venable 

Sherman,  Texas 


IN  LOOKING  back  upon  my  experi- 
ence as  a  grocery  salesman  for 
twenty-five  years  in  a  bruRh  ter- 
ritory in  the  "black  lands"  of  Texas, 
an  odd  old  character  popped  into  my 
head — one  of  the  old-tinirrs  who  couldn't 
shake  loose  from  the  old  way  of  doing 
things.  He  was  a  difTcrent  kind  of  a 
man  from  Amos  Turner,  of  whom  I 
wrote  in  the  May  Sample  Case,  although 
he  belonged  to  the  same  old  non-adjust- 
nble  type  of  merchant. 

Captain  Archibald  Truman  was  a 
gallant  Confederate  soldier,  and  gave  a 
good  account  of  himself  at  the  head  of 
hi.s  company  during  the  four  years  of  that 
bitter  struggle.  After  the  war  he  em- 
barked in  the  general  merchandise  busi- 
ness at  a  little  boat-landing  on  the  Mis- 
sissippi River  below  Memphis,  Tenn. 
He  remained  there  a  numi)cr  of  years, 
selling  cheap  goods  at  long  prices  to  the 
river  trade,  and  to  the  negroes  from  the 
adjacent  plantations. 

He  laid  by  a  neat  sum  in  hard  cash, 
but  at  the  same  time  he  also  accumulated 
quite  a  lot  of  out-of-date,  unsalable  goods 
even  in  that  out-of-the-way  place.  Not 
being  willing  to  part  with  them  at  a  sac- 
rifice, he  decided  to  move  them  out  to  Tex- 
as, thinking  that  in  that  then  new  sec- 
tion they  would  be  glad  to  pay  him  his 
price  for  his  old  stufif. 

He  boxed  up  his  stock  and  shipped  it 
to  a  growing  little  blackland  town,  where 
he  opened  his  store  and  sat  around  over 
his  old  pile  of  junk  for  several  years, 
barely  selling  enough  of  it  to  pay  expenses 
— which  were  merely  nominal  because  he 
was  an  old  bachelor,  with  no  one  to  take 
care  of  but  himself. 

Finally,  it  dawned  on  him  that  he  was 
not  reducing  his  stock  very  materially, 
and  that  possibly  he  had  landed  in  the 
wrong  place,  so  he  bundled  up  and 
moved  out  into  the  "wild  and  wooly 
west,"  where  he  could  exploit  the  natives 
to  his  heart's  content. 

To  his  amazement  they  were  more 
particular  about  the  class  and  quality  of 
goods  that  they  bought  than  the  people 
in  the  more  thickly  settled  sections  of  the 
state. 

He  toughed  it  out  with  them  there  for 
a  few  years,  and  came  back  to  civiliza- 
tion where  there  were  more  of  the  class 
of  people  whom  he  needed  in  his  business. 
He  changed  his  location  a  time  or  two 
more,  and  at  length  came  to  rest  in  a 


little,  cross-roads,  rural  community  in 
the  western  part  of  my  territory. 

He  purchased  a  small,  frame,  store 
building,  put  his  travel-worn  stock  of 
goods  info  it,  curtained  off  a  section  in 
the  rear  for  his  living  apartments,  and 
settled  down  for  the  last  lap  of  his  life's 
journey.  Ordinarily  he  did  his  own  cook- 
ing, but  sometimes  for  a  change,  or  when 
he  would  happen  to  be  under  the  weather, 
he  would  take  his  meals  at  a  near-by 
farmhouse. 


No  class  of  men  meet 
more  diversified  charac- 
ters than  travcHng  sales- 
men. In  this  an  old-time 
salesman  gives  a  jolly 
story  of  one  of  his  queer 
customers,  who  not  only 
is  true  to  type,  but  his 
non-adjustable  eccentric- 
ity is  aptly  depicted. 


He  was  a  man  of  striking  personality. 
He  stood  the  rise  of  six  feet  in  height, 
large  frame,  full-flcshcd  but  not  portly^ 
as  straight  as  an  Indian;  hair,  eye- 
brows and  mu.stache  as  white  as  the 
driven  snow,  sharp  grey  eyes  that  looked 
out  from  under  shaggy  brows,  and  a  car- 
riage that  belied  the  weight  of  eighty 
years  or  more. 

His  conversation  showed  him  to  be  a 
man  of  intelligence  and  refinement  of 
feeling;  his  bearing  was  that  of  a  gentle- 
man of  the  old  school,  and  a  Southerner 
to  the  core.  He  was  possessed  of  a  droll 
humor,  was  a  good  talker,  and  when  the 
discourse  would  happen  to  turn  to  the 
stirring  events  back  in  the  sixties  his 
eyes  would  flash,  his  muscles  become 
tense,  and  one  could  almost  see  him  at 
the  head  of  his  gallant  company,  fighting 
for  the  cause  that  he  believed  was.  right, 
and  that  he  loved  so  well. 

He  spent  his  time  largely  sitting  out 
on  his  porch,  when  the  weather  would 
permit;  reading  his  papers,  oT  talking 
to  some  chance  caller;  be  wasn't  troubled 
much  with  customers. 


He  had  quite  a  knack  with  the  little 
folks,  and  they  spent  most  of  their  nickels 
and  dimes  with  him  for  candies,  chewing 
gum  and  fresh  fruit  of  some  kind,  and  this 
constituted  the  bulk  of  his  trade.  Oc- 
casionally he  would  inveigle  some 
older  person  into  his  store,  and  work  off 
on  him  something  out  of  his  original 
stock. 

He  believed  in  advertising,  and  always 
had  a  number  of  special  inducements  dis- 
played on  his  front  porch  with  large 
placards  denoting  price  attached  to  them. 
These  usually  consisted  of  an  assortment 
of  crooked  ax-handles,  a  grindstone,  plow- 
points  for  plows,  which  were  in  use  back 
in  Tennessee  when  he  left  there  thirty 
years  before,  log-chains  that  were  of  no 
use  in  the  world  in  a  prairie  country,  a 
cow-bell,  etc. 

I  sold  him  a  little  stuff  when  he  first 
opened  up,  and  for  a  while  afterward, 
but  his  wants  were  so  few  that  it  was  not 
worth  the  time  and  energy  expended  in 
my  efforts  to  supply  them,  so  I  finally 
pa^ssed  him  up  altogether. 

XTE  WAS  a  great  hand  at  playing  prac 
tical  jokes,  and  could  see  no  reason 
for  anyone  to  take  umbrage  at  them. 
One  day  I  was  there  in  company  with 
a  young  hardware  salesman,  who 
was  barely  of  age.  I  was  at  the  Cap- 
tain's, and  my  companion  was  at  the 
other  store  about  a  hundred  yards  down 
the  road.  It  was  midsummer,  in  the 
early  afternoon,  and  blazing  hot.  The 
Captain  asked  me  who  my  friend  was, 
and  when  I  told  him  that  he  was  selling 
hardware  he  said  that  he  wanted  to  see 
him.  1  said  that  I  would  go  down  there 
and  send  him  up. 

"No,"  he  replied,  "I'll  call  him."  He 
then  began  yelling  at  the  top  of  his  voice: 
"You  hardware  man!  You  hardware 
man!!" 

The  young  man,  scenting  an  order, 
picked  up  his  two  heavy  hardware  grips, 
and  came  laboring  up  the  hill  through  the 
heat,  glare  and  dust  of  that  white-rock 
road.  He  set  his  grips  down  in  front  of 
the  old  man,  swabbed  off  his  face  with  hia 
handkerchief,  for  it  was  dripping  with 
perspiration,  and  asked  the  cause  of  the 
call.  With  a  twinkle  in  his  eyes,  the  old 
fellow  looked  down  on  him  over  the  rim 
of  his  spectacles,  and  replied: 
(CoDtinited.on  pace  38.) 


2«      Tin;    SAMPLK  CASE 


O  C  T  O  B  E  U 


Debtors  can  escape,  but 


Creditors  Get  Into  Prison 

Ways  to  Iini)rison  the  Man  who  Makes  Cnjoked 
Deal,  but  Woe  to    Threatening   Letter  Writer 


YEARS  aKO,  debtors  were  put  in 
jail  if  they  failed  to  pay  their 
debts.  Lawmakers  came  to  re- 
alize that  debts  would  be  paid 
quicker  if  the  debtors  were  permit- 
ted their  liberty  so  that  they  could 
earn  the  necessary  money  to  satisfy 
their  creditors.  However,  traces  of 
this  harsh  custom  have  not  wholly 
disappeared  from  our  statutes  and 
it  is  still  possible  to  imprison  a 
debtor  under  certain  conditions. 

In  the  case  of  debts  contracted 
through  fraud,  which  by  the  way  are 
not  discharged  by  bankruptcy,  a  debtor 
can  be  committed  to  close  jail  if  the 
creditor  so  elects.  Also  in  personal 
injury  cases  where  the  injury  was  in- 
tentionally and  maliciously  commit- 
ted, a  judgment  against  the  perpe- 
trator is  not  discharged  by  bank- 
ruptcy and  he  also  may  be  committed 
to  jail. 

A  South  Dakota  statute  piovides 
that  where  a  debtor  is  about  to  leave 
the  state,  if  the  creditor  can  convince 
the  judge  that  debtor  is  about  to  ab- 
scond and  defraud  the  creditor,  a  war- 
rant will  be  issued  against  the  debtor 
and  he  will  be  brought  into  coui't  to 
show  cause  why  he  should  not  be  ar- 
rested and  he  will  be  made  to  give  bail 
to  insui-e  his  appearance  from  time  to 
time  and  if  he  does  not  give  such  bail 
bond  he  may  be  committed  to  jail,  at 
the  discretion  of  the  court. 

In  practice,  however,  the  chance  of 
putting  a  debtor  in  jail  under  this 
statute  is  so  remote  as  to  practically 
nullify  the  statute  and  the  courts  are 
very  loath  to  enforce  this  statute.  Yet 
the  statute  remains  on  the  books  and 
legally  a  debtor  can  be  imprisoned. 

Under  the  statutes  of  nearly  every 
state  in  the  union  there  are  ways  of 
coercing  payment  from  a  debtor  by 
placing  debtor  in  jail.  In  every  case, 
nevertheless,  the  debtor  has  to  be 
"fi-amed"  so  to  speak,  and  made  to 
stand  in  contempt  of  court.  This  "stool 
pigeoning"  method  is  a  harsh  and  dan- 
gerous one  to  use  and  I  would  not  i"ec- 
ommend  its  use. 

Creditors  Who  Have  Gone  to  Jail. 

JUST  as  debtors  have  been  sent  to 
jail,  so  have  creditors   been  im- 
prisoned. 

George  Burk  owed  Clem  Adams 
$200  on  a  grocery  bUl.  George  paid 
no  attention  to  Clem's  numerous  state- 
ments and  threats  of  legal  action  and 


Sonic  good  information  in  this 

By  John  L.  Wood 

1  "American  I'arm  Equipment"  Magazine 

finally  Clem,  in  desperation,  wrote 
George  as  follows  on  a  postal  card :  "I 
am  through  dunning  you.  It  is  now 
time  that  you  paid  up  or  I  will  show 
you  what  I  can  do.  You  are  a  dead- 
beat  and  everybody  knows  it."  A 
week  later  the  postal  authorities  vis- 
ited Clem  and  he  had  to  stand  trial  in 
the  federal  court.  The  judge  was  len- 
ient and  Clem  got  off  by  payment  of  a 
$1,000  fine,  but  the  judge  admonished 
him  that  the  next  time  he  would  have 
to  serve  a  year  in  the  penitentiary. 
The  postal  regulations  are  quite  strict 
in  regard  to  collecting  accounts  by 
mail  and  more  will  be  said  of  this  in  a 
later  article. 

In  Missouri  a  number  of  years  ago, 
one  Jones  notified  a  debtor  somewhat 
as  follows:  "If  payment  of  your  ac- 
count is  not  made  within  ten  days  I 
shall  have  your  name  published  in  the 
deadbeat  list  of  the  Creditor's  Journal 


and  shall  have  your  name  printed 
among  other  names  of  deadbeats  on 
handbills  which  will  be  posted  about 
your  home."  Jones  was  arrested  un- 
der a  Missouri  statute,  charged  with 
threatening  a  criminal  libel  and  after 
ninety  days  in  the  workhouse  and  a 
payment  of  a  stiff  fine,  he  swore  not  to 
use  this  method  again. 

Smith,  a  merchant  on  the  coast, 
wrote  a  debtor  in  a  sealed  letter,  "You 
dirty  cur,  you  are  not  fit  to  live  among 
respectable  people.  You  promised  me 
on  your  word  of  honor  that  you  would 
pay  me  back  when  I  caught  you  short 
in  your  accounts.  I  let  you  off  be- 
cause of  your  family;  now  I  .shall 
show  no  more  mercy  but  shall  get  out 
a  warrant  for  your  arrest  for  stealing 
my  money,  if  you  don't  come  across 
at  once."  After  serving  a  year  in 
San  Quentin  prison  Smith  was  much 
more  careful. 


Is  Your  Beard  Black? 


BLACK  mustaches  may  have  dis- 
appeared  from   the    face  of 
America    but  the    lay  public 
today  is  as  insistent  as  ever 
before  that  its  fiction  and  movie  vil- 
lians  wear  them. 

This  and  other  popular  conceptions 
of  "bad  men"  wei'e  pointed  out  re- 
cently by  Tom  Peete  Cross,  professor 
of  comparative  literature  at  the  Uni- 
versity of  Chicago,  who  was  one  of  the 
judges  in  the  selection  of  a  $10,000 
prize-winning  scenario  from  the  27,- 
000  that  were  entered  by  amateurs  in 
a  picture-play  contest  recently  con- 
ducted by  the  Chicago  Daily  News. 

"Smooth-shaven  faces  have  been 
the  style  ever  since  nine-tenths  of  the 
amateur  writers  were  born,"  said  Dr. 
Cross,  "but  the  great  majority  of  the 
contestants  specified  in  their  stories 
that  their  scoundrels  should  have  bold, 
black  mustaches.  The  idea  that  dark 
hair  across  the  upper  lip  denotes  wick- 
edness is  an  ancient  one,  handed  down 
in  folk  stories  from  the  Northern 
European  peoples. 

"Those  blond  races  have  implanted 
popular  beliefs  and  ideas  in  the  United 
States  today,  their  inhabitants  telling 
their  superstitions  to  us  over  and 
over  again.  Their  folk  and  fairy 
tales  are  ours.    They  were  always  at 


war  with  peoples  of  the  Southern  Eu- 
ropean nations  and  grew  to  associate 
the  black  hair  and  mustaches  of  those 
enemies  with  general  villainy  and 
wickedness. 

"They  terrified  their  children  with 
stories,  myths  and  legends  of  black- 
whiskered  marauders  and  murderers. 
Sea  raiders  and  buccaneers  of  a  later 
period  cultivated  the  sweeping  sable 
mustache  as  a  symbol  of  ferocity  and 
a  means  of  spreading  terror.  So  thor- 
oughly was  this  superstition  implanted 
in  the  popular  mind  that  Americans  of 
nearly  all  races  today  unconsciously 
adopt  it. 

It  Pays  to  Advertise. 

Two  fishmongers  having  shops  di- 
rectly across  the  road  from  each  other 
strove  hard  all  the  time  to  outstrip 
each  other  in  the  matter  of  display 
signs. 

One  day  a  sign  appeared  above  the 
window  of  one  of  the  rivals.  "We 
serve  the  King." 

Not  to  be  outdone,  the  merchant  on 
the  opposite  side  of  the  road  hoisted  a 
sign  the  following  day  which  read, 
"God  save  the  King.'* 

Never  tr>'  to  pet  a  hornet — it  is  likely 
to  misunderstand.— Presion  M.  Nolan. 
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T  H  t     SAMPLE     CASE  27 


All  things  come  to  the 


Man  Who  Uses  His  Head 

Intensity  Marks  Course  for  Salesmen  this 
Fall;  No  Time  for  "Order  Taker;"  The  Race 
is  for  the  Man  Who  Knows  the  Selling  Game 


IT  18  the  man  who  uses  his  head  for 
whom  this  busy  old  world  is  reserv- 
ing its  best  girts  and  blessings.  He 
alone  will  and  can  enjoy  living.  He 
alone  will  be  a  success. 

It  is  pitiful  to  see  a  groping  mortal 
trying  to  compete  in  busine.ss.  You 
have  all  seen  the  "order-taker"  trj'ing 
to  make  a  sale.  You  have  all  witnessed 
the  untrained  man  in  his  efforts  to  interest 
a  prospect.  Their  efforts  are  EF- 
FORTS. 

Yet,  even  those  untrained  men  have 
an  advantage  over  the  fellow  who  knows 
it  all.  They  have  an  ambition.  They 
can  study  salesmanship.  They  can  be 
trained  into  successful  salesmen.  Not 
so  the  fellow  who  knows  it  all.  He  is 
past  help. 

There  is  a  world  of  difference,  how- 
ever, between  the  salesman  who  knows 
his  line,  who  has  .self-confidence,  who  has 
an  argument  that  will  convince  and 
who  has  no  hesitancy  in  declaring  him- 
self, and  the  fellow  who  knows  it  all. 

It  is  the  man  with  ambition  who  suc- 
ceeds— active  ambition;  the  fellow  who 
knows  it  all  has  no  ambition — he  is  satis- 
fied to  let  personal  egotism  dominate 
hisJife. 

It  is  to  the  man  who  is  never  satisfied 
that  he  knows  it  all,  and  who  studies 
constantly  to  make  more  knowledge  his 
own,  that  success  comes  abundantly,  if 
he  uses  what  he  knows. 


Written  for  The  Sample  Case 

By  Charles  //.  Smith 

to  Help  Sell  More  Coods 

man  on  the  road  to  sell  more  goods,  and 
sell  them  in  the  easiest  and  quickest 
way,  so  that  the  salesman  can  see  more 
and  more  pros|)ects  cverj'  day.  In  that 
way  he  will  become  a  better  salesman, 
and  being  a  better  salesman,  he  will 
receive  higher  pay. 

The  objective  of  The  Sample  Case  is 
to  help  commercial  travelers  to  get 
better  pay. 

'X'HE  wonderful  Ilargr.ive  Series,  now 
^  running  in  this  magazine,  is  solely 
for  that  purpose.  The  series  are  now 
getting  right  down  to  the  innermost 
secrets  of  successful  sales-making,  from 
the  Character  Analyst's  most  vital  re- 
vealmenfs.  Other  features  tell  of  other 
selling  methods,  but  the  Hargrave  Series 
confines  itself  solelj'  to  Character  Analyz- 
ing. 

The  November  Sample  Case  will  con- 
tain "The  'How  Much  It  Costs'  Buyer," 
and  "The  Correct  Approach."  The.se 
get  down  to  character  analyzing  in  its 
most  concentrated  form.  \o  salesman 
can  afford  to  miss  that  wonderful  ro- 
vealment  of  the  wonderful  Hargrave, 

Those  two  features  will  make  an 
unusually  strong  selling  number  of 
the  November  Sample  Case. 

There  are  only  three  ways  of  making 
an  approach.  You  have  to  either  talk 
about  how  your  line  looks,  how  it  feels — 
or  is  made — or  how  much  it  costs. 
Therefore,  the  forthcoming  numbers  of 
The  Sample  Case  will  get  into  the  very 


It  is  the  man  who  uses  his  head  who  wins. 

Lots  of  men  are  working  ahead  of  sales-making, 

their  mental  capacity  and  educational  .  unTrm  at  tt 

equipment,  and  are  in  responsible  posi-  A  ^^PJ         Hargrave  himself  much 

tions,  and  keep  them.    They  know  they  might  be  wTitten.    He  is  America's 

do  not  know  it  all,  and  keep  studying  S^^^t^st    Character   Analyst,    and  so 

They  keep  their  thoughts  alert  to  find  acknowledged  by  eminent  authorities, 

the  newest,  the  best,  and  the  surest  meth-  ,    j^*^*          contributing  to  The  Sam- 

ods  of  selling.  P'^  Case  is  worth  its  weight  in  gold 


It  is  to  this  class  of  men  that  The 
Sample  Case  Service  will  prove  most 
valuable— men  who  will  make  full  use 
of  what  they  know.  Simply  giving  The 
Sample  Case  Service  for  Salesmen  a  once 
over  will  not  bring  the  results  that  a 
careful  study  of  the  features  will  bring. 
The  Sample  Case  must  be  studied,  and 
the  suggestions  tried  out  in  actual  sales- 
making,  to  get  results. 

This  magazine  is  not  a  school  of  in- 
jstruotion.  It  is  a  magazine  for  sales- 
men and  their  families.    But  it  is  the 


Many  progressive  salesmen  will  not 
wish  to  wait  for  this  unequalled  series  as 
it  appears  in  this  magazine,  b.it  will  wish 
to  get  it  faster,  to  studj'  it  and  begin  to 
realize  on  its  value  long  before  the  whole 
of  it  can  possibly  be  printed  in  this  maga- 
zine. They  can  obtain  it  from  Mr.  Har- 
grave, by  writing  to  him.  His  address 
is  on  the  inside  front  cover  of  The  Sam- 
ple Case.  This  is  his  Supersalesman- 
ship  Series.  Get  his  Scientific  Sales- 
manship Series  direct  from  him.  It  is  an 
investment,  not  an  expense. 

This  is  of  far  too  much  value  to 


purpose  of  this  magazine  to  help  every   EVERY   man   who  sells  goods,  to 


delay  making  the  whole  of  it  func- 
tion in  his  own  line. 

Xo  man  who  sells  goods  at  wholesale 
can  afford  to  miss  the  forthcoming  instal- 
ment, "The  Law  of  Intensity."  No 
matter  how  much  he  may  know  about 
selling,  he'll  get  something  new  to  apply 
in  that  remarkable  article.  It  shows  by 
a  simple  physical  law  how  intensity  can 
immediately  and  instantaneously  be  de- 
veloped. The  more  a  person  apjAies  thai 
laiv,  the  more  intense  trill  he  beatme.  An 
INTENSE  HUMAN  BEING  IS  A 
LIVING  DYNAMO. 

Tell  your  traveling  men  friends  about 
The  Sample  Case.  If  you  are  i)leased 
with  it,  shout  it  wherever  you  are. 

You  can  now  buy  The  Sample  Ca.se  at 
all  news-stands  in  the  United  States. 
You  will  not  have  to  wait  until  you  get 
home  from  your  trips  to  get  it.  But  the 
best  way  to  interest  your  friends  is  to 
get  them  to  subscribe  for  it,  so  they 
will  be  sure  to  not  miss  any  of  the  won- 
derful numbers. 

The  greatest  surprise  is  in  store  for 
you  in  the  near  future.  The  Sample 
Case  will  not  tell  you  now  what  is 
coming,  but  you  will  be  wonderfully 
pleased  with  it. 

r>USINESS  is  getting  better  all  the 
time  now.  With  the  coming  of 
autumn,  and  crops  are  marketed,  every 
business  authority  agrees  that  sell- 
ing will  be  about  normal. 

//  ever  there  teas  a  time  for  I  \' TEN- 
SITY in  sales-tnaking  it  is  right  now. 
Every  man  will  have  an  important  part  to 
play  in  the  great  gatne.  The  role  of  sales- 
man calls  for  IXTEXSITY. 

The  Sample  Case  will  give  you  valuable 
pointers,  but  you  yourself  must  apply 
these  pointers.  Knowledge,  even  science 
itself,  is  no  more  than  the  accumulated 
experiences  of  mankind.  You  would  as 
well  pose  as  a  scientist  without  a  univer- 
sity training,  as  to  pose  as  a  salesman, 
without  trying  to  acquire  the  knowledge 
which  the  experiences  of  others  will  give 
you. 

Study  and  apply  yourself  if  you  w^ould 
be  a  salesman. 

Are  you  prepared  to  take  advantage  of 
this  restoration  of  business  and  do  yon? 
share  toward  advancing  it? 

USE  YOUR  HEAD. 


THE     SAMPLE  CASE 


Courts  Pass  on 

Keeping  to  Right 

Pedestrians  Should  Take  Side  of  Highway  Facing 
the  Oncoming  Traffic  to  Avoid  Injury 

Recent  court  ruling  cited 

By  CASE  AND  C0MMEN1 
A  Magazine  for  Attorneys 


THE  law  of  the  roiid  in  the  United 
States  requires  travelers  in  ve- 
hicles,  when   they  meet  each 
other  upon  a  highway,  each  to 
turn  to  the  right  if  reasonably  prac- 
ticable, and  this  rule  has  been  adopted 
by  statute  in  a  number  of  states. 

A  contrary  rule  has  prevailed  in  Eng- 
land, the  driver  of  a  carriage  being  re- 
quired to  keep  on  the  left  side  of  the  road 
when  meeting  another  vehicle.  The 
English  custom  has  been  celebrated  in 
the  following  lines,  attributed  to  Henry 
Erskine: 

"The  rule  of  the  road  is  a  paradox  quite; 

In  riding  or  driving  along, 
If  you  go  to  the  left,  you  are  sure  to  go 
right; 

If  you  go  to  the  right,  you  are  wrong." 

It  seems  to  be  well  settled  that  the  rule 
of  the  road  does  not  apply  to  pedestrians, 
but  refers  only  to  vehicles,  or  to  those 
riding  or  driving  animals  upon  the  high- 
way. It  is  so  stated  in  a  Washington 
case,  which  holds  that  a  pedestrian  is 
not,  as  a  matter  of  law,  in  the  absence  of 


statutory  requirement,  bound  to  keep  on 
the  right  side  of  the  road  in  passing  ve- 
hicles.   The  court  remarks : 

"It  is  a  matter  of  common  knowledge 
that  a  pedestrian  on  a  highvvay,  or  on  a 
double-track  line  of  railway,  is  far  better 
able  to  look  out  for  his  own  safety  and 
protection  by  so  traveling  as  to  face  all 
on-coming  vehicles,  than  he  would  be  if 
keeping  to  the  same  side  of  the  roadway 
as  vehicular  traffic,  and  being  thus  at 
all  times  obliged  to  keep  watch  to  the 
rear." 

The  guiding  principle  in  these  cases  is 
that  the  law  or  rules  of  the  road  are  "not 
inflexible,  and  a  strict  observance  should 
be  avoided  when  there  is  a  plain  risk  in 
adhering  to  them,  and  one  who  too  rigidly 
adheres  to  such  rules,  when  the  injury 
might  have  been  averted  by  variance 
therefrom,  may  be  charged  with  fault. 

A  traveler  may  not  remain  stubbornly 
and  doggedly  upon  the  right  of  the 
traveled  part  of  the  highway,  and  wan- 
tonly produce  a  collision  which  a  slight 
change  of  position  would  have  avoided, 
and  to  do  so  will  amount  to  contributory 
negligence  which  will  preclude  a  recovery 
for  injuries  thereby  sustained. 


In  Spite  of  All. 

The  oldest  doctor  in  the  world  has  just 
celebrated  his  hundredth  birthday.  His 
case  is  regarded  as  a  triumph  for  Nature 
over  medical  knowledge. — [Punch  (Lon- 
don). 


This  is  making  good  in  life: 
Being  patient  through  strife. 
Being  glad  that  you  can  bear 
Now  and  then  the  touch  of  care; 
Being  cheerful  day  by  day. 
Being  careful  not  to  say 
Bitter  things  which  leave  a  sting — 
This,  for  laborer  or  king. 
When  the  record's  understood. 
Is  the  depth  of  "making  good." 

This  is  making  good  on  earth: 

Being  glad  to  prove  your  worth. 

Being  kindly,   being  true. 

Doing  what  you  find  to  do, 

Even  though  your  strength  is  faint. 

Without   whimpering   or  complaint; 

Doing  Utile,  doing  much 

With  a  brave  and  manly  touch. 

Drawing  water,   hewing  wood — 

Cheerfully — is  "making  good." 

This  is  making  good  with  men: 

Standing    up    to    service  when 

It  were  easier  to  stop 

And  to  let  the  burden  drop; 

Doing  more  than  is  your  share, 

More  than  you  were  asked  to  bear 

Sq,  when  finished  is  the  test,  you  may  say: 

This,  in  eveiy  neighborhood. 

Is  the  depth  of  " making  good."  ■ 

—[Author  Unknown. 


IN  THE  latest  improved  method  of 
making  pins,  red  copper  and  zinc 
are  put  into  a  crucible,  and  the 
amalgam  obtained  by  fusing  the 
two  metals  is  run  into  molds  to  form 
oval  plates.  The  plates  are  sheared 
and  then  cut  into  wires.  While  being 
cut  they  are  held  fast  by  massive 
clamps.  At  this  stage  a  device  similar 
to  a  glaziers'  diamond  is  driven  down 
upon  the  plates  by  a  simple  truck-like 
machine  consisting  of  four  grooved 
wheels  and  a  pulley  and  chain. 

While  the  plate  is  held  in  position  by 
the  clamps,  its  outer  edge  rests  against 
the  tangent  of  two  circular  shears,  which 
tm-n  mechanically  in  opposite  direc- 
tions. The  machine  starts,  the  shears 
work,  and  the  wires  receive  their  points 
and  are  cut  into  square  sections,  which 
are  seized  by  workmen  and  hooked  on 
to  one  .of  the' shear  postsi  A  man  draws 


A  theatrical  monthly  carries  this 
advertisement:  "Chorus  girls,  medi- 
um." So  you  were  mistaken,  they 
are  not  all  hard  boiled. 
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The  Rose 

'Bring  me  perfection,"  said  a  king    \  > 
Who  ruled  in  days  of  old; 
The  armorer  wrought  a  wondrous 
hlade 

WiUi  hill  of  gems  and  gold. 
The  weaver  wove  a  carpet  rare 

Of  gorgeous  rainbow  dyes. 
The  sculptor  carved  a  marble  form 

Of  godlike  shape  and  size. 

These  treasurers  to  the  king  they  bore. 
He  tossed  the  sword  aside. 
"The  emerald  in  the  hilt  is  flawed. 

It  will  not  do!"  he  cried. 
"The  carpet  has  a  broken  thread, 
The  statue,  white  and  fine, 
Still  lacks  the  touch  of  genius  thai 
Would  make  the  work  divine." 

Then  came  an  ancient  gardener 
And  at  the  monarch' s  feet 
Let  fall  an  open  rose  of  June. 

Deep  crimson,  dewy  sweet. 
"Ha!    This  is  perfect"  vowed  the 
king, 

And  promptly  stepping  down 
He  placed  upon  the  gardener's  brow 

A  silver  laurel  crown. 
—[Minna  Irving  in  the  New  York  Herald. 


the  plate  along,  and  the  shears  force  it  to 
turn.  .      ,      ,  . 

While  the  shears  are  panng  the  plate 
into  the  required  shape,  a  sixty-pound 
weight  drags  the  truck  along,  pressing 
on  the  shears.  The  shears  cut  all  the 
time  until  the  plate  is  pared  to  a  diam- 
eter of  forty-five  millimetres.  Then  the 
wire  from  the  square  sections  goes  to  the 
wire-drawers,  where  the  ends  are  point- 
ed by  file  or  hammer. 

Later  the  wu-e  is  straightened,  drawn 
and  turned.  It  presents  its  extremity 
and  is  met  by  a  little  mallet,  which  gives 
it  the  three  short,  sharp  raps  which 
form  its  head.  The  fully-formed  pin 
wire  is  now  cut  into  sections.  As  the 
sections  are  cut  they  fall  on  to  a  grooved 
slide.  The  groove  catches  the  pina 
by  their  heads,  and  they  are  manipulat- 
ed by  a  long,  rapidly  revolving  moulder.* 

The  pin  is'  .then  pushed  away  from- 
the  machine  frqm  behind,  drawti  back,' 
and  then  forced  forward,^  revblving 
as  it  moves  along.  As  the  ^in  advancM 
along  the  screen  or  sieve,  its  body  liei 
almost  wholly  on  the  runner.  When  it. 
reaches  the  end  of  the  long  screen  n. 
falls  into  thp  box  which  has  been  set  tM 

n^tch  it.  -m 
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Smashing  a  possibly  good  business 

On  the  Rock  of  Ignorance 

Chemist's  Dream  of  National  Sales  Turns  Into 
Nightmare  of  Dismal  Failure;  Five  Essentials 
of  Success  Disregarded,  and  Goes  into  it  Blind 


ORE  good  business  propositions 
have   been   smashed   on  the 
rocks  of  ignorance  than  from 
any  other  cause. 
Xi't  alone   is  this  true  in  smaller 
)wiis  of  the  country.    It  is  equally 
rue  in   all   the   larger  cities.    It  is 
■  ot  surprising  that  small  towns  have 
usiness  failures,  because  expert  ad- 
ice  is  not  so  readily  attainable  as 
1  the  larger  places. 
Henry    Bcrgenheim    is    an  e.xpert 
lemist.    He  was  graduated  from  Hei- 
elberg,  and  is  thorough  in  his  knowl- 
ige   of   chemistry.    He   discovers  a 
recess  for  manufacturing  a  tooth- 
iste   and   artificial    perfumery  that 
ve  a  high-class  product.    He  knows 
lere  is  a  wide  demand  for  those  lines, 
id  he  wonders  how  he  can  organize  a 
impany  to  manufacture  his  line. 
He  has  a  friend,  a  very  successful 
inker  in  a  western  town.    He  writes 
him,  because  he  has  confidence  that 
ly  man  who  is  a  successful  banker 
ust  be  equally  successful  in  every 
her  line  of  business. 
Mr.  Banker  is  President  of  his  lo- 
1  Chamber  of  Commerce,  and  sees 
opportunity  to  add  another  indus- 
^7  to  his  town.    He  knows  Henry  is 
ichemist  par  excellence,  and  is  strong 
:r  him.    He  takes  the  matter  up  with 
h  Chamber  of  Commerce.    It  is  re- 
3>Ted  to  a  committee  composed  of  a 
•y  goods  man,  a  grocer,  a  shoemaker 
id  a   harnessmaker.    The  commit- 
t!  know  nothing  about  conditions  for 
Ittmg  the  tooth  paste  and  perfumery 
t  the  market.    They  take  Mr.  Bank- 
<s  word  for  it  that  "Henry  is  all 
t  ht  and  we  will  do  our  town  a  lot  of 
fod  by  getting  his  plant  here,  because 
^  really  will  put  out  a  superior  ar- 
tle." 

Henry  is  sent  for.  A  conference 
flows.  It  is  decided  that  a  $30,000 
c  poration  can  float  the  new  company 


Suggested  to  The  Sample  Case 

By  J.  Otis  Young 

Ferry-Hanly  Adv.  Co.,  Kansas  City 

equipped  as  Henry  directs.  The  money 
is  all  spent.  There  is  not  a  dollar  to 
put  the  products  on  the  market. 

Let  us  sum  up  the  mistakes  made. 
First,  ignorance  of  capital  required. 
Second,  potential  market.  Third,  mar- 
keting methods.  Fourth,  management 
requirements.  Fifth,  proper  selection 
of  the  personnel  of  the  directors. 

Mr.  Banker  "bosses"  everything. 
He  is  a  good  banker,  but  he  knows 
absolutely  nothing  of  the  requirements 
of  a  manufacturing  plant.  No  inves- 
tigation is  made  of  sales'  possibilities 
or  market  conditions.  No  expert  ad- 
viser is  called  in.  In  a  nearby  city 
are  .several  large  advertising  firms 
who  have  made  a  life-long  study  of 
marketing  and  competitive  conditions. 
Their  advice  would  save  the  new  cor- 
poration. But  Mr.  Banker  has  been 
trained  to  "save  expenses." 

A  local  market  is  found  in  the 
home  town,  because  so  much  has  been 
printed  in  the  local  newspaper  that  the 
free  advertising  has  created  a  local 
demand.  Home  folks  declare  the  tooth 
paste  and  the  perfumery  "unequalled." 
John  Smith,  the  local  druggist,  tells 
his  wholesalers  about  it,  but  they  de- 
cline to  handle  it  until  a  demand  is 
created. 

Henry  is  in  despair.  Money  he  has 
none.  Sales  he  cannot  make.  Here 
again  expert  advice  could  save  his 
corporation.  Investigation  would  show 
how  much  additional  capital  is  actually 
required  to  find  a  market  for  his  out- 
put. 

The  factory  shuts  down.  "We 
mustn't  let  everything  fail  which  starts 
in  our  town,"  declares  the  Chamber  of 
Commerce.  It  is  arbitrarily  decided 
to  raise  $10,000  additional  and  "put 
the   plant   on   its   feet."    Money  is 


the  fault  of  the  town.  The  whole 
trouble  lies  in  not  employing  expert 
advisers  at  the  start.  Everything  will 
continue  to  fail  in  that  town  so  long 
as  inexperienced  men  are  on  the  board 
of  directors. 

Henry's  factory  was  a  possible 
great  success.  It  might  have  turned 
out  a  product  that  would  have  had  a 
national  sale.  Its  original  stockhold 
ers  might  have  become  wealthy 
through  the  stock  they  bought. 

It  was  smashed  on  the  rocks  of  ig- 
norance. 

Moral — just  because  a  man  has 
made  a  success  of  his  own  business,  do 
not  believe  that  he  can  make  a  suc- 
cess of  something  of  which  he  knows 
nothing.  Before  venturing  money  in 
any  enterprise,  investigate  the  man- 
agement and  see  that  the  advice  of  an 
expert  has  directed  its  affairs. 


LOOK  FOR  GEO.  C.  HELLER. 


Disappeared  from  Ellsworth,  Mich., 
Three  Months    Ago;  Wife  Is 
Distressed. 

George  C.  Heller  has  been  missing  from 
his  home  at  Ellsworth,  Mich.,  for  longer 
than  three  months.  He  is  a  member  of 
Findlay,  Ohio,  Council.  His  wife  is  in 
great  mental  distress  on  account  of  his 
disappearance,  and  any  member  of  the 
U.  C.  T.  who  may  know  anything  of  the 
whereabouts  of  Brother  Heller  is  urged  to 
communicate  at  once  with  Mrs.  Heller  at 
Ellsworth,  Mich. 

He  is  52  year  old,  weighs  about  155 
pounds,  5  feet,  7  inches  high,  dark  com- 
plexion, black  hair,  sprinkled  with  grey, 
gold  filling  in  front  tooth,  left-handed  in 
almost  everything,  except  in  writing,  has 
bad  scar  on  left  side  of  neck,  partly 
crippled  left  arm,  due  to  compound  frac- 
raised.    Two  commercial  travelers  are    ture  of  bone,  wears  glasses,  and  may  now 
employed  to  "cover  the  territory  sur-    have  mustache,  but  did  not  at  the  time 
rounding."    Outside  the  town  no  one    he  disappeared. 


lio  success.  Henry  turns  in  his  has  heard  of  Henry's  really  good  prod 
fmulas  for  $15,000  worth  of  the  "cts.  Retailers  hesitate  about  taking 
s  ck,  and  the  Chamber  makes  a  drive  on  a  line  which  is  unknown.  Orders 
r  the  good  of  the  town"  to  raise  the  are  very  small.  Traveling  men  cannot 
['j""?^  $15,000  from  among  the  al-    "lake  expenses.      They  are  called  in 

and  laid  off.  The  plant  again  shuts 
down. 


t'dy  hard-pressed  retail  merchants, 
is  banker  is  made  president  of  the 
C'poration  and  the  directors  are  se- 
<ed  from  among  those  who  bought 
largest  blocks  of  stock. 

nianufacturing  plant   is  built. 


"Everything  fails  which  starts  in 
our  town,"  grumbles  the  citizens  who 
lost  their  money. 

They  are  right.    However,  it  is  not 


Never  But  Once. 

As  the  stage  coach  careened  toward 
the  edge  of  the  cliff  the  timid  tourist 
gazed  anxiously  down  at  the  brawling 
stream  300  feet  below. 

"Do  people  fall  over  this  precipice 
often?"  .«he  asked. 

The  driver  clucked  to  his  horses. 
"No,  madam,"  he  returned  placidly, 
"never    but    onee."-[Chicago  [Herald. 
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The  Gate  of  Dreams 
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Hy  Wliitticr  niirnott 
DIIHIMIMIIt  IMMIIIMHICllMlimilllC 


IMIIIIIIIIIIC  ]IIMIIIinil[]IIIIIIIIHIIt]llllllllllll[4> 


'I'licic  :irc  two  RalcH  of  (It-cm iiis. 
Those  froin  the  (Jjifo  of  Ivorv  aic  ilcccit f ul 
Hut  lliosc  from  the  (iiite  of  Horn  arc  true. 

--[IIo.Mcr. 


A  (ircam  of  love  as  fair  as  I.eda's  swan 
Stole  long  ago  from  out  the  ivory  gate 
And  to  my  soul  revealed  its  destined 

Dowered  with  star-lit  beauty  of  the  daw 
So  fair  the  pic  ture,  so  rlear  to  view, 
I  have  believed  the  vision  might  ho  tri 


Another  dr 
Should  p 
Where  all  lived  n( 

Nor,  wrong;  tiu-y 


ah,  me,  that  its  sweet  thrill 
soon  away! — -portrayed  a  stale 
noble  lives,  so  pure  and  great 
■r  reigned.     Men  knew  no  ill 

tiehls,   rich  in  fruit 


And  none  was  hungry,  none  in  want  or  ])aui. 

Toiling,  I  spent  the  years  to  mold  my  dream 
Of  U)ve  to  fact,  when  Lo!  life's  simple  truth 
So  far  surpassed  ihe  paltry  hopes  of  youth 

That  now  I  know  fair  visions  only  seem 
Deceitful.    To  my  idle  hands  was  born 
The  second  dream  from  out  the  Gate  of  Horn. 
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]illlllllllllt3miililimniimnillllt+  Strong  and  the  Weak. 

=  All  men  of  equal  ability,  equal 
brain,  equal  push,  and  equal  ambition 
are  born  free  and  equal,  but  you  don  t 
take  a  three-leKged  horse  and  make 
him  run  as  fast  as  a  four-lef?ged  one. 
You  can't  take  a  lazy  man  and  get 
him  to  produce  what  a  working  man 
will  do.    That  isn't  the  plan  of  nature. 

There  is  a  percentage  of  strong 
timber  and  weak  timber  in  every  for- 
est  Men  are  the  same  way.  You  will 
find  strong  ones  and  weak  ones  in  the 
same  family.  Some  will  be  successes 
and  others  will  be  failures. 

Training  is  a  very  wonderful 
thing,  but  if  you  didn't  have  common 
sense  all  the  training  in  th«  world 
wouldn't  do  you  any  good.— [Herbert 
Kaufman. 

Hopeful. 

At  the  grave  of  the  departed  the  old 
darkv  pastor  stood,  hat  in  hand.  Look- 
ing into  the  abyss,  he  delivered  himself 
of  the  funeral  oration. 

"Samuel  Johnson,"  he  said,  sorrow- 
fully, "you  is  gone.  An'  we  hopes  you 
is  gone  where  we  'specs  you  ain't." 

A  Sad  Lament. 

In  olden  days  you  could  appear 

Out  on  the  porch  at  night. 
In  scant  attire  and  never  fear. 
About  an  auto  light.— [Stolen. 


HARD  TO  RESIST. 


A  Collection  Letter  Which  Would  Get 
Anyone's  Attention. 

Here's  a  corker  in  the  way  of  a  col- 
lection letter.  It  was  sent  out  by  the 
Gaw-O'Hara  Envelope  Company  of 
Chicago.  Original?  You  bet  it  is. 
Snappy,  and  right  to  the  point.  Good- 
natured  throughout,  it  makes  an  ap- 
peal that  no  man  could  resist. 

Attached  to  the  letterhead  near  the 
salutation  is  a  common  pin  and  the 
letter  reads  as  follows: 

"Gentlemen: 

"Here's  a  pin. 

"Looks  a  good  deal  like  any  other 
pin — doesn't  it? 

"But  this  isn't  an  ordinary  'common 
or  garden  variety'  pin.  It  is  a  really 
and  truly  magic  pin. 

"It  will  relieve  you  of  a  lot  of 
bother  and  us  of  a  lot  of  worry.  It 
will  set  you  square  with  us  and  help 
us  square  up  with  the  other  fellow. — • 
so  be  careful  and  don't  lose  it. 

"Better  be  sure  of  it  and  play  safe, 
for  it  is  the  pin  you  will  want  to  use 
to  attach  your  check  to  this  letter  in 
payment  of  the  statement  enclosed. 

"Thank  you  for  the  check.  No 
charge  for  the  smile  we  hope  to  get 
out  of  this  little  letter. 

"Yours  expectantly, 

"P.  S. — Please  hurry.  We  want  to 
use  the  magic  pin  on  another  fellow." 


Posting  Room  Rates 


Commercial  News,  Sioux  Falls,  S.  D. 


Common  sense  is  so  rare  a  quality 
as  to  seem  almost  the  mark  of  genius. 
— Preston  M.  Nolan. 


A HOTEL  or  rooming  house  cannot 
comply  with  the  South  Dakota 
hotel  law  by  posting  in  the  rooms 
a  card  stating  that  a  certain  rate  will  be 
charged  for  a  room  under  normal  condi- 
tions and  that  a  higher  rate  will  be 
charged  for  conventions  and  meetings 
which  bring  to  the  town  a  large  number  of 
people,  according  to  an  opinion  just 
made  by  Attorney-General  Payne. 

The  last  legislature  passed  a  law  which 
was  designed  to  prevent  just  such  a 
practice  by  requiring  that  notices  giv- 
ing set  prices  be  po.sted  in  each  room. 
The  law  provides  that  an  application 
must  be  made  for  a  license  and  that 
accompanying  the  application  must  be 
a  schedule  of  rates  for  one,  two  and  three 
or  more  persons  per  room  or  suite.  This 
rate,  after  it  has  been  approved  by  the 
state,  must  be  posted  in  each  room  where 
it  can  be  plainly  seen. 

Guy  G.  Frary,  food  and  drug  com- 
missioner, asks  the  attorney  general  as 
to  the  legality  of  cards  posted  in  one 
South  Dakota  hotel  where  the  cards  read: 
"Rates  of  this  room  per  day.  One 
person,  S2.50.  Two  persons,  $4. .50. 
Three  persons,  $6.50.  Conventions  or 
meetings  three-person  rate  prevail-" 
The  latter  sentence  is  the  ques- 
tionable one. 

In  his  opinion  the  attorney  general 
says:  "The  plain  purpose  and  intent  of 
this  provision  is  to  enable  a  higher  rate 
to  be  charged  during  conventions  and 


meetings  than  is  charged  at  ordinar: 
times  in  all  cases  where  a  room  is  oceupiec 
by  less  than  the  maximum  number  o 
persons.  In  other  words,  during  tbi 
conventions  and  meetings  the  hotc 
charges  one  person  who  is  the  sole  occu 
pant  of  a  room  S6..50  per  day, 
during  ordinary  times  that  same  persoi 
occupj'ing  the  same  room  alone  woul< 
be  charged  $2. .50. 

"  *  *  *  It  is  my  opinion  that  tb 
maximum  and  bona  fide  rate  for  a  roon 
in  a  hotel  which  must  be  establishe 
and  posted  up  in  the  room  is  a  definit 
rate,  not  a  maximum  and  minimum  rat 
within  the  limits  of  which  the  proprietc 
may  charge  his  guests;  neither  must  ther 
be  reserved  the  right  to  charge  otht 
and  higher  rates  on  special  occasion: 
The  statute  plainly  intends  that  tha 
must  be  a  rate  established  which  sha 
remain  fixed  until  changed  in  accordam 
with  this  statute. 

"Of  course,  a  hotel  operator  may  _ 
serve  the  right  to  fill  his  room  to  capacil 
at  times  of  conventions  and  congestir 
Usually  this  can  be  done  without  seriq 
ly  discommoding  any  guest.  Howci 
the  statute  requires  that  regular 
shall  be  established,  posted  and  cha 
and  it  is  your  d\ity  as  inspector 
that  the  law  is  carried  out." 

There  never  was  a  financier 
Noah.  He  floated  his  stock  when 
whole  world  was  in  liquidation. 


THE    SAMPLE  CASE 


^■•^•^•D-  Murphy  tetterWri>e,si 
Is  Laid  at  Rest      Formula  j 


Wife  of  Supreme  Secretary  of  the  U.  C.  T. 
Suddenly  Passes  Away 


WIlHOl'T  a  nionienfs  wurninR, 
without  pain,  without  a  pang  of 
sufTorinK.  dropping  quirklv  from 
the  fullness  of  life  info  the  pale- 
ness of  death.  Mrs.  Walter  D.  Murj.hv, 
Jrtfe  of  the  Supreme  .Secretary  of  the 
United  (  oinmercial  Travelers  of  America 
passed  away,  August  21,  1922  She  was 
vnthinoneofthe  large  department  stores 
of  Columbus,  making  her  purchases  for  a 
journey.  Suddenly  she  sank  to  the 
Boor— ceased  to  breathe.  ICvery  effort 
was  made  to  revive  her— in  vain. 

Mr.  Murphy  had  left  her  in  her  usual 
lealth  that  morning.  Ho  was  at  lunch 
lown  town  when  the  telephone  message 
■eached  him,  asking  him  to  hurry  to  the 
lepartment  store. 


MRS.  WALTER  D.  MURPHY 


>he  was  born  in  Vincennes,  Ind.,  edu- 
ed  at  the  University  there  and  gradu- 
d  therefrom  in  1886.  Four  years 
she  and  Mr.  Murphy  were  married 
hat  city.  They  immediately  went  to 
Te  Haute,  Ind.,  where  thev  made 
"■^ome,  until  he  removed  to'Colum- 
,  Ohio,  to  become  Supreme  Secretary 
■he  U.  C.  T. 

"hey  have  two  children,  Mary  Ruth, 
>  of  Howard  R.  Charman,  living  in 
umbus,  and  Miss  Jean  McK.  Murphy 
ember  of  the  faculty  of  the  Oxford,' 

College  for  Women, 
urial  was  in  Union  cemeter\-,  Colum- 
August  24.     The  obseqiiies  were 
ningly  sad  and  impressive.  Floral 


tributes  from  iiieiiiberK  of  the  Order,  an.i 
from  her  individual  friends,  in  many 
States,  were  profuse  and  beautiful.  A 
special  car  was  provided  for  carrying  them 
(o  her  last  resting  place. 

Mrs.  Murphy  had  a  wide  acquaintance, 
and  was  loved  by  all  who  knew  her. 
She  posses.sed  a  strong  and  winning  i)er- 
sonality,  with  a  character  that  was  beau- 
tiful and  commanding  of  respect.  Her 
influence  for  good  was  nu)8t  marked. 
Her  radiating  love  for  humanity,  esjjecial- 
ly  for  tlio.sc  who  were  unfortunate,  wjis 
far-reaching  and  uplifting.    Her  attacli- 
inent  for  all  that  was  beautiful,  for  ti<c 
higher  ideals,  bringing  the  aesthetic  in- 
fluences of  Art.  to  which  she  was  devoted, 
strongly  to  bear  in  beautifying  not  alone 
her  own  home  life,  but  into  the  lives  of 
others,  gave  her  a  charming  i)ersonalitv 
Mrs.  Muri)hy  was  si)e<ially  falentcd  in 
■  iiiisic  and  painting.    These  talents  mad.- 
I"  I   own  life  beautiful,  and  carried  a 
spirit  of  beauty  into  everything  she  did. 
!      A  faithful  and  loving  wife,  in  every 
M  Msc  a  helpmeet  for  her  husband,  a  good 
iiiother,  a  kind  neighbor,  a  devoted  Chris- 
'I  III.  .she  was  truly  a  womanly  woman  in 
I  \  i  ry  .sense  of  that  grand  exi)re.ssion,  one 
\v  lup.se  life  was  a  blessing  to  all  who  knew 
her. 

Mrs.  Muri)hy  was  enthusia.stic  for  the 
United  Commercial  Travelers  of  America. 
She  saw  in  it  the  highest  ideals  of  fra- 
ternity and  protection  and  did  much  in 
her  own  suggestions  to  advance  th. 
uplifting  purposes  of  the  Order.  Her  oik 
particular  desire  was  a  Home  for  age< 
and  crippled  commercial  travelers.  Hei 
prayers  were  ever  for  the  advancement 
of  the  beloved  Order.  May  we  not  hope 
l|  that  those  prayers  are  still  being  offered, 
J  now  directly  before  the  Great  Throne 
itself? 

Mrs.  Walter  D.  Murphy  has  passed 
from  us,  but  who  will  dare  to  say  that 
she  is  dead? 

So  long  as  there  is  one  alive  to  revere 
her  memory,  she  will  not  be  dead.  So 
long  as  the  influences  for  good,  which  she 
so  characteristically  impressed  upon  all 
who  knew  her,  shall  continue  to  exert 
their  all-powerful  influence,  she  will  not 
be  dead.  So  long  as  the  great  Order  of 
the  United  Commercial  Travelers  of 
America  shall  survive  to  carry  out  Mrs 
Murphy's  ideals  which  have  been  ingraft- 
ed into  it,  she  will  not  be  dead.  So  long 
as  Hope  sur\'ives,  there  can  be  no  death. 

Mrs.  Walter  D.  Murphy  is  not  dead. 
She  has  but  passed  into  the  life  beautiful, 
there  to  await  the  coming  of  those  whom 
she  loved. 


g  From  Lefnx  Manaiinp,  0 

p  Digoited  from  Printen.'  Ink  ^  ^ 

<<T  THINK  I  have  solved  the  prob- 
„  '^"!  business-getting  let- 

ter," said  a  salesmanager.  "I  write 
to  a  man  as  I  would  write  to  a 
very  good  friend.  I  do  not  'slop  over' 
but  I  do  manage  to  make  him  feel  that 
I  am  writing  to  him  and  to  him  alone 
Nobody  el.se  matter.s.  I  avoid  fine 
language  and  carefully  worded  sen- 
tences. I  seek  no  high  altitudes  of 
rhetoric.  And  I  am  not  afraid  to  put 
in  little  touches  of  human  interest. 
If  I  know  a  man's  failings,  his  hob- 
bies. I  always  touch  upon  them,  even 
if  it  means  breaking  in  on  a  business 
argument. 

"But,  more  important  than  any- 
thing else.  I  write  with  sincerity. 
That  note  runs  through  every  sen- 
tence. I  want  to  have  my  letters 
trusted.  The  fault  with  the  average 
letter  is  its  insincerity,  helped  along 
'  by  glib  formality  of  speech  and  the 
usual  hollow  pleasantries. 

"A  friend  of  mine,  an  executive  in 
a  carpet  manufacturing  enterprise, 
writes  letters  according  to  a  distinctive' 
code  of  his  own.  He  does  just  so  many 
a  day  and  no  more,  it  being  his  argu- 
ment that  proper,  careful  composition 
prohibits  going  beyond  a  certain  num- 
ber— if  they  are  to  be  well-written; 
written  to  bring  results. 

"When  my  carpet-mill  executive 
writes  a  letter,  it  means  something.  A 
day  or  so  later  there  is  an  answer.  It 
brings  business,  too,  or  evidence  of 
future  friendship." 

"The  trouble  with  the  voluble  letter- 
writer  is  that  he  generally  writes  too 
much.  Words  can  become  very  tire- 
some to  the  reader  at  the  other  end 
of  the  line.  Thoughts  are  the  things 
that  do  business. 

"I  once  knew  a  president  of  a  con- 
cern who  would  not  allow  men  in  his 
organization  to  write  letters  at  all. 
unless  they  soon  proved  they  could 
bring  business  or  adjust  errors  or  make 
friends  by  so  doing.  In  other  words, 
he  was  sensible  enough  to  realize  that 
not  every  man  can  write  the  worth- 
while letter,  and  it  is  a  waste  of  post- 
age and  of  time  merely  to  write  words. 
Personality  supplies  the  missing  in- 
gredient. The  same  things,  the  same 
elements,  that  make  people  interesting, 
successful,  dominant,  enter  into  the 
forceful  letter." 


''What  might  have  been,  I  know,  is 
not; 

What  must  be,  must  be  borne; 
But,  ah!  what  hath  been  will  not  be 
forgot, 

Never,  Oh!  never,  in  the' years  to 
follow." 

— Owen  Meredith. 


OCTOBER! 


THE    SAMPLE  CASE 


The  American 
''Drummer'' 

LouiHville  Courier  Journnl 


THE  statement  made  by  Louis  E. 
Pierson,  President  of  the  Mer- 
chants' Association  of  New  York,  that 
the  American  "drummer"  or  "travel- 
ing salesman"  is  destined  soon  to  become 
as  extinct  as  the  dodo  or  the  "bustle 
should  be  accepted  none  too  literally. 
Not  without  protest  will  these  past- 
masters  in  the  art  of  commercial  diplomacy 
be  whistled  down  the  wind. 

For  more  than  a  century  these  "knights 
of  the  grip"  have  been  abroad  in  the 
land,  levelling  the  highways  of  com- 
merce, straightening  the  byways  of  m- 
dustry,  ministering  to  the  social  as  well 
as  the  business  life  of  America.  Pioneers 
as  brave  as  the  fabled  Argonauts— ex- 
plorers that  emulate  the  examples  of 
Columbus,  Magellan,  Cortez,  Pizarro  and 
Shackleton— these  "traveling  salesmen" 
of  America  have  contributed  richly  to  the 
country's  development. 

Sometimes  with  expenses  assured,  not 
infrequently  having  to  make  their  own 
way,  they  have  set  out  on  their  missions, 
carrying  the  gospel  of  business  prosperity 
to  the  uttermost  parts  of  the  earth.  For 
their  principals  they  have  extracted 
fortunes  from  the  snows  of  Siberia,  from 
the  sands  of  Sahara.  The  seven  seas 
they  have  sailed.  The  three  hemispheres 
they  have  traveled.  Islands  that  know 
them  not  are  still  uncharted  on  the 
world's  map. 

Railway,  steamship,  postal,  telegraph, 
telephone  and  now  radio  have  come  to 
compete  with  them,  all  in  turn  promptly 
,o  be  converted  by  the  American  drum- 
mer to  serve  his  own  purpose,  to  facili- 
tate his  own  business,  to  supplement  his 
own  resourceful  wit. 

The  American  Traveling  Salesman, 
here's  to  him  and  his  family!  May  they 
live  long  and  prosper! 


THINK,  my  hearers!"  ex- 
claimed the  temperance 
lecturer  solemnly;  "picture 
to  yourselves  the  wretched- 
ness, the  utter  desolation  of 
a  home  where  the  husband 
spends  his  evenings  in  some 
vile  saloon,  and  leaves  his 
poor,  patient  wife  to  rock 
the  cradle  with  one  foot  and 
wipe  away  her  tears  with 
the  other!" 


Samples  Made 
to  Pay 


From  Printers'  Ink 


It  happened  on  the  Central  Vermont 
R.  R.  between  the  cities  of  Willimantic 
and  New  London,  Conn.,  after  Dennom, 
the  corpulent  meat  salesman,  had  made 
himself  comfortable  and  became  absorb- 
ed in  a  newspaper. 

At  one  of  the  stations  a  boy  of  fifteen 
clambered  up  the  steps  of  the  train  and 
into  the  coach,  weighed  down  with  a 
cumbersome  clothes  basket,  which  after 
much  manual  effort,  was  placed  du-ectly 
above  friend  salesman,  who,  after  noting 
the  nonchalant  expression  on  the  boy's 
face,  continued  reading. 

Soon  a  few  drops  of  liquid  dripped 
from  the  basket  onto  the  newspaper,  and 
were  immediately  shaken  off.  Shortly 
after  a  few  more  dribbled  down  and 
landed  on  the  reader's  hand,  who  after 
some  deliberation  put  same  to  his  hps 
and  tasted  it.  Turning  an  inquiring  look 
to  the  boy,  he  asked:  "Pickles,  sonny/ 
"No,  mister;  puppies." — [H.  J. 


Kinsas  Laws. 

Kansas  has  some  very  peculiar  laws 
on  its  statute  books.  One  rela+mg  to 
raikoads  which  was  enacted  back  m  the 
days  when  it  was  thought  such  an  insti- 
tution would  be  a  menace  to  the  safety 
of  its  citizens  contains  this  provision: 
"Two  railroad  trains  approaching  a 
crossing  must  come  to  a  stop  and  neither 
can  proceed  until  the  other  has  passed. 

Needless  to  say  the  statute  is  not  en- 
forced or  it  is  quite  probable  that  trains 
observing  such  regulations  would  never 
get  beyond  the  crossing. 


Misdirected  Effort. 


A  negro  was  trying  to  saddle  a  mule. 

"Does  that  beast  ever  kick  you? ' 
asked  a  bystander.  ,  ,  .  , 

"No,  sar,  boss,  he  don't  nevah  kick  me 
but  he  frequent  kicks  where  Ah  jes 
been." — [The  Gleaner. 


The  Original  Trimmer. 

Fred  Wiley,  of  the  Coast  Line  Pullman 
service,  bought  him  a  farm,  on  which 
there  was  quite  a  nice  young  apple 
orchard.  Somebody  told  Fred  he  would 
have  to  keep  his  trees  trimmed,  and  as 
he  was  away  from  home  most  of  the 
time,  he  turned  the  job  over  to  a  strange 
darkey,  with  a  "wild  goose"  honk  in  his 
voice,  who  happened  to  apply  at  the 
farm  for  a  job. 

"Know  anything  about  apple  trees r 
asked  Fred. 

"Yassir,  boss,  I  dun  worked  in  a  apple 
orchard  at  Winchester." 
"Know  how  to  trim  trees? 
"Trim  em,  why  shore  I  knows  dat, 
said  the  darkey.  ,     j  j 

Fred  took  him  down  to  the  orchard  and 
showed  him  the  trees  he  wanted  trimmed 
(which  was  all  he  had)  and  that  mght 
when  he  got  home  after  a  tnp  to  town 
after  dark,  Mr.  Nigger  was  ^aU^_  "tared 
back,  smoking  his  pipe. 

"Well,  how'd  you  make  out?  says 
the  boss.  c  ). 

"Fine,  Capt'n,  just  fine, 
f  "Did  you  finish  trimming  them  trees/ 

"No  sir,  boss,  I  ain't  trimmed  'em  yit; 
I  got  'em  all  cut  down,  do,  and  I  se 
gwine  trim  'em  fust  thing  in  the  mawn- 
ing." 


A CERTAIN  sales  and  advertisini 
manager,  in  analyzing  his  1920  ad 
vertising  account,  saw  that  too  la^ 
a  percentage  of  his  appropriatiOJ 
was  expended  for  samples.  He  believe, 
strongly  in  the  efficacy  of  sampling,  tow 
he  also  knew  that  he  had  no  right  to  le 
the  cost  of  these  samples  absorb  the  bul 
of  his  appropriation.  The  trouble  wa 
that  his  fund  was  not  large  enoug 
to  nermit  adequate  sampling  an 
adequate  advertising  at  the  same  timj 
He  had  to  abandon  either  one  or  1* 
other.  He  concluded  to  sacrifice  tl 
sampling. 

Later  the  idea  occurred  to  him  to  fa 
crease  the  size  of  the  sample  package  at 
introduce  it  as  a  ten-cent  unit  in  tl 
line  A  fifty-cent  seller  was  the  smaUe 
package  the  company  then  had.  'Tb 
sales  executive  reasoned  that  the  te 
cent  size  would  not  only  serve  as  a  sple 
did  sampler  but  that  it  could  also 
marketed  at  a  slight  profit. 

When  the  idea  was  put  forward  at  t 
next  Board  meeting,  many  objectio 
were  raised.  The  consensus  of  t 
gathering  was  that  the  small  packs 
wouldn't  sell,  and  that  if  it  would 
profit  could  be  made  on  it.  Finally  it  n 
agreed  that  the  sales  manager  could 
ahead  with  his  plan,  provided  he  woi 
consent  to  charge  the  manufacturing  a 
sales  cost  of  the  ten-cent  package  to . 
advertising  account.  "I'll  agree  to  tft 
gentlemen,  on  one  condition,'  he  repli' 
"and  that  is  that  you  credit  the  aec« 
with  the  sales." 

His  proposal  was  accepted.  The  i 
pie  size  took  like  wildfire.  Product 
on  this  unit  has  increased  to  sucft 
extent  that  the  package  is  now  be 
merchandised  at  a  substantial  profit, 
fact  it  is  said  the  net  on  the  ten-ce* 
will  amount  to  $50,000  this  year, 
stead  of  being  a  liability  in  the  advet 
ing  account,  the  sampler  has  becoaft 
asset  of  great  value. 


KNOTS  AND  SPLICES. 


Valuable  Books  for  Every  Person  V 
Has  Occasion  to  Do  Rope  Wor 

A  valuable  book,  entitled  "K 
Splices,  and  Rope  Work,"  has 
issued  by  the  Norman  W.  Henley 
Ushing  Co.,  2  West  Forty-Second 
New  York  City.  Since  the  eariiest ' 
knots  have  everywhere  been  inters 
with  human  affairs.  In  song  and 
they  have  become  the  symbol  of  £ 
fastness  and  strength.  This  book 
how  ropes  are  made,  all  ties  and  hi' 
twists  and  bends.  Knots,  loops 
mooring  knots,  fancy  knots  and 
work  are  specially  emphasized,  bl"  - 
casks  and  barrels  will  be  especially  P 
ful  to  wholesalers  and  manufaoti" 
The  price  of  the  book  is  fl.OO 


1 


U  k  I  O  U  G.  K 


THE     SAMPLE  CASt 


President  of  Eloii  College 

Hits  High  Spots  in  U.  C.  T. 

Address  of  Welcome  to  Commercial  Travelers 
Big  Picnic,  Eminent  Educator  Stresses  Facts 

Verbatim  report  of  talk  made 

By  Prof.  W.A.Harper 

Elon  College,  N.  C. 


Al  THE  aiinuul  piciiiu  of  Greensboro 
(N.  C.)  CouncU  U.  C.  T.,  hold  last 
August,  the  address  of  I'rofcssor  W. 
A.  Harper,  President  of  Klon  College, 
by  far  the  ouUtanding  feature.  Follow- 
ms  ia  a  verbatim  report  of  his  remarks : 

Our  community  extends  you  glad  and  hearty 
welcome  to  our  midst  for  this,  your  annual 
□nited  outmg.  You  "KnighU  of  the  Grip" 
m  accustomed  to  outings,  but  this  one  is 
«rerent.  It  is  united.  We  welcome  you  for 
Wmr  own  sakes  and  for  the  things  for  which 
ma  stand.  We  also  believe  in  U.  C.  T.,  in 
Unity.  Charity,  and  Temperance,  a  triility 
)f  gnppmg  ideals,  necessary  in  the  success  of 
he  individual  life  as  welJ  as  of  tlio  life  of  the 
rorld. 

Those  eight  commerrfal  travelers  of  Colum- 
ma.  Ohio,  who  met  in  the  Neil  House  of  their 
ity  on  January  16.  1888.  planned  and  pro- 
acted  better  than  they  knew  when  they 
mnched  the  Supreme  Council  of  the  United 
onimercial  Travelers.  Out  of  their  small 
cginning  have  come  twenty-nine  Grand 
ounnis  and  575  Subordinate  Councils,  with 
U/.OOO  members.  1  am  persuaded  that  the 
bjects  and  purposes  outlined  in  that  original 
wting  account  for  your  remarkable  progress 
^hese  objects  and  purposes  are: 

Fraternity  and  Protection. 

l—To  unite  fraternally  all  commercial 
[STClers  of  good  moral  character. 

a— To  give  all  moral  and  material  aid  in 
•  power  to  its  members  and  those  dependent 
>on  them,  also  to  assist  the  widows  and 
phans  of  the  deceased  members. 

3—  -To  establish  funds  to  indemnify  its  I 
-mbers  for  disability,  or  death  resulting  i 
■m  accidental  means.  i 

4—  To  secure  Irom  all  transportation  com-  I 
nles  and  hotels  just  and  equitable  favors  ' 
1  commercial  travelers  as  a  class.  • 
>-To  elevate  the  moral  and  social  standing  J 

•  its  members.  ! 

5—  To  establish  and  maintain  a  secret  Order  J 
n  the  realm  of  practicaJ  accomplishment  J 

t  United  Commercial  Travelers  have  more  ' 

ry'^^T^^  '^'8hest  expectations.  J 

ihe  Order  began  with  «60  in  the  treasury  ' 

f^7.,:,0  paid  by  each  of  the  eight  original  * 

'  Itnowhasareserveof  S990.896.5-l.  = 
■13  been  paid  out  in  claims  for  acci- 

i,"^f'4l?.  ,'!!^^.n^'^  ^^^^  magnificent 
'Of  $10,181,996.41.  The  Order  has  also 
^  for  during  its  thirty-four  years  of  sen  ice, 
wneedy  widows  and  orphans  of  deceased 
□bers  disbursing  through  its  Widows' 
M  Orphans'  Fimd  S939.941  34 


Far.Reaching  Good. 

lUt  you  have  during  your  history  not  only 
if'  content  with  financial  achievements. 
' '  nave  concerned  yourselves  with  fire  pro- 
»^on  and  sanitary  measures  for  hotels  and 
»ig  Plac^es.  Your  efforts  in  these  directions 
»  mured  to  the  benefit  of  the  general  public 
«  ell  as  of  your  own  members— a  demon- 
«ion  of  how  knit  together  with  unbreak- 
'D  ties  our  whole  social  fabric  is 


At  this  present  time  you  have  Induced 
Congress  to  pass  a  law  requiring  all  common 
earners  by  rail  to  iasue  interchangeable  mileage 
at  reduced  rates.    •    »  • 

If  the  whole  public,  meaning  the  whole 
world,  would  follow  your  ideals  in  practice, 
the  millennium  would  be  appreciably  hastened 
in  its  arrival,  for  unity,  charity,  and  temper- 
ance are  basic  principles  in  human  progress 
of  the  moral  and  ethical  type. 

Unity. 

Certainly  the  world  Btand»  in  need  of  unity 
today.  Our  industrial  order  in  America  is 
a  house  divided  against  itself,  and  you  know 
what  the  most  distinguished  traveler  of  his- 
tory had  to  say  about  such  a  house.  The 
parties  to  industry  need  to  recognize  that  in 
imity  there  is  strength  and  increased  rewards 
for  all,  and  that  division  means  paralyHis  of 
profit  as  well  as  of  wages,  to  say  nothing  of 
the  inconvenience  and  suffering  that  is  the 
inevitable  portion  of  the  community  as  the 
consequence  of  industrial  strife.    The  world 


Wanted— Loyalty  Lecture 

At  the  Supreme  CouncU  ses- 
sion in  1921  it  was  suggested 
that  a  lecture  on  Loyalty  be  in- 
corporated in  our  ritual.  At 
the  session  in  1922  a  commit- 
tee was  appointed  to  revise  the 
ritual  and  the  committee  would 
be  glad  to  have  any  member 
interested  submit  a  lecture  or 
make  suggestions  in  reference 
to  a  lecture  on  Loyalty.  The 
chairman  of  the  Committee  on 
Ritual  is  Brother  J.  C.  Lee, 
Hastings,  Nebraska,  to  whom 
all  communications  should  be 
addressed. 


in  its  international  relations  is  hopeless  unloaa 
the  statesmen  of  the  nations  shall  learn  how 
to  do  together  the  things  they  cannot  do  apart. 
Unity  of  action,  a  concert  of  the  nations,  an 
assocmtion  of  the  nations— call  it  what  you 
please,  for  what's  in  a  name?— the  idea  that 
underlies  your  splendid  organization  is  what 
we  must  have  before  lasting  prosperity  and 
enduring  peace  shall  crown  the  earth  with 
gladness. 

Charity. 

Unity  is  good,  but  not  good  enough.  There 
must  be  charity  in  the  true  sense,  which  means 
love — one  for  another — a  love  that  is  kind, 
that  hopeth  all  things,  that  endureth  all 
things:  a  love  that  never  faileth.  Love  for- 
gets itself  in  the  decire  to  serve  a  brother. 
I'liith  and  hope  may  pass  away,  but  such  love 
abides  forever.  The  world  needs  this  ingredi- 
ent, too.  today  as  a  balm  for  its  distraught 
condition.    •    •  • 

Temperance. 
We  need  it.  too.  Not  simply  the  temperance 
that  j-ields  not  to  fleshly  appetite,  but  the 
,  temperance  that  finds  expression  in  all  other 
I  matters  as  well,  temperance  in  thought  and 
'    Word  and  deed. 

I       Tlie  man  who  strives  for  the  mastery,  an- 
I    other  way  of  describing  the  traveling  man, 
is  temperate  in  all  things.    •    •  • 

Temperance  is  merely  and  essentially  a 
method  of  keeping  the  physical  man  fit.  that 
the  body  and  mind  may  function  harmoni- 
ously together  in  the  work  of  life.  Negatively 
it  eliminates  the  hurtful.  Positively  it  in- 
corporates the  good.  Ever  and  always  it  is 
for  moral,  social,  and  personal  purity. 

We  cherish  with  you  the  three  noble  ideals 
of  your  Order— Unity.  Charity,  and  Tem- 
perance, and  we  join  with  you  and  all  good 
men  in  the  prayer  that  speedily  these  splendid 
sentiments  may  inspire  all  the  people  of  the 
world  and  the  nations,  too,  in  their  relation- 
ships one  with  another. 

Inflated  Ideas. 

"Here,  waitress,  this  doughnut  has 
a  tack  in  it." 

"Well,  I'll  declare.  I'U  bet  the  am- 
bitious little  thing  thinks  it  is  a  flivver 
tire." — [American  Restaurant. 


Vi  LACB'ttATMER 


SIDE  LINE  SALESMEN  SELL  THE  EVERHOLD  LACER 

stringers  on  the  markPt  V>,L  ;'       ^  ^^'^  "'"^^^^        of  the  best  fish 

BRACKETT  MFG.CO.,2563rd  Ave.  So..MinneaDolis.MiDn. 


These 
Found 

It  Pays 
to  be 
a  U.C.T. 

Received  voucher  for  $275 
for  accident  claim.  Thanks  for 
promptness,  which  shows  con- 
clusively that  the  United  Com- 
mercial Travelers  of  America 
is  the  foremost  Commercial 
Travelers  insurance  Order. 
—James  W.  Wood,  Norwood, 
Ohio. 

It  is  with  pleasure  and  satis- 
faction I  acknowledge  receipt 
of  voucher  for  $210.50,  covering 
full  amount  of  my  claim  on 
account  of  an  accident.  I  appre- 
ciate the  quick  response  and 
the  way  this  was  handled.  - 
Geo.  P.  McMillar,  Regina,  Sask. 

Voucher  for  $64.28,  full  pay- 
ment for  my  claim  for  accident, 
received.  My  congratulation 
for  promptness  and  fraternal 
expressions.  The  U.  C.  T.  is 
ONE  Order  which  really  pro- 
tects its  members. —John  J. 
Moriarty,  Quincy,  111. 

//  you  would  be  protected 

KEEP  YOUR  INSURANCE  PAID  UP 

U^n  1 1 I  I 1 1 1  f  1 1 1 1  n  »■* '  I  m  m  « 1 1 1  l  l*** 


O  C  T  O  B  H  R 

Keep  Hogs  Out  the  Trough 

(Continued  from  pairr  10) 

ploye  nliko  must  .suffer  until  thov  vhanm 
tho  rules  of  the  ffame. 

These  natural  resources  were  here  fn.ju 
the  beginning  find  have  no  vahie  what- 
ever except  the  value  given  tliem  by  the 
presence  of  the  ,,eople  of  America,  an.l. 
therefore,  .f  the  people  of  America  as  a 
whole  created  the  values,  whv  should  not 
the  income  of  these  values  be  taken  t . 
pay  the  bills  of  the  nation  before  T,?  other 
varieties  of  tuxes  are  levi.-d  on  business 
and  industry  and  individuals  to  such  an 
extent  as  now  almost  jnit  ns  .nit  of  b 
ness. 

A  Generous  People. 

Our  constitution  says  sometliing  about 
property  not  being  taken  without  remun- 
eration, and  then  Washington  turns 
aroiind  and  picks  the  individual  pockets 
of  America  of  billions  of  dollars  every 
year,  by  calling  them  taxes,  and  con- 
tinues to  permit  a  few  persons  to  get 
away  with  many  more  billions  in  rent 
of  values  created  by  all  of  us,  and  which 
would  be  worth  nothing  without  the  pre' 
cnce  of  all  of  us. 

We  are  a  generous  and  patient  peoi)le, 
but  even  we  are  going  to  get  tired  payinu 
bi  8  (tax)  to  the  nation  when  a  few  ar,> 
collecting  a  still  greater  total  (rent  of 
land  and  natural  resources)  from  the 
people  for  which  they  perform  no  ser- 
vioe,  except  to  maintain  an  efficient 
lobby  in  legislative  halls. 

We  can  now  see  clearly  two  very  diff- 
erent kinds  of  property— earned  prop- 
erty and  unearned  increment— and  that 
IS  something  the  socialist  never  sees 
There  is  nothing  wrong  with  wealth 
Ihe  question  is  whether  it  is  earned 
-  extorted  by  privilege  and  monopoly. 

A  MERICA  is  perfectly  safe  for  democ- 
racy  whatever  we  may  think  about 
'.he  rest  of  the  world,  but  somehow  we 
ire  afraid  to  try  it.  Some  of  us  seem  to 
mter  to  work  through  intolerant,  bigoted 
'°^"n-Ainerican  .secret  societies. 
We  will  get  nowhere  by  fighting  men 
here  is  much  good  and  some  bad  in 
ach  of  us  regardless  of  race  or  .sect, 
'hnst  taught  the  love  of  all  men.  No 
cod  thing  ever  came  out  of  personal 
lates. 

The  troubles  of  America  are  economic 
nd  not  racial  nor  sectarian,  and  should 
e  fought  out  in  the  open,  in  broad  dav- 
ght,  with  ballots  and  not  behind  masks 
'  the  darkne.ss  with  hatred  and  fear. 

U't  us  use  our  political  dcmocrae\-  to 
eure  the  real  freedom— economic  deni- 
•racy.  Let  us  secure  the  votes  in  the 
mencan  way  by  open  and  free  dis- 
ission  and  by  the  free  vote  of  all 
gardless  of  race  or  sect.  The  unearned 
'd  monopolistic  half  of  the  wealth  of 
e  nation  must  no  longer  be  allowed  to 
ib  and  dictate  tp  the  producing  and 
iiploying  half. 

U«e  Our  Democracy. 

y>e  must  learn  to  use  our  democracy 
'  a  practical  business  wav,  so  that  the 
may  be  kept  out  of  tlie  trough. 
'  -men  of  America  can  sell  the  ideal 
ition  as  soon  as  they  sell  it  to  them- 
The  WTiter  has  already  printed 


THE     SAMPLE  CASE 


Were  you  ever  offered 
a  grocery  store? 

Our  proposition  is  better  BECAUSE 

uc  tell  you  how  you  can  go  into  the  grocrrv 
bu.snicvs.s  without  any  invo.^^tinont  in  store  or 
merchandise. 

We  have  eight  hundred 

successful,  prosperous  salesmen  who  sell  from 
samples  a  complete  line  of  highest  grade  groceries 
—Hour,  Sugar,  Canned  Goods,  Diied  Fiuit 
olTce,  etc.,  as  well  as  Paint,  Roofing,  Aluminiini' 
Ware,  and  Automobile  Oils  and  Grva^^vs 

There  is  a  big  demand 

and  heavy  daily  consumption  in  cvi-rx  honH'  df 
•»iir  stapl(>,  nationally  known  goods.  ' 

We  sell  quality  groceries 

that  bring  heavy  reorders  and  iielp  oui-  sales- 
men to  rnake  good.  By  actual  experience  in  the 
held  we  know  what  the  salesmen  and  the  cu^- 

VAvt'vn'^v'li^'^TJ'cy  '"PPl3'i"g  ^heir  wants  FOH 
i  WKM  Y  YEARS  we  have  built  up  the  biggest 
busmess  of  its  kind  in  the  country. 

No  selling  experience  necessary 

Any  honest  man  can  take  up  this  woik  and  il 
he  is  energetic  he  will  build  up  a  steady  perma- 
nent trade  that  will  assure  him  a  prosperous 
future.    For  full  particulars  address 

HITCHCOCK -HILL  COMPANY 

34-44  W.  KINZIE  ST..  CHICAGO,  ILL. 

ffe/erence.-  Any  Bank  at  Exprt,,  Company 

MKMBEK  N.ATIONAL  ASSOCIATION  OF  AGENCY  COMPANIES 


=nul  distnl.uto.l  oyer  half  a  million 
pamphlets  entitled  "Unused  Democracy" 
\vhic]i  iroes  into  these  questions  more 
fully,  and  will  be  glad  to  print  as  manv 
more  as  the  salesmen  of  America  will 
distribute. 

This  is  an  opportunity  to  "do  some- 
thing" in  a  practical  way  for  vourself,  for 
your  employer  and  for  your"  country. 

Intelligent  selfishness  is  not  un-Chris- 
tian,  IS  good  business  and  the  best  kind 
of  patriotism.  Salesmen  have  been  ac- 
cused of  bemg  "long  on  talk."  Here  is 
an  opportunity  to  be  -long  on  action," 
«-hich  will  take  the  burden  of  ta.xation 
off  industry  and  release  all  of  us  from  the 
intolerable  burden  of  monopoly  and 
privilege. 


Make  $5000  Every  Year 

$2000  in  Your  Spare  Time 

*"  Share  in  our  profits 

besides.  Just  show 
and  write  orders  fd* 
'Weather  Monarch"  Rain- 
coats and  Waterproof  Over- 
coats. Absolutely  new.  The 
greatest  overcoat  ever 
made.  Prices  lower  than 
stores.    Sales  easy. 

Commissions  in  Advance 

Ask  about  "Duol  Coat"  No. 
999.  Free  overcoat  or  raincoat 
for  your  own  use. 

J  Associated  Raincoat  Agents,  Inc. 

f,  442-450  North  Wells  St,  Division  S  .C  Chlcaso.  III. 

IT  PAYS  TO  BE  A  U.  C.  T. 
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I  HE     SAMfL-t  CASE 


Representatives 

\    Wanted!  h 


AGENTS 

specialty  Salesmen ! 

HERE  is  something  abso- 
lutely new  and  different 
something  you  can  sell 
easily  and  quickly.  Well 
pay  you  big  money  to  give 
demonstrations  in  Homes,  Offi- 
ces, Stores,  h  actories,  Schools, 
Colleges,  and  on  I  arms.  Rapid 
promotion  from  Agent  to  Dis- 
trict Manager  and  Distributor 
for  hustlers  who  produce  the 
business.  Orders  waiting  every- 
where. You  can  start  in  your 
spare  time  or  full  time.  Terri- 
tory given.  All  you  do  is  book 
the  orders— we  deUver  and 
collect  direct  from  customers. 

Make  from  $25  to  $200  a 
week  right  along,  depending 
on  the  time  and  energy  you 
can  put  into  thsi  big-money 
proposition. 
Selling  Sensation 
of  the  Century 

Territory  is  going  fast.  Over 
40  000  infitruments  sold  already. 
This  is  tlie  fastest-selling  musical 
invention  the  world  has  ever 
known.  Tremendous  profits,  un- 
limited possibiUties.  No  Capital  or 
Experience  needed.  You  can 
travel,  or  work  in  your  own  county 
— right  at  home. 

Tills  is  a  goluen  opportunity  for  you  to 
connect  with  what  promises  to  be  the  world  s 
greatest  selling  success.  Two  men  made 
$20,000  in  one  year!  Another  agent  nia..e 
$9,U00in  U  moatns  Some  making  So.OOO 
a  year.    One  agent  cleareu  up  S4,44o  m  &0 

"^^Get  the  facts  today— see  what  you  can  do. 
Costs  nothing  to  hnd  out.  Get  our  com- 
plete plans  and  S,  ecial  1  ree  &am,  le  Outht 
Sfler  at  once.  Write  or  wire  us  for  full 
information  today! 

PERRY-LUDLOW  COMPANY 

S_263  Dayton,  Ohio 


Mouthpiece  of  Your  Line 

(Continued  front  p«««  »3) 

power.    No  man  can  be  a  good  salesman 
if  he  is  in  financial  distress. 

"  'A  fool  and  bis  n.oncy  arc  Boon  par  - 
ed'  is  alas,  only  too  often  exempUhcd  in 
traveling  salesmen. 

"In  a  recent  number  of  Th«  American 
Magazine  the  President  o  i^'- 
Loccimotive  Works  is  quoted  as  saying 
'I  refuse  to  raise  an  employe  »  H^'fry  un 
less  that  man  can  <|""""«.^^f;,,t'if  ^^j! 
can  save  something  from  his  present  sal 

"Henrv  Ford  has  an  inquisitorial  pol- 
icy inaugurated  in  his  great  motor  car 
actiry  fn  Detroit.  The  V.ook  keeping 
department  has  PerBons  employed  spe 
cially  to  inform  themselves  how  mud 
everyone  of  the  thousands  of  employes 
deposit  from  each  wage  payment.  \Jn- 
less  an  employe  shows  a  deposit  of  a  cer- 
tain percentage  of  his  or  her  ^;«g^«-  'J* 
person  is  given  a  chance  to  conform  o  the 
Ford  saving  policy;  failing  to  do  so 
means  the  delinquent  will  be  discharged 
from  Ford's  force. 

"While  this,  to  me,  seems  a  bit  drastic, 
yet  in  the  abstract  it  is  a  good  policy  for 
anv  employe.  The  saving  of  money  has 
fs'tabilizing  effect.  One  who  has  saved 
a  competence  feels  that  he  amounts  to 
something-has  contentment  of  mind, 
and  can  show  the  fruits  of  his  labor. 
What  Statistics  Show. 
"Life  insurance  statistics  show  that 


The  Gideon 


&'e«  »n"d  Ua;.ient.  of  America. 

618,000  BIBLES 
have   been   plao;^   in   the   hotel  bedroom.. 

are  wjlicitwl  to  8.il><.';ril>e  for 

THE  GIDEON  MAGAZINE 
,1.00  per  y^r.   Thia  will  help  ua  in  the  work. 

''"write  for  parti.  ulara  at  onoe. 


SEND  FOR  NEW  CATALOG 


,  PFTTIBONE'8 


'orie.    aiid  P«rapl.erii«Si 
(or  UniWd  Comu«roW 
Tr«vel«r».  Direct 
'.'try  to  CuBtonier  8«rvua. 
irdera   givan  ■!>•• 

irteri  for 


PEHIBONE'S 

Cincinnati,  O. 


$«,000  Salesmen  Wanted 

thing  (ru«">Jt««L  «.000  a^^«-y^^^^„„  Book.. 
Wr.CHtSTUmf'SS'y.  we  8.  Throop  S.r«t.  CWe... 


"Liiie  insurauce  01.0.^.0^^- 
80%  of  adults  leave  no  estate  after  deatn, 
On  the  estates  of  one  hundred  men,  as  a 
eeneral  average,  one  leaves  wealth;  two, 
Smfort;  fiftefn',  $2,000  to  SIO  000,  and 
eighty-two  leave  NOTHING  AT  ALL. 
While  out  of  one  hundred  endows, 
eighteen  are  living  on  their  mcomes, 
forty-seven  help  their  income  by  work- 
ing, and  thirty-five  are  dependents. 

"The  question  for  every  man  to  ask 
himself  in  such  a  classification  is.  'Where 
do  I  individually  stand?' 

"Every  commercial  traveler  CAN  save 
something.  It  is,  indeed,  a  great  comfort 
to  save  to  procure  something  on  which 
we  have  set  our  desire,  then  it  becomes 
great  fun  to  see  how  much  we  can  add  to 
the  original  savings.  Saving  is  a  habit 
as  easily  formed  as  spending.  1  do  not 
mean  by  this  for  any  man  to  become  a 
'tight-wad.'  Far  from  it!  But  every 
man  on  the  road  knows  that  he  can  cut 
down  on  many  expenses,  and  put  the 
money  thus  saved  into  his  bank  account. 

"It  encourages  any  salesman  to  look 
over  his  bank  book'  and  watch  his  de- 
posits grow.  It  will  make  a  better  sales- 
man of  him.  Hope  is  the  mainspring 
of  life,  the  incentive  to  greater  endeavor. 
The  man  who  is  chronically  broke  has  a 
low  hope  batting  average. 

"Too  frequently  when  our  money 
'talks'  it  says  'good-bye.'  But  it  can  be 
trained  to  'talk'  in  a  different  way.  Try 
savnng  for  a  year  and  see  what  it  means 
to  you  as  a  salesman  in  increasing  your 
selling  energies. 

"When  you  have  saved  a  snug  little 
nest  egg,  be  very  careful  where  you  in- 


vest it.  Remember  the  advice  given 
Richard  D.  Wyckoff,  editor  of  The  Mag 
azine.  of  Wall  Street,  and  I  know  of  n- 
higher  authority,  which  was^Titten  fo 
the  February  number  of  The  bampl 
Case,  'Make  no  investment  wathout  con 
suiting  your  banker,'  and  follow  his  at 
vice.'  Then  you  can  keep  your  auU 
graph  worth  money  at  your  bank.  . 
you  wish  lemons  you  can  get  them  cheai 
er  at  a  fruit  stand  than  from  the  promob 
of  alluring  propositions. 


LAST  but  not  least,  make  your  bus 
ness  and  private  life  such  that  yc 
will  have  a  clean  bill  into  any  plac 
Good  morals  and  right  living  are  as  e 
sential  to  a  travehng  salesman  as  tlu 
are  to  a  clergyman  or  any  other  man. 
Final  Suggestions. 
"Study  your  copies  of  The  Samp 
Case,  and  keep  them  for  future  referem 
Your  editor  is  giving  you  the  safe  « 
sane  way  to  sell  your  line,  to  save  ] 
money,  to  make  your  investments  c( 
and  to  live  happily  at  home,  uo 
overlook    your    magazines  mtereS 
articles,  because  everyone  of  them  m« 
something  for  your  benefit. 

"If  you  do  aU  these  things,  you 
then  wish  to  associate  with  the  high 
class  of  salesmen  in  the  world,  and;- 
will  be  fitted  for  association  with  ^ 
bers  of  the  United  Commercial  Travel 
This  is,  without  exception,  the  greftt 
organization  of  men  in  the  wide 
Join  this  Order,  and  enjoy  its  1 
influences.  In  this  way  you  can 
an  U-ntiring,  C-easeless  T-oilcr  for 
advancement  of  your  own  interesW j 
those  of  good  and  true  men  everywUO 


0  C  I  U  H  k  K 
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\  1  I 


Beatte  the  Meat-Getter 

(ContinuscJ  from  page  20) 

pail  of  water,  and  boat  mit  (Iio  fire  singlo- 
handcd,  utterii  g  no  word  «f  cdu  n'ont. 

\\'hon  cnmijiiip:  on  the  Jniiilirg  groimds 
of  the  ]  awnci's,  all  weic  n)>i)rolicnsiv(', 
except  I'eatte,  whose  sloical  caimncFH 
seemed  never  to  be  nifl'rd.  Cne  day  the 
Commissioner  nished  into  tlicir  oanij) 
wiili  a  tale  of  having  seiii  two  stalwart 
Pawnees  on  a  distant  hillloj),  and  when 
ility  saw  liim  "they  gav(!  spur  to  their 
limscs  to  take  the  word  back  to  a  PawTieu 
u:ir-])arty  that  white  men  had  invaded 
their  hunting  grounds." 

A  few  minutes  later  two  others  of  the 
partj'  galloped  into  camp  with  a  story 
of  having  seen  a  "fierce  ]'a\raee"  on  a 
hilltop,  and  when  he  saw  them,  "he  went 
galloping  away  to  call  uj)  tiie  Tawnee 
warriors." 

Every  man  in  the  camp  was  expecting 
at  any  moment  to  hear  a  1  awnee  war- 
whoop  and  to  see  a  horde  of  swarthy 
red  skins  riding  down  on  them,  brandish- 
ing tomahawks.  Preparations  were  made 
for  resisting  the  attack. 

No,  not  every  man  was  alarmed. 
I'  lite  stood  calmly  smiling,  his  bright 
twinkling  merrily  at  the  excitement 
hi.s  companions. 

As  the  two  scouting  jmrties  grew 
calmer  and  began  to  comj)ure  notes,  it 
was  discovered  that  they  had  seen 
nothing  more  alarming  than  each  other — 
and  Eeatte  continued  to  silently  look 
at  them  and  smile. 

His  native  shrewdness  and  training 
told  him  no  Pawnees  were  anywhere 
near.  His  contempt  for  the  'green- 
horns" was  almost  sublime,  according 
to  Irving. 

By  the  time  the  party  got  back  to 
Fort  Gibson,  Irving  was  a  staunch  ad- 
mirer of  his  "meat-getter."  He  makes 
him  the  hero  of  nearly  every-  event  in 
which  Beatte  could  be  made  to  play  an 
outstanding  part. 

OF  THE  Ccnrmissicner's  "peace 
mission,"  Beatte  told  Mr.  Greer 
much  that  is  also  found  in  Irving's 
entertaining  book.  The  purpose  of  the 
tcur  was  to  make  peace  bitwcen 
warlike  plains  Indians.  Eeatte  laughed 
heartily  when  relating  it.  However,  his 
story  is  better  told  by 'Irving  himself, 
who  says: 

"A  few  days  after  we  had  had  that 
Pawnee  scare — October  26 — we  ran 
across  seven  Osages.  One  of  the  Indians 
took  the  lead  of  his  companions  and 
advanced  toward  us,  with  his  head  erect, 
chest  throwTi  out  ["Third  vest  button 
extended,"  laughingly  commented  Mr. 
Greer,  who  is  a  careful  reader  of  The 
Sample  Case.] 

"When  he  stepped  forward,  with  his 
noble,  martial  air,  we  held  conversation 
with  him  through  our  interpreter.  Eeatte. 
He  informed  us  that  as  their  hunt  was 
over,  he  and  his  companions  had  set  out 
as  a  war-party  to  waylay  and  hover 
about  some  Pawnee  camps,  hoping  to 
carry  off  scalps  and  horses. 

"I  could  not  but  admire  the  finely 
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shajied  heads  and  busts  of  these  savages, 
their  graceful  attitude  and  expressive 
gestures,  as  they  stood  conversing  with 
our  interpreter,  Beatte,  and  surrounded 
by  a  cavalcade  of  Kangers.  These  were 
the  Jirsl  Indians  we  had  run  onto  to  talk 
peace. 

"The  Commissioner  now  remembered 
his  nii.ssion  as  pacificator,  and  exhorted 
them  to  abstain  from  all  offensive  acts 
against  the  Pawnees.  He  informed 
them  of  the  plan  of  the  Great  Father 
at  Washington,  to  put  an  end  to  all  war 
among  his  red  children,  insisting  that 
he  had  been  sent  out  to  the  frontier  to 
establish  a  universal  peace.  V.e  told 
them,  therefore,  to  roturn  quietly  to 
their  homes,  with  the  certainty  that  the 
Pawnees  would  no  longer  molest  them, 
but  would  soon  regard  them  as  brothers. 

"The  Indians  listened  to  the  speech 
with  their  customary  silence  and  de- 
corum. After  which  they  exchanged  a 
few  words  among  themselves,  bade  us 
farewell,  and  pursued  their  way  across 
the  prairies. 

"Fancying  that  I  saw  a  lurking  smile 
in  the  countenance  of  our  interpreter 
Beatte,  I  privately  inquired  what  the 
Indians  had  said  to  one  another. 

"After  hearing  the  Commis.'^ioner's 
speech,  Beatte  told  me,  the  leader  had 
observed  to  his  companions  that,  as  the 
Great  Father  intended  so  soon  to  put 
an  end  to  all  war,  it  behooved  them  to 
make  the  most  of  the  time  that  was  left  to 


them.  So  they  had  departed  with  re- 
doubled zeal  to  pursue  their  project  of 
taking  scalps  and  stealing  horses." 

Those  seven  Osages  were  the  only 
Indians  that  Commissioner  ever  saw 
to  talk  to,  Beatte  told  Mr.  Greer 

Y>  T.  GREER  is  approaching  that 
age  when  he,  too,  is  not  many 
years  removed  from  "the  last  trail," 
but  his  broad  shoulders  are  as  erect 
as  a  soldier's  on  dress  parade,  his 
head  is  held  high,  his  step  is  elastic,  his 
keen  eyes  are  still  bright,  he  constantly 
wears  a  charming  smile,  and  his  alert 
brain  is  apperceptive  and  clear.  He  is 
still  a  magnificent  specimen  of  manhood. 
He  has  lived  the  life  worth  while,  and  is 
approaching  the  sunset  of  life  without 
the  usual  accompaniments  of  suffering 
and  pain  so  common  to  men  of  his  age. 


Not  Much  Help. 

A  little  boy  came  home  the  other  day 
to  tell  some  sad  news. 

"And  so  your  teacher's  dead'?"  asked 
the  mother,  horrified  at  the  lad's  an- 
nouncement. 

"Yes,"  he  replied,  thoughtfully,  "but 
that  isn't  much  use  whUe  the  school's 
still  there,  is  if?" 


A  passion  for  misleading  advertising 
is  often  carried  by  a  man  to  his  tomb- 
stone.— Preston  M.  Nolan. 
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Meeting  Queer  Characters 

(Continued  from  page  25) 

"Young  man,  have  you  .sowed  tur- 
nips?" 

Astonished  beyond  degree  at  such  a 
question,  the  young  sprout  blurted  out  : 
"No,  .sir." 

"Then  go  right  home  and  sow  turnips. 
It's  high  time  the  seed  was  in  the  ground." 

When  he  had  delivered  this  forceful 
admonition  to  his  young  friend,  he  turned 
on  his  heel,  chuckling  softly  to  himself, 
and  walked  back  into  his  store.  It  took 
me  some  time  to  make  my  young  friend 
see  where  the  fun  came  in,  and  to  per- 
suade him  our  of  the  conviction  that  it 
was  his  duty  to  call  the  old  man  to  ac- 
count for  what  he  considered  a  gross  in- 
sult, but  after  so  long  a  time  he  mellowed 
down  and  decided  to  take  his  medicine 
like  a  man,  and  try  not  to  begrudge  to 
the  old  gentleman  this  little  bright  spot 
in  his  dreary,  monotonous  life. 

COME  TIME  after  this,  while  in  his 
^  competitor's  establishment,  I  chanced 
to  remark  to  a  knot  of  men  collected 
there  that  I  had  heard  that  Captain 
Truman  had  rejuvenated  his  stock  by 
having  his  piece  goods  laundered,  his  boots 
and  shoes  half-soled,  his  clothing  dyed,  had 
moved  some  more  novelties  out  on  the 
front  porch,  and  was  now  ready  for  the 
fall  business.  One  of  these  men  was 
kind  enough  to  go  to  the  old  man  and  tell 
him  what  I  had  said,  with  considerable 
embellishment,  no  doubt,  as  that  sort  of 
a  character  is  rarely  content  with  the 
naked  truth. 

Quite  naturally,  the  old  gentleman  be- 
came very  indignant,  but  was  loath  to 
believe  that  I  had  made  any  such  state- 
ments. 

"Are  you  absolutely  certain  that  it  was 
my  old  friend  who  so  far  forgot  himself  as 
to  thus  hold  up  his  friend  and  neighbor  to 
ridicule?" 

On  being  assured  that  he  could  not 


have  been  mistaken  in  his  assertions,  the 
old  man's  eyes  flashed  fire,  and  he  ex- 
claimed: 

"My  Ciod!,  I  would  not  have  believed 
it  possible  for  him  to  have  done  such  a 
thing.  It  is  well  that  he  has  left  town, 
as  I  don't  know  wliat  my  irascible  tem- 
per would  have  gotten  me  into,  for 
there's  murder  in  my  heart." 

A  friend  came  tf)  me  and  told  me 
about  it,  so  that  I  would  be  on  my  guard. 
I  gave  the  old  gentleman  a  wide  berth  for 
several  trips.  One  day  as  I  was  approach- 
ing the  town  I  saw  him  sitting  on  his 
porch,  and  feeling  that  really  I  had  done 
him  an  unkindncss,  and  was  willing  to 
make  amends  for  it,  I  drove  up  in  front 
of  his  door,  and  accosted  him  as  cheerily 
as  though  nothing  had  happened  to  es- 
trange us.  To  my  great  relief,  he  returned 
the  salutation  in  the  same  spirit.  We 
chatted  pleasantly  for  a  few  minutes, 
and  I  drove  away.  Evidently  he  had 
forgotten  all  about  the  incident,  or 
after  careful  reflection  he  realized  that 
my  statements  were  too  near  the  truth 
to  be  empha.sized  by  his  taking  any 
further  notice  of  them. 

TJE'  remained  for  some  half  dozen 
J--*-  or  more  years,  attending  closely  to 
his  business  all  the  while,  for  he  had  the 
store-keeping  habit.  He  had  been  at  it 
all  his  life  and,  now  that  he  was  old,  it  had 
become  a  part  of  himself.  It  was  neces- 
sary to  enable  him  to  while  away  his 
time,  which  would  have  hung  very  heavily 
on  his  hands. 

One  bright,  pretty  m(trning  the  neigh- 
bors noticed  that  he  had  failed  to  open 
his  store.  They  rattled  the  doors  and 
windows.  There  was  no  response.  The 
door  was  forced  open.  Captain  Truman 
was  found  in  a  semi-conscious  condi- 
tion. He  had  been  stricken  in  the  night. 
His  fiearest  of  kin — two  nephews — were 
wired  to  at  once.  They  came  and  took 
the  poor  old  fellow  home  with  them. 


\\\H-n:  he  lingered  for  a  few  days,  and 
passed  away. 

After  the  burial  they  returned  to  look 
after  his  affairs.  On  opening  his  safe  they 
found  his  will,  wherein  he  had  constituted 
them  the  joint  administrators  and  ben- 
eficiaries of  his  estate.  To  their  amaze- 
ment they  found  that  he  had  dei)Osit 
slips  in  his  safe  for  seventeen  thousand 
dollars  in  a  near-by  bank,  which  was 
verified  at  once  over  the  phone.  The 
store-house  and  stock  of  goods  were  put 
up  at  auction  to  the  highest  bidder,  with- 
out the  privilege  of  examination  except 
in  a  superficial  way,  and  brought  four 
hundred  dollars.  The  purchaser  adver- 
tized a  slaughter  sale,  and  in  a  few  days 
opened  up  for  business. 

SOME  RIDICULOUS  situations  were 
evolved  while  the  sale  was  in  prog- 
ress. One  man  in  trying  on  a  boot  found 
it  a  little  tight,  and  giving  an  extra  tug 
pulled  the  boot  leg  off  around  the  ankle. 

Some  of  the  shoes  were  full  of  peanut 
shells  and  pecan  hulls,  evidently  having 
been  used  by  the  provident  mice  for  store- 
houses. When  an  extra  large  shoe  wa« 
disturbed  a  mother  mouse  fled  in  con- 
sternation, and  left  her  growing  family 
of  six  snugly  tucked  away  in  the  toe  of  it. 
Dirt-daubers  had  fastened  their  nests 
to  the  back  sides  of  a  number  of  the 
piece  goods,  and  the  mice  had  cut  through 
a  dozen  or  more  folds  of  the  woolens  in 
gathering  material  for  the  lining  of  their 
nests. 

There  appeared  to  be  quite  a  snug  little 
bunch  of  men's  hats  in  boxes  on  top  of  the 
shelving,  but  it  developed  to  be  the  resi- 
dence section  of  the  elite,  the  high-flyers 
so  to  speak,  of  mousedom.  Here  above 
the  noise  and  distraction  of  the  under- 
world were  two-,  three-  and  four-story 
abodes  with  entrances  at  the  back,  and 
elevator  shafts  cut  through  the  center 
from  ground  floor  to  roof,  and  every 
floor  fully  occupied,  and  so  on  through 
the  whole  stock. 

The  purchaser  sold  what  he  could  of  the 
goods,  and  what  he  could  not  sell  he  in- 
duced some  one  to  carry  off  in  order  to 
get  it  out  of  the  way.  Thus  in  less  than 
a  week,  that  precious  stock  of  goods, 
which  had  been  the  old  man's  idol  for 
the  past  thirty  years  or  more,  which  had 
followed  hini  in  all  his  various  peri- 
grinations,  and  which  he  had  watched 
over  so  faithfylly,  allowing  nothing  but 
the  coiToding  hand  of  time  to  molest  it, 
was  disintegrated  and  was    no  more. 

The  building  was  moved  away,  and  to- 
day there  is  nothing  in  that  cro.ss-roads 
village  to  remind  one  that  my  old  friend 
ever  existed. 

His  was  a  sad  life.  He  didn't  court 
sympathy,  and  made  the  best  of  every- 
thing as  he  found  it,  but  his  evident 
loneliness  pressed  down  on  me,  and  con- 
vinced me  more  fully  of  the  truth  of  t^J 
Scripture  that  says,  "It  is  not  good 
man  to  be  alone."  Vj 

"Requiescat  in  pace.'.'  ^ 


Eix:  "I  wonder  why  a  Scotchman  < 
always  says  "hae'  for  'have'?"  \ 

Dix:     •'Po.ssibly  it's  on  account  of  "( 
his  thrift.    He  saves  a  V  every  time 
he  Aoes  it." 
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Within  the  Arctic  Circle 

(Continued  from  pug*  17) 

v'isit  lirst  P^skimo  Island  tlicii 
nuBcuni. 

"Skairwny  was  reached  on  the  morning 
)f  the  fourth  day.  Thonce  the  steamer 
•eturns.  Should  you  miss  the  scenery 
m  the  way  up  to  Skagwa>',  make  a 
pecial  effort  to  see  it  on  your  way  back, 
t  is  the  grandest  of  all.  Should  you  be 
ftken  up  the  canal  which  leads  to  the 
Paku  Glacier,  you  will  see  one  of  the  most 
nost  wonderful  sights  in  the  world.  |A 
>ioture  of  the  approach  to  the  glacier  is 
'iven  on  the  first  page  of  this  interview. — 
Uditor.]  This  is  not  the  only  glacier  in 
hat  wonderful  land,  but  it  is  one  of  the 
aost  marvelous.  In  the  picture  a  glacial 
tank  is  shown — a  wall  of  solid  ice. 

"Skagway,  in  189S,  was  a  city  of  any- 
vherc  between  10,000  and  20,000  inhabi- 
ants.  Some  claim  it  had  so  many  as 
■0,000.  Now,  there  remain  oidy  a  few 
undred  persons.  Hundreds  of  houses 
re  'to  let,'  and  cheap,  too.  I  examined 
number  of  them,  inside  and  out,  no  one 
0  forbid.  Many  are  fully  furnished,  left 
■y  their  quondam  tenants,  but  none  is  of 
ny  great  value. 

"The  town  has  two  hotels — the  Golden 
lind  and  the  I'ullen  House.  I  stayed  at 
he  latter.  It  is  kept  by  a  woman  well 
nowu  to  all  in  that  part,  and  who  knows 
he  whole  history  of  the  past  like  a  book, 
he  has  a  remarkable  good  collection  of 
urios — relics  of  the  once  big  rush  into 
tie  'Great  North.' 

"From  Skagway  I  went  to  Carcross,  on 
lie  White  Pass  and  Yukon  railway, 
'his  marvelous  beauty  of  that  route  is 
lustrated  in  the  views  I  hand  to  you. 
cenery  is  unsurpassingly  magnificent, 
'he  train  starts  right  through  the  main 
;reet  in  Skagway,  along  a  narrow  gauge 
•aek.  The  engines  have  small  drive- 
heels,  with  boilers  low-set,  cars  and 
irriages  built  accordingly. 

"We  left  at  9:30  o'clock  in  the  morn- 
ig,  to  climb  to  the  summit  of  Carcross, 
irough  the  White  Pass. 
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year.  We  have  openings  for  a  num- 
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"Wordji  cannot  dcscribf  iliat  journey. 
It  baffles  description.  Study  the  ])icturcs. 
They  convey  some  idea  of  its  grandnesH. 
No  trees,  or  very  few,  on  the  Alaskan 
mountains.  Snow  everywhere.  If  you 
look  sharp  you  will  see  mountain  shecj) 
and  ptarmigan,  a  species  of  mountain 
grouse  having  completely  feathered  feel ; 
its  winter  plumage  is  chiefly  wholly 
white  and  the  summer  plumage  is  largely 
grayish,  variouslv  barred  in  brown  or 
black. 

"From  the  summit  of  this  mountain, 
where  one  leaves  Uncle  Sam's  tcrritor\ 
one  passes  first  into  the  (corner  of  British 
Columbia  and  then  into  the  Yukon. 

"At  the  head  of  Lake  Bennet  is  a  hotel, 
where  luncheon  is  served.  Once  a  city 
of  20,000  persons,  on  their  way,  else 
robbing  those  who  were  on  their  way,  to 
the  Klondike,  one  now  finds  only  that 
lone  hotel  and  the  storm-battered  ruins 
of  an  old  church. 

"The  train  journeyed  along  the  Past 
shore  of  Lake  Bennet  to  Carcross,  which 
is  reached  in  about  eight  hours,  is  one 
of  constant  interest  and  delight^  If  that 
placid  lake,  or  those  rocky  solitudes, 
could  tell  all  they  have  seen  or  heard, 
they  would  have  marvelous  tales  to 
relate,  far  more  thrilling  than  any  that 
even  the  fertile  brain  of  .lack  London 
ever  conjectured.  Much  that  I  heard 
from  fellow  travelers  would  better  never 
be  told. 

"At  Carcross  arc  the  boats  which  run 
in  the  summer  to  Atlin,  a  journey  I  shall 
always  regret  I  was  unable  to  make. 
Should  any  of  the  readers  of  The  Sami)le 
Case  ever  desire  a  summer  outing  extra- 
ordinary, 1  shall  recommend  the  trij)  to 
Carcross  and  across  the  beautiful  lake 
by  boat  to  Atlin. 

"About  a  mile  away  from  the  little 
town,  which  ha-s  about  two  dozen  inliabi- 
tants  in  winter,  and  as  many  hundreds, 
if  not  thousands,  in  summer,  is  our 
Indian  Pe.sidcntial  School,  a^picture  of 
which  I  hand  to  you. 

"Thousands  of  tourists  have  registered 
there,  and  met  our  excellent  staff  of 
teachers,  a^id  the  healthful  Indian  and 
Eskimo  chddren.  Some  of  the  Eskimo 
youngsters  are  there  from  Rampart 
House,  1,500  miles  away. 

"There  is,  also,  an  Indian  village  near, 
and  the  church  and  residence  and  the 
grave  of  that  great  saint  and  scholar. 
Bishop  Bompas,  who  gave  up  all  that 
he  had  and  all  that  the  world  had  to  offer 
his  briUiant  talents,  for  the  sake  of  the 
"lost  sheep'  of  the  storm-beaten  wilder- 
ness of  the  Far  Northland. 

"Two  hours  by  train  brought  me  to 
White  Horse.  Enroute  we  passed 
Miles  Canyon,  the  Rapids,  and  saw  such 
wonderful  scenery  that  the  mind  becomes 
bewildered  in  an  effort  to  find  expres- 
sions for  telling  of  it. 

"In  White  Horse  are  many  good 
persons,  a  good  school,  a  good  hospital, 
a  detachment  of  the  Royal  Northwest 
Mounted  Police,  the  pride  and  security 
of  that  part  of  Canada.  'Sour-doughs' 
(old-timers)  and  'Cheechakos'  (tender- 
feet)  will  find  this  an  interesting  place. 
A  delightful  trip  from  there  is  by  boat 
down  the  Yukon  to  Dawson." 


letMeSendYou 

llttCtontmlalb/r 
r  ALL  of  Handsome, 
Tortoise  She//  )l 

Glasses 


SEND  NO  MONEY 

Hitiiifipd  ami  tell  luf  no.  8iiiipl>-  fill  in  and  mail  the  coupon 
Iwlow.  £ivioK  me  the  •implc  eajiy  information  I  ajik  for  and  I 
will  Rend  you  a  pair  of  my  Kxtra  Ijitkc  Tortoise  tJhell  Hp*c- 
Uclfw  for  you  to  wear,  rxarainr  and  inspect,  for  10  days,  in 
your  own  home.  The  Klaases  I  send  are  not  lo  be  compared 
with  any  you  have  ever  seen  advertised.  Thci*  are  eaual  to 
spectaolea  bein«  sold  at  reuil  at  from  $12  to  $15  a  pair.  You 
will  find  them  so  scientifiralb'  icround  as  to  enable  you  to  see 
far  or  near,  do  the  fineHi  kind  of  work  or  read  the  very  s 
print.  These  Extra  Larso  Si«e  Lenws.  with  Tortoii 
becoming  and  your  friends  are  sure  t 


pliment  you  i 


i  alisolutely. 


,  could  any  offer  be  fairer?  . 


SPECIAL  THIS  MONTH 


a  handsome  Velveteen  Lined,  Spring  Back.  Pocket  Book 
.Spectacle  Case  which  you  will  be  proud  to  own.  SiKO  and 
niail  the  coupon  .NOW.  Dr.  KithoU.  .Madison  &  I^sSin  Sts.. 
Station  C,  Chicaito.  111.  .Doctor  of  Optic*.  Member  American 
Dptometric  .\iaociation.  Graduate  Illinois  College  of  Ophthal- 
mology" and  Otolo»-.  Famou.**  Eye  strain  Specialist. 

ACCEPT  THIS  FREE  OFFER  TODAY 


f  your  Extra 


Dr.  RithoU.  MadLso 

DR  1737.  Station  C.  Chicago,  III, 
You  may  send  me  by  prepaid  parcel  post  a  c 
Large  Tortoise  Shell  Gold  Filled  Spectacles. 
10  daj-s  and  if  convinced  that  they  are  equ"!  to  any  glasses 
selling  at  $15.(X)  I  will  send  you  »4,49.  Otherwise,  I  will 
return  them  and  there  will  be  no  charge. 


I  H  t      S  A  M  P  1.  K 


O  C  1  U  U  E  K 


CHANNING  E.  JONES.  President 


MANLY  J.  HEM  MENS,  Secretary 


Buckeye  Mutual  Health  Association 


Insure  Yourself  Against  Loss  of  Time 
on  Account  of  Sickness 

BENEFITS  FOR  ONE  DAY  OR  MORE  OF  SICKNESS 


CLASS  ONE 
$25.00  Per  Week  for  Confining  Illness  for  Two  Years 


CLASS  AA 

The  Double  Indemnity  Certificate 

$50.00  Per  Week  for  Confining  Illness  for  Two  Years 

Full  Benefits  are  Paid  for  Hazardous  Diseases,  such  as  Rheumatism, 
Neuralgia,  Neuritis,  Lumbago,  Sciatica,  Myalgia,  Arthritis,  Etc. 


SPECIAL  OFFER  TO  COMMERCIAL  TRAVELERS 

For  Further  Information  Address 

MANLY  J.  HEMMENS,  Secretary 
Poat  Office  Box  104,  COLUMBUS,  OHIO 


W.  H.  LATHAM 

of 

Gallon,  Ohio 


"Your  check  for  $650.00  in 
Bcttlement  of  my  sick  claim 
received.  The  promptness  and 
coiirtco'is  treatment  by  your 
Association  in  adjusting  my 
claim  is  certainly  gieatly  ap- 
preciated by  me.  If  I  can  be 
of  any  service  to  you  personally 
or  the  Association  let  me 
know,  and  I  will  be  pleased  to 
do  so." 


Romance  of  the  Coeur  d'Aiene 

(Continued  from  page  18) 

as  this"  a  touching  masculine  voice  was 
singing  to  me  (serves  you  right,  Billy 
Stanton,  with  your  old  cribbage  game!) 

Elton  Shepherd  had  been  leaning  on  the 
piano  making  occasional  remarks  about 
my  music,  but  I  was  not  prepared  for  the 
surprise  of  hearing  him  suddenly  take 
up  the  air  I  was  playing,  in.  an  unusually 
6ne  tenor: 

"If  I  could  pray  for  what  my  heart 
most  longs, 

•  «****«** 

Ah,  this  would  be  the  burden  of  my 
song, 

I  choose  but  you — I  choose  but  youl' 

Never — well,  hardly  ever — had  I 
heard  such  expression  as  he  put  in  the 


words.  It  sent  a  thrill  through  my  music- 
loving  soul.  I  didn't  dare  raise  my  eyes 
but  I  began  to  be  sorry  for  trying  to  flirt 
with  him — even  the  tiniest  bit  just  to 
peeve  Billy;  awfully  sorry.  When  his 
lovely  voice  thrilled  that  last  line,  "If 
I  had  you — if  I  had  you!"  there  were 
real  tears  in  my  eyes  as  I  ventured 
to  look  up  into  his — just  to — see  if 
their  expression  matched  the  longing 
in  his  voice.  Why  no,  of  course  not! 
I  mean — of  course,  he  wasn't  singing  to 
me.  I  knew  it  all  the  time.  He  was  sing- 
ing to  some  one  out  on  the  veranda; 
some  one  leaning  over  the  railing  and 
looking  down  into  the  water.  It  was  the 
girl  who  ran  away  when  the  boat  landed. 

She  evidently  had  not  looked  toward 
him  as  he  sang,  nor  did  she  even  seem  to 
have  heard  him — which  might  prove  sev- 
eral   possible    things.      But    why? — I 


IS 


rl  Tree  non-resident  membership  inHhe  Oaks  Club 
L  .yoryou;  t\p  dues,  TYofippind, real  bath  ser\)ice 
and  comjorts,  O^ne  machines  in  prix)ate  sleeping 
rooms.'y'inest  west  of  New  Yorlc.'XDrite  or  mail  this 
to-day  to C^e  Oaks  Club  ,n<ansas  City.Mo. 
SencT  free  non-resident  membership  card  to^ 


% 


edrfy  endorsement ^ipen  bt/ our  good  member  10  A//o//in^stvortk> 
<^r<3nd  Counse/or  o/^ ^nsas.  Clip  this  ad.-il  veil!  not  appear  a<^aitv 


t(u-ned  and  looked  at  him  again.  His 
face  was  pale  and  his  eyes  had  that  un- 
happy look  that  had  first  attrarted  my 
attention.  Now  they  were  dulled  with  a 
new  hurt  as  he  turned  and  asked  me  to 
play  "Love's  Sorrow,"  another  old  song 
that  held  haunting  memories  for  me. 
From  those  first  words: 

"Last  night  I  dreamed  of  thee,  a  dream 
so  sweet  and  yet  so  fleeting. 

Again  thou  wert  with  me,  with  rapture  I 
embraced  thee, 

Oh,  why  did  1  from  that  dream  awake?"— 

the  love  and  longing  in  his  voice  would 
have  melted  the  heart  of  an  iceberg!  Had 
they  been  sweethearts?  Had  she  thrown 
him  over?   Surely  this — 

But  when  he  fairly  poured  out  hia 
heart  in  that  last: 

"O  come  to  me,  my  love,  0  come  to  me, 
my  love. 

My  soul  yearns  for  thee,  Jor  thee  and 
thee  alonel" 

Ah,  then  I  understood.  (Oh,  these 
traveling  men!)    But — would  she? 

The  girl  had  moved  out  of  sight,  but 
not  out  of  hearing,  I  waa  sure.  But  he' 
sang  no  more,  and  I  soon  missed  him. 
from  the  room. 

"4 

AFTER  the  dan  ring  was  over,  I  etSkr 
sat  at  the  piano  "dreaming  with  mfjt^ 
fingers,"  as  Billy  expresses  it,  when  the/" 
must  have  in  some  occult  way,  responded 
to  another's  will.  At  least  I  did  not 
know  what  I  was  playing  until  a  rick- 
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Orders 

in  2  days 

By  Strutz— 

an  Erickson  Man 

Specialties 
That  Sell 


PILES 

Cause  Many  Diseases 

due  to  constant  strain  on  the 
sympatlieuc  nervous  system. 

No  matter  what  you  have  tried 
without  success  do  not  despair  you 
can  have  your  piles 

Cured  Without  Surgery 

No  knife;  no  acissors;  no  clamp  and  cautory; 

no  "retl-hot"  Iron;  no  litraturi';  no  cliloro- 

fonn  or  other  general  anaesthutic,  only 
By  Dr.  McCLEARVS 

Mild  Serum-Like  Treatment 
a  success  for  twentv-three  years 
and  In  more  than  S,0OO  cases. 

Write  today  for  full  information  171)171? 

and  book  on  Itectal  Diseases—  *  IvLlj 

DR.  A.  S.  McCLEARY 

Owner  The  Parkview 

Larjrest  Institution  In  the  World 
Treatin^r  Rectal  Diseases  Exclusively 
1037  Paseo  Kansas  City,  Mo. 


We  hi 


t  and  quality.    Orders  avemKO  SS.OO  to  $10.00 
SiiiKle  comniiaaiona  aa  high  sa  $1,100.00. 
>ble  a  limited  Dumber  of  eicluaive  tnrritoriea 
oatentcd  advertiains  apecialtiea.    Write  for 


C.  E.  ERICKSON  COMPANY,  Inc. 

DES  MOINES.       ■-:  i-.       i-i       i-:  IOWA 


Secretaries 

Everywhere  are  fimling  this 
article  a  great  rreniium  for 
getting  new  members  or  for 
payment  of  dues  in  advance. 
Heavy  Gold  Filled,  with 
your     Council  Emblem, 
$21.00   dozen;  Emblem 
alone,  $6.30  dozen. 
Samples   Loaned  Officers. 
Free  Catalog  I'CT  Emblems, 
.Jeweb,  Convention  Badges. 

Metal  Arts  Co. 

7779  South  Ave. 
Rochester,  N.  Y. 


^  Are  You  Young  atyl  AO 

■  ^U^^^the  prostate  gliind  which  may 

■  ^^^^H  caase  soistica,  backacha,  in- 
I                 ^^^^^H  terrnpted  Bleep,  depressed 

■  ^^^^^^^^^K  Bnd  other  often  serious  con- 
l^H^^^^^^^^W  ditions.  It  tells  of  a  new  drug- 
•I^^^^^^^^^^^V  leas  home  treatment  that  cor- 

^■^^^^^^^^^^ sects  these  conditions.  AddresH 
^^^^^^^^r      Tbe  Electro  Thermal  Co. 

^^^^^^^   4114IUin  Street       SteQbenyille.  Ohio 


contralto  voice  at  my  side  took  up  the 
words:  "I  Hear  You  Calling  Me."  How 
wonderfully  she  sang  it! 

So  absorbed  was  I  in  the  beauty  of  the 
song  and  voice,  that  it  was  not  until  the 
la.st  thrilling  line  that  it  came  to  me  it 
was  the  girl  answering  his  loVe  call  of  a 
few  moments  before. 

1  looked  up  into  her  sweet  face  at  the 
close,  and  she,  too,  was  looking  out  into 
the  night;  looking  for,  and  singing  to — 
some  one. 

As  she  finished,  some  one  stepped 
through  the  door,  some  one  with  the  hap- 
piest light  in  his  eyes  I  ever  saw.  It  was 
Elton  Shepherd. 

Without  a  word  he  came  quickly 
across  to  her  and  held  out  his  hands,  and 
she  put  her  own  into  them.  In  the 
language  of  the  birds  he  had  made  his 
plea;  it  had  reached  her  heart  in  the  most 
vulnerable  spot;  she^ij^lkd  forgiven  him — 
womanlike — and  had  aV-swercd  him  in 
the  same  language.    What  need  for  more! 

As  they  passed  out  into  the  moonlight, 
they  were  alone  in  their  world — and  so 
was  I!  • 

Billy  had  come  out  of  his  trance  with  a 
jerk  when  the  others  had  trooped  back 
into  the  house  and  "Ol'  Scout"  not  among 
those  present.  He  was  making  good 
time  across  the  lawn,  just  as  Elton  Shep- 
herd was  making  equally  good  time  across 
the  ballroom  toward  the  piano.  Seeing 
which,  Billy  put  on  extra  speed  to  a  win- 
dow just  in  time  to  prevent — spoiling  a 
pretty  scene. 

A  moment  later  a  repentant  Billy 
came  softly  behind  me  and  startled  me 
with  one  of  his  good  old  bear  hugs,  which 
make  me  forget  teno-  voices  and  most 
everythin'  else!  Under  the  spell  of  the 
hour,  which  had  Billy,  too,  by  this  time, 
we  strolled  down  to  the  river  bank  in  the 
moonlight.  Suddenly  and  unexpectedly, 
we  came  on  a  couple  happily  oblivious 
to  the  world  and  all  it  contained.  His 
arm  was  about  her,  and  her  head  rested 
on  his  shoulder.  If  they  heard  us,  they 
gave  no  sign  as  I  pulled  Billy  quickly 
away. 

"Well  I'll  be  damned!"  he  exploded, 
wrathfully.  "What  do  you  know  about 
that!  Wasn't  that  the  fellow  who  came 
up  with  us  just  this  afternoon?" 

Billy  can  be  so  virtuously  scandalized 
— on  occasion.  When  I  had  him  safely 
out  of  hearing  I  smoothed  down  his 
ruffled  neck  feathers  and  explained  the 
full  situation.  He  pecked  a  few  kisses 
at  me  by  way  of  punctuation,  and  when 
I  had  finished  gave  me  another  genuine 
old  lover  hug. 

"Of  course,  you  had  to  put  your  oar 
in!"  he  chuckled. 

Well,  to  put  the  final  touch  to  the  little 
love  story  as  far  as  my  oar  is  concerned, 
after  we  were  back  in  Spokane,  we  were 
the  guests  of  honor  at  a  dinner  given  by 
Irene  McCloud's  parents,  announcing  her 
engagement  to  Elton  Shepherd. 

They — Irene  and  Elton — insist  on 
calling  me  their  fairy  godmother,  saying 
if  it  hadn't  been  for  me  they  would  never, 
never  have  "made  up."  If  that  is  true,  I 
am  as  happy  as  they  and  all's  swell  that 
ends  swell.  And  oiur  little  side  trip  off 
into  the  land  of  romance  and  fairies  will 
alwaj's  remain  a  happy  memory  to  both 
Billy  boy  and  his  good  ol'  scout. 


LittleMistakes 
In  English 

Make  Othersjudge 
You  Unfairli) 


You  are  sized  up  every 
day  by  what  you  say  am! 
write.  Tho  words  you  us  ■ 
how  you  uso  them;  your 
spelling,  grammar.  puni:tu- 
ation-these  tell  the  measure 
of  your  ability,  your  exp  Ti- 
ence,  your  breeding,  more 
clearly  than  anything  oLse. 
Your  English  says  to  all  th  • 
world,  "This  is  what  I  am!" 


HiiEKWiN  couy 


How  Poor  En^ish  Hurts  You 

F,ngli.sli  is  the  advert isement  of  your  ability. 
Your  language  determines  your  position  in  the 
social  and  business  scale.  Charnimg  person- 
ality, fine  clothes,  wonderful  appearance, 
count  for  little  if  handicapped  by  imperfect 
or  "sloppy"  English. 

People  will  think  you  are  lacking  in  educa- 
tion and  culture  if  you  spoil  incorrectly  such 
common  words  as  "business."  "abbreviate," 
etc.:  if  you  say  "l>otween  you  and  I"  instead  of 
"between  you  and  me;"  if  you  use  "who"  for 
"whom"  ana  "shall"'  for  "will."  What  can  you 
expect  people  to  think  if  you  don't  know  when 
to  use  one  or  two  "c's  '  or  "m's"  or  "r's,  '  or 
when  to  use  "ci"  or  "ie,"  or  if  von  sav  "hos- 
PITahle"  when  vou  should  say  "HOSpitable." 
Fairly  or  unfairly,  everytjody  everywhere 
juilgos  you  the  stimo  way.  Poor  English  is.an 
unnecessary  handicap. 

15  Minutes  a  Day 
Perfects  Your  English 


bent  of  you  Uien  it  must  be  improved.  Extensive 
testa  show  that  most  men  and  women  are  but  61% 
efficient  in  the  essential  points  of  English. 

But  now  there  it  a  way  to  improve  your  English. 
Sherwin  Cody,  perhaps  the  best-known  teacher  of 
practical  Fnglish,  has  perfected  and  patented  a 
remarkable  device  which  quickly  gives  you  a  com- 
manding mastery  of  English.  He  has  thrown  aside 
all  the  "junk"  which  makes  the  old  methods  bo 
inefficient.  The  drudgery  of  rules  and  tiresome 
drills  are  discarded.  Each  evening  you  are  assigned 
an  easy  15  minute  lesson.  No  time  is  wasted  on 
what  you  alreaily  know.  You  are  quickly  shown 
your  mistakes  in  spelling,  punctuation,  grammar, 
and  pronunciation,  and  you  concentrate  on  the 
points  that  necfl  attention  By  actual  use  correct 
English  soon  becomes  a  habit. 

Astonishing  Book  on  English 
SentPree 

Make  your  L-iigiioli  proclauu  you  in  the  most 
favorable  light — make  it  a  help  instead  of  a  hin- 
drance. Poor  English  keeps  you  down,  it  makes 
-people  judge  you  imfairly.  Good  English  is  in- 
variably the  surest  sign  of  education  and  culture. 
You  can  quickly  acquire  a  masterly  command  oe 
English  through  Mr.  Cody's  remarkable  new  in- 
vention. 

Write  for  our  new  free  book,  "How  to  Speak  and 
Write  Masterly  English."  It  describes  Mr.  Cody's 
invention  thoroughly,  and  explains  just  what  it  will 
do  for  you.  Merely  mail  the  coupon,  a  letter,  or  post- 
card. Your  greatest  possibilities  in  business  and 
social  life  will  be  reached  only  when  you  know  and 
use  correct  English.    Write  today. 

SHERWIN  CODY  SCHOOL  OF  ENGLISH 
8010  Searle  Building  Rochester,  N.  Y. 

SHERWIN  CODY  SCHOOL  OF  ENGLISH, 

8010  Searle  Building.  Rochester.  X.  Y. 
Pleaae  send  me  at  once  your  Free  Book  "How  to  Speak  and 
Write  Maeterly  English." 


t■^       THE     SAMPLE  CASK 
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©M®  HJo  Co  ¥□  Oraiimdl  C®niiim€nl 
COMMENDS 

Hotel  Winton 


Mr.  David  Olmsted,  Manager 
Winton  Hotel. 
Cleveland,  Ohio. 

Dear  Sir: 

By  the  unanimous  vote  of  the  members  of  the  Grand 
Council  of  Ohio,  United  Commercial  Travelers  of 
America,  in  convention  assembled  at  Columbus,  Ohio, 
June  10,  1922,  we  were  instructed  to  express  to  you  the 
heartfelt  thanks  of  the  Commercial  Travelers  for  the 
many  courtesies  you  have  extended,  and  are  now  extend- 
ing to  the  guests  of  The  Winton. 

Rest  assured,  Mr.  Olmsted,  that  your  thoughtfulness 
and  your  desire  to  please  are  fully  appreciated  by  the 
boys. 

Very  truly  yours. 

Grand  Secretary. 

Wlhciii  nnn  0(i^(iIliiinidl 

U.C.T.ClubRooms 

SECOND  FLOOR 

HOTEL  WINTON 
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$375.75QNEDA!r 

wmiTHisMAaniiE 


NOW  ia  the  time  of  opportunity!  Cixxl  times 
coniini?  back.  Conditions  Rrowiiitr  better. 
Make  and  Bell  Crispettos  with  ttiia  machine. 
Chances  for  quick  success  bright.  It's  the 
business  for  you.  Cihhs  rt'|ic>rtH$SO  pro- 
fit the  first  ni^ht.  Ira  .Sho<.k,  Flint,  took  in 
$37S.7S  in  one  day.  Kello^tr  »700  ahead 
after  two  weeks.  $1,000  month  eanily  po«- 
nible.  You  will  make  money  from  very 
start.  You  won't  bo  Bcrambl)ii»f  for  a  joh. 
Won  t  have  to  take  reduced  waK"'s.  You  will 
have  made  your  place.  Will  be  on  the  road  to 
fortune.  Demand  for  CriapetU'S  em.rmous.  A 
delicious  confection.  Nothing  like  it,  An.a?.- 
int;  profits.  Little  capital  required.  Experi- 
ence unnecessary.  Send  post  card  for  illus- 
trated booklet.  Contains  enthusiastic  lettera 
from  successful  men.  Shows  their  places  of 
business.  Tells  how  to  start.  Hdw  to  succeed, 
and  all  other  information  needed.  It's  free. 
Write  now. 

LONG  EAKIN8  COMPANY 
1083  High  Street        Springfield,  Ohio 


WANTED  SALESMEN 

'I'll  spend  full  or  part  time  M'lliim  new, 
^iiKirantced,  non-skid  tiie  clKiiii  on 
l  oniniission  in  the  follow  itiK  lei  ritories: 
Ohio,  Indiana,  Illinois  and  Koiitnck)  . 
I'reforence  given  to  men  handling  other 
ai ci'Msories  and  with  an  established 
(lien tele.  State  age,  experience  and 
present  connections.  Give  two  busi- 
ness and  two  personal  references,  and 
c  omplete  list  of  territory  or  towns 
cdvcred. 

Addrft 

U.  A.  KNAPP 

Fairmont  W.  Va. 


GOOD  HOTELS 


HOTEL  FONTENELLE 
HOTEL  MARTIN 
HOTEL  MONTROSE 
HOTEL  CARPENTER 
HOTEL  LINCOLN 
HOTEL  CATARACT . 
HOTEL  LINCOLN 
HOTEL  LINCOLN 


Omaha,  Nebr. 
Sioux  City,  Iowa. 
Cedar  Rapids,  la. 
Sioux  Falls,  S.  D. 

Lincoln,  Nebr. 
Sioux  Falls,  S.  D. 
Scottsbluff,  Nebr. 
Table  Rock,  Nebr. 


Eppley  Hotels  Company 


0 


WNyOPROWNVii 

COUNCIL  CAPS.  COSTUMES 
BUTTONS,  BADGES,  PAPER- 
HATS.  BANNERS  &  FLAGS 

OUR  .SPECIALTIES    .   SEND  fOK  CAIALOG 

SEO.LAUTERER  CO. 


"Stars  Gwine  Fall  Again" 

(Continued  from  page  22) 

But  rcliKion  ii'xl  fallinn  stars  are  not 
the  only  thiiiK«  with  which  our  "youth- 
ful friend"  is  familiar.  He  remembers 
very  vividly  how  slave  trading  was  con- 
ducted back  in  the  days  before  the  war. 

"A  Mr.  (.'heek — he  wus  a  man  who 
didn't  do  nufing  but  buy  and  sell  nigRers 
— came  to  my  home  in  Virginia  just  a 
piece  out  o'Hichmond,  and  got  a  bunch 
o'  us  niggers  and  made  us  walk  all  de  way 
to  Clharleston.  Ho  lined  us  up  back  be- 
hind an  old  house  dere,  and  de  while 
folks  wotild  come  and  inspect  us,"  I'ncle 
Bol)  described  the  process  of  slave  trad- 
ing. 

Sold  Three  Times. 

"I  was  translated  three  times  dal 
day.  .\  Mr.  Starks  bought  me  fust,' 
den  Mr.  Walton  bought  me,  and  next 
thing  I  knovved  Mr.  Filz()atrick  had 
done  bought  me  from  him,"  the  ante- 
bellum said,  letting  out  one  of  the  big 
"nigger"  laughs  as  only  a  member  of  that 
race  can  laugh. 

Mr.  Fitzpatriek  and  Mr.  Walton  were 
the  biggest  land  owners  in  that  .^ection, 
and  since  that  time  Tncle  Hob  has  re- 
mained on  the  plantation  of  one  or  the 
other  of  the  two  men.  He  is  a  real 
nomad,  being  satisfied  only  when  he  is 
living  to  himself  in  some  one-room  shack, 
built  of  logs,  and  clo.se  by  a  river,  or 
branch,  where  he  may  do  his  fishing,  and 
roam  about  as  he  pleases.  . 

r>ESKMBLING  T^ndc  Bob  is  Uncle 
*-  *-  "CJreen  River,"  the  other  aged  darkey 
living  on  the  same  place. 

"I*rohibition — it  didn  t  affect  me,  sir." 
he  politely  told  the  writer,  "  'eau.se  dur- 
ing all  these  82  years  that  I'se  been  liv-. 
ing,  I  have  never  been  drunk,  and 
what's  more,  I've  never  chewed  tobacco, 
nor  smoked.  I  tried  to  do  both  when  I 
was  a  young  man,  but  just  never  could 
form  the  habit." 

Negro  Saves  Mill. 

The  grist  and  corn  mill  referred  to, 
is  authoritatively  said  to  be  the  only 
one  in  all  of  Georgia  that  was  not  de- 
stroyed or  burned  by  General  Sherman's 
army  in  his  march  to  the  sea. 

The  story  has  it  that  the  torches  were 
already  lighted,  and  were  ready  to  be  set 
to  the  structure  when  the  old  negro  who 
ran  the  mill  implored  the  Yankee  sol- 
diers not  to  burn  it,  telling  them  that  if 
they  did,  negroes  of  three  counties — 
Morgan,  Putnam  and  Walton — would 
starve  to' death.  The  mill  is  still  standing, 
and  with  a  new  coat  of  paint  given  it 
this  year,  does  not  look  as  if  it  could  be  as 
old  as  it  really  is. 

Peter  W.  Walton,  Sr.,  the  late  owner 
of  the  magnificent  estate  on  which  these 
two  old  negroes  lived,  and  where  the  mill 
is  located,  and  where  Greer  is  said  to  have 
been  born,  was  the  grandfather  of  Mrs. 
Julian  B.  McCurry,  of  Athens,  a  wife 
of  a  former  president  of  the  Georgia  sen- 
ate. Mrs.  McCurry's  father,  Peter  W. 
Walton,  is  today  one  of  the  largest  land 
owners  in  northeast  Georgia,  owning  a 
large  part  of  the  Walton]  estate,  which 
was  divided  at  the'time  of  the'death  of 
Peter  W.  Walton,  Sr. 


Vigor  Of  Youth  In 
A  New  Discovery 


Science  Produces  a  Vitalizer  Superior 
to  Famous  Gland  Treatment 
Magic    Power   of    a  Bark 
from  Africa. 

Maye  you  lost  your  youth  vigor  and 
"pep'"/  Does  life  seem  dull  and  work 
a  grind?  Don't  worry.  Science  has 
discovered  a  new  vitalizer  superior  even 
to  the  much  discussed  "goat  gland"  and 
■'monkey  gland"  treatment.  Anyone 
can  now  quickly  and  easily  regain  the 
vitality  and  eagerness  of  youth  and  do  it 
in  the  privacy  of  the  home. 

The  priiuij.nl  ingrwlicnt  iii  an  extract  from  tlie 
bark  of  an  Afriran  tree.  It  w  suicl  to  Ix;  the  nioul 
aniazipK  iiiviKonitor  ever  diiieovere<l.  Combined 
with  it  are  other  tonic  and  vitalizing  f lenient*  of 
I  rovc<l  merit.  In  most  ea»e«  the  compound  produce* 
nmrkeil  imi  rovenient  in  a  day  or  two,  and  in  a  nhort 
time  the  vitality  ih  raiHe<l,  the  rirrulation  improves 
mill  the  kIow  of  health  in  felt  in  every  part. 

1  he  laboratories  i  rixIncinK  thio  new  vitalizer, 
which  iH  called  I{e-Hil(t-Tabn,  arc  go  confident  of 
Its  power  that  they  offer  new  cuHtomerH  a  largr' 
Vi.  »upri.v  for  only  $1  and  Kuarantee  to  refund  the 
money  -f  the  remedy  fails  to  give  results  in  one  week. 

Any  reai'er  of  tliii}  pai  er  may  tc-st  the  new  dis- 
rovery  without  risk.  Send  no  money,  but  just 
your  name  and  address,  to  the  Re-Kild  Taboratories, 
Gateway  .Station,  Kansas  filv.  Mo  .  and  a  full 
12  treatment  of  Ke-»ild-Tabs  will  be  maile<l.  On 
delivery,  pay  the  jiotttman  only  $1  and  postage.  If 
not  delightwl  with  the  result*  at  the  end  of  a  week, 
notify  the  laboratories  and  your  money  will  be  rc- 
funde<l  in  full  Do  not  hesitate  about  accepting 
this  offer,  as  it  is  fully  guaranteed. 


Help  Wanted 


locality.  Tbf 


\  I  will  Hpnd 
yourself. 


'e  Bi  prcMOt  employed,  w«  can  use  : 
P  in  m  way  that  win  DOt  interfere  with  ; 
iiplo>'ment — yei  pay  you  well  for  your  t 


P»y  you  well — your  full  \ 

othinc  to  invMtiEate.  Wi 
full  particulars 


Gen.  Manater  Emploirintnt  Dept. 
BUi.,  CINCINNATI.  OHIO 


GENTILES 

Road  IVIen      Side  Line 

Gentiles  preferred  calling  on  ilen'B  hats,  clolhinc 
and  Derartment  Stores  to  sell  shop  caps,  over 
sleeves.  Hatters'  supplies.  Liberal  commissions 
including  repeat  orders,  small  samples.  Prefer 
salesmen  with  esublished  territory  of  one  entire 
state. 

Osborn  Bros.,  Brooks  Building,  Chicago,  Illinois 


PILES 


DON'T  BE  CUT 

Until  You  Try  This 
Wonderful  Treatment 

My  internal  method  of 
treatment  is  the  correct  one,  and  is  sanctioned 
by  the  best  iniormed  physicians  and  surgeons. 
Ointments,  salves  and  other  local  applications 
give  only  temporary  relief. 

If  you  have  piles  In  any  form  WTite  for  a  FREE 
sample  of  Page's  Pile  Tablet*  and  you  wiU  ble.^a 
the  day  that  you  read  this.    Write  today. 

E.  R.  Page       B  Page  BIc'g.,  Marshall,  Mith. 


H  fc.     b  A  M  P 


OCTOBER 


Jobacco  Habit 

BANISHED 

Let  Us  Help  You 


No  craving  for  tobacco  in  >^  g_ 
any  form  after  you  begin  taking  Cy 
Tobacco  Redeemer.  Don't  try  to  \\ 

quit  tho  tobacco  habit  unaided.  It's  often 
a  loBinif  ficht  againHt  heavy  odds  and  may 
mean  a  serious  shock  to  the  nervous  ays- 
tcm.  Let  u«  help  the  tobacco  habit  to  quit 
YOU.  It  will  quit  you.  if  you  will  just  take 
TobaccoRedeemer  accord!  npr  to  directions. 
It  is  marveloubly  quick;  thoroughly  rebable. 


U.  C.  T.  HONORED. 

Supreme  Attorney  Millener  Elected 
President  of  the  International 
Claim  Association. 

At  the  jiiiruinl  rricetirif;  of  the  Interna- 
lional  C;iairn  As.socialion,  held  in  Atlantic 
City,  N.  J.,  Scpteinher  12,  I.'i,  and  14, 
John  A.  Millener,  Supreme  Attorney  of 
the    United    Commercial  Travelers 


I 

  I 

Not  a  Substitute  | 

I 
I 


I 


Tobacco  Redeemer  contains  no  habit- 
forminK  drugs  of  any  kind.  It  is  in  no  sense 
a  substitute  for  tobacco.  After  finishinfir 
the  troatmentyou  have  absolutely  no  desire 
to  use  tobacco  again  or  to  continue  the  use 
of  the  remedy.  It  makes  not  a  particle  of 
difference  how  long  you  have  been  using 
tobacco,  how  much  you  use  or  in  what  form 
you  use  it— whether  you  smoke  cigars, 
cigarettes,  pipe,  chew  plug  or  fine  cut  or 
osesnuir.  Tobacco  Redeemer  will  positive- 
ly remove  all  craving  for  tobacco  in  any 
form  in  a  very  few  days.  This  weabsolutely 
guarantee  in  every  case  or  money  refunded. 

Write  today  for  our  free  booKiet  showing 
tl/edeadly  effectof  tobacco  upon  tho  human 
^stem  and  positive  proof  that  Tobacco 
Redeemer  willguickly  free  you  of  the  habit. 
Newell  Pharmacal  Company. 
~     '  910  St.  Louis.  Mo. 


JOfIN  A.  MILLENER 

America,  was  elected  President  of  that 
organization.  This  high  honor  dis- 
tinguished the  U.  C.  T.  on  account  of  the 
recognition  of  the  high  standing  of  its 
officers. 


SOME  THERMOMETER 

hes  wide,  80  inches  long 
Jumbo  Themometer 


^  LhebiggCKt  thii 


■JUMBO." 
$180.00    For   a    Day  and 
Half  Work 


JUMBO"  Thermo 


Big 


(hermometer 


day  and 


Todtv/   and   Let  Ua 
Send  Yau  Full  Details 
Can  make  immediate  shipmenti 

THE  CHANEY  MFG.  CO. 

Springfield,  509  Boler  St.,  Chu 


MONEY 

Paid  the  first  of  every  month  to  our  salesmen 
for  orders  for  duplicate  or  triplicate  sales  books. 
Quality  high — prire  low  If  you  wish  to  increase 
your  income  write  for  our  offer  to  salesmen.  Give 
reference  and  full  particulars  as  to  past  experience 
and  territory  wanted. 


DIXIE  SALESBOOK  COMPANY, 
Bedford,  Virginia. 


AGENTS  <175 


YOU  CAN 

SELL  THIS  FOR 


AND  GIVE  THESE  SHEARS 

FREE 


Game  for  Big  Men 

(Continued  from  page  14) 

years,  then  drop  off  the  road.  The 
broader  the  views  of  the  man  on  the  road 
the  higher  he  goes  in  his  profession,  and 
the  larger  grows  his  salary. 

I  personally  know  young  men  who 
started  but  a  few  years  ago  as  cigar  sales- 
men in  a  local  territory  and  on  a  small 
commission,  who  are  now  drawing  their 
thousands  of  dollars  a  year  and  ar  e  in 
demand  among  the  largest  corporations. 
They  concentrated  their  minds  on  selling. 
That's  the  secret  of  all  advancement. 


MY!  HOW  THEY  SELL! 


ONLY  20  Boxes  a  Day  Means  $18.00  Daily  ProfitI 

You  Ret  the  interest  with  the  free  Shears.  Walter 
Han  IS  Sold  800  boxes  in  6  Weeks.  Profit  overSlOO.OO" 
awc-k.  A  total  retail  value  cjf  {4.60.  A  real  bargain  i>t  tl. 76. 
■  AT  linilf  I  Sells  like  hot  ca>'es  year 'round. 
All  I  llUlf  I  A  biiby  could  sell  Lucky  11.  Don't 
delay  a  minute.   Save  time. 

Senrl  $1  7.5  for  complete  outfit  includini?  display 
casf.  At  least  write  for  circulars  explaining  our 
unique  plans,  includin(?30other  package-?.  Act  Now. 
E.  M.  DAVIS  CO.,  DEPT.  1400       CHICAGO,  ILL. 


THE  man  in  delicate  health  has  no 
place  on  the  road  as  a  salesman.  It 
requires  too  much  energy  for  a  person  in 
poor  health  to  succeed.  A  salesman  has, 
likewise,  to  be  a  man  of  undaunted  cour- 
age, absolutely  without  fear.  He  must 
be  industrious  to  the  point  of  being  ever 
alert  for  business.  He  must  be  a  mixer 
among  men.  A  salesman  succeeds  only 
so  long  as  he  remains  MASTER  of  his 
territory. 

We  have  all  heard  of  the  old-time  sales- 
man who  bragged  that  he  would  change 

  his  politics  or  religion  every  fifteen  min- 

^  utes  in  order  to  make  sales.    That  man 

otOn  USinP''d   I  rUSS  ^  a  true  salesman  knows  no  politics 

W%V|«  WWIII^  M  ■  ■  MWW  ^^j,  j.gijgioQ  in  iiis  selling  talk.    His  talk 

a STUART'S  PLAPAO-PADs     MM  must  be  on  his  line  and  its  advantages 

^    bMne'''mediyne'"appH»tora   lRy[f  to  hls  customer  lu  making  a  tum-ovcr  to 

yj   ^^iprhoTd'^bfystendld   fWl  the  consumers. 

^7    fri?H'ch7H"rHB/aE3   J^b>>^  Both  Handicapped. 

^    Er^£Su?°S  First   Lady  (in  viUage  shop,  speak- 

RiAiniiFM-siDge  themselves  St  home  without    ,  mg  to  auother  patron):       \\  ould  you 

'^^'^  „N:?r.^\'re?c:r«';.7.eT*    "^"'^  mLd  if  I  madL  mv  smaU  purchase 

^'id  Me^:l"nrG™^i%*x.''^^re"'^r'ro-v.r^T,"t'i  first?    We  have  a  horse  outside  and  he 

&e.ft1,7«tSio\°w^rpC"r,TuU  FRFE  won't  keep  quiet." 

Writ.  nam.  on  Coupon  snd  ..nd  TODw.  ri\ct  Sccond  Ladv  I     "Certaiiilv;  but  you 

Plapao  Co,      792  Stuart  BIdg,       St.  Louis,  Mo.  ^qq-^  ^e  very  long,  will  you?    I  have 

f**™   a  husband  outside  and  he's  rather  restive 

^^T^,',  ^ ,  V,,,'.:..  T„i  P..«;.v  too,"— [Punch, 


DEAF! 

The  Vactuphone 

A  new  Hearing  Aid,  Using  the 
Vacuum    Tube    Amplifier.  The 

Vactuphone  is  the  first  and  only 
hearing  instrument  using  the  Vacuum 
tube,  the  amplifying  de\'ice  that  made 
the  wireless  telephone  pKjssible. 
Millions  of  dollars  have  been  spent 
in  its  development.  The  Vacuum 
tube  was  used  to  amplify  President 
Harding's  voice  at  his  inauguration 
and  on  Armistice  Day. 
Call  for  demornitTation  or  write  for  det- 
criptice  matter. 

Globe  Phone  Mfg.  Co. 

1420  Chestnut  St. 
Genl  OScu  and  Factsry       READING,  MASS. 
Borton  BALE8ROOM8:  n.w  York 

Phitadriphto  Chicago 
San  Fnuiclano  and  Lo*  Ancalaa 


MYERS 
Electric  Iron 
Cord  Holder 


Pat,  !^o.  1,418.960 

C.  A.  MYERS  COMPANY 

6310  Woodlawn  Ave.,  Chicago,  III.,  U.S.A. 


WALL  CALENDAR 

St  one  style— one  size— sample  oufit 


CT  O  B  E  K 


THE     SAMPLE     CASE  46 


Strike  Effects  on  Business 

(Continued  from  pace  9) 

int  out  that  in  countries  wlufre  labor 
unorgfini 7.0(1  workmen  are  abiiost  hcg- 
red  and  around  into  the  dust  beneath 
B  heels  of  the  wealthy;  that  in  coun- 
08  where  labor  is  organizetl  and  aggres- 
'6,  workmen  live  in  comfortable  homes, 
d  enjoy  emoluments  unknown  to  un- 
fanizod  labor. 

Capital  takes  the  extreme  view,  on  the 
lerhand,  that  invested  capital,  combin- 

with  executive  management,  is  para- 
>unt  to  every  other  interest,  that  mil- 
DB  of  persons,  who  are  neither  capi- 
ists  nor  laborers,  are  dependent  on 
sir  investments  in  the  stock  of  the  cor- 
rations  for  their  incomes,  and  that 
idenda  are  paramount. 
ffence  the  eternal  conflict.  It  has 
iched  a  stage  when  even  the  Govern- 
nt  itself  may  in  time  be  threatened, 
jane  solution  of  this  mighty  prol)len3  is 
aanded.    Under  a  labor  (iovernment 

country  would  suffer  even  greater 
odicaps  than  under  a  capitalistic 
vemraent,  because  capital  is  the 
^ist  thing  in  the  world.  It  takes  fright 
its  own  shadow.  Not  only  does  capi- 
bave  to  fifiht  labor  alone,  il  has  In  fight 
ntal  along  tnth  it. 

\inerica  has  reached  a  stage  when 
imust  pause  to  reflect.  It  can  no 
iiger,  without  menacing  the  wel- 
f  e  of  every  citizen,  continue  to 
lift  along  an  unchartered  channel, 
fither  capital  nor  labor  must  con- 
t'l.  The  great  American  public, 
v.h  its  common  sense,  must  take 
cjrge  of  affairs. 

N   HIS  address  at  the  opening  of 
tl  i^  Chicago  Pageant  of  Progress, 
ster  General  Work  made  a  forcible 
tion  of  the  basic  evil  in  the  coal 
industry.     It  is  an  evil  that 
•dy  recognizes  and  yet  nothing 
is  done  about  it. 
A-  Dr.  Work  says,  there  are  about 
ce  as  many  coal  miners  in  the  United 
tea  as  are  needed  to  perform  the 
k  of  getting  out  the  nation's  supply 
coal,"  says  the  Chicago  Tribune 
iorially. 

There  are  also  very  many  more  oper- 
ig  coal  mines  than  the  country  needs. 
!  result  is  that  the  miners  ordinarily 
k  only  about  half  the  time.  Through 
extremely  powerful  union — a  union 
ch  causes  its  membership  dues  to  be 
EOted  by  the  employers  out  of  the 
»8  of  the  men — they  demand  a  living 
•e  for  half-time  work. 

Sabotage  of  Time. 

'The  sabotage  of  time  by  the  idle 
er  pay,'  says  Dr.  Work,  'and  of 
lerty  intrusted  to  them,  must  be 
ed  to  the  cost  price  of  any  product.' 

the  price  is  paid  by  the  consumers. 


Reduce  Your  Waist 
in  10  Seconds 


You  can  actii:illy  <lo  it 
nowwilhthe"WoM(l<  r  ■ 
HcalthBelt.  It willtak.- 
only  the  time  rcquirtd 
for  adjusting  the  bt-lt 
around  your  waist  to 
accomplish  this  reduc- 
tion and  to  brinK  rt-lief 
from  the  strain  of  cx- 
cessweight, which  your 
abdominal  muscles  are 
carrj  ing.  You  will  be 
agreeably  surprised  at 
the  immediate  reliif 
from  bodily  fatigue  and 
discomfort.  You  will 
knowtho  Batixfartion  of  (iraln  hnvin^  a 
flKun*.  And,  heat  of  all,  the  fat  b^  Kiiifi,  at  once,  to 
di'part.  Thi  n  grood  hi-althy  niu«<-ul«r  tiiiiiue  replarea 
It.  In  a  month  or  so.  you  can  take  from  4  to  6  lochea 
off  your  waiul. 

THE  ''WONDER"  HEALTH  BELT 

will  do  these  thinRH  It  ia  Bri.  nlificalty  ronHtrurtcd 
from  Btron(t,  li^fht -weii^ht  fabric.  L^a«ily  adjuBt<H] 
and  ca^iily  washed. 

FREE  TRIAL  OFFER 
Send  your  name,  addresti  and  prenent  waist  measure. 
If  no  tape  U  h  ndy  cut  a  piece  of  sti  int?  to  the  proper 
«ile  and  mail  it  to  u«.  We  will  send  you  a  "Wondi  r." 
Health  Belt  by  return  mail.  At  th-  .  nd  of  Ave  dayn 
if  you  arc  thoroughly  delii  hted  with  the  belt,  remit 
13.00  in /u// payment.  If  not.  rctuin  ttie  belt  to  OS 
and  you  will  not  owe  us  a  penny. 

Weil  Health  Belt  Company 

771    HUl  St..  N*w  MavM,  Conn. 


And  the  consumers  in  most  instances 
are  themselves  wage  earners  who  work 
steadily  through  the  year  to  earn  a  living. 
A  large  percentage  of  the  striking  mine 
workers  are  not  needed  in  the  coal  mining 
industry  on  any  terms.  There  a'c  indus- 
tries where  this  surplus  labor  that  now 
will  neither  mine  coal  nor  let  anybody 
else  do  so  might  be  employed  at  good 
wages  the  year  around.  Thus  the  rest 
of  the  miners  might  have  steady  employ- 
ment mining  coal. 

"Jt  is  impossible  to  see  why  the  people 
and  the  industries  of  this  country  should 
pay  for  coal  prices  sufTicicnt  to  keep 
miners  in  idleness  half  the  year  and  give 
a  profit  to  the  owners  of  thousands  of 
producing  mines  for  whose  product  under 
properly  arranged  economic  conditions 
there  would  be  no  sale  in  competition 
with  mines  where  production  costs  are 
less.  Even  this  is  by  no  means  the  whole 
story.  Coal  mining  can  be  done  largely 
by  machinery  at  only  a  fraction  of  the 
cost  of  hand  labor.  The  miners'  union 
forbids  the  use  of  such  machinery." 

This  is  a  far-reaching  sabotage  that 
makes  coal  dear  and  hard  to  get.  The 
action  of  Congress  in  providing  for  a 
Federal  Commission  to  make  a  thorough 
investigation  into  this  condition  is  the 
only  hope  the  country  has  of  obtaining 
a  practical  and  reasonable  prospect  of 
fairness  in  prices  to  the  public. 

'yHE  HOPE  of  the  future  lies  in  the 
expansion  of  mutual  interests. 
Selfishness  is  at  the  bottom  of  all  strikes — 
selfishness  of  capital  and  selfishness  of 
labor,  without  a  thought  of  public  suffer- 


ATTENTION  CALENDAR  MEN 


you  want  to  handle  one  of  the  finest  eiclualve  ealsndar  lines 
line,  a  Chriitmas  Kreetinx  line,  moathly  mailinK  cards  and 
I.  in  iuatioe  lo  yourself  get  in  touch  wiih  ua  before  makios  i 
ambition  to  connect  with  a  fast  ffrowins  concern,  write  us  i 
i  la  very  liberal. 


THE  BRODERICK  COMPANY.  St.  Paul,  Minn. 


>ng.  While  the  present  situation  is  no 
time  for  altruistic  theories,  yet  the  most 
ideal  and  perfect  legislation  i.s  powerless 
to  rai.sc  men  from  the  plane  of  self- 
iiilerest  We  must  divest  ourselves  of 
fill  prejudice  and  seek  the  truth  for  its 
inherent  value. 

A  man  is  worth  more  to  the  country 
than  the  dollar.  Until  this  is  made  the 
plane  of  settlement  in  labor  troubles, 
America  will  continue  to  sulTer. 

Back  to  Common  Sense. 

Would  we  find  the  elements  on  which 
to  base  a  new  regime?  It  is  America's 
COMMON  SENSE,  America's  Sjnril 
of  Justice. 

Divest  the  situation  of  all  political 
affiliation,  trust  to  the  fairness  of  the 
great  American  public,  and  the  solution 
will  be  found. 

The  American  public  can  be  trusted. 
It  is  al)solutely  on  the  square  in  all  its 
dcalinj-e,  when  divested  of  political  com- 
I)le.\ities.  To  put  coal  operators  and 
miners  on  a  Federal  Commission  to  in- 
vestigate the  coal  situation  would  be  to 
add  wholly  selfish  interests  to  the  inves- 
tigation. "To  put  railroad  operators  and 
railroad  employes  on  a  Commission  to 
prevent  future  railroad  strikes,  would 
mean  no  permanent  settlement,  because 
each  has  preconceived  prejudices. 
►  The  American  public  is  the  sufferer  in 
every  great  strike.  Therefore  it'should 
be  the  final  arbitrator.  Its  findings 
should  be  made  compulsory  and  beyond 
recall. 

You  commercial  travelers  have  noth- 
ing in  common  with  organized  capital 
and  organized  labor.  You  occupy  the 
neutral  ground  where  the  great  American 
public  stands.  U.-^e  your  influence  for  the 
good  of  the  public — appeal  to  the  com- 
mon sense  of  America.  You  are  a  power- 
ful force  in  educating  the  public.  Your 
influence  is  far  flung.  Stick  to  the  neutral 
ground  and  appeal  to  the  common  sense 
of  America. 

Propaganda  for  capital  and  for 
labor  floods  the  country.  It  is  most 
appealingly  written.  But  at  the 
bottom  it  is  but  human  selfishness. 
A  human  being  is  above  a  dollar;  let 
the  propaganda  of  organized  capital 
be  so  regarded.  The  rights  of  the 
public  come  before  the  rights  of  the 
individual,  let  the  propaganda  of 
organized  labor  be  so  regarded. 

Insist  on  every  person  using  common 
sense  and  fairness  in  forming  his  judg- 
ment. The  common  sense  of  the  Ameri- 
can public  is  the  only  sure  method  of 
settling  every  industrial  problem  and 
settUng  it  right. 

When  America  quits  voting  "the 
ticket,"  and  combines  to  put  its  common 
sense  into  power  at  Washington,  then 
will  labor  and  capital  meet  on  a  common 
ground  of  justice  and  fairness  without 
conflict. 

PIN  YOUR  FAITH  ON  AI^IERICA'S 
COMMON  SENSE. 


The  man  who  marries  for  money 
selects  a  hard  business  with  long  hours 
md  small  pay. —  [Preston  M..  Nolan. 
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Sl.  Louis,  OcloIxT  1,  1922. 


To  II le  Membership  at  Lanje: 


B 


RO'i  H ICRS:— Autumn  is  here.  Tiie  ciiirp  of  the  cricket, 
the  buzz  of  the  locust,  the  hum  of  the  bee  are  now  gone 
until  Nature's  warm  sunshine  will  shed  its  rays  and  bring 
them  back  to  life. 

Beautiful  October,  the  most  delightful  of  the  tweKe 
months,  ought  to  really  mark  the  beginning  of  the  fraternal 
year.  The  early  darkness,  the  touch  of  frost  in  the  evening  air, 
the  get-together  feeling  of  the  autumn,  and  dozens  of  other  forces 
all  work  together  for  the  next  few  months  to  make  it  natural  and 
pleasant  for  the  right  sort  of  fellows  to  spend  an  evening  in  the 
Council  hall. 

These  crimpy,  cool  mornings  and  bright  crisp  da\s  make  one 
feel  like  working.  I  ndian  Summer  is  making  its  advent.  The  leaves 
arc  beginning  to  turn,  and  we  are  told  that  the  aborigines  used  to 
hunt  their  winter's  meat  during  this  season.  Why  not  copy  from 
the  children  of  Nature  in  a  sense,  and  hunt  up  some  desirable 
eligible  commercial  traveler  for  your  council?  This  is  fine  wea- 
ther to  travel  over  bridges  and  mountain  ranges,  and  the  can- 
didates will  not  grow  tired. 
The  \  ital  thing  just  now  is  to  start  soon  enough :  That  means  to  begin  immedialely.  For  the  good 
fraternalist,  the  interested  member,  the  psychological  moment  is  RIGHT  NOW.  NOW  is  the  time 
for  the  veteran  and  the  new  member,  side  by  side,  to  strive  for  the  growth  and  success  of  our  Order; 
for  better  conditions,  for  better  safety  from  accident,  for  a  competence  to  their  loved  ones  in  the  event 
of  death  bv  accident;  all  working  in  full  clear  consciousness  of  progress  for  a  noble  and  good  cause, 
and  for  all' we  call  our  own— for  our  moral  and  material  welfare— which,  after  all.  is  furthering  the 
general  progress  and  elevation  of  our  craft. 

To  the  member  with  red  blood  in  his  veins,  there  is  nothing  particularly  impressive  in  a  Council 
room  full  of  empty  chairs.  It  is  too  suggestive  of  that  life  into  which  no  joy  enters.  The  fraternal 
member  who  is  seeking  to  broaden  his  circle  of  friends  will  be  found  at  every  meeting  it  is  possible  for 
him  to  attend,  and,  furthermore,  they  are  found  visiting  our  sick  and  injured  brothers,  and  doing  the 
things  that  are  really  fraternal. 

There  was  a  time  when  there  appeared  to  be  more  of  this  fraternal  sentiment  than  now,  and  the 
reasons  for  this  temporary  change  are  not  difficult  to  find.  Commercialism,  meaning  lust  for  gold, 
hunger  for  power  in  the  business  or  political  world,  is  the  main  reason.  Counter  attractions,  movie 
shows,  dances,  card  parties,  automobile  rides  and  the  like,  cause  too  many  men,  women  and  children 
to  flock  to  for  entertainment,  to  the  end  that  fraternity  is  forgotten  for  the  time  being.  BLT,  to  all 
of  us  will  come  a  day  when  we  shall  say,  "I  have  no  pleasure  in  these  attractions" ;  there  will  come  a 
day  when  we  shall  wonder  why  friends  do  not  gather  around  us  and  breathe  sympathizing  words 
into  our  willing  ears,  and  it  will  be  because  we  have  neglected  our  Council  meetings,  where  true  and 
lasting  friendships  are  formed — friendships  that  will  endure  throughout  time. 

Life  will  be  vastly  more  enjoyable,  more  worth  while,  it  we  but  cultivate  a  wider  circle  of  true 
friends;  and  there  is  no  better  place  to  cultivate  such  friendships  than  in  the  Council  meetings  of  the 
U.  C.  T.  of  A. 


Supreme  Counselor. 
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SUPREME  COUNCIL 

Counselor.  PRANK  J.  ROESER,  218     Supreme  Conductor.   W.   D.   MOWRY.  Kansa 


...  St,  Louia,  Mo. 


J.  SULLIVAN. 


t  Past  Counselor.  C.  V.  HOLDERMAN. 
Nashville.  III. 


D.  MURPHY. 
J.   C.   NESBITT.  Colum- 


City,  Kans. 

Supreme  Page,  FRED  L.  WRIGHT.  Milwaukee. 
Wis. 

Supreme    Sentinel.    SAM     T.    BREYER.  San 

Francisco,  Calif. 
Supreme   Chaplain.   S.   S.    MORSE,    St.  Louis. 

Mo. 

Supreme    Surgeon,    DR.    EARL    W.  EUANS. 
Columbus,  Ohio. 

MILLENER. 


Supreme  Auditor.  CHAS.  A.   HEBBARD.  Co- 
lumbus. Ohio. 


Supreme  Executive  Committee — LOUIS 
WIRTH,  Cincinnati,  Ohio;  CHAS.  A.  HEB- 
BARD. Columbus,  Ohio;  D.  P.  McCARTHY, 
Fostoria.  Ohio;  GEO.  F.  BROWN.  Lexington, 
Ky. 

Thirty-sixth  Annual  Session  Supreme  Coun- 
cil opens  Tuesday.  June  26,  192t,  at  10  a.  m. 


COMMITTEES  OF  THE  SUPREME  COUNCIL 


5TATE  OF  THE  ORDER  COMMITTEE.  JURISPRUDENCE  COMMITTEE. 

J.  MARTIN.  221  Ist  Natl.  Bk.  BUIk.,  Hous-  P.  A.  PATTERSON.  2612  W.  Chestnut  St. 
ton.  Texas.  Altoona.  Pa. 


AUDITING  COMMITTEE. 

LEONARD    M.    GRAVES.    P.    O.  Box 
Providence.  R.  I. 


lA.  PRITCHETT.  20  So.  7th.  Terrc  Haute,  HUGH  H.  DORAN.  319   N.   Washington  St..  A.  C.   KENNEDY,   1286   So.  High,  Freeport 

Ind.  Ottumwa.  Iowa.  III. 

i\iS.  H.  ABBOTT,  120  S.   Fulton.  Auburn,  A.  G.  MacEACHRON.  1241   25th  St..  Detroit.  H.  S.  SPIVEY,  2400  Gains  St..  Little  Rock, 

N.  Y.  Mich.  Ark. 


HIO — Grand  Counselor.  D.  H.  Rupert.  R. 
).  No.  4.  Portsmouth.  Ohio;  Grand  Secre- 
,  R.  P.  Somerville.  P.  O.  Box  847.  Day- 
Thirty-fourth  Annual  Session  at  Toledo, 
.,  June  8-9,  1923. 

ISSOURI— Grand  Counselor.  Mason  Smith, 
i  Michigan  Ave..  Kansas  City.  Mo. ;  Grand 
etary,  R.  J.  Claflin,  Box  604,  Carthage, 
ty-second  Annual  Session  at  Jefferson 
,  Mo.,  June  1-2,  1923. 

ANSAS — Grand  Counselor,  W.  A.  Hol- 
iworth,  217  N.  Second.  Atchinson.  Kans.. 
id  Secretary,  E.  P.  Bemardin.  Box  528, 
ona,  Kans.  Fourteenth  Annual  Session  at 
pendence,   June    1-2,  1928. 

M 

ICHIGAN— Grand  Counselor.  H.  D.  Bullen, 
OE.  Kalamazoo.  Lansing,  Mich.:  Grand  Sec- 
«  y.  Maurice  Heuman.  106  E.  Wilkins,  Jack- 
»i  Mich.  Thirtieth  Annual  Session  at  Flint, 
li.,  June.  1923. 

CXAS — Grand  Counselor,  J.  P.  Landry, 
<  Franklin.  Beaumont:  Grjnd  Secretary, 
r '.  Gilbert,  P.  O.  Drawer  4SlWaco.  Twcn- 
'■nth  Annual  Session  at  Bea'Umont,  May  11- 
2  923. 

tNNESOTA-NORTH  D  A  K  O  T  A— Grand 
oselor,  W.  N.  Donaldson.  Palmette  St, 
yth,  Minn.;  Grand  Secretary,  J.  M.  Dresser, 

I  Metropolitan  Bank  Bldg.,  comer  6th  and 
»ir  Sts..  St.  Paul,  Minn.  Thirtieth  Annual 
Won  at  St.  Cloud,  Minn.,  June  7-8.  1923. 

CW   ENGLAND— Grand   Counselor.  Alley 

•  i.night,  115  Gamage  Ave.,  Auburn,  Me.: 
fi'i.Sfcretary,  Charles  A.  Haines.  285  Grove 
t.  Melrose.  Mass.  Twenty-eighth  Annua 
Ken  at   Manchester,   N.   H.,    June  7-8-9, 

:ntucky-virginia-west  Virginia- 

I'YLAND-DISTRICT  OF  COLUMBIA— 
rd  Counselor,  W.  T.  Benton,  Lexington. 
■  ri  ^"1^"°  Secretary,  Geo.  F.  Brown,  380 
flland  Ave.,  Lexington,  Ky.  Twenty-seventh 
Dial  Session,  June,  1923. 

LINOIS — Grand   Counselor,   Bert  McTag- 

II  904  North  St.,  Mt.  Vernon;  Grand  Secre- 
a  J.  Hugh  Foster,  826  W.  Madison  St., 
li'*^'..  Twenty-seventh  Annual  Session  at 
Hi,  111..  May  17-18-19,  1923. 

;BRASKA — Grand  Counselor,  Glenn  Mat- 
is  ,  Sidney,  Nebr. ;  Grand  Secretary,  Harry 

•  rice,  617  N.  9th,  Beatrice.  Twenty-fifth 
n  »l  Session  at  Holdredge,  May  18-19.  1923. 


GRAND  COUNCILS 

MONTANA-UTAH-IDAHO— G  rand  Coun- 
selor R.  B.  Vickers.  536  W.  Mercury  St.. 
Butte.  Mont.;  Grand  Secretary.  J.  G.  H. 
Gravely,  801.  N.  18th,  Boise.  Idaho.  Twenty- 
fifth  Annual  Session  at  Provo.  Utah.  June 
7-8-9.  1923. 

WISCONSIN — Grand  Counselor.  C.  H.  Col- 
lins, 910  So.  8th  St.,  LaCrosse.  Wis.:  Grand 
SecreUry.  L.  G.  Everson.  1287  1st  St..  Mil- 
waukee.  Twenty-fifth  Annual  Session  at  Madi- 
son, Wis.,  May  31-June  1-2.  1923. 

OREGON-WASHINGTON-BRITISH  CO- 
LUMBIA—Grand  Counselor.  C.  W.  Moore.  P. 
O.  Box  2209 :  Grand  Secretary.  R.  W.  Hodge- 
kinson.  16th  and  Glison  St.,  Portland.  Ore. 
Twenty-fifth  Annual  Session  at  Seattle.  May, 
1923. 

IOWA — Grand  Counselor.  A.  W.  McFarlane. 
416  Oak  Lawn.  Waterloo,  Iowa;  Grand  Secre- 
tary, A.  M.  Brackett,  1260  43d  St..  Des 
Moines.  Twenty-fourth  Annual  Session  at 
Burlington.  Iowa,  June  7-8-9.1923. 

CALIFORNIA — Grand  Counselor.  J.  H.  Brill, 
4038  Brighton  Ave.,  Oakland.  Calif.;  Grand 
Secretary,  B.  W.  Lavelle,  2620  S  Street.  Sacra- 
mento. Twenty-fifth  Annual  Session  at  San 
Bernardino,  May,  1923. 

NEW  YORK — Grand  Counselor.  Spencer 
Rowe,  31  Maple  St.,  Oneonta,  N.  Y. ;  Grand 
Secretary.  Walter  M.  Winn.  64  Utica  St.. 
Clinton.  N.  Y.  Twenty-third  Annual  Session 
at  Glens  Falls,  N.  Y.,  June  7-8-9,  1928. 

MISSISSIPPI-LOUISIANA  —  Grand  Coun- 
selor.  Alfred  Persoc,  Box  536.  Baton  Rouge, 
La.:  Grand  Secretary,  Mose  Frank.  P.  O.  Bo.x 
343.  Shreveport.  La.  Twenty-third  Annual 
Session  at  Hattiesburg,  Miss.,  Third  Fri.  and 
Sat..  1923. 

COLORADO — Grand  Counselor.  C.  J.  Dawe. 
118  E  2nd  St.,  Trinidad.  Colo.;  Grand  Secre- 
tary.  Ira  J.  Schnars,  1437  Cleveland  Place. 
Denver,  Colo.  Twenty-second  Annual  Session 
at   Denver,  June  8-9,1928. 

TENNESSEE— Grand  Counselor.  Sam.  I. 
Bolton,  2502  Belmont  Blvd.,  Nashville,  Tenn.; 
Grand  Secretary,  J.  D.  Hardin,  6?0  Pine  St. 
Twenty-second  Annual  Session  at  Morrlatown. 
June  7-8,  1928. 

INDIANA — Grand  Counselor.  F.  E.  Burhaus. 
Elkhart.    Ind.;    Grand    Secretary.    Albert  A. 


Dicks,  1608  Chestnut  St.,  Terre  HauU.  Twen- 
ty-second Annual  Session  at  Elkhart.  Ind., 
May  18-19.  1923. 

PENNSYLVANIA— Grand  Counselor.  Rich 
Recder.  121  1st,  Butler.  Pa.;  Grand  SecreUry, 
Chas.  W.  Frey,  110  S.  Jared  St..  Du  Bois,  Pa. 
Twentieth  Annual  Session  at  Butler.  June  8-9, 
1923. 

GEORGIA-FLORIDA — Grand  Counselor  J. 
B.  Thornton,  c-o  Talmadge  Bro..  Athens,  Ga.; 
Grand  Secretary,  F.  W.  Theiling.  1935  Walton 
Way.  Augusta,  Ga.  Eighteenth  Annual  Ses- 
sion at  Jacksonville,  Fla..  May,  1923. 

ALABAMA — Grand  Counselor,  R.  O. 
Mitchell,  408  E.  Clinton.  Huntsville,  Ala.; 
Grand  Secretary.  M.  J.  Robertson.  Box  911, 
Birmingham.  Eighteenth  Annual  Session  at 
Montgomery.  May.  1923. 

THE  CAROLINAS — Grand  Counselor.  Sims 
McDowell.  Charleston,  S.  C. ;  Grand  Secre- 
tary, A.  H.  Snider,  Box  68,  Salisbury,  N. 
Car.  Seventeenth  Annual  Session  at  Greens- 
boro. N.  C,  June,  1923. 

NEW  JERSEY-DELAWARE— Grand  Coun- 
selor. P.  N.  Thorpe.  17  Clark  St.,  Glen  Ridge, 
N.  J.;  Grand  Secretary,  Chas.  H.  Egeln,  1281 
Springfield  Ave.,  Irvington.  N.  J.  Sixteenth 
Annual  Session  at  Asbury  Park,  N.  J.,  June 
8-9,  1928. 

ARKANSAS — Grand  Counselor,  D.  E.  Shap- 
ard,  614  Greenwood,  Ft.  Smith;  Grand  Secre- 
tary, Robert  E.  Gray,  2304  N.  1  St.,  Ft.  Smith, 
Thirteenth  Annual  Session  at  Little  Rock, 
May,  1923. 

MANITOBA-SASKATCHEWAN  -  ALBERTA 
— Grand  Counselor,  Thos.  Fox,  Suite  8,  Som- 
merfeld  Bk..  Saskatoon,  Sask..;  Grand  Secre- 
tary, W.  H.  McKibbin,  2143  Angus  St.,  Re- 
gina,  Sask.  Twelfth  Annual  Session  at  York- 
ton,  Sask.,  June  7,  1923. 

SOUTH  DAKOTA — Grand  Counselor,  R.  L. 
Wilson,  307  So.  State  St.,  Aberdeen,  S.  D.; 
Grand  Secretary,  N.  J.  Lund,  Rapid  City. 
Twelfth  Annual  Session  at  Sioux  Falls,  S.  D.. 
June,  1923. 

OKLAHOMA — Grand  Counselor,  B.  C.  Un- 
derbill, Medlord.  Okla.  Grand  Secretary,  Klah 
Hodges,  410  So.  5th  St.,  Clinton.  Seventh  An- 
nual Session  at  Medicine  Park,  4th  Thurs.-Fri.- 
Sat..  May.  1928. 


4«       THF      SAMPIF  CASF 


OC  TOB 


GETTING  IN  EARNEST. 

Frank  N.  Bailey,  Secretary  of  Clinton, 
Iowa,  Council,  got  "hard"  with  his  mem- 
bers in  July  and  announced  that  they 
could  "pay  up  or  get  out"  and  that, 
beginning  January  1,  he  would  live  up 
strictly  to  the  constitution  and  suspend 
members  who  were  delinquent. 

You  may  not  think  this  important, 
but  it  is  a  lot  of  extra  and  unnecessary 
work  and  expense  for  the  Council  and 
the  Secretary  to  keep  everlastingly  re- 
minding you  fellows  who  "forget"  to 
pay  on  time.  Last  month  your  Secre- 
tary had  to  write  sixty  letters  just  six 
days  before  Assessment  No.  168  was 
due,  and,  even  then,  there  were  about 
fiiftcen  good  members  who  did  not  get 
under  the  wire  on  the  date  they  should 
have  remitted. 

This  is  serious  for  them,  as  they  can- 
not collect  one  cent  of  indemnity  if  they 
are  injured  during  the  time  they  are 
delinquent;  and  they  have  no  one  to 
blame  but  themselves. 

If  the  Secretary  tries  to  keep  them 
in  good  standing,  it  would  cost  him  be- 
tween fifty  and  one  hundred  dollars  to 
carry  these  "good  fellows"  every  time 
they  miss  an  assessment. — [Keokuk, 
Council  Publication. 


Trav.    ezpeiwe  (officcre*) 

and  committee   164.76 

Pontage,  eip.  A  phone   2,323.64 

House  expcPBO —   32.5.92 

Official  publication.    6,406.95 

Refund  to  Secretaries   649.57 

Council  supplies    99.32 

Furn.  &  Fixtures   262.35 

Exp.  F.  J.  C.  Cox— Ciiief 

Agent-   12.5.00 

AdvertiBing'A  Printing   4.90 

Prem.  on  Bonds...-   2,317.59 

Expense  Supr.  Counselor  ...  8.75 

Expense  Supr.  Council   40.25 

Information  Bureau    260  00 

Adv.  Return  check  ac't._   600.00 


DISBURSEMENTS  WIDOWS'  AND  ORPHANS- 
FUND. 

To  beneficiaries  S  7,206.50 

Refunds  of  application   18.00 


Qmcdim 

Total  DiabuisemenU  from  Death  and 

Disability  Funds  from  date  of  or-  ■ 
ganization  to  September  1,  1922   ia,45<^p 

WIDOWS'  AND  ORPHANS'  FUND  DISl 
MENTS. 

Total  Disbursements  from  Widowh' 
and  Orphans'  Fund  to  Sept.  1,  1922  9( 
MEMBERSHIP. 
Number  of  applications  approved  from 

Jan.  1,  1922.  to  Sept.  1,  1922  

ToUl  membersliip  August  1,  1922  


U.  C.  T.  MEMBERSHIP  BY  GRAND  JUI 
DICTIONS. 

March 

1922 

Ohio„   10,628 


Missouri   


Financial  Statement  for  the 
Month  of  August,  1922 

Cash  balance,  July  31,  1922.  $325,146.91 

Receipts. 

From: 

Applications  $  795.00 

Calls  for  assessments..-   191,668.00 

Supplies.   15S.17 

Interest  (daily  bal.)._   500.04 

Interest  (bonds)   7,597.50 

Fines.    43.50 

Rent   33.00 

Suspense   269  SO 

Sample  Case   3,330.71 

Ladies'  Pins   2.50 

Donations   5.00 

Premiums   441.40 

ExchanKe...   3.00 

Per  capita  tax.—   7.50 

Ray  of  Hope.-..-     20.00 

U.  S.  Certificates  expired-.. 

Return  check  acct   $100,000.00 

Miscellaneous   57.45 

Total  Receipts  -   304,927.57 

"  $630,074.48 
Disbursements. 

Death  Fund  $  23,050.00 

Disability  Fund  _  38,415.39 

Gen'l  Expense  Fund   20,702.45 

W.  &  O.  Fund-   7,224.50 

Total  disbursements    S  89,392.34 

Cash  Bal.,  August  31,  1922  $540,682.14 

Cash  in  ofiSce    15.00 

GENERAL  EXPENSE  FUND. 
Disbursements. 

Salaries,  officers'   $  1,358.00 

Sal  A  fees.  Sup.  &  Subor- 
dinate Surgeons'   809.00 

Salaries,  em  riloyes'.-.   3,224.00 

Le^al  exp.  (lifieation).-   1,041.00 

InveotiBBting  claims-   25S.6$ 

Office  expense    108.45 

Supplies,  office  exp   914.42 


THE  NEW  SAMPLE  CASE. 

Chas.  H.  Smith,  the  editor 
of  YOUR  magazine,  has  plans 
for  making  The  Sample  Case 
a  real  National  Periodical 
if  every  member  will  help. 
He  must  have  50,000  or  more 
paid  subscriptions  to  be  listed 
by  the  Associated  Adver- 
tisers. He  has  repeatedly 
appealed  for  subscriptions 
an(l  has  received  about  16,- 
000.  This  is  a  mighty  poor 
showing  for  100,000  SALES- 
MEN to  make  and  his  hands 
are  tied  on  National  Adver- 
tising, unless  he  gets  this  co- 
operation. It's  up  to  YOU. 
— The  Drummer,  Keokuk,  la. 


Michigan  

Texas —  

Minnesota-N.  Dak.... 

New  England   

Ky.-Va.-W.  Va.-Md.. 

Illinois   

Nebraska.-  


Oregon-Waeh.-B.  C. 

Iowa_   


Mississippi-Louisiao 
Colorado- 


Tennesee  

Indiana  

Pennsylvania  

Georgia-Florida.... 

Alabama   

The  Carolinas.  


South  Dakota.— 
Man.-Sask.-Alta.. 

Oklahoma  

Supreme  


3.602 
4,040 
4,6.58 
2,4.56 
7.649 
8,829 
6,635 
5,.546 
2,390 
1,288 
5,233 
1,931 
5,302 
3,381 
7,879 
1,293 
668 
1,720 
3,620 
6,889 
1,664 
819 
2,233 
811 
1,136 
1,216 
2,173 
1,296 
167 


Total___  -  106,242  II 


AMOUNT  IN  RESERVE  FUNDS. 

Cash  Death  Res.  Fund  $  9,973.82 

Cash.  Dis.  Res.  Fund  -.-  6,478.24 

Cash,   W.  &  O.  Reser\-e 

Fund  -  -  443.15 

Bonds,  Dis  Res.  Fund   666,900.00 

War  Savings  Stamps,  Dis- 
ability Res.  Fund.   999  02 

War  Saving  Stamps,  Death 

Res.  Fund.-   997.74 

Bonds.  Death  Res.  Fund   157.200.00 

Bonds,  W^idows'  and  Or- 
phans' Res.  Fund    62,000.00 

Bonds,  Widows'  and  Or- 

nhans'   ~.  30,000.00 


934,991.97 

OWNED  BY  W.  &  O.  FUND  RESERVE. 
(Donated.) 

First  Liberty  Loan  $  100.00 

Second  Liberty  Loan   '"0  00 

Fourth  Liberty  Loan   100  00 

War  Sav.  Certificates  -     1,670  00 

U.  S.  Treas.  Sav.  Certif's-       100  00 

2,130.00 

Real  Estate,  Supreme 

Headq'rs.,  acquired  ap- 

praised  value  $  14,295  00 

INDEMNITY  DISBURSEMENTS. 
Death  and  Dis.  claims  paid  from  Jan-   

uary  1,1922.  to  September  1.1922„_$    550,031  38 


THE  TWENTY  LEADERS. 
First  Division. 

March 
1922 

HowerCity.No.ara  1.605 

Minneapolis.  No.  63_  1.660 

Worcester,  No  136   

Saintly  City,  No  50  -  -  1.416 

Milwaiikee.  No.  54__  -  -  l.f^i 

Columbus,  No.  1 —  J.'i" 

St.  I.ouU,  ko.  26-...  1.029 

Indianapolis.  No.  4 —   »4| 

Los  Angeles.  No.  82   -  778 

Boston.  No.  44    742 

Second  Division. 

Northwestern,  No.  72   82.5 

Providence.  No  67-.  -  'Jl± 

Solden  Gate.  No  80     703 

Des  Moines.  No  115    7/3 

Porthind.  No.  103—     '08 

Saginaw.  No.  43     731 

Cincinnati,  No.  2    674 

Kansas  City,  No.  19    ^ig 

Seattle,  No.  83    6.^8 

Cadillac,  No.  143    660 

DEATHS  OF  THE  MONTH. 

The  following  members  of  the  Order  were* 
to  the  Supreme  Secretary  during  maMT 
gust,  1922,  as  having  passed  to  Eternal  Ol^V 

Geo.  C.  Mansel,  member  of  Forest  City  w 
No.  5,  Cleveland,  Ohio.     .  , ,  , 

J.  V.  Mullen  and  E  H.  Arkland,  memh 
falo  CouncU.  No.  7,  Buffalo,  N.  Y.  ^ 

Chas.  W  Stanton,  member  of  PhUadelp» 
cil.  No.  16,  Philadel;  hia.  Pa. 

B.  T  Brooks,  member  of  Kansas  City  C«P« 
19,  Kansas  City.  Mo.  _  ^ 

Geo.  R.  Epstein,  member  of  St.  Louis  C 
No.  26,  St.  Louis,  Mo.  « 

D.  Lang,  member  of  Chicago  Council,  «»» 

°*I°'e.  Brick,  member  of  Sunflower  Cound||l 

Salina,  Kaiis.  ,  „     ^.        _  * 

F.  O.  Lenex,  member  of  Hutchinson  C 
34,  Hutchinson,  Kans. 


CI  oat.  H 


Wages  and  Waste 


Editori&l  in  Printers'  Ink 


lond  nnil  P.  F.  Hurng,  meinhcre  of  Provi- 
icil.  No.  fi7,  Providence,  U.  I 
jmr,  member  of 
■runcisco,  Calif. 
(iwBrcl,  Sam  Dennett,  members  of  Los 
^i.i    Council,  No.  82,  I.os  AnffcIcH,  Calif. 
A.  W.  C.  Marrott,  P.  K.  C  linkinning,  members  of 
Council,  No.  83,  Seattle.  Wanh. 
Goebring.^member  of  llaatings  Council,  No. 

Per^ns,  member  of  Grand  laland  Council, 
'  Irand  Island,  Nebr. 

iuiiiBey,  member  of  Tri-City  Council,  No. 
Island,  111. 

IIufTman  Brown,  member  of  Fort  Pitt, 
I'ittsburKh,  Pa. 

Oloombe,  O.  K.  Smith  and  Charles  Brown, 
jf  Flower  City  Council,  No.  203,  Hocheetor, 


F.  E.  Smith,  member  of  Burlington  Council,  No. 
;l,  Burlington,  Vt. 

W.  A  Davies,  member  of  UUoa  Council,  No.  4,244, 
tics,  N  Y. 

S.  M  Faton,  member  of  Watertown  Council, 
o.  247,  Watertown,  Wig. 

VVrn   p  Smith,  member  of  Greensboro  Council, 
(Irecnsboro.  N.  C. 

Stook,  member  of  Strcator  Council,  No.  339, 

V  N'nrdi,  member  of  Williamaport  Council,  No. 
0,  U  illiamsport.  Pa. 

Henry  Strykee,  member  of  Kingston  Council,  No. 
■6,  Kingston,  N.  Y. 

Mark  Perbry,  member  of  Burlington  Council,  No. 
3,  Burlington,  Iowa. 

Frank  W.  Gibson,  member  of  Newburgh  Council, 
0.414.  Newburgh,  N.  Y. 

Leon  Renaker,  member  of  Winchester  Council,  No. 
2,  Wmchester,  Ky. 


Grit  is  a  quality  that  stays  with 
ou  when  every  other  power  has 
averted  you.  Without  it,  every  day 
ill  be  a  Waterloo.  With  it,  you  can't 
lil. — Sanford  Brush  "Pointers." 


THERE  are  at  present  great  inequali- 
ties, both  in  wages  and  in  manage- 
ment. It  would  seem  that  a 
sincere  and  unselfish  attempt  to 
iron  out  these  inequalities  would  do  more 
than  any  one  thing  to  stabilize  industry. 

A  fur-cutter,  lot  us  say,  unable  to 
speak  English,  doing  work  which  re- 
quires little  training  or  education,  by 
blackjack  methods  and  coercion  runs  his 
wages  up  to  a  point  where  he  receives  far 
more  than  a  man  whose  work  takes  years 
of  training  and  a  careful  education  in  his 
trade. 

Such  men,  and  they  exist  in  many 
industries,  are  adding  to  the  burden  of 
high  prices  and  keeping  commodities  out 
of  the  hands  of  the  ultimate  purchaser. 

Whether  they  be  milk  carriers,  delivery 
men,  or  the  men  who  switch  railroad 
locomotives,  they  must  be  made  to  realize 
that  a  wage  that  is  not  earned  in  real 
production,  is  high  at  any  price,  and  that 
advances  secured  with  no  increased 
efiBciency  for  the  final  consumer's  benefit 
are  unsound  and  indefensible. 

On  the  other  hand  we  find  waste  on 
the  part  of  management  in  some  indus- 
tries. Continued  waste  automatically 
eliminates  the  manufacturer.  The  labor 
leader  who  tries  to  interpose  an  artificial 
barrier  between  the  manufacturer  and 
his  attempts  to  eliminate  labor  waste  is 
short-sighted  and  an  ol)8truction  to  better 
business.   Waste  profits  no  group  or  class, 


and  it  costs  the  final  consumer  money 
As  a  general  principle  it  may  be  stated 
that  neither  arbitrary  labor  nor  ineflB- 
cient  management  has  any  right  to  pass 
on  to  the  final  buyer  the  increased  costs 
resulting  from  their  attitude.  The  work- 
ers in  a  plant  who  are  producing  as  much 
as  twice  their  number  did  a  year  ago,  and 
by  increased  volume  are  helping  reduce 
the  price  of  the  product  upon  which  they 
work,  are  to  be  commended,  and  nobody 
worries  about  the  wages  they  actually 
earn.  All  labor  could  study  their  sensible 
action  with  profit. 

The  owner  of  a  plant  who  by  better 
selling  methods,  by  savings  in  his  pro- 
duction and  distribution  costs  has  been 
able  to  reduce  the  price  of  his  product — 
and  who  by  dividing  the  savings  thus 
effected  with  the  public  is  doing  a  bigger 
business  this  year  than  last,  is  also  to  be 
commended,  and  men  in  many  basic 
industries  could  learn  much  by  a  study 
of  his  methods. 

The  principle  stated  oame  to  a  head 
in  the  railroad  controversy.  Wages 
and  freight  rates  should  come  down 
hand  in  hand.  As  the  representatives 
of  the  public  called  in  by  the  President 
say: 

"There  is  absolutely  nothing  in  exist- 
ing conditions  that  justifies  the  carriers 
and  their  employees  in  inflicting  the 
ruinous  results  of  a  strike  on  themselves 
and  on  the  public." 


Appreciates  Sample  Case  Service 

David  P.  Ellis 
nortbwi8tbhn  bbprbsbntatitb 
Macsktb- Evans  Glass  Compant 

ISgWEST  1.AKEST. 

CHICAGO,  ILL. 

Chas.  H.  Smith,  Editor,  Winona,  Minn.,  Sept.  7,  1922. 

The  Sample  Case, 
638  North  Park  Street, 
Columbus,  Ohio. 
Dear  Mr.  Smith: 

I  have  just  finished  reading  Dan  Young's  article  "SUCCESSFUL  SALESMANSHIP"  in 
September  issue  of  The  Sample  Case.  Frankly,  I  was  so  impressed  with  the  fundamental  truths  about 
Salesmanship  expressed  in  the  clear  concise  style  which  this  author  uses  that  I  cannot  restrain  the  im- 
pulse to  take  my  Corona  in  hand  and  congratulate  you  and  the  Sample  Case  in  securing  it. 

For  a  number  of  years  I  have  been  a  student  of  different  courses  in  salesmanship,  have  read  many 
books  printed  on  the  subject  as  well  as  innumerable  Magazine  Articles  but  Mr.  Young  seems  to  have 
hit  a  responsive  cord  in  me  which  no  writer  ever  has  before.  This  is  proven  by  the  fact  that  I  have  never 
before  taken  the  trouble  to  bother  an  editor  with  my  views. 

Having  spent  twenty  years  on  the  road,  I  fancy  I  know  some  of  the  tricks  of  the  trade  myself,  there- 
fore I  feel  that  I,  at  least  should,  know  a  good  article  about  the  job  of  selling  when  I  see  one. 

Very  truly  yours, 

D.  P.  Ellis 


50       Till;     S  A  M  I'  1.  i:  CASE 


o  c  r  o  u  E 


ORGANIZED  1893 


INCORPORATED  1904 


The  Connecticut  Commercial  Travelers' 
Mutual  Accident  Association 

Office:  Rooms  201-202  Congress  Square  Block 
New  Haven,  Connecticut 

Announces 
A  New  Policy  for  Women 

— Commercial  Travelers  Only — 

BENEFITS    LIMITED  TO 


I 


$5,000 

In  case  of  death  by 
accident. 

$5,000 

Loss  of  both  arms, 
or    both    legs,  or 
arm  and  leg. 

$5,000 

Loss  of  both  eyes. 

$2,500 

Loss   of   one  arm, 
or  one  leg. 

$1,250 

Loss  of  one  eye. 

$25 

Weekly  indemnity   for  total 
disability  for  104  weeks. 

$12.50 

Weekly   indemnity   for  par- 
tial disability  for  6  weeks. 

Membership  Fee  $2.00,  No  Annual  Dues 

The  first  and  only  Commercial  Travelers'  Association  to  accept  women  to  membership. 
Write  the  Secretary  for  Blanks. 

C.  B.  NICHOLS,  Secretary-Treasurer 


The  Nutmeg  State 
Commercial  Travelers' 
Health  Association 

INCORPORATED 

ORGANIZED  OCTOBER  1,  1909 

For  Men  Only 

Age  Limit  18  to  55  Years 


Every  Member  of  the  U.  C.  T. 
Is  Invited  to  Join  Us 


C.  B.  NICHOLS,  Secretary-Treasurer 
Box  1916 
New  Haven,  Conn. 


BENEFITS  PAID 
Sick  Benefits 

Confinement  within  doors  due  to  sickness 
originating  after  thirty  days  from  date  of 
membership  or  reinstatement: 

First  Week's  confinement  _  $  7.00 

Second  Week's  Confinement  - —  20.00 

Each   week    thereafter,   not  exceeding 

24  consecutive  weeks   25.00 

Total  Disability 

Immediately  following  a  sickness  that  does 
confine  a  member  strictly  within  doors  and  for 
such  continuation  of  sickness  which  does  not 
confine  a  member  within  doors:  . 

First  Week.-   $  14.00 

Each   week   thereafter,    not  exceeding 

six  weeks   7.00 

Funeral  Benefits 

For  death  due  to  sickness  originating 
after  first  year's  continuous  mem- 
bership in  the  Association  $ 

For  death  due  to  sickness  originating 
after  two  years'  continuous  mem- 
bership in  the  Association  


75.00 


150.00 


NO  MEDICAL  EXAMINATION 


CT  O  H  I  l{ 


TUt     SAMPLE     CASE  51 


WmTfhe:^ 


ASSESSMENT  No.  169 

(Fourth  for  1922) 

Dated  August  18,  1«22 
Expire<l  September  14,  1«22. 

Failure  to  pay  thia  aasemnieot  by  above 
Darned  dat«  as  well  as  all  Council  dues, 
forfeits  your  claim  for  Indemnity. 

IN  ORDER  TO  FILE  A  VALID 
CLAIM,  notice  of  the  accident  must  be 
lent  to  Walter  D.  Murphy,  Supreme 
Secretary,  Columbus,  Ohio,  WITHIN 
SW  DAYS. 


SUPREME 

Iton,  Ontario.-rThe  "Baby"  Coun- 
all  ia  a  roal  baby— Hamilton,  No.  640. 
organized  September  !),  1922,  Supreme 
lor  Frank  J.  Uoeser  officiating,  with 
preme  Secretary  Walter  D.  Murphy  his 
liatant.  The  outstanding  organizer  of 
onilton  Council  was  H.  H.  Hannon,  former 
imber  of  Jackson,  Mich.,  Council.  Hamilton 
tincil  starts  out  with  a  live  bunch  of  hustlers, 
d  will  make  a  record  growth. 

Piy-two  applications  were  on  file,  with 
aine  initiated.  It  was  an  enthusiastic 
ig.  Ontario  is  receiving  the  U.  C.  T. 
open  arms.  Still  other  new  Councils 
!  promised  in  the  near  future, 
rhe  officers  of  Hamilton  Council  are: 
aior  Counselor,  C.  A.  Alderson;  Junior 
unselor,  H.  H.  Carr;  Past  Counselor,  H.  H. 
innon ;  Secretary-Treasurer,  W.  W.  Lindsey ; 
nductor,  W.  E.  Herald;  Page,  J.  F.  Devine; 
atinel,  P.  S.  Harding;  Executive  Coni- 
ttee  (two  years),  P.  M.  Moncur  and  \V.  A. 
pe;  (one  year),  Russell  Kelley  and  David 


S.AS 


•ort  Smith. — At  our  meeting,  August  26, 
lii  .l  :i  fair  attendance.    Three  goat-riders 
Mill  the  Conductor  through  the  initia- 
I  he  meeting  showed  some  pep  -and 
matters  of  importance  were  discussed 
Lshed  out  amid   bursts  of  oratory 
\\  ith  good  fellowship. 
^I'l  is  anticipating  with  pleasure  the 
"iir  good  Supreme  Secretary,  Walter 
phy,  of  Columbus,  Ohio,  who  will  be 
i  )l)er  28.  The  Membership  Committee 
rti  rkiiig  toward  a  class  of  candidates  in 
i  lor  of  the  visit  of  Brother  Murphy, 
'otuiuctor  Horace  Carmichael  has  resigned 
"rti  0.  to  the  regret  of  the  Council,  and 
and  Sentinel  were  pushed  up  a  notch 
fw  Sentinel  appointed  in  the  person 
1   Johnston,  who  will  make  a  cracking 
leer.    Fall  is  here  and  we  are  going 
w.  members  and  put  some  life  into 
^ mization. 

.rand  Counselor  D.  E.  Shapard,  who  is 
ai  our  Secretary,  is  checking  up  the  differ- 
e  Councils  in  the  state  on  the  premiums  he 


offered  wl»en  he  was  ushered  into  the  office  of 
Cinind  ("ounsolor.  There  ia  cver>'  reason  to 
believe  that  this  plan  will  swell  our  member- 
ship materially  in  the  state  as  well  as  in  Fort 
Smith  Council,  and  that  we  will  wind  uj)  the 
year  with  flying  colors. 

Wo  are  still  determined  to  have  500  memlKTs 
by  next  March.  By  way  of  a  testimoniiil, 
the  writer  wants  to  say  that  ever>'  meeting 
he  attends  makes  him  a  iM'tter  U.  C.  T.  ami 
the  only  strange  thing  is  why  any  commercial 
traveler  will  stay  out  of  an  Order  that  means 
so  much  to  him  and  to  his  family.  Let's  re- 
member that  the  more  we  put  into  the  Order, 
that  much  more  will  wo  be  able  to  get  out  of  it. 
— (C.  K.  V.) 


CALI 


RNIA 


San  Francisco. — .San  Francisco  Council 
has  voted  to  amalgamate  with  No.  80,  so  that 
puts  us  in  the  first  ten  leading  Councils,  with 
O.'IO  members. 

Forty  applications  are  on  file  1 1  be  initiated. 
Not  so  bad,  after  all. 

Harry  Rothermel  and  Louis  Pels  brought 
in  the  first  new  application  to  the  now  No.  SO. 
This  shows  real  U.  C.  T.  spirit  and  unity. 

Emmett  Winters  won  the  gold  cuff  links 
given  by  Jim  Weir  to  the  brother  bringing 
in  the  most  candidates  in  thirty  days.  Em- 
mett's  record  was  twelve,  and  only  a  part  of 
what  he  has  brought  in  since  becoming  a 
member  three  months  ago. 

The  election  of  Sam  T.  Breyer  as  Supreme 
Sentinel  has  put  new  life  into  the  U.  C.  T.'s 
in  California,  and  we  look  forward  to  a  5,000 
membership  very  soon. 

A  new  council  was  instituted  in  Santa 
Rosa,  September  9,  by  Grand  Counselor  Jack 
Brill.  Jack  says  Reno  will  be  the  next  one, 
giving  us  a  start  in  Nevada.  Jack  has  them 
going  north  and  south — good  work. 

Golden  Gate  Council  and  Phoeniciji  Guild, 
.\.  M.  O.  B.  B.,  will  give  a  joint  theatre  party 
in  October.  With  1,000  members  working, 
it  should  prove  a  huge  success. 

We  grieve  with  our  Supreme  Secretary, 
Walter  D.  Murphy,  in  the  loss  of  his  dear  wife. 

Pop  Judell  is  preparing  for  a  trip  to  Europe. 

Say,  boys,  how  many  subscribers  have 
you  signed  up  for  The  Sample  Case,  the 
wonder  magazine?  It's  worth  ten  times 
the  price.    Get  busy. 

We  have  endorsed  two  of  the  greatest  pro- 
jects for  the  good  of  California,  proposed  by 
Harvey  M.  Toy,  Vice  President  of  the  Cali- 
fornia Hotel  Men's  Association:  The  Reno 
to  California  Highway,  via  the  Truckie  River 
route;  this  means  a  great  deal  to  the  traveling 
man.  a  better  grade  and  easier  diiving  through 
our  state.  And  the  Portola  Fete,  to  be  held 
in  San  Francisco  annually,  in  which  the  U.  C. 
T.'s  always  make  a  great  showing. 

The  regular  attendance  of  fifty  at  each 
meeting  should  be  increased  to  200  from  now 
on.  W^e  have  the  hall  and  the  membership 
and  our  Entertainment  Committee  promises 
us  some  live  times  at  each  meeting. 

The  weekly  hmcheous  on  Tuesday  at  Mar- 
quard's  are  making  a  hit  and  all  that  attend 


have  a  good  time  as  well  as  a  swell  feed  f.)r 
7.5  cents. 

Past  Senior  Counselor  J.  F.  Clark,  of  Twin 
Cities  Council,  was  a  visitor  at  the  last  meet- 
ing. He  was  more  than  welcome.  When  out 
West.  Brothers,  give  us  a  call.  We  are  glad 
to  sec  you. 

"Each  one  get  one"  is  a  good  motto  for  the 
boys  to  u.se  in  getting  members  and  also  sub- 
scrilwrs  for  The  .Sample  Case. 

Congressman  Julius  Kahn,  who  has  helped 
put  through  so  much  legislation  for  the  travel- 
ing men,  is  home  for  a  much-needed  rest. 
He  cays  he  is  always  happy  to  help  lighten 
the  burden  of  the  Knights  of  the  Grip. 

Our  .Secretary  says  there  will  be  no  sus- 
pensions this  month,  as  the  boys  are  realizing 
it  doesn't  pay  to  forget. 

Sidney  Rosenthal  says  he  fooled  them  all. 
He  will  recover  soon  and  reinstate.  He  says 
.\  ou  couldn't  keep  a  good  man  down. 

We  meet,  first  and  third  Fridays,  at  K.  of 
C.  Hall,  150  Golden  Gate  Ave.  Come  up  and 
visit  with  us. — (Opthnist.) 

Los  Angeles. — At  the  regular  meeting  of 
.\ngel  Council,  No.  524,  held  on  August  5, 
the  following  members  filled  the  chairs:  Frank 
Gerhardy,  .Senior  Counselor;  ("harles  Stevens, 
Junior  Counselor;  K.  Holman,  Past  Counselor; 
E.  Fletcher  Scott,  of  Los  Angeles  Council, 
\o.  82,  Conductor;  Newton  Piper,  Page, 
Frank  Hamilton,  Sentinel;  Glenn  Bannister; 
Secretarj'-Treasurer;  Chas.  R.  .\pponfelder. 
Chaplain. 

As  the  members  might  have  understood 
that  at  our  July  meeting  it  was  voted  to  con- 
solidate with  Los  Angeles  Council,  No.  82, 
and  that  this  was  our  last  meeting,  there  was 
a  verj'  small  attendance.  On  account  of 
this  being  the  vacation  period,  some  of  the 
boys  were  out  of  town  and  could  not  attend. 

Just  before  closing  of  the  council.  Past 
Senior  Cotmselor  Al  Holman  suggested  that 
we  have  the  Council  closed  by  Past  .Senior 
Counselor  Chas.  R.  Appenfelder,  who  was  the 
first  Past  Counselor  of  Angel  City  Council. 

Senior  Counselor  Frank  Gerhardj-  turned 
over  the  gavel  to  Past  Senior  Coun.selor  Chas. 
R.  .\ppenf elder. 

.\fter  a  silent  prayer  for  our  members  who 
have  passed  to  the  Great  Bejond  since  our 
Council  was  instituted,  Brother  ,\ppenfelder, 
with  a  few  remarks,  closed  the  meeting. 

With  our  consolidation  we  want  all  members 
to  feel  that  we  have  the  good  of  the  Order  at 
heart  and  expect  to  make  Los  .\ngeles  Council, 
No.  82,  one  of  the  biggest,  if  not  the  biggest. 
Council  in  the  countrj-.  Right  now  we  are 
striving  to  get  a  membership  of  2,000  or  2,500 
and  this  can  be  done  if  we  all  put  our  shoulders 
to  the  wheel. 

AVith  a  Supreme  Sentinel,  Sam  T.  Breyer, 
from  this  jurisdiction  and  all  of  the  other 
Councils  of  this  jurisdiction  working  for  an 
increased  membership,  we  are  going  to  make 
the  world  look  up  and  take  notice  and  the  eyes 
of  all  Councils  will  be  turned  toward  Cali- 
fornia.—(.4.  P.  P.) 

Oakland. — Oakland  and  Golden  Gate 
Councils  held  a  joint  meeting  on  August  3, 
which  was  well  attended  by  both  Councils. 

.A.  reception  was  given  at  this  meeting  to 
the  newly  elected  Supreme  Sentinel,  Sam  F. 
Breyer.  Jack  Brill,  our  Grand  Counselor, 
made  this  his  first  official  visit.    The  Grand 
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Couueelor  han  made  up  Lin  mind  to  inurettse 
the  meniborship  of^his  juriudiption  from  two 
to  three  thousand  new  iriembers  tliis  year. 
Wo  arc  all  for  him  and  Oakland  will  do  her 
share. 

Grand  Junior  Counselor  Carl  llenimcl 
drove  up  from  Fresno  to  bo  with  us.  When 
anything  of  iniportaiico  in  doing,  you  will 
always  find  Carl  on  the  job. 

Grand  Page  Eddie  Jones,  from  the  fog  belt, 
and  Grand  Sentinel  (Lou)  Jordon  from  the 
Island  Country,  were  also  there. 

San  Jose  Council  paid  us  an  unannounced 
visit,  August  24,  bringing  with  them  a  large 
delegation.  The  surprwo  was  complete,  but 
the  boys  of  Oakland  were  also  on  hand  with 
a  good  many  members  and  a  fine  time  was 
enjoyed.  San  Jose  invited  us  to  see  them  and 
wo  wont  down  to  the  Garden  City  the  first 
week  in  September. 

The  ladies  of  Oakland  Council  began  their 
sowing  for  the  orphans,  August  23.  They 
plan  to  have  the  sewing  club  meet  every  Wed- 
nesday. A  great  deal  of  credit  for  keeping  up 
this  wonderful  work  is  due  Mrs.  Fred  Bor- 
chardt  and  Mrs.  Charlie  Wright.  Any  of  the 
wives  of  the  members  who  would  also  like 
to  take  up  this  wonderful  work  should  get  in 
touch  with  either  of  these  two  ladies. 

Oakland  plans  to  send  a  much  larger  dele- 
gation this  year  to  Boyes  Springs  to  the  jomt 
picnic.  Last  year  a  wonderful  time  was  en- 
joyed. This  year  it  will  be  a  lot  better. 

A  new  membership  drive  is  on.  Joe  Hirsch, 
of  Membership  Committee,  has  appointed 
three  teams  of  ten  men  each.  The  Captains 
of  these  teams  are  Brothers  Barchardt,  Wnght 
and  McDermitt. 

A  prize  of  $100  is  offered  to  the  team  bring- 
ing in  50  or  more  members;  $75  to  team  get- 
ting 40  or  more;  and  $25  to  team  for  25  or 
more  members.  Keen  competition  is  already 
under  way,  and  by  the  way  the  new  appli- 
cations are  coming  in,  Oakland  Council  is 
due  for  a  bit  increase  in  membership. 

Every  brother  should  send  in  an  applica- 
tion, whether  he  is  on  a  team  or  not.  You 
can  do  no  better  selling  anywhere,  than  to 
sign  up  a  new  member. 

Now  that  vacation  is  over,  try  to  come  up 
to  the  Council  chambers  on  meeting  nights. 
Each  meeting  is  well  attended  but  there  are 
some  brothers  who  have  forgotten  the  ad- 
dress. It  is  in  the  I.  O.  O.  F.  Hall,  across 
from  the  T.  &  D.  Theatre  on  Eleventh  Street. 
You  can't  miss  it  and  you  owe  it  to  yourself 
and  the  others  to  attend  more  of  ten. — (A.  E.  B.) 

San  Francisco. — San  Francisco  Coimcil, 
No.  429,  met  in  Commandery  Hall,  August 
25,  with  the  principal  business  before  them 
that  of  consolidating  with  Golden  Gate  Coim- 
cil, No.  80, 

After  the  matter  was  brought  before  the 
Council,  and  all  arguments  in  regard  to  it 
were  presented,  upon  being  put  to  a  vote, 
it  was  decided  to  consolidate  with  Golden 
Gate  Council,  No.  80. 

Very  old  members  of  the  Council  were 
present  at  this  meeting,  amongst  them  Past 
Counselor  Louis  Pels. — (H.  G.) 
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Raleigh. — Thirty- two  good  men  and  tine 
turned  out  on  a  hot  August  night  to  attend 
our  meeting  on  the  5th,  This  is  a  very  good 
attendance  considering  the  total  membership. 
It  is  encouraging  to  see  the  boys  take  such  an 
interest. 

Four  candidates  were  added  to  our  member- 
ship. We  have  five  or  six  more  on  the  waiting 
list. 

August  16,  we  had  another  largely  attended 
meeting.  Five  new  members  were  added 
to  our  number  and  another  by  transfer. 


brothel  GeuiKe  Brantley,  ul  Macon  Coun- 
cil, paid  UH  another  visit  and  wc  were  glad 
to  have  him  meet  with  us,  and  to  liBten  to 
his  good  advice. 

Brothers  Cobb  and  Weinstein,  of  LaFayette 
Council,  and  Brother  Mount,  of  Baton  Houge, 
wore  visitors  and  gave  us  words  of  encouragc- 
njcnt. 

September  2,  we  held  another  good  meet- 
ing, 37  members  being  present.  We  enlisted 
four  good  men  and  true  in  the  Grand  Com- 
mercial Army  and  received  the  transfer  of 
Brother  Tomkins,  of  Ardmore,  Okla.,  Coun- 
cil who  is  now  making  Raleigh  his  head- 
Quarters. 

The  boys  of  No.  474  are  active  and  we  hope 
to  have  a  big  class  for  our  October  21  meeting. 

Sir  Walter  Council  is  growing  steadily. 
The  lx)y8  are  all  big-hearted  and  willing  to 
hustle  and  dig.  They  also  take  an  interest 
in  civic  affaii's.  We  have  contributed  $25 
to  the  fund  now  being  raised  in  Raleigh  for 
the  widow  and  fatherless  children  of  the  late 
Detective  Crabtree,  of  the  Raleigh  police 
Department,  who  was  shot  down  by  an 
assassin,  August  31. 

Any  visiting  brother  making  Raleigh  on  the 
first  and  third  Saturdays  is  invited  to  meet 
with  us. — (Elyob.) 


OIS 


pr;Peoria. — The  annual  picnic  of  Peoria  Coun- 
cil, No.  112,  was  held  in  Glen  Oak  Park, 
August  26,  and  it  was  me  of  the  best  we  ever 
held.  WhDe  the  threatening  weather  during 
the  forenoon  kept  a  great  many  away,  those 
who  did  come  were  pleased,  as  weather  con- 
ditions during  the  afternoon  and  evening  were 
all  that  could  be  desired.  Peoria  Council 
never  does  things  by  halves,  and  the  Enter- 
tainment Committee,  consisting  of  Earl 
Spangler,  Bob  Fauhl  and  Tom  Endsley,  are 
the  greatest  booaters  Peoria  Coimcil  Has,  and 
are  known  for  keeping  up  the  reputation  of 
No.  112. 

There  were  thirty-five  events,  and  they  were 
pulled  o2  with  that  pep  that  makes  things 
interesting.  There  was  plenty  for  the  little 
folks  who  always  enjoy  these  picnics,  taking 
as  much  interest  in  them  as  the  older  people. 

The  eats  were  enjoyed  by  about  300.  Ice 
cream  and  coffee  were  served  free  by  the  com- 
mittee.   Senior  Counselor  Eli  Wilson  made  a 


short  8p««cb.  Alterwards  we  odjouriied  to  I 
dancing  pavilion  where,  until  a  late  houi 
we  tripped  the  light  fantastic. 

Walter  Haydcn,  Sentinel  of  Peoria  Council 
No.  112,  travels  in  a  Ford  touring  car  whici, 
is  equipped  with  an  extensive  radio  outfit  ii 
His  car  ie  also  fixed  up  with  all  the  convenience  ! 
of  home.  Ho  expects  to  send  his  "rush  orders'  | , 
in  by  wirelesB. 
'  Geo.  W.  Kurtz,  sales  manager  for  ThdJ 
Cream  Products  Co.,  served  ice  cream  ani[ 
cake  to  the  mwribers  of  Peoria  Council  a  | 
their  regular  meeting  in  August. 

The  many  friends  of  J.  B.  Pitzer,  a  PmJ 
Counselor  of  Peoria  Council,  who  left  her.| 
last  May  to  take  up  his  new  work  with  th> 
Palm  Olive  Soap  Co.,  with  headquarters  ij  t 
Lincoln,  Nebr.,  will  be  glad  to  hear  of  hi.  j 
success.  Mrs.  Pitzer  and  children  expect  U  4 
leave  shortly  for  their  new  home.  ! 

Peoria  Council  took  in  two  new  membertf 
September  2.  The  evening  was  very  warn  1 
and  there  was  not  a  very  large  attendanw:  i 
but  an  enthusiastic  one. 

f  F.  I.  Ernest,  of  612  Bradley,  injured  hi  , 
right  hand  while  fixing  a  drain  pipe,  cauairi  j 
an  infection  which  is  giving  hun  lots  of  troubl<  » 
Last  reports  are  not  very  favorable.  ^ 
Otto  Jeck,  wife  and  child  were  driving  nea .» 
Mason  City,  III.,  recently,  Mrs.  Jeck  at  th  | 
wheel,  when  the  car  ran  off  the  hard  road  an(  j 
turned  over  on  its  side.  In  trying  to  protet  i 
his  wife  and  child,  Mr.  Jeck  was  badly  cu  \ 
by  broken  glass  from  the  windshield.  Al 
were  more  or  less  injured,  but  at  last  report  > 
were  getting  along  nicely. 
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Annual  Roll  Call  from  Armistice  Day  to 
Thanksiivina 


Seymour. — SejTOOur  Council,  No. 
met  the  first  Saturday  night  in  Septcmbe 
with  only  a  few  present.  Nevertheles.«  we  ha> 
a  fine  time  and  carried  on  the  business  jus 
the  same. 

When  Wm.  Blades  got  permission  to  hav 
the  floor  and  announced  that  be  had  somethin 
good  for  us  to  eat,  that  was  just  what  we  wer 
wanting  him  to  say. 

We  were  expecting  to  see  some  of  the  brotii 
ers  from  Madison,  Ind.,  Council  for  whom  w 
had  the  lunch  prepared,  but  on  account  of  th 
hot  weather,  I  suppose,  they  did  not  arriv« 
But  we  will  welcome  them  any  time.  We  ab 
welcome  any  and  all  U.  C.  T.  whenever  the; 
are  in  Seymoor. 

We  had  the  pleasure  in  adding  Okley  AUo 
to  our  list  of  brother  travelers  at  this  meetin 
and  with  his  assistance  we  expect  to  adi 
several  in  the  near  future. 

W' e  hope  to  see  all  of  the  brothers  on  on 
next  meeting  night,  the  first  Saturday  night  1 
October.   Be  there.— (F.  E.  C.) 

Indianapolis.— Over  two  hundred  U.  C 
T.'s  and  their  families  attended  the  annus 
picnic  at  Brookside  Park,  Saturday,  Augus 
12.  A  ball  game,  umpired  by  Senior  Counselo 
Stacey,  was  followed  by  various  contesU  fc 
the  ladies  and  children.  An  old-fashione< 
fried-chicken  dinner  wound  up  the  day.  Mi 
and  Mrs.  Daniel  W.  Ramsey  were  awards* 
the  prize  for  being  the  "longest  married 
couple  present,  ha\-ing  been  marriad  41  year 
and  he  a  U.  C.  T.  15  years.  Arthur  R.  Michael 
Tony  White  and  Luther  Whitlow  were  tie< 
for  ha\-ing  the  largest  families  present. 

Coffee  and  ice  cream  were  supplied  by  th 
Council. 

Our  social  season  will  open  with  a  dar 
Saturday  night,  October  14,  at  the  Eag 
Hall,  West  Vermont  Street.  The  dances  w 
continue  all  winter  on  the  second  and  four 
Saturdays  in  each  month  at  the  same  pla 
All  members  in  Indianapolis  are  invited 
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attend,  whether  niuiiibrra  of  No.  4  or  not. 
Couie  up  ftiul  make  yourself  known.  Hrothors 
Northain,  Kimball  and  Martin  an-  in  charge. 

Our  first  fall  class  was  initiated  fSoptenilier 
10  and  the  next  class  will  be  October  21. 

Glenn  H.  Johnson,  who  represents  the 
Climax  Rubber  Co.,  of  Delaware,  Onio,  Wm. 
F.  A.  Totllebein,  who  represents  the  Franklin 
Baker  Co.,  and  Edward  M.  Mason,  of  the 
Buick  Automobile  Co.,  are  recent  initiates  in 
No.  4.  Byron  (^aiii,  (ieorge  H.  Hurley,  Frank 
S.  Givan,  Wm.  H.  Lines,  B.  C.  Lazeur  and 
Charles  E.  Wniks,  Jr.,  have  been  remstated. 

Past  Counselor  C.  B.  Hamill  was  one  of  the 
apeakers  at  the  national  convention  of  the 
SQuitable  Life  Ins.  Co.,  of  Iowa,  at  Detroit, 
in  August.  (Page  Walter  Jones  has  been 
confined  to  the  Methodist  Hospital  by  an 
accident.)  Brother  John  Hanna  is  recovering 
from  an  operation  and  is  out  again.  A.  G. 
Pi  .1  H  i  t  and  George  Myer,  of  No.  1S8,  were 
islv  injured  in  an  autotnobilc  accident, 
.112.— (C.  B.  H.) 


Davenport.— Davenport  Council,  No.  310, 
members  with  their  families  had  a  very  enjoj- 
able  outing  at  our  annual  picnic  held  at  Credit 
Island,  Saturday  afternoon,  August  26. 

Our  Entertainment  Conmiittee,  through 
the  untiring  efforts  of  Brother  Buttaile,  the 
chainnan,  gave  us  the  best  outing  that  the 
members  have  had.  The  attendance  was  good 
and  the  prizes  were  good,  as  well  as  plcntifid, 
thanks  to  our  wholesale  houses'  generosity, 
j  The  ball  game  proved  interesting.  While 
lour  brothers  from  Tri-City  Council  won  the 
(game,  yet  it  was  no  walk-away  for  them, 
i  Those  who  did  not  attend  missed  a  very 
enjoyable  time  and  our  ad  Ace  is  that  you  make 
your  plans  to  attend  next  year's  picnic.  You 
will  be  the  loser,  if  you  don't,  and  you're  mis- 
sing much  by  not  attending  Council  meetings 
regularly.— (L.  G.  H.) 

Fort  Dodge. — The  annual  picnic  of  Fort 
Dodge  Council,  No.  125,  was  held  September 
9,  at  Oleson  Park.  The  Entertainment  Com- 
mittee made  this  a  bigger  and  better  picnic 
than  ever  before. 

There  were  plenty  of  prizes  for  both  old 
and  young  and  all  traveling  men  and  their 
families,  whether  they  are  members  of  the 
U.  C.  T.  or  not,  were  invited  to  participate 
in  the  fun.  Every  family  was  requested  to 
bring  a  full  basket.  CoflFee  and  ice  cream 
were  served  by  the  Entertainment  Committee. 

Since  vacations  and  the  wann  weather 
have  left  us  it  is  hoped  that  the  attendance 
at  our  monthly  meetings  may  be  materially 
increased.  Remember  that  we  meet  at  7:30 
on  the  third  Saturday  night  of  each  month. 
Visiting  brothers  are  always  welcome.  Plan 
to  be  with  us  at  our  next  meeting. — (Hersh.) 


fKENTUCKT-VIRGpl^ 
WEST  VIRGINIA-  MARYLAND 
DISTRICT  of  COLUMBIA 

Lynchburg.— Hill  City  Council,  No.  130, 
has  started  in  for  a  big  membership  campaign. 
We  had  our  regular  meeting  August  19,  and 
held  a  call  meeting,  September  2,  at  4  p.  m., 
to  get  a  swing  on  for  a  great  fall  membership 
drive. 

'  We  have  kept  our  membership  over  the 
330  mark,  and  we  wish  to  go  to  the  400  class. 
We  are  going  to  work  hard  this  fall. 

Brother  Clay  Raskins  continues  to  lead  the 
l)0>-s  in  getting  new  members.  Not  a  member 
>l  Hill  City  Council  works  like  Clay  Haskins. 
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106,384  U.  C.  T. 
Salesmen 

To  carry  The  Sample  Case 
as  a  side  line.  The  greatest 
commercial  travelers'  maga- 
zine in  the  world.  Should  be 
read  by  every  man  who  sells 
at  wholesale. 

In  order  to  double  its  circu- 
lation as  quickly  as  possible, 
it  is  requested  that  every  U. 
C.  T.  will  make  an  effort  to  sell 
as  many  subscriptions  as  he 
can. 

Highest  commission  paid  by 
any  sideline.  Ask  your  Secre- 
tary— but  let  "Get  a  Sub- 
scriber" be  your  pass  w^ord 
for  every  week  during  the 
remainder  of  this  year. 

Only  $1.00  a  Year 

for  the  only  magazine  of  its 
kind  in  all  the  wide  world 


Year  in  and  year  out,  Clay  continues  to  work. 
None  can  lead  Clay  Haskins  and  Clarence 
W'oodroof  with  his  lecture  of  Ray  of  Hope. 
Come  out,  boys,  and  hear  and  sec  for  your- 
selves.— (Trap.) 

Washington. — Flagg  Council,  No.  256, 
met  September  2,  with  Senior  Counselor  New- 
maker  presiding.  The  attendance  was  not 
large,  but  the  meeting  was  spicy. 

Several  of  the  brothers  were  taking  their 
vacations,  among  them  being  Past  Counselor 
J.  M.  Prickett,  Counselor  Daugherty,  and  as 
Past  Counselor  George  Hopper  was  not 
present,  we  suppose  he,  too,  was  on  a  vacation. 

Junior  Counselor  Peterson  has  been  trans- 
ferred to  another  territory,  and  asked  to  be 
relieved  of  the  duties  of  his  ofl5ce.  The  resig- 
nation was  accepted  with  regrets.  Flagg 
Council  members  thought  they  had  in  Brother 
Peterson  a  very  good  future  Senior  Coimselor. 
But  he  will  make  good  in  his  line,  as  well  as 
in  tne  capacity  of  an  active  U.  C.  T.,  wherever 
be  is. 

Several  of  the  members  made  interesting 
talks.  Especially  good  were  the  remarks  of 
Past  Counselors  Kennedy  and  Parker. 

W^e  forecast  a  large  attendance  of  Flagg 
Council  at  the  Grand  Council  gathering  next 
June  in  Baltimore.  Everything  now  points  to 
a  real  awakening  in  this  Council,  and  not  only 
are  we  planning  for  a  largely  increased  mem- 
bership, but  we  are  stirring  up  renew'ed  inter 
est  among  the  old-time  members. 

Brothers  Parker  and  Kennedy  promised  to 
have  our  banner,  which  was  presented  to  us 
by  Mrs.  Flagg,  hanging  on  the  Council  cham- 
ber wall  at  the  October  meeting,  and  enclosed 
in  a  glass  case. 

Brother  J.  D.  O'Connor  is  again  able  to  be 
out.  after  a  surgical  operation, — (M.) 


Cumberland,  Md. — Cumberland  Council, 
.No.  170,  enjoyed  a  delightful  picnic  at  Union 
Gmve,  August  19.  It  was  a  great  day  for  the 
U.  C.  T.  members  and  their  families.  Swim- 
lo'ig.  games,  and  races  were  outstanding 
features.  But  the  basket  dinner  on  the  greens- 
wanl  prfjved  the  greatest  attraction  after  all 
—(P.  K.  B.) 

Baltimore. — Be  it  known  to  the  brotherhood 
Ht  large,  that  the  Grand  Council  of  this  jjriu- 
dictioii  will  meet  in  Baltimore  in  June,  1923; 
the  plans  for  it  are  now  in  the  process  of 
making,  and  we  are  confident  in  the  assur- 
ance that  it  will  be  one  of  the  most  interesting 
and  profitable  events  in  the  history  of  our 
beloved  Order.  Notice  is  here  given  that 
every  member  of  the  Order,  no  matter  where 
his  domicile,  will  find  it  to  his  advantage  to 
attend  this  gathering. 

The  opening  gun  was  fired  at  the  August 
meeting  of  Chesapeake  Council,  August  26, 
where  great  interest  and  enthusiasm  was 
shown  in  the  preparations  for  this  coming 
event,  and  the  Executive  Committee  was 
given  authority  to  draft  and  put  iau>  opera- 
tion the  necessary  plans  to  insure  a  successful 
and  enjoyable  oonventijn. 

To  adequately  guarantee  an  entertainment 
of  sufficient  magnitude  to  excel  any  previous 
efTorts,  the  committee  has  secured  the  serv-ices 
of  H.  J.  Haarmeyer  as  Convention  Manager. 
He  enters  upon  his  duties,  convinced  that  the 
opportunity  is  before  Chesapeake  Council 
to  make  this  a  memorable  occasion  in  the 
history  of  the  Order  of  United  Commercial 
Travelers. 

This  is  virtually  the  record  of  the  August 
meeting  of  Chesapeake  Council,  at  which 
time  the  routine  business  of  the  Council  was 
quickly  disposed  of,  and  the  deck  was  cleared 
for  the  consideration  jf  the  plans  for  the  1923 
Grand  Council  meeting. 

Upon  invitation  of  the  Council.  Mr,  Haar- 
me>-cr  had  come  to  the  city  to  discuss  the 
Convention  with  us,  and  submit  his  plans  and 
proposal.  He  addressed  the  Council  duiing 
recess  and  made  a  most  favorable  impression. 

Brother  H.  H.  Mahool,  for  many  years  the 
esteemed  Secretary  of  Chesapeake  Council, 
heartily  endorsed  the  plans  submitted  and 
urged  their  acceptance. 

All  ye  brothers  rff  the  U.  C.  T.,  come  to 
Baltimore  in  June,  1923. — (Lebud.) 

Covington,  Ky. — At  the  meeting  of  Cov- 
ington Council,  No.  73,  tield  August  19,  appro- 
priate resolutions  were  adopted  relating  to 
the  death  of  Past  Counselor  J.  Lucal  Reed, 
aged  64  years.  Born  in  Owen  county,  Ken- 
tucky, Brother  Reed  was  first  engaged  in  teach- 
ing school,  after  which  he  came  to  Co--ington, 
where  for  many  j'ears  he  was  associated  as 
traveling  salesman  for  the  Kelly-Frazier 
wholesale  grocers.  He  was  appointed  the 
first  hotel  inspector  for  this  State,  and  served 
two  terms,  after  which  he  went  back  to  whole- 
sale selling. 

Later  he  retired  from  the  road  to  enter  the 
insurance  business.  He  was  an  active  membet 
of  the  Christian  Church,  and  was  a  zealous 
worker  for  the  United  Commercial  Travelers 
of  America,  being  a  member  of  the  Jurispru- 
derce  Committee  of  both  the  Supreme  and 
Grand  Council  last  j  ear. 

Funeral  ser\dces  were  held,  August  9. 
Covington  Covmcil  will  greatly  miss  his  pres- 
ence. He  was  ever  working  for  the  good  of 
the  Order,  and  his  advice  and  counsel  were  of 
material  benefit  to  the  Council. 

Emmett  King  has  been  appointed  to  his 
place  on  the  Executive  Committee  of  Coving- 
ton Coimcil. 

The  resolutions  point  Brother  Reed  out  as 
a  distinguished  U.  C.  T.,  one  who  believed  in 
and  put  into  practice  good  deeds;  in  his  death 
Covington  Council  siiffers  an  irreparable  loss, 
the  family  losing  a  kind  and  tender  husband 
and  father,  and  the  communitj'  a  good  citizen. 
He  is  further  pointed  out  as  one  whose  whole 


54       T  I  I  K     SAMPLE  CASE 


OCTOB  E 


0 


wiiH  <lcv<)l(«l  Ut  llic  I'.  T.  mill  to  llii' 
succoBS  of  Covington  Council.  HjinpaUiy  ir^ 
tondcrod  to  tho  lioroavcd  family. 

Covington  Council  is  arninging  for  a  big 
meeting  in  October,  with  a  banquet  and 
prizes  for  momljers.  — (J.  A.  C.) 

Huntington,  W.  Va.— Iluntington  Coun- 
cil will  soon  bo  hitting  its  usual  stride,  as 
demonstrated  by  a  well  attended  session, 
August  24.    Wo  had  one  initiation. 

Senior  (Counselor  Cuy  Peck  fills  tho  position 
with  dignity.  He  h.is  filled  all  the  subordinate 
offices  with  ability  and  possesses  all  the  qual- 
ifications essential  to  this  higher  work. 

Our  efficient  Secretary,  V.  S.  Templeton, 
is  after  delinquents.  He  hails  from  Missouri, 
and  they  must  "show"  hnii. 

The  old-timers  are  detennined  to  keep  old 
No.  5;i  in  the  front,  and  in  future  we  hope  to 
have  interesting  events  in  rapid  succession. 
—(P.  M.  H.) 


Medicine  Hat.  Brother  ,)ohn  ii.  Hill, 
the  popular  and  fslcriiioci  Secretary  of  Medi- 
cine Hat  ('Muncil,  Xn.  r,:M.  has  churned  for 
his  own  line  (jf  the  ninsl,  |ini)ular  yoimg  ladies 
of  this  city.  ( •onf?ral.ulati<iiis  of  tl:o  entiic 
Council  have  been  Hiiici'iol\'  cxteiiilcil.  Our 
appreciation  of  our  ttood  Hi'c-iet.ar\  has  cxcr 
been  of  the  hiKhest,  and  now  that  he  has  such  a 
charming  helpmeet,  we  shall  expect  even 
greater  efforts  from  him. 

While  we  are  rejoicing  with  Brother  Hill, 
at  the  same  time  Medicine  Hat  Council 
regrets  to  announce  that  our  worthy  lirotlior 
W.  E.  Clark  has  decided  to  letiirn  to  Zanes- 
ville,  Ohio,  to  make  his  future  home.  Brother 
Clark  was  the  real  founder  of  Medicine  Hat 
Council.  He  brought  with  him  his  U.  ('.  T. 
enthusiasm  when  he  came  here  from  Zanes- 
ville,  many  years  ago,  and  Medicine  Hat 
Council  will  ever  remain  a  monument  to  his 
noble  work.  He  was  our  first  Senior  Coun.selor. 
and  has  been  a  devoted  and  active  member. 
He  was  elected  to  the  Grand  Executive  Com- 
mittee, and  now  wears'  the  honorary  Past 
Grand  Counselor's  jewel.  He  represented 
this  Grand  Jurisdiction  in  Supreme  Council 
last  June.  The  Order  in  Western  Canada  is 
better  for  his  having  lived  among  us.  He  was 
presented  with  tokens  of  our  fond  remem- 
brance before  departing.  Among  these  was  a 
handsome  gold  chain,  the  links  of  which 
represent  individual  bonds  of  love  and  esteem. 
—(J.  A.  K.) 

Yorkton,  Sask. — A  regular  meeting  of 
Yorkton  Council,  No.  578,  was  held  in  I.  O. 
O.  F.  hall,  Yorkton,  July  15.  E.  A.  Harvey, 
being  the  only  candidate  in  waiting,  was  duly 
initiated. 

Our  Refreshment  Committee  reported  the 
picnic  canceled,  ou-ing  to  rain  on  the  day  it 
was  to  have  been  held,  and  that  as  the  season 
was  so  far  advanced  it  would  not  be  held  this 
year,  but  we  could  look  for  something  in  the 
social  line  very  soon. 

During  the  summer  months  it  is  hard  to  get 
the  boys  out  to  meeting.  To  add  a  little  life 
and  interest  in  our  meetings  the  following 
was  introduced  by  Brothers  Fleming  and 
Robinson  that  an  attendance  prize  be  given 
at  each  meeting,  the  first  to  start  at  our  August 
meeting.  These  prizes  are  being  donated  by 
the  officers  of  the  council;  thanks  to  Brother 
Fleming  for  the  first  one.  It  was  won  by 
Chester  Hanson  at  our  regular  meeting,  held 
August  19.— (C.  F.  R.) 

Lethbridge,  Alberta. — Lethbridge  Coun- 
cil, No.  511,  held  its  annual  picnic  at  the 
fair  grounds  on  Saturday  afternoon,  August 


12.  Although  till-  weather  in  tin-  morning 
was  showery  and  threatening,  it  cleared  up 
later,  and  a  comfortable  coolness  enabled  those 
present  to  indulge,  with  enthusiasm,  in  the 
long  jjrogram  of  sjjorts  and  games. 

There  were  several  hundred  travelers  with 
thoir  wives,  children  and  friends  present  who 
competed  keenly  in  all  the  events,  commenc- 
ing at  2:30  o'clock  and  lasting  until  about 
8  p.  m. 

At  0  a  lunohcon  was  served  in  tho  grand- 
Htfind  and  it  was  a  surprise  to  see  how  ho  largo 
a  quantity  of  refreshmentH  could  disappear 
so  quickly. 

An  interesting  feature  was  a  Tug-of-War 
between  the  City  and  Country  travelers. 
The  city  men  proved  too  heavy,  and  again 
showed  their  superior  prowess  in  a  six-inning 
base  ball  game. 

The  lo(!al  wholesale  hou.ses  deserve  our  best 
thanks  for  the  generous  manner  in  which 
they  donated  the  prizes. 

.Several  members  comi)lainefl  of  stiffness  on 
Monday  due  to  their  unu.sual  exertions,  but 
all  agreed  that  this  last  picnic  was  the  most 
enjoyable  one  we  have  ever  held. 

Brothers  Murphy,  Klemis,  Hoofer,  Bert- 
ram, Lyman  and  Green  are  to  be  commended 
for  the  zeal  they  showed  in  carrying  through 
the  program  so  successfully. —  (d.  E.  S.) 


one  of  the  largest  ever  staged  by  the  U.  C.  1 
of  this  part  of  the  state. 

A  similar  picnic  is  planned  tor  next  yea 
Outstanding  among  the  pleasures  was  swin 
niing  and  dancing,  and  picnic  dinners. 

Among  the  sports  were  ladies'  ball-thro^ 
ing,  quoit-pitching,  banana  eating  contei 
among  juveniles,  tug-of-war,  in  which  JacI 
son  won  from  Coldwater,  running  races  fi 
boys  and  for  girls,  fat  men's  race,  in  whi( 
Brother  Gaston  of  Jackson  was  the  winii 
lean  men's  race,  won  by  R.  E.  Duncan 
Jackson;  pillow-fights  and  many  other  dive 
tisemetits  interspersed  the  program. 

The  Jackson  U.  C.  T.  baseball  team  and 
picked  team  from  the  Hillsdale,  Adri; 
and  Coldwater  Councils  played.  Jacks< 
l.jcal  won  by  a  score  of  thirteen  to  two.  Tl 
feature  of  tho  game  was  Sid  Pulling's  hor 
run  and  triple,  his  home  run  coming  in  tl 
third  inning  with  the  bases  filled.  This 
the  sixth  successive  victory  for  Jackson 


Detroit.— Cadillac  Council,  No.  143,  lost 
one  of  its  most  beloved  members  through 
his  demise  August  4.  Samuel  Lamartine 
Mead  was  an  old  and  valued  member  of  the 
Inited  Commercial  Travelers  of  America 
and  always  took  a  deep  interest  in  its  affairs. 


At  the  time  of  his  death  Brother  Mead 
was  in  the  employ  of  Sailing,  Hansen  Co., 
of  Grayling,  and  had  traveled  Michigan  and 
Ohio  territory  for  twenty-five  years.  His  wife 
preceded  him  to  the  Great  Beyond  about  two 
months  prei-ious. 

Beside  the  members  of  the  traveling  fra- 
ternity he  leaves  behind  him  to  mourn  his 
loss,  Mrs.  C.  M.  Holley,  Mrs.  Emery  Burgett, 
Mrs.  Frank  Wood  and  Carlisle,  Louise  and 
Julian  Mead,  all  of  Detroit. 

Funeral  services  were  held  at  the  residence 
of  Mrs.  Halley,  217  Connecticut  Avenue, 
Highland  Park,  August  11.  Internment  at 
Owosso,  Michigan. 

Jackson. — U.  C.  T.  Councils  of  Jackson, 
Adrian,  Hillsdale,  and  Coldwater  enjoyed  a 
joint  picnic  at  Manitou  Beach  in  August,  with 
an  attendance  of  more  than  1,000  persons. 
It  was  a  highly  enjoyable  occasion,  and  was 
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St.  Paul,  Minn.  -- 

To  the  Officers  and  Members, 

Grand  Jurisdiction,  Minn.-North  Dakol 
U.  C.  T. 

Brothers:  Your  Hotel  and  Legislative  C 
niittee,  acting  in  conjunction  with  the  Minr 
sota  State  authorities,  is  assisting  in  a  surv 
being  made  of  the  cost  of  laundry  work  ai 
the  charge  exacted  for  the  same  througho 
Minnesota  and  North  Dakota.  The  exc< 
give  prices  now  charged  by  laundries  has  th 
far  escaped  a  general  public  protest.  Ind 
ually  we  are  concerned  in  our  personal  laund 
bill  and  as  an  Order  we  are  vitally  interest 
in  view  of  the  toll  we  are  forced  to  pay  hote 
a  large  portion  of  their  overhead  consisting 
laundry  bills,  a  recent  citation  being  made 
a  contention  with  us  over  a  hotel  charge — th 
bef  )re  the  war  the  change  in  linen  on  an  on 
nary  bed  cost  but  nine  cents  for  laundry  woi 
while  today  it  costs  forty-two  cents. 

We  are  calling  upon  the  services  of  a  selei 
ed  membership  to  the  extent  of  forwardi 
to  us  within  ten  days,  if  possible,  actual  bi 
rendered  by  laundries  in  your  city  and 
greater  the  number  of  different  concerns 
greater  the  value  of  our  exhibit.  Any  infom 
tion  you  can  convey  on  the  subject  will  be 
preciated.  A  hearing  is  to  be  held  at  t 
State  Capitol  at  St.  Paul  in  about  two  wet 
when  laundrymen  are  to  appear  in  answer 
a  summons  from  the  State  Department 
Agriculture. 

This  hearing  is  to  be  conducted  under  a  li 
passed  by  the  last  Minnesota  Legislati 
directing  an  investigation  into  the  excessi 
costs  of  living  and  your  Hotel  and  Legislati 
Committee  believes  that  this  is  an  opportun: 
for  us,  through  our  organization,  to  rendei 
splendid  service  not  only  for  our-selves  but 
the  public. 

We  need  laimdrj-  bUls  from  every  Mini 
sota  and  North  Dakota  city  where  our  Cot 
cils  are  located.  This  Minnesota  heari 
will  prove  equally  as  important  to  Noi 
Dakota  as  Minnesota  in  the  creation  of  pub 
opinion  and  determining  action.  Your  pron 
and  hearty  cooperation  is  solicited.  Thi 
bills  are  to  be  forwarded  to  the  Grand  Sec: 
tar>''s  office. 

Fraternally  and  sincerelj', 

Henry  C.  Capser,  Chairman;  E.  F.  Yat 
A.  W.  Lindberg,  J.  F.  Ells,  E.  C.  Mah 
Minnesota  Legislative  and  Hotel  Committ 

Official: 
W.  N.  DONALDSON, 
Grand  Counselor 

Attest : 

J.  M.  DRESSER, 
Grand  Secretary. 
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Stillwater,  Minn. — August  11  the  olIicerH, 

ill  I'list  (  Unmsolors  and  oxocutivii  ooinniittoo- 
inon  of  Stillwater  Council  were  invitini  to 
iittciid  a  reception  given  by  George  II.  Atwood 
In  the  gyninHBiuni  at  his  home  on  Pino  Street. 

I'ho  honored  guest  of  the  evening  was  George 
M.  Peterson  of  Duluth,  Past  Grand  Counselor 

if  this  jurisdiction,  and  C'hairman  of  the  U. 

3.  T.  Home  Committee. 
Mr.  Atwood  threw  the  entire  g.vmnasium 

>pen  to  his  guests  and  all  were  at  liberty  to 
tnjoy  thejnselves  in  looking  o\-er  his  wonderful 
collection  of  curios  and  in  playing  games, 
llefreshments  were  served  in  the  dining  room. 

Brother  Peterson  gave  a  fine  talk  on  what 
.he  Order  of  Unite<I  Commercial  Travelers 
s  doing  in  this  jurisdiction. 

The  regular  meeting  of  the  Council  was  held 
n  its  hall  August  10.  There  was  a  very  good 
urnout,  considering  the  wann  weather.  After 
be  meeting  ice  cream  and  cake  were  served 
)y  the  Ladies'  Auxiliary. 

August  20  Stillwater  Council  held  a  picnic 
■t  Wildwood  Park,  which  was  attended  by  a 
arge  luimlier  of  the  members  and  their  fami- 
ies.  A  game  of  bu.sebail  was  played  against 
he  nine  of  the  Minnesota  Specialty  Com- 
>any  of  St.  Paul.  Although  it  was  a  difficult 
natter  to  keei)  track  of  the  score,  it  was  said 
o  be  very  close  at  the  end  of  the  game.  The 

rincipal  feature  of  the  game  was  when 
ligelow,    pitcher    for    the    Specialty  Co., 

locked  out  two  homers  and  one  double  in 
ne  inning.  Races  and  other  forms  of  sport 
rere  indulged  in,  after  which  a  fine  picnic 
upper  was  enjoyed  by  all.  Quite  a  number 
tmained  for  the  dancing  in  the  pavilion  in 
ne  evening. 

Grand  Forks,  N.  D. — Our  class  initiation- 
eptember  9,  was  one  of  the  big  events  in  the 
istory  of  Grand  Forks  Council,  No.  64. 

A  big  banquet  at  6:30  opened  the  festi vi- 
sa. Initiation  started  promptly  at  8  o'clock, 
ad  at  10:30  an  entertainment  was  staged. 

Nor  was  all  this  big  occasion  solely  for  the 
len  folks.  Women  were  invited  to  the 
anquet  and  the  entertainment.  Wliile  the 
ouncil  was  busy  in  initiating  the  largest 
ass  we  ever  had  in  our  hall,  the  women  met 

an  adjoining  room  and  organized  an  Auxil- 
ry. 

Grand  Forks  Council  needs  its  Ladies' 
uxiliary  to  help  boost  cur  membership  to 
le  300  mark — the  goal  which  we  have  set  for 
lis  fiscal  year. 

Old  No.  64  has  only  got  a  good  start — 
tting    in    low  until  we  get  over  the  grade — 
ok  out  when  we  switch  gear  and  take  the  top 
high.— (C.  F.  R.) 


Louisiana  jurisdiction  and  New  Orleans 
Council,  No.  138. 

Have  taken  charge  of  the  booking  of  space 
for  the  N.  O.  Building.— (F.  J.  O.) 


New  Orleans. — Matters  are  rocking  along 
d  the  boys  are  waiting  for  cool  weather  t  j 
irt  the  membership  drive. 
Brother  Louis  Robbert,  after  twenty  years 
th  the  Martinez  Shoe  Co.,  has  accepted  a 
sition  with  the  Peters  Shoe  Co.,  St.  Louis, 
vering  New  Orleans  and  parts  of  Louisiana, 
le  Martinez  Company  has  gone  out  of  busi- 
ss. 

Brother  A.  F.  Batin  and  George  Surdish 
taking  a  four  weeks'  vacation  in  a  Ford. 
The  Ladies'  Auxiliary  meetings  were  re- 
med  in  September,  and  the  members  are 
inning  a  full  winter's  social  time. 

Mississippi-Louisiana  Jurisdiction. 

Am  still  waiting  for  letters  from  the  secre- 
ies  of  the  various  councils  in  this  jurisdic- 
n.  I  cannot  go  to  them  and  as  I  do  not  hear 
Y  news,  can't  write  it. 
The  writer  will  have  a  booth  at  the  Shreve- 
rt  fair,  October  19-29  for  the  Mississippi- 


Kansas  City. — Kuii.s;i«  (  iiy  Council,  .\  » 
19,  is  up  and  doing  things.  We  have  applica- 
tions fjr  membership  and  for  reinstatement 
read  at  every  meeting. 

The  U.  C.  T.  Ladies'  Club  held  a  picni.-. 
which  proved  a  success.  They  know  how  to 
arrange  such  gatherings. 

The  meeting  of  August  26  was  the  most 
enjoyable  and  instructive  that  has  been  held 
for  many  months.  Past  Counselor  Roos 
suggested  that  every  member  give  his  view  of 
the  present  business  conditions;  and  the  talks 
made  by  everyone  of  the  thirty  members 
present  were  verj"  interesting  and  lx?ncficinl. 

Past  Grand  Counsebr  Walter  Wolfson 
related  the  pleasures  and  mishaps  he  en- 
countered on  his  auto  trip  to  Detroit  iind 
return. 

During  this  meeting  we  also  had  a  short 
discussion  of  the  Hargrove  Series  in  the 
Sample  Case.  On  a  suggestion  by  Brother 
Wolfson  Senior  Counselor  Sheehan  stated 
that  he  would  see  to  it  that  several 
cepies  of  The  Sample  Case  would  be  in 
the  hall  at  every  meeting  and  the  Har- 
grove Series  would  be  discussed  at  every 


FISHIN- 

It  isn't  fancy  tarklr,  or 

A  lot  o'  fancy  bait. 
Or  a  heap  o'  conversation, 

That  hasn't  any  weight. 
But  just  a  skinny  worm 

On  an  ol'  crooked  pin. 
.\nd  everlastin'  patience  - 

That  bring  the  big  fwh  ii 


meeting.  This  should  get  some  of  those 
stay-away  members  to  attend  more 
regularly,  as  it  will  be  beneficial  to  the 
old  members  as  well  as  the  younger  ones 
to  take  an  interest  in  the  Hargrove 
Series.  The  writer  has  tried  out  several 
of  Mr.  Hargrove's  suggestions  and  found 
them  to  be  of  great  help  and  benefit. 

The  committee  on  the  picnic  reported  that 
the  event  would  be  held  September  22  at 
Swope's  Park,  and  that  St.  Jjseph  Council, 
No.  25,  would  be  our  guests.  They  also  ex- 
pected some  prominent  members  would  spend 
the  day  with  us. 

Councilors,  let  me  appeal  to  you  again  to 
come  and  attend  our  meetings.  We  mot 
every  second  and  fourth  Saturday  night  of 
the  month  in  Odd  Fellows  Temple,  corner 
Troost  Avenue  and  13th  Street. — (Joe.) 

St.  Louis.— St.  Louis  Council.  No.  26,  held 
the  first  meeting  in  August  on  the  5th  with  a 
good  attendance  of  members  and  all  ofl[icers 
in  their  stations.  We  initiated  six  and  rein- 
stated one. 

August  12  we  held  our  annual  picnic  at 
Forest  Park.  More  than  six  hundred  mem- 
bers, their  wives,  children  and  friends  were 
there,  and  the  well  fiUea  baskets  were  emptied, 
the  ice-cream,  coffee,  cold  drinks  and  every- 
thing eatable  and  drinkable  were  exhausted 
when  the  crowd  made  their  way  homeward, 
tired  but  satisfied.  Prizes  were  distributed 
for  many  events,  and  almost  everj-  one  in  any 
of  the  contests  took  a  prize  along. 

These  picnics  are  becoming  more  popular 
every  year.  If  we  could  but  forecast  the 
weather,  more  elaborate  arrangements  could 
be  made.  As  it  is  we  just  have  an  old-fashioned 


basket  piuiiic  where  w<;  try  to  fosler  the 
family  spirit  and  charge  for  nothing. 

Brother  and  Mrs.  George  W.  Miller  deserve 
great  credit  and  thanks  for  completing  ar- 
rangements and  making  everything  pleasant. 
More  cl  us  ought  to  share  in  the  work,  so  that 
the  burden  will  not  fall  upon  the  shoulders  of 
just  a  few. 

August  19  we  held  our  second  meeting  and 
initiated  four.    We  had  as  a  visitor.  Brother 

L.  Drake,  chairman  of  the  Grand  F.xecutive 
Committee  of  Arkansas.  As  Brother  Drake- 
works  out  of  St.  LouLs  we  will  have  the  iileas- 
ure  of  his  company  many  times  in  the  future, 
and  we  extend  him,  as  well  as  any  visiting 
brother,  a  hearty  welcome. 

During  the  month  of  August  we  lost  by 
death  throe  of  our  members.  Brothers  Geo. 
R.  Kpstein,  Wm.  Gardner  and  W.  J.  Harvey 
have  gone  on  that  last  journey  from  which 
no  traveler  returns.  They  were  good  and 
faithful  U.  C.  T.'s  and  we  mourn  their  loss 
and  extend  our  deepest  sympathy  to  the 
bereaved  families.  May  they  rest  in  i>eace. 
—  (Snipe.) 

Aurora. — Despite  hot  weather  our  Council 
uii  etings  were  well  attended  during  the  summer 
month.s.  Be  it  remc-mbored  there  is  no  dear! 
timber  in  Aurora  Council.  We  did  not  make 
:i  meml>ership  drive  during  the  heated  term, 
hut  we  certainly  did  arrange  a  big  U.  C.  T. 
picnic,  which  was  pulled  off  without  a  hitch, 
Se  ptember  4. 

Upward  of  5,000  persons  enjoyed  the  great 
event.  "U.  C.  T."  was  translated  into  "You 
( 'an  Talk"  and  everj  body  had  a  good  time  buz- 
zing around  and  participating  in  a  delightful 
l)rogram  of  events. 

Senior  Counselor  Craig  and  .Secretar>-  Chas. 
K.  Frazior,  ably  assislcd  by  competent  com- 
mittees, put  over  the  biggest  U.  C.  T.  holiday 
.Southwest  Missouri  will  see  for  many  a  day, 
and  thL"  is  a  section  where  big  things  are  con- 
tinually Iwing  pulled  off. 

The  line  of  parade  wjis  a  long  one.  It 
marched  and  countermarched.  The  Aurora 
liand  led  the  parade  and  played  at  the  grounds. 

Ma>or  Pope  delivered  an  eloquent  address 
of  welcome,  and  a  response  was  fittingly  made 
by  Grand  Secretarj-  R.  J.  Claflin.  This  was 
followed  by  the  great  noonday  spread  on  the 
lawn.  It  w-os  an  inspiring  sight  to  witness  that 
vast  assemblage  enjo>nng  its  dinner. 

Games  and  other  divertisements  fallowed. 
A  feature  was  the  ball  game  between  Aurora 
and  Commerce,  with  a  winning  score  for 
Aurora. 

The  outstanding  attraction  was  a  public 
wedding,  in  which  Evert  Hubbard  of  near  this 
city  led  to  the  altar  amid  the  spreading  trees 
Miss  Gladys  Logan,  the  Re.-.  Mr.  Lassiter 
ofBciating. 

This  was  followed  by  addresses  from  two  well- 
known  speakers.  A  band  concert  in  the  eve- 
ning followed  a  picnic  supper,  with  happy  folks 
smiling  and  shaking  hands,  and  ever>'  face 
radiated  pleasure.  It  was  a  great  picnic,  and 
W4s  attended  by  U.  C.  T.  members  from  ad- 
joining towns. 

We  shall  now  turn  on  our  batteries  for  a  big 
membership  drU'e.  Not  an  eligible  will  escape 
our  vigilance. 

It  pays  to  be  a  U.  C.  T. 

Stick  to  that  text  from  which  the  editor  of 
The  Sample  Case  is  continually  preaching. 

It  pays  you.  It  pays  your  family.  It  pays 
your  community.  The  U.  C.  T.  makes  better 
men,  and  better  men  make  a  better  U.  C.  T. 
Order. 

Let's  get  'em;  all  who  are  eligible.  They'll 
thank  us  for  it  after  they  get  in.  We  have  the 
greatest  Order  on  earth.  Spread  the  tidings 
of  great  joy! 

IT  PAYS  TO  BE  A  U.  C.  T.— (W.  B.  R.) 

Springfield.— Springfield  Coimcil,  No.  58, 
enjoyed  a  delightful  outing  September  9,  at 
beautiful  DoUng  Park.  The  parade  was  headed 
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by  a  60-pioco  Boy  Scout  Bund  under  tliu  direc- 
tion of  ProfoBsor  Richie  Robertson. 

FestivitioB  at  the  park  were  highly  enjoyable, 
the  b.ill  game,  with  "Fats"  against  the 
"Leans,"  was  a  stunning  nunil^cr;  contoHts  in 
swnnuiing  followed.  Boatriding  was  a  delight- 
ful feature.  A  big  dance  in  the  pavilion  closed 
the  evening's  entertainment. 

Visiting  members  were  welcomed  and  took 
full  part  in  the  splendid  entertainment.  It  was 
an  uijousion  lonn  to  bt)  rcniuuibL-iiMl— (J.  H.  ('.) 


HE B  R A  SKA 

Omaha. — Omaha  Council,  No.  118,  held  its 
annual  picnic  ut  Elinwood  Park  Saturday  after- 
noon, August  26,  and  it  was  a  hummer.  ¥.  P. 
Walker,  Chairman  of  the  Entertainment  Com- 
mittee, assisted  by  Ben  Milden,  W.  W.  Short, 
C.  F.  Harkness,  and  R.  H.  Shriner,  gave  us  a 
picnic  this  year  that  went  over  big. 

From  3  o'clock  on,  there  wasn't  an  idle 
minute,  until  the  last  one  pulled  for  home. 
After  all  the  various  contests,  came  the  eats, 
eats  such  as  the  U.  C.  T.  ladies  are  famous  for. 
All  brought  well  filled  baskets,  and  the  com- 
mittee served  cofifee,  lemonade,  ice-cream  and 
watermelon.  After  the  feast,  a  big  dance  was 
held  at  Hanscom  Park  pavilion.  A  five-piece 
orchestra  furnishea  the  music.  Thus  ended  a 
perfect  day. 

The  first  of  fall  and  winter  season  entertain- 
ments will  be  held  the  latter  part  of  October. 
All  members  will  be  notified  by  card  of  the 
exact  date.— (D.  F.  O.) 

Kearney. — Kearney  Council,  No.  632,  con- 
contributed  a  check  for  $100  to  the  South 
Central  Avenue  paving  fimd.  The  stretch  to  be 
paved  is  a  mile  and  a  half  in  length,  connects 
ing  Kearney  with  the  Platte  River  bridge.  Its 
total  cost  will  be  $28,000. 

Members  of  Kearney  Council  subscribed  from 
$1  to  $5  each  toward  the  $100  raised.  Secre- 
tary R.  H.  Coon  sent  out  an  appealing  letter  to 
the  boys  and  they  responded  handsomely. 

Kearney  Coimcil  is  one  of  action,  and  when 
they  start  out  to  back  a  public  enterprise  they 
come  through  to  a  man. — (R.  H.  C.) 
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Paterson,  N.  J.  -Pater.-i(jn  Council,  N  j.  440, 
brothers  wlio  were  spending  their  vacations  up 
to  Porch  Mountains  came  down  to  the  August 
meeting  to  encourage  our  new  degree  team  and 
help  put  Messrs.  Watt  and  Winkleman  on  our 
roster. 

Our  culinary  artist,  RosenUjver,  was  egre- 
KioiiB.  Benedict  Postma  sang,  "Let's  Go  Houie 
lOarly."  The  old  guard  sang,  "We  Won't 
Co  Home  Till  Moniing."  Brothers  Watt  and 
Winkleman  joined  in  with  the  regulars,  and 
they  had  some  trip  back  to  the  mountains. 

Senior  Counselor  Ilaring  spoke  about  the 
good  feeling  the  members  of  the  Council  have 
for  one  another  and  how  tliis  will  help  to  bring 
liappiness  into  every  home. 

No  initiation  in  October  or  November  for  the 
Rally  will  be  held  U3  Newark,  N.  J.,  December  2. 

Let's  have  a  60-day  Jazz-Jig  and  Jingle  for 
U.  C.  T.,  and  we'll  feel  Jolly,  when  we  Jaunt 
to  the  Rally,  so  Jut  out  in  the  morning,  Jog  that 
traveling  friend  of  yours  about  December  2  and 
we'll  Jostle  old  440  to  the  third  phice  in  the 
jurisdiction,  and  our  Jacks  will  wear  the  Grand 
Council  Jacket. 

Don't  Jest  or  Jar,  but  Jabber  and  Jam  to 
make  the  Rally  a  Jovial  Jubilee. — (Jazz.) 

Trenton,  N.  J. — The  regular  monthly  meet- 
ing of  Trenton  Council,  No.  240,  was  held  with 
the  same  regulars  in  attendance.  Trentoh 
Coimcil,  with  the  largest  membership  in  this 
jurisdiction,  should  have  a  large  attendance, 
and  it  is  all  on  accoimt  of  members  with  who 
has  the  "let  the  other  fellow  do  his  share"  idea. 
It  seems  that  when  a  man  has  been  through  the 
offices,  he  appears  for  one  or  two  meetings, 
then  disappears,  instead  of  being  on  the  job  and 
giving  aU  the  benefit  of  knowledge  gained  in 
years  of  service. 

The  biggest  kicker  is  the  one  who  doesn't 
attend  and  always  goes  around  with  the  air  of 
"it  wouldn't  have  happened  if  I  had  been  there." 

Let's  start  the'  fall  season  with  a  resolve  to 
help  the  ofiicers  by  being  on  the  job.  Let's  see 
all  of  you  "old-timers"  at  the  meetings.  Come 
around  and  meet  the  "youngsters."  You'll 
be  surprised  at  the  number  you  haven't  met. 

— (D.  P.  M.) 


Somerville,  Mass. — Pre\'ious  to  our  regular 
meeting  August  19,  the  various  committees  for 
the  Coimcil  Fair,  to  be  held  in  Hobbs'  Audi- 
torium November  24  and  25,  met  and  discussed 
ways  and  means.  If  every  plan  now  made  ia 
carried  through  the  fair  will  be  a  hummer. 

The  meeting  opened  at  7:30  o'clock  and  one 
candidate  was  obUgated  and  received  into  the 
goodfellowship  of  Coimcil  No.  467. 

Resolutions  were  passed  on  the  death  of 
Mrs.  H.  E.  Walker,  and  a  letter  of  condolence 
was  sent  to  Coimcilor  Walker. 

For  some  imaccoxmtable  reason,  Chaplain 
CoUings  was  detained  elsewhere — about  the 
first  time  in  six  years. 

Past  Counselor  Kent  was  the  orator  of  the 
evening.  Past  Supreme  Counselor  George 
Hunt  was  our  guest  at  the  September  meet- 
ing. 

Supreme  Delegate  Kaulbeck — "Our  Tom" — 
told  us  all  about  his  trip  to  Columbus  and  ex- 
plained in  a  very  thorough  manner  the  business- 
like convention,  showing  us  also  just  why  the 
proposed  new  headquarters'  building  is  a  nec- 
essity. 

It  is  planned  to  have  a  delegation  visit  the 
various  Councils  in  this  jurisdiction,  during  the 
fall  and  winter.  Other  Councils  take  notice. 
We  may  drop  in  on  you  when  you  least  expect 
it.— (J.  R.  B.) 


~  Brooklyn. — With  autumn  at  hand,  Brooklyn 
Council,  No.  165,  is  getting  ready  for  a  busy 
indoor  season.  Beginning  with  our  regular 
meeting  September  9  we  inaugiirated  a  mem- 
bership campaign  to  gain  a  sufficient  nimiber 
of  members  whom  we  beUeve  ourselves  en- 
titled to. 

Then  come  the  social  features,  such  as  an 
outing,  a  smoker,  and  probably  a  card  party 
for  the  members  and  their  ladies.  In  an  en- 
deavor to  promote  the  interests  of  the  Council 
and  the  Order  at  large,  no  stone  will  be  left 
imtumed  to  make  otir  meetings  interesting 
and  entertaining. 

With  such  a  capable  brother  as  Cliff  Kline 
as  Chairman  of  the  Entertainment  Com- 
mittee, we  can  most  assuredly  look  forward 
to  a  lively  season. 

As  the  U.  C.  T.  is  making  giant  strides  all 
over  the  continent,  it  is  up  to  us  boys  to  do  our 
share  by  coming  through  at  this  time. 

This  we  can  do  by  attending  the  meetings, 
wearing  our  button,  and  talking  U.  C.  T.  when- 
ever we  can,  bringing  in  new  members  and 
mentioning  The  Sample  Case  to  our  elegible 
friends  and  we  have  the  satisfaction  of  knowing 
we  are  helping  not  only  ourselves  and  the  Coim- 
cil, but  the  greatest  organization  for  salesmen 
in  the  worid.— (G.  G.  P.) 


Binghamton. — In  spite  of  the  extremely 
hot  night  there  was  the  usual  large  turnout  at 
the  regular  monthly  meeting  of  Parlor  City 
Council,  No.  227,  Augiist  19. 

Four  candidates  were  on  hand  and  after 
several  new  innovations  in  the  initiatory  work 
they  were  admitted  as  fellow  members. 

The  country  store,  which  was  to  be  held  at 
the  Binghamton  Fair,  was  abandoned.  OwiII^' 
to  a  new  ruling  of  the  State  Industrial  Expon 
lion  Association  they  are  to  be  barred  in  tin- 
future. 

September  9  the  Parlor  City  Council  ball 
team  went  to  Syrac-use  to  play  off  the  post- 
poned ball  game. 

At  the  last  meeting  it  was  voted  to  hold  an 
annual  clam  bake  this  fall  at  Heart  Lake,  Pa., 
Septernl>er  23.  Heart  Lake  is  situated  on  the 
l^-autiful  Lackawanna  Trail  and  has  wonderful 
facilities  for  a  bake  which  will  be  put  on  under 
experienced  men. 

The  final  arrangemeuta  have  been  completed 
under  the  direction  of  a  live  committee  and  they 
promise  to  make  it  the  best  ever.  The  bake 
ivill  be  ready  at  3  o'clock.  Arrangements  are 
being  made  for  a  ball  game  to  follow  the  bake. 
Councilors  Jay  West  and  Ralph  Davis  will  give 
an  open  air  exhibition  of  their  ability  as  quoit 
pitchers,  using  their  fancy-tail  spins,  loop  the 
loops  and  reverse  curves.  We  also  expect  to 
have  vrith  us  on  that  date  the  Mayor  of  Mud 
Lake,  Brother  James  Matchless  Clark,  who  will 
deliver  the  main  address  of  the  afternoon. 
Dancing  will  be  enjoyed  in  the  dancing  pavilion 
in  the  evening. 

Now  that  the  boys  have  nearly  all  returned 
from  their  vacations  we  are  looking  for  a  sudden 
jump  in  our  membership  drive  for  the  coveted 
goal  of  600  members  by  January  1. 

Come  and  be  numbered  with  the  regulars,  for 
we  assure  you  it  will  be  worth-while. — (F.  C.  G.) 

Jamestown. — Chautauqua  Council,  No. 
202,  held  ita  annual  picnic  at  Harrington's 
Grove,  a  short  distance  from  Frewsburg,  August 
19.  The  Jamestown  and  Warren  street  can 
were  met  at  Frewsburg  by  automobiles,  which 
converted  them  to  the  grove,  where  a  good 
supply  of  co£fee,  ice-cream,  pop  and  candy, 
besides  a  fine  program  of  sports,  were  enjoyed 
until  early  evening. 

The  list  of  sports  were  as  follows:  Fifty-yard 
dash  for  boys  12  years  and  under;  fifty-yaid 
dash  for  girls  12  years  and  under;  balloon  race 
for  girls  12  years  and  over;  balloon  race  for  boyi 
12  years  and  over;  balloon-blowing  contest  for 
women;  first  prize,  Mrs.  McClellan;  second 
prize,  Mrs.  E.  T.  Hall.  The  Pojj-drinking  con- 
test for  men  was  won  by  Prof.  J.  T.  Matson. 

The  fifty-yard  dash  for  fat  ladies  was  wo 
by  Mrs.  George  Bohman.  If  Mrs.  Duncan 
had  started  her  slide  a_second  sooner,  she  would 
easily  have  won. 

A  five-inning  ball  game  between  te 
captained  by  George  Bohman,  and  Morris, 
The  game  was  won  by  Morris'  team.  The 
score  was  8  to  7.  Bohman  carried  off  til 
honors,  with  a  home  run  and  a  three-bagger. 

The  most  interesting  event  of  the  day  -m 
a  four-inning  ball  game,  played  by  the  women, 
captained  by  Mrs.  Roscoe  Van  Amme  4rf 
Buffalo  and  Mrs.  George  Bohman.  The 
later  carried  off  the  honors  12  to  7.  Mis. 
McClellan  had  a  home  run  to  her  credit.  Had 
it  not  been  for  the  splendid  pitching  of  Mm 
J.  Wolf,  the  score  might  have  been  a  great  deal 
different. 

There  were  at  least  one  himdred  fifty,  or  more 
who  enjoyed  this  great  treat. 

Great  credit  is  due  to  the  Entertainme 
Committee   and    Brother   George  Bohmaa 
also  to  R.  P.  Hussey. 

Brother  W.  L.  Dorman,  had  a  birthday  1 
20th  and  invited  eight  couple  for  a  chickas 
dinner  at  Fredonia  White  Inn. — (E.  J.  J.) 

Buffalo. — General  humidity,  the  street  t 
strike,  vacation  season,  and  kindred  other  i 
verse  conditions,  kept  the  attendance  dot 
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to  a  low  ebl)  at  tlio  regular  roviow  of  Buffalo 
Council,  No.  7,  Aupist  12. 

There  wero  but  three  officers  and  two  mem- 
bers of  the  Kxocutivo  Committee  present,  hut 
enough  of  the  past  ofTicers  and  Tiioinbers  of  the 
rank  and  file  were  there,  so  everything  moved 
along  smoothly  and  four  of  the  seven  candi- 
dates, electod  to  membership  were  on  hand  for 
the  initiatory  ceremonies. 

The  following  well-known  young  travelers 
on  the  Buffalo  territor>'  wore  the  ones  who 
were  initiated:  Carl  W.  Hayes,  Frank  H. 
Wethy,  Charles  V.  Fallen  and  Cliarles  M. 
Spitznagel.  The  lattor  was  escorted  to  the 
"slaughter"  by  his  sjwnsor  "Al"  Lehmann, 
and  is  one  of  the  first  coast  to  coast  lx)y8  who 
have  affiliated  with  Buffalo,  No.  7,  as  he  sells 
an  art  metal  lino  all  over  the  U.  S.  A.  Frank 
J.  Lennon  was  reinstated  to  membership. 

Jimior  Counselor  "Jimmie"  Humphrey 
moved  up  a  peg  and  presided  in  lieu  of  Senior 
Counselor  Fuller  who  was  enjoying  his  play- 
■pell,  and,  with  Grand  Sentinel  Frank  Allen  on 
the  coaching  lines,  he  made  a  very  favorable 
Impression. 

Counselor  Frank  E.  Wethy,  a  member  of  the 
old  guard  in  the  fraternity,  made  his  first  ap- 
pearance at  review  since  the  Council  moved 
out  to  the  Elmwood  lodge  rooms,  having  ac- 
oompanied  his  son  who  was  one  of  the  candi- 
dates for  initiation. 

Counselor  John  Scheeler  was  reported  con- 
valescent in  a  local  hospital,  where  he  recently 
underwent  a  serious  operation. 

Paul  Westphal,  a  member  of  the  Ilouse  Com- 
mittee, has  been  given  charge  of  the  album, 
which  will  contain  photographs  of  the  local 
Mya,  and  will  be  one  of  the  permanent  fixtures 
IHlhe  new  downtown  headquarters.  See  Pa\il 
flput  this,  fellows,  as  it  is  something  that  will 
fiterest  everj-body. — (S.  B.  L.) 

Troy. — "As  sociable  as  a  clam."  They 
surely  must  have  meant  those  clams  we  had 
at  our  tenth  annual  field  day  and  bake, 
for  they  certainly  did  breed  sociability. 

A  bright,  simny  afternoon  September  0 
at  Brookside  Park,  with  its  cedars,  spari^linR 
brook,  its  hills  with  cool,  green  gras-s,  here  and 
there  a  grazing  cow — that's  the  real  place  for 
a  bake. 

At  one  o'clock  the  gang  startecl  coming 
until  we  had  300  happy  travelers,  with  their 
friends  and  families. 

Amusements  consisted  of  a  ball  game,  the 
decision  of  which  has  not  yet  been  received; 
100-yard  dash,  ball  throwing,  broad  and  wide 
jumping,  shoe  races,  carmcl  races,  wheel 
barrow  races,  quoit  contests — everything 
pxcert  ski-ing  and  ice  races.  And  the  prizes, 
mostly  all  edible,  (we  have  so  many  wholesale 
croccrs)  were  a  big  feature.  Enough  of  them 
li.irl  been  provided  to  go  around  several  times 
and  then  some. 

Tlio  bake  itself  coidd  not  have  been  more 
attractive — classj'  clams,  peachy  potatoes, 
jountrj-  corn,  snappy  sausages,  cheerj-  chicken ; 
in  all  it  was  the  bestest  bake  that  ever  was. 
The  digestive  system  at  ease,  we  danced  to 
nich  an  orchestra  as  Paul  Whiteman  never 
larcd  dream  of. 

.\  large  delegation  of  old  commercial  travel- 
ers was  on  hand  and  held  an  important  re- 
niion.  These  men  have  been  on  the  road 
iince  more  than  twenty-five  years  ago.  We 
ilso  had  welcome  visitors  from  Albany  and 
^chenectady. 

The  brunt  of  the  work  was  shouldered  by 
fudge  John  W.  Temple;  still  he  had  some 
•emarkable  assistants:  in  baking  clams, 
\dam  A.  Ross;  ball  game,  Harry  S.  Darling; 
iports,  Ed.  B.  Darling;  parking,  William  H. 
5immons;  reception,  James  R.  Wilson;  publi- 
;ity,  William  A.  Gold;  dancing,  Harry  E. 
Sarber,  Jame«  F.  Egan,  Harold  F.  Tefft; 
irizpg.  Guy  Bull,  James  J.  Gainor,  Robert 
MacAuley. 


Akron.— r'ouncil,  .\„  S7,  held  its  regular 
session  Aiigust  19.  The  application  of  Samuel 
Brauenstein  was  presented  for  memliership. 
Transfer  of  Brother  F.  F.  Loris  from  Wheeling 
No.  37,  was  accepted. 

The  initiatory  team  is  planning  some  new 
paraphernalia  for  the  fall  and  winter  months. 

Our  ladies  are  arrangiiiK  to  give  a  real  old- 
fashioned  corn-roast,  with  wieners  and  lots 
of  etc.,  etc.,  on  the  side,  at  our  fellow  towns- 
man, John  Gammetor's  "Log  Cabin"  located 
in  the  wilds  of  his  game  preeer\'e. 

Grand  Counselor  Rupert  has  placed  the 
quota  for  "old  87"  at  100  new  memlHsrs  by 
the  close  of  the  fiscal  year. 

Now,  boys,  get  busy;  put  your  ehouldera 
to  the  merry-go-round,  and  bring  all  the 


RUFE,  OUR  PORTER,  SAYS— 


WEN    A    GOOD    NAAN  Go 
FOLKS  PUH-GIT6 

ALL  Bout  he  pas'  life 

BUT  WEN  A  CROOKED  MAN 
TRY    T'  Go  STRAIGHT, 
DATS    ALL    I>Ey  EVUH 
THINKS    BOUT*.  ^  ■ 
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eligiblcs  into  the  fold— not  later  than  the  Fcl>- 
ruary  meeting. — (Heinie.) 

Cincinnati. — September  2,  the  hottest 
evening  in  September  was  spent  in  dis- 
cussing the  most  excellent  message  of  Su- 
preme Counselor  Frank  J.  Roeser  to  the 
niembership  at  large.  We  have  adopted 
his  suggestion  on  "looking  into  the  future," 
by  planning  for  Rally  Day,  to  be  held 
Saturday,  November  4. 

No.  2's  membership  will  be  put  to  work  to 
make  this  the  banner  meeting  of  our  Council. 

The  summer  event  of  our  body,  the  picnic 
of  August  19,  was  a  success  in  point  of  attend- 
ance and  entertainment. 

A  committee  was  appointed  to  investigate 
the  proposition  of  a  home  for  No.  2. 

The  promised  activity  along  all  lines,  busi- 
ness and  pleasure,  was  an  inspiration  to  all 
present  at  this  September  meeting. 

Announcement  of  the  death  of  Mrs.  Walter 
D.  Murphy  cast  gloom  over  our  gathering. 
Resolutions  of  sympathy  were  sent  to  Brother 
Murphy  and  family. — (L.  W.) 


Cincinnati.— The  annual  picnic  of  Buck- 
eye Council,  No.  75,  was  held  at  Harvest 
Home  grounds  in  Cheviot,  August  20.  Every 
one  voted  it  the  best  picnic  Buckeye  has  ever 
held. 

The  fun  started  witli  children's  games.  An 
uncxficcted  winner  turned  up  in  the  fat  men's 
race  when  Ben  Wirebling  rolled  over  the 
finish  line  ahead  of  them  all,  but  the  favorite, 
Walter  Dietz,  made  a  mistake  and  ran  a  race' 
in  the  opposite  direction  with  Bert  Levi  and 
was  promptly  disqualified. 

The  blindfold  follies  event  was  won,  in 
quick  time,  by  Charles  Todd. 

Plenty  of  ice-cream,  candy,  coffee  and  soft 
drinks  were  to  be  had  all  day  for  the  asking. 

At  the  end  of  a  very  long  program  came,  the 
Iwseball  contest  between  Zellers'  Bunglers  and 
Roehr's  Club  feats,  which  resulted  in  victory 
for  the  club.  Zellers  came  all  the  way  from 
Kentucky  to  win  this  game  and  was  much 
disappointed. 

Brother  Metz  entertained  the  crowd  with  his 
antics  during  the  games  and  kept  everyone 
laughing. 

John  Fisher  was  there  seeing  that  all  had  a 
Kood  time. 

F.  J.  Barkham  and  family  came  from  Ken- 
tucky to  mingle  with  the  crowd. 

S.  E.  Applegate  brought  over  his  family  and 
Robert  won  a  prize. 

Little  Neary  won  the  pie-eating  contest, 
after  a  hard  struggle  with  several  pies. 

There  was  one  strenuous  game  of  bridge 
among  the  ladies  and  an  adding  machine  was 
ii.sed  to  keep  count  of  the  intense  scoring 
Each  of  the  winners  of  the  ball  game  was. 
given  a  razor  for  winning  and  every  child  was 
jire.'iented  a  bag  containing  candy.  Charies 
Todd  umpired  the  game  in  his  own  way;  his 
knowledge  of  the  game  left  no  room  for  dis- 
pute. The  one  who  kept  score  has  not  yet 
l>een  found.  After  the  lunch  had  been  served, 
all  gathered  in  the  dance  hall  for  distribution 
of  prizes.  Charles  Lind  spoke  entertainingly 
of  Buckeye's  progress  and  told  of  a  drive  for 
memlicrs  to  be  made  in  November.  Mrs. 
CO.  Ehrhardt  talked  to  the  ladies  about  the 
Auxiliarj-  in  a  very  interesting  way.  Charies 
Todd  spoke  at  length  about  the  pleasures  of 
married  life  and  was  forced  to  respond  to  con- 
tinued applause  and  as  the  slanting  rays  of 
the  setting  sun  filtered  through  the  dance  hall, 
the  prize  waltz  (won  by  Peter  Mingus  and  his 
l)etter  half)  ended  the  day's  festi\'ities.  Even,-- 
one  gave  a  cheer  for  the  Entertainment  Coin- 
mittee  which  had  worked  so  hard  to  make  the 
picnic  a  success.  The  committee  promises 
many  novelties  for  the  entertainment  of  Buck- 
eye members  during  the  coming  months. 

Cleveland. — Chairman  Benedict  has  a 
number  of  entertainments  planned  for  the 
coming  season  for  Forest  City  Council,  No.  .5. 

Our  prospects  look  good  for  1 ,000  members 
by  December  31.  Be  a  regular  U.  C.  T.  and 
get  one  member. 

There  are  a  number  of  the  boys  who  are 
not  paying  their  assessments  on  time  and 
Charlie  has  to  put  in  overtime  to  get  them 
lined  up.  You  will  notice  how  proud  our 
Grand  Junior  Counselor  feels  since  he  has  taken 
his  new  office.  He  is  working  hard  with  the 
Membership  Committee  for  1,000. 

Fr.ink  Elliott  is  confined  to  his  home  with 
illness  at  this  writing. 

Our  club  rooms  at  248  Hotel  Winton  arc 
open  to  all  U.  C.  T.'s.  Make  them  j-our 
headquarters  when  in  the  city. 

Are  you  plugging  for  The  Sample  Case, 
the  best  magazine  in  the  country? 

John  Benedict  is  back  with  the  Wiedeman 
Company  again. 

This  year  we  want  to  see  our  Sentinel  at 
every  meeting. 

Andy  Frantz  says  business  was  never  better 
with  him  than  it  has  been  since  July  1. 
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Grand  Junior  Counselor,  C.  A.  Johnson 


Our  degree  team  will  make  a  number  of 
visits  this  season  to  put  on  the  work  in 
neighboring  cities. — (Humdinger.) 

Newark. — The  annual  picnic  took  place 
July  22  on  the  Eagle  Farm  near  Newark. 
The  day  was  fine,  the  picnic  was  one  of'  the 
most  enjoyable,  as  the  grounds  lent  themselves 
so  favorably  for  a  day's  enjoyment. 

Refreshments  included  ice-cream,  water- 
melons and  lemonade.  The  crowd  brought 
well-filled  baskets,  so  that  all  enjoyed  plenty 
to  eat. 

Games  were  of  all  kinds.  One  particular 
race  caused  much  excitement,  being  the  fat 
man's  race,  and  there  was  some  running. 
Clem  Alspach  was  some  runner,  and  he  turned 
out  to  be  a  prize-getter  too. 

All  returned  in  the  evening  with  the  univer- 
sal testimony  that  the  last  picnic  was  the  best. 
The  committee  did  good  work  and  deserves 
special  mention. 

Newark  Council  met  in  regular  Council 
meeting.  It  was  a  thinly  attended  meeting. 
Evidently  some  forgot  the  third  Saturday  of 
the  month,  while  others  were  on  vacation,  so 
that  our  attendance  was  small. 

Counselor  Brillhart  was  in  the  Chair  and  did 
fine. 

The  list  of  delinquents  are  getting  less, 
and  several  of  the  men  must  yet  be  seen  to  get 
that  list  cleaned  up.  If  this  matter  of  dues 
is  given  a  little  more  thought,  it  will  save 
the  officials  considerable  trouble. 

New  candidates  approved  of  are  Brant, 
Ashcraff  and  Harry  H.  Beard.  They  with 
others  will  be  taken  in  later. 

We  want  to  impress  the  necessity  of  better 
attendance.  No  Council  can  make  a  success 
if  the  members  do  not  attend,  so  it  is  important 
and  urgent  that  every  brother  assume  his 
responsibility  to  the  Council  and  show  up  as 
regularly  as  it  is  possible  every  third  Satur- 
day of  the  month  at  8  p.  m. — (P.  N.) 

Chillicothe. — Scioto  Council,  No.  -33, 
held  its  annual  basket  picnic  at  Glenwood 
Springs  Hotel,  Labor  Day,  and  the  seventy- 
five  or  more  who  attended  had  the  time  of 
their  lives. 

Starting  at  9  a.  m.  from  our  hall  we  arrived 
at  the  grounds  where  we  were  met  by  Messrs. 
Schlegel  and  Ringer  of  Glenwood  Springs,  who 
gave  us  the  "key"  to  the  grounds. 

The  first  thing,  of  course,  was  the  Lemonade 
Committee,  who  quickly  got  on  the  job,  for 
the  day  promised  to  be  warm  enough  even  for 
a  traveling  man. 

The  morning  was  spent  in  roaming  over  the 
beautiful  grounds  and  when  the  call  for 
dinner  was  sounded  we  were  all  ready,  and 


every  one  did  justice  to  the  fried  chicken  and 
trimmings. 

Our  distinguished  visitorB,  Grand  Counselor 
D.  H.  Rupert  and  family,  Grand  Secretary 
R.  F.  Sommerville  and  Mr.  and  Mrs.  Roher 
of  No.  1  were  present. 

The  ladies'  ball-throwing  contest  was  won 
by  Mrs.  George  Clark,  with  Mrs.  Ray  Reed 
a  close  second. 

The  balloon  blowing  contest,  with  a  pyrex 
beau  pot  for  the  prize,  was  also  won  by  Mrs. 
( 'lark.  Next  was  the  ladicN'  foot-race,  which 
.'..IS  won  by  Mrs.  Waller  Hysfjn.  Next  was 
t  \ic  (•ar(i-j)laying  contest,  in  wliicli  Mrs.  George 
\S  cislogel  won  first  prize;  Mrs.  M.  H.  Hendrick- 
<iii  was  second.  The  talking  contest,  conduct- 
i  il  [jy  Mr.  Somerville,  was  a  riot.  Mrs.  J.  W. 
I  Aving  was  first  and  Mrs.  M.  B.  Hcndric'kson 
second. 

A  fter  wo  got  through  la\ighing,  we  started  the 
kiddies  on  their  game.s.  The  lx)ys'  shoe  hunt 
was  won  by  Ray  Fisher's  boy.  Master  Weislogel 
was  a  close  second.  The  girl.-*'  shoe  hunt 
was  next  on  the  program,  and  Miss  .Joan  Tim- 
mons  proved  the  quickest.  "Okey"  Miller's 
daughter  won  second  place. 

The  most  hotly  contested  event  of  the  day 
was  the  horse-shoe  pitching  bout.  The 
doubles  were  won  Ijy  lirothers  Hendrickson 
and  Reed  and  they  will  be  smoking  their 
cigars  the  rest  of  the  week.  The  individual 
first  prize  was  won  by  Brother  Featheroff, 
while  Brother  Fisher  carried  away  second 
best.  The  pop-drinking  contest,  where  the 
contestants  went  back  to  childhood  days  and 
emptied  the  bottle  through  a  nipple,  was 
handily  won  by  Gail  Rousch.  This  Gail  fellow 
also  proved  the  fleetest  100-yard  man  of  the 
bunch. 

This  concluded  the  day's  entertainment  and 
about  6  o'clock  the  crowd  left,  after  voting 
their  outing  a  most  enjoyable  one. 

Lima. — Members  of  Lima  Council,  No. 
17,  their  families  and  friends,  numbering 
about  700,  attended  the  annual  outing  of  the 
organization  August  19,  at  McBeth  park. 

Festivities  opened  at  1  o'clock.  A  diversified 
program  of  entertainment  and  contests  was 
carried  out.  Music  was  furnished  by  two 
bands.  An  elaborate  chicken  dinner  was 
served  at  6  o'clock.  The  evening  was  given 
over  to  dancing. 

Winners  of  the  various  contests  were: 
Ladies'  ball-throwing  contest,  Mrs.  H.  Teal; 
girls'  ball-throwing  contest,  Bemice  Hart- 
line;  boys'  ball-throwing  contest,  Arnold 
Allgire;  boys'  jumping  contest,  Walter  Dia- 
mond; girls'  jumping  contest,  Bernice  Rapp; 
girls'  jumping  contest,  under  nine  years  of  age, 
.\lice  Ann  Diamond;  girl  jumping  contest, 
under  1.5  years  of  age,  Delight  Myers;  boys' 
race,  under  ten  years,  .John  Rice;  Boys'  race, 
under  17  years,  Walter  Diamond;  men's 
race.  Earl  Pickering;  fat  men's  race,  .J.  C. 
Hartline;  swimming  contest,  Julius  Callahan. 
The  horseshoe  pitching  contest  between  Samu- 
el Rader  and  William  Hay,  against  Lew 
Diamond  and  Walter  Booth,  was  won  by  the 
former  team.  A  ball  game  between  the  junior 
and  senior  members  was  won  by  the  former 
by  a  score  of  9  to  .3. 

Toledo. — Only  nine  more  mouths  and 
Toledo  entertains  the  Grand  Council  of  Ohio 
at  its  annual  convention.  That  event  will  be 
the  big  one  in  our  year's  work  and  will  demand 
the  best  in  all  of  us  for  Toledo's  reputation  as 
a  conv-ention  city  must  be  upheld.  Yes;  must 
even  be  enhanced.  The  first  preliminary 
meeting  has  already  been  held  and  Smith 
Welch  has  consented  to  act  as  Chairman  of 
the  Convention  Committee. 

Offices  will  be  in  the  Boody  House  where  he 
can  be  seen  at  most  any  hour  of  the  day. 
Smith  says  he  would  not  be  adverse  to  receiv- 
ing several  volunteers  from  the  boys  who  will 
agree  to  se^^■e  on  the  various  necessary-  com- 
mittees.    Don't  rush  up  to  Smith  too  fast; 


just  take  your  time,  but  by  all  means  drof. 
in  to  see  him. 

A  word  about  our  monthly  meetings  the  first 
Saturday  of  each  month.  Let's  take  mor< 
interest  in  them  and  attend  more  regularly 
Our  Senior  Counselor  will  appreciate  it  anc 
will  try  to  make  the  meetings  interesting 
That's  all  this  time,  fellows.  See  you  Satur 
day,  October  7,  at  7:30  p.  ni.,  at  Valentinr 
IFall?— (C.  K.  G.) 

Springfield.^ — September  has  Ijeen  set  dowi 
as  the  get-busy  month,  with  Champion  Citj 
Council,  as  there  will  be  a  big  class  initiatioi 
at  the  October  meeting.  Senior  (,'outiselo 
Wagner  asked  as  many  applications  in  at  thi 
Septeml>er  meeting  as  possible,  so  that  thi 
committees  could  be  given  plenty  of  time  t< 
investigate  the  applications.  Our  quota  i, 
100  for  this  year  and  Brother  Wagner  nay. 
it  must  be  of  100  per  cent  quality. 

In  our  last  letter  we  failed  to  mentioi 
Brother  Jake  Hess,  Chairman  of  the  Transpor 
tation  Committee,  for  the  picnic.  He  did  grea 
work  in  seeing  that  the  members  got  to  thi 
picnic. 

The  Ladies'  Social  Club  entertained  eighty 
five  children  from  the  Children's  Home  at  th- 
Regent  Theatre  last  month.  It  is  regrett«( 
that  more  of  the  ladies  do  not  join  this  club 
as  they  arc  doing  wonderful  work  and  hop 
to  put  on  a  numl)er  of  stunts  during  thi 
winter. 

The  out-of-town  memlx,T8  spending  thei 
vacation  with  us  during  the  past  month  wer- 
Brothers  Jack  North  of  Cleveland,  Cai 
Diehl,  Amsterdam,  N.  Y.,  and  Harry  DeHart 
Sioux  City,  Iowa. — (W.  A.  L.) 


OREGON-WASHINGTON 

Vancouver,  B.  C. — Vancouver  f'ouncil 
No.  284,  met  in  regular  session  July  21.  Th 
principal  business  of  the  evening  was  the  re 
port  from  the  delegates  to  the  Sui)reme  Coun 
cil. 

Brother  E.  B.  McMaster,  Past  Gran- 
Counselor,  made  a  snappy  and  interestin 
report,  and  was  ably  backed  by  Brothe 
Percy  Martin,  Past  Grand  Counselor.  Th 
one  outstanding  feature  of  the  report  to  th 
general  membership,  that  met  the  approva 
of  all  present,  was  the  statement  that  one 
again  we  could  hail  each  other  as  "Brother 
instead  of  "Councilor." 

Another  meeting  followed  in  Augu.st.  Tb 
officers  have  had  another  opportunity  of  dif 
playing  their  talents.  It  is  not  my  purpoe 
tx)  throw  bouquets  at  any  particular  office 
or  officers,  but  from  what  our  council  listene< 
to  when  Chaplain  Frank  Frazer  deli\-ered  th 
"Ray  of  Hope"  lecture,  I  think  one  would  trav 
el  a  long  way  to  hear  his  equal,  and  the  mor 
credit  is  due  to  him,  when  it  is  remembere< 
that  he  has  just  got  into  the  harness  in  U.  C 
T.  work. 

Our  next  regular  meeting  was  held  .Sep 
tember  1,  at  which  a  large  class  of  candidate 
was  initiated. 

September  2  we  had  a  basket  picnit 
Brother  Dodman,  the  mystery  man,  who  take 
second  place,  only  to  "Alexander,"  "the  ms 
who  knows,"  was  in  charge  of  the  detaili 
-Vll  enjoyed  a  delightful  time. 

Vancouver  Council  is  off  at  a  nice  gait  an 
with  good  attendance  and  full  cooperatio 
on  the  part  of  the  boys  we  should  do  well  i 
all  things  for  a  bigger  and  better  than  eve 
No.  284  this  fall.— (J.  S.) 


Williamsport. — Williamsport  Council,'Nt 

3.50.  held  its  business  meeting  the  fir.?t  Sato 
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lay  in  SppU-mber  with  fair  iiltenduiiLO,  con- 
ddi-rins  the  vacation  season  and  warm 
weather. 

The  Hossion  was  opened  by  Senior  Counselor 
?ha«.  R.  Ilanim,  who,  after  tlie  usual  prelimi- 
laries,  niivo  us  a  sliort  talk  on  the  fall  and 
.Wnter  activities  of  our  Countil.  Brother 
iannn  expressed  his  apprciintion  of  the 
pliMulid  support  he  had  recoi\('d  from  each 
^nd  every  member  on  the  first  part  of  his 
orm,  and  promised  real  "doings"  covering 
he  coming  seasons,  which  opens  with  two 
essions  on  Saturday,  October  7. 

The  afternoon  meeting  will  start  promptly 
t  2:30  in  which  business  and  degree  work 
all  l>e  in  order.  The  degree  team  throws 
pirit  into  its  work.  In  the  evening  the  degree 
wk  will  continue  as  well  as  special  social 
latures,  including  a  short  address  from  a 
rominent  local  statesman. 
Meetings  of  this  character  will  be  in  order 
uring  the  fall  and  winter  sea.son,  and  will  be 
f  especial  interest  to  members. 
Reserve  tlio  first  Saturday  night  in  every 
lonth  for  a  period  of  fratemalism  with 
rother  travelers. 

Officers  of  your  local  Council  are  giving 
leir  evenings  on  which  the  Council  meets,  not 
•r  themselves,  but  for  the  good  of  Williams- 
)rt  Council.  Support  the  "regulars"  by 
lur  attendance,  and  thereby  make  our 
ouncil  one  of  the  foremost  in  our  state.  That 
)w  mcniber  you  secure  will  also  become 
terested. 

The  Entertainment  Committee  has  arranged 
series  of  splendid  progranmics,  consisting  of 
.rd  parties,  dances,  oyster  suppers,  addresses 
T  prominent  men,  and  last  but  not  least, 
lections  from  our  newly  organized  quartet. 
)t's  go!  Here's  for  a  real  good  time. 
As  a  commercial  traveler,  remember  the 
C.  T.  is  the  greatest  traveling  man's  fra- 
mity  in  America,  and  you  can  do  your 
other  traveler  outside  of  our  Council  a  great 
vor  by  getting  him  to  join  us.  We  need 
ly  one  new  member  fronj  you  this  jear, 
d  we  will  go  far  over  our  quota. 
The  Ladies'  Auxiliary  will  meet  the  first 
turday  night  in  each  month  at  the  Lycom- 
!  Hotel,  through  the  courtesy  of  its  manager, 
hn  O.  Letton. 

Don't  forget  the  West  Branch  Travelers' 
ub  Food  Show  the  entire  week  of  November 
.  It  is  to  j'our  interest,  Councelor,  so  be 
;erested.— (M.  F.  W.) 

Butler.— Butler  Council,  No.  465,  has 
irted  the  ball  rolling  for  Grand  Council 
leting  to  be  held  here  next  June. 
Brother  Jas.  E.  Wise  is  Convention  Chair- 
in;  L.  Nicol,  Treasurer;  Wm.  McAlpine, 
jretarj';  and  they  with  the  following  to 
npose  an  Executive  Committee:  Publicity, 
E.  Flock;  banquet,  C.  R.  Conabee;  enter- 
mnent,  F.  W.  Smith;  transportation,  regis- 
tion  and  reception,  T.  C.  Limberg:  finance, 
n.  McAlpine;  emergency,  A.  C.  Richards, 
operating  with  these  will  be  some  twenty 
airmen  and  their  committees  for  the  various 
ivities. 

The  first  move  by  the  Finance  Committee 
s  to  conduct  a  refreshment  booth  at  our 
unty  Fair.  This  netted  us  about  Si 00. 
e  Booth  was  in  charge  of  Brother  T.  C. 
nberg,  who  was  ably  assisted  by  about  a 
len  of  the  boys. 

The  next  on  the  program  is  a  pure  food 
■w  in  charge  of  Brother  H.  V.  Sherman. 
^  expect  to  follow  the  food  show  with  several 
lirs  that  we  hope  will  be  productive  of 
ds. 

["he  committee  in  charge  is  planning  to 
ke  the  next  Grand  Council  meeting  the 
jest  and  best  ever  held  in  Pennsylvania. — 

)C.) 

Httsburgh. — The  August  meeting  of  Du- 
!ane  Council,  No.  387,  was  one  of  the  snap- 
»t  sessions  held  in  a  long  time.  Big  "Bill" 
itneight,  when  he  was  elected  to  the  ofiice 
9enior  Counselor,  promised  the  lx)}-s  that 


they  would  be  on  the  way  home  from  the 
meetings  not  later  than  1 1  o'clock,  and  he  has 
certainly  kept  his  proniiHo. 

It  was  wnth  profound  sorrow  that  we  learned 
of  the  death  of  Mrs.  Stcepleton,  wife  of  Past 
Counselor  Harry  M.  Siccpleton  of  Fort  Pitt 
Council,  No.  171.  To  PnHt  Counselor  Steeple- 
ton  we  extend  sympathy  in  his  great  loss. 

Brothers  Prendergast,  Thompson  and  Benz 
received  a  vote  of  thanks  for  the  ice  cream  and 
cake,  which  was  served  after  the  meeting.  The 
refreshments  would  be  welcome  at  any  time, 
but  on  such  a  warm  night,  ovation  my  boy, 
ovation. 

Don't  forget,  Octol)er  21  wo  celebrate  our 
fifteenth  anniversary  and  we  wish  to  make  it 
the  biggest  night  of  the  year  in  Duquesne 
Council.  Wo  are  going  to  make  a  special 
effort  to  have  all  the  old-timers  at  the  meeting 
and  we  are  going  to  put  on  a  whirlwind  cam- 
paign that  will  put  across  the  largest  class  of 
candidates  ever  assembled  in  a  U.  C.  T.  cham- 
ber in  Pennsylvania.  We  are  banking  on 
Campaign  Manager  Harvey  and  his  able  team 
captains  to  round  up  eligible  salesmen  for  the 
occasion.  All  members  are  urged  to  write 
at  least  one  application  for  October  15.  Mail 
all  applications  to  the  Secretary  as  soon  as 
possible.— (P.  J.  C.) 

New  Brighton.— Beaver  Valley  Council, 
No.  404,  has  passed  through  the  hardest  sea.son 
of  the  year,  with  all  departments  passing  the 
"buck"  and  getting  by  with  the  least  possible 
exertion  on  account  of  the  hot  summer 
months.  Now  that  the  bu.sy  .sea.son  is  at  hand. 
Senior  Counselor  J.  F.  Famous,  respectfully 
requests  that  the  Chairmen  of  all  committees 
get  busy  with  their  several  propositions  and 
turn  in  a  rousing  report  at  our  next  regular 
meeting. 

You  will  al.so  note  that  our  regular  meetings 
will  be  held  the  second  and  fourth  Saturdays  of 
each  month,  beginning  Octolwr  1. 

Don't  fail  to  be  in  attendance  at  any  of  the 
regular  meetings  from  now  on  until  the  end 
of  our  fiscal  year;  the  absentees  alone  will 
miss  the  good-fellowship  of  the.se  meetings. 

A  committee  has  been  appointed  to  arrange 
a  series  of  parties  for  the  1922  and  1923  sea.son 
and  you  can  rest  assured  that  the  entertain- 
ment will  not  be  complete  without  dancing. 
You  may  look  forward  with  anticipation  to 
being  well  entertained.  The  first  party  of  this 
series  will  be  held  sometime  in  Octoljer.  For 
further  particulars  get  in  touch  with  Brothers 
Hendrick.son,  Sutherland,  Witherow,  Famous 
or  Aiken.— (W.  M.  D.) 

Philadelphia. — Although  our  September 
meeting  was  held  on  the  evening  before  Labor 
Day,  the  attendance  was  unusually  large, 
and  the  general  character  of  the  meeting  was 
bang  up  in  every  particular. 

Senior  Counselor  M.-ihler  happened  to  be 
on  his  much  needed  vacation  and  it  was  up 
to  Bill  Bassett  to  preside  over  our  delibera- 
tions. His  work  led  us  all  to  believe  that 
when  Bill  gets  into  the  chair  for  keeps  there 
will  be  something  doing. 

The  important  question  of  the  new  club 
loom  at  tho  Roliort  Morris  Hotel  was  taken 
up  in  detail  with  the  result  that  much  enthu.s- 
iasin  was  brought  out.  This  proposition  is 
of  importance  to  everj'  member  of  the  Order 
from  Mame  to  California,  because  every  man 
who  will  visit  Pniladelphia  can  have  a  place, 
and  a  cozy,  comfortable  spot  where  he  will 
feel  at  home.  A  more  beautiful  situation 
could  not  be  found.  On  the  eleventh  floor, 
away  from  the  noise  of  the  street,  with  several 
windows  looking  out  on  the  magnificent  Park- 
Way  toward  Fairmount  Park,  and  the  coming 
Sesqui-Centennial  exhibition,  the  room  will 
be  furnished,  spick  and  span,  with  everything 
for  comfort  and  convenience. 

Brother  Coimselnrs,  take  notice.  When 
the  Robert  Morris  Hotel  is  finished  you  will 
be  advi,sed  through  The  S.impic  Ca.«c,  at  which 


time  it  will  be  up  to  you  to  avail  yourself  of 
tho  comforts  of  the  finest  U.  C.  T.  Club  Rooni 
in  the  United  States.— (H.  M.  H.) 

Uniontown.— Old  Fayette,  No.  526.  is 
going  strong.  Just  keep  bringing  in  the  appli- 
cations,  boys,  as  you  have  for  the  past  six 
months,  and  we  will  certainly  go  over  the  top 
and  have  a  few  over  our  quota  of  fifty. 

Every  meeting  is  an  interesting  one.  Almost 
every  meeting  we  show  some  lone  traveler  how 
to  "got  off"  and  "get  under."  To  you  fellows 
who  haven't  been  around  for  tho  past  few 
years,  we  extend  a  special  in\itation  to  attand 
our  Octoljor  meetings  at  Uniontown  on  Friday 
evening  of  the  13th,  and  at  Connellsville  on 
Saturday  evening  of  the  14th.  Every  minute 
there  will  be  something  doing.  Try  to  meet 
with  us. 

Fayette  Council  now  has  a  real  degree  team. 
With  a  little  more  practice,  they'll  not  take  a 
back  seat  for  any  other  team  in  the  state.  We 
expect  to  start  training  the  second  t«am  very 
shortly.  Every  officer  of  Fayette  CouncU  has 
his  part  memorized,  which  makes  the  work  so 
much  more  impressive. 

Our  annual  picnic  held  at  Shady  Grove  on 
August  5  was  a  grand  success.  The  weather 
was  ixirfect,  and  tho  attendance  was  large. 
Many  prizes  were  given  out  during  the  after- 
noon for  the  different  evenU.  Our  merchants 
were  very  liberal  this  year  in  donating  many 
different  things.  At  a  late  hour  all  departed 
for  home,  tired  but  happy. 

Do  not  forget  that  our  new  location  is  at  44 
East  Church  Street,  Sons  of  Italy  Hail. 

Our  annual  corn  roast  was  held  at  Shady 
Grove  on  August  25.  T.  E.  Conn  and  W.  C. 
Percy  prepared  tho  feed,  which  was  enjoyed 
by  those  ijresent.  They  did  all  the  work  for 
a  committee  of  six.  Tho  members  of  a  com- 
mittee usually  know  who  the  willing  workers 
are.  and  plan  to  let  them  get  active.  After  the 
eats  many  enjoyed  the  evening  dancing, 
while  others  took  in  the  amusements. 

Boys,  get  some  advertising  and  subscrip- 
tions for  Tho  Sample  Case.  Help  boost  our 
official  magazine. 

And  do  not  forget  that  the  brother  who 
brings  in  the  most  applications  by  the  March 
meeting  will  get  a  prize. 

Let  every  Counselor  do  his  best  and  bring 
in  the  yellow  "apps."— (F.  G.  W.) 

Charleroi.— Mon  Valley.  No.  603,  held  its 
basket  picnic  August  19  at  Oakland  Park. 
The  clouds  and  gloom  of  tho  morning  were 
driven  away  by  the  sunshine  and  fun  of  the 
afternoon.  Past  Counselor  L.  B.  Robertson. 
Chairman  of  the  Picnic  Committee,  had  all 
of  his  men  working  and  Senior  Counselor 
.Anderson  was  so  well  pleased  with  Brother 
Robertson's  work  that  he  appointed  him 
Chairman  of  the  committee  to  arrange  for 
a  corn-roast  some  evening  in  September. 

Brother  Osborne  had  charge  of  the  sports 
and  kept  everybody  bus%-.  He  had  contests 
arranged  for  everyone  and  a  number  of  prizes. 
Brothers  Gibson  and  Da\is  are  champion  ball- 
throwers.  The  ball  game  was  great.  The 
Osborne  team  beat  the  Zeller  team  by  one 
score.  They  stood  fourteen  to  fifteen  when 
the  call  for  supper  came.  Umpire  Gelder 
would  make  a  fine  politician  as  he  is  so  kind- 
hearted.  He  made  all  of  his  decisions  subject 
to  change  in  case  anyone  made  a  kick. 

Brother  ZoUer  pleased  all  the  little  folks 
with  his  presents. 

J.  W.  Kimmins  was  on  hand  as  usual  and 
kept  the  coffee-pot  boiling.  He  is  very  much 
at  home  in  the  kitchen. 

The  picnic  was  a  grand  success,  was  well 
attended  and  we  are  just  waiting  for  the  date 
of  our  corn-roast,  when  we  will  all  go  again 

Mon.  Valley,  No.  603,  met  in 'the  August 
session  with  a  good  attendance  of  the  work- 
ing force. 

Three  names  were  presented  and  passed. 
Senior  Counselor  Anderson  named  Brothers 
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Murray  and  Marry  Steele  an  CaptainB  of  tJin 
inemberBliip  campaign  toams.  Good  prizes 
will  lie  Kiveii. 

DiBtriKt  Deputy  KoUey  wuh  with  us  in  Sep- 
tember. He  is  a  very  busy  man  but  lie  thinks 
more  of  holi)inK  the  U.  C.  T.  than  he  does  of 
savinK  liiniself  for  h\g  own  work. 

Rrotiior  KiiiRht  is  a  patient  at  the  Mercy 
Hospital.    We  liope  for  a  speedy  recovery. 

Don't  forgot  the  membership  campaiRn  and 
subscribei-s  for  The  Sample  Cuhc— (C.M.H.) 

Warren.  -  Much  interest  and  entluisiasm 
marked  the  rcRular  September  mcetinn.  Plans 
were  completed  for  the  biK  Class  Day  to  be 
held  at  Kane  on  the  Kith,  when  ten  candidates 
received  the  doKree.  We  have  our  worthy 
Past  Counselor.  AuKust  Peterson,  to  thank  for 
this  splendid  class.  We  sliould  have  more 
Pete's  in  our  Council. 

The  applications  of  Messrs.  Patchen  and 
Darling  were  presented  at  this  meeting,  thanks 
to  the  untiring  work  of  Brother  Roose.  The 
applications  were  favorably  acted  upon  and  the 
full  degree  conferred  by  our  degree  team,  under 
the  Captaincy  of  Past  Counselor  T.  P. 
Jacobs. 

The  Refreshments  Committee  served  ice- 
cream and  cake,  which  were  greatly  enjoyed. 

Brother  Strong  entertained  the  Council, 
with  experiences  of  his  hardest  sale,  and  many 
more.  The  hit  was  of  his  receiving  a  booklet 
upon  the  cover  of  which  were  the  words, 
"Why  a  man  quits  driving  a  Ford."  When 
he  opened  it,  his  interest  being  aroused,  he 
found  the  simple  answer,  "He  Died." 

The  next  meeting  will  be  October  7.  Will 
vou  be  there  to  do  your  part?— (H.  A.  F.) 
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Racine.-  Tlie  rustic  scenery  of  Midway 
Park,  six  miles  north  of  Racine,  where  the 
members  of  the  local  Council  of  the  U.  C.  T. 
and  a  similar  Order  held  their  joint  annual 
picnic,  August  23,  was  transformed  into  a  kalei- 
doscope of  color  and  beauty,  as  hundreds  of 
the  commercial  travelers  of  Racine  and  Keno- 
sha, with  their  families,  assembled. 

Several  car-loads  of  "good  times"  were 
ordered  and  delivered.  A  large  consignment 
of  pep  was  furnished  free  to  all.  The  only 
restriction  was  that  it  was  forbidden  to  park 
cars  in  the  tree-tops,  lest  tliey  fall  on  the  many 
"sweet  things"  parked  underneath. 

Although  there  was  an  ocean  of  fun,  no  one 
brought  a  bathing  suit  to  swim,  yet  "dipping" 
in  that  ocean  was  enjoyed  by  everyone. 
Married  folks  took  along  big  hampers  of 
lunches,  while  bachelors  came  loaded  with 
good  humor. 

Knowing  the  "tough"  crowd  would  resent 
any  interference,  the  weatherman  provided 
ideal  weather. 

A  radio  concert  was  an  outstanding  feature. 
From  hundreds  of  miles  away  came  dulcet 
strains  to  please  the  ear  and  charm  the  senses. 

By  suggestion  of  that  radio  wizard,  W. 
Turner  Lewis,  inventor  of  the  Lewis  Three 
State  receiver,  a  newspaper,  "The  Moonshine 
Weekly,"  was  broadcasted  from  Milwaukee. 
The  Midway  Park  party  picked  it  up  and  it 
caused  great  merriment. 


Watertov»rn. — Yoo-hoo  and  away  we  go, 
Saturday,  August  26,  was  the  first  fall  meeting 
of  Watertown,  S.  D.,  Council,  No.  291.  An 
enthusiastic  bunch  of  members  were  on  hend, 
and  we  got  disposed  of  a  lot  of  important 
business. 

Senior  Counselor  Zerwas  is  offering  a  prize 
to  the  member  bringing  in  the  largest  number 
of  new  members  from  August  26  to  date  of  last 
meeting  of  the  Council  in  November,  1022. 
Get  busy,  boys,  and  beat  your  last  year's 
record.  Cooperation  will  make  this  Council 
hum. 

The  annual  picnic,  held  at  Lake  Kampeska 
for  members,  their  families  and  friends,  was  a 
splendid  success.  This  Beauty-spot,  or  Lake 
Kampeska,  is  an  asset  to  our  Council  mem- 
bers, which  others  may  well  envy,  and  which 
we  enjoy. 

The  hunting  sea.son  will  be  open  at  the  next 
regular  meeting  in  September,  and  it  is  being 
arranged  to  have  a  wild  duck  dinner  for  the 
members  and  their  families.  O  boy!  Let's 
go  — (Uncle  Fuller.) 


ODE  TO  MY  GRIP 

Great  times  we've  had  together. 

This  old  grip  and  I; 
From  Ohio  state  to  the  Golden  Gate, 

From  Galveston  to  Chi — 
But  I'll  not  need  it  longer 

I'll  not  take  it  along. 
For  they've  dissolved  the  partnership 

Between  women,  wine  and  song. 


your  friends  who  are  eligible  for  membership 
to  become  members  of  Milwaukee  Council. 
H  you  need  applications  or  any  help  to  get 
your  candidate  in,  let  the  Secretary  help  you. 

Here's  the  standing  of  the  five  largest 
Councils  in  the  United  States:  Flower  City, 
No.  20.3.  with  1,623;  Minneapolis,  No.  63, 
with  1,009;  Worcester,  No.  136,  with  1,488. 
Saintly  City.  No.  .50,  witli  1,367,  and.  next 
Milwaukee  with  1,200.  Now,  can  we  this 
coming  year  climb  up  a  point  or  ho.  We  will 
have  U)  keep  our  eyes  on  Columbus  and  St. 
Louis,  who  are  right  behind  us  and  are  likely 
at  any  time  to  catch  up;  so  get  busy  and  get 
that  candidate  and  get  him  initiated.  Help — 
HELP— HELP— HELP— HELP—  is  what  we 
need  from  you. 

If  you  haven't  an  emblem  for  your  car,  get 
one  from  the  Secretary.  The  price  has  been 
reduced  to  seventy-five  cents.  Only  a  few 
left. 

F.  E.  Schmidt  made  a  donation  to  the  picnic 
and  several  other  brothers  came  across,  even 
if  they  were  not  asked. 

Get  a  subscription  to  The  Sample  f^ase 
from  your  hotel  man  and  help  boost  the  good 
cause  along.  Brother  Wyler  came  along  this 
last  week  with  one  for  two  years  for  the 
Beaver  Hotel,  Beaver  Dam,  Wis.  All  hotels 
should  have  a  copy  on  file  in  their  lobbies  for 
the  commercial  travelers  as  The  Sample  Case 
today  is  one  of  the  leading  magazines  in  the 
country. 

A  letter  was  received  from  our  old  friend 
Paul  Walton  this  last  week,  and  he  sends  his 
best  regards  to  all  the  boys  of  No.  54. 

E.  H.  Mayer  is  now  located  at  St.  Paul 
having  moved  there  to  take  charge  of  the 
Adlevika  Company,  as  salesmanage: 
luck  to  you. 

Gordon  Jahn  and  his  wife  stopped  off  at  the 
Racine  picnic  of  the  U.  C.  T.  the  other  day 
and  was  fortunate  enough  to  take  home  two 
prizes.— (L.  G.  E.) 


Good 


Another  feature  was  a  hotly  contested  ball 
game,  which  along  with  games  and  races, 
added  much  to  the  entertainment. 

It  was  "Drummers'  Happy  Day," 
Drinks  were  kickless,  but  all  were  gay. 

At  every  step 

Was  evident  pep 
At  our  big  picnic  in  Midway. —  (E.  R.  F.) 


•gp  T  E 


S  1J> 


Houston.—  Resolutions  pledging  fullest 
support  to  the  Houston  city  Ci^^c  Committee 
and  endorsing  the  aims  which  it  is  working  to 
achieve  were  passed  at  the  August  meet- 
ing of  the  United  Commercial  Travelers  at 
room  336  Rice  hotel.  M.  J.  Martin,  a  mem- 
ber of  the  Ci\-ic  Committee,  and  also  of  the 
traveling  men's  organization,  explained  in 
detail  the  work  which  the  recently  created 
civic  body  is  striA-ing  to  accomplish. 

A  committee  was  appointed  to  arrange 
plans  for  securing  attendance  of  all  members 
of  the  r.  C.  T.  on  the  third  Saturday  in  Sep- 
tember, when  plans  for  aiding  in  the  civic 
movement  will  be  put  in  operation. 


Milwaukee. — Brother  E.  J.  Hall  has  gone 
into  the  butcher  business  at  935  Teutonia 
Avenue  and  he  says  special  rates  to  U.  C.  T. 

Al  Lawrence,  now  located  at  Whitewater, 
met  with  a  painful  accident  when  he  wTcnched 
his  back,  causing  him  to  stay  around  the  house 
for  two  weeks. 

The  picnic  was  a  big  success,  when  you 
take  into  consideration  the  fact  that  there 
were  two  large  picnics  at  the  same  dati 
Elks  and  the  Irish  picnic. 

Brothers  Mayer,  Ihlenfeldt,  Pierce,  Ander- 
son, Bohman  and  others  who  gave  a  helping 
hand  at  the  picnic  deserve  a  rising  vote  of 
thanks  from  all  the  members.  No  donations 
were  asked  for  the  picnic  but  still  J.  J.  Schneck 
was  there  with  his  box  of  that  good  old  sum- 
mer sausage  as  usual.  Osborn  and  Hageman 
of  Racine  Council  came  to  the  picnic  and  all 
the  boys  were  glad  to  see  them. 

Now  that  cold  weather  has  set  in  and  our 
meetings  will  be  held  regularly  the  first  and 
third  Saturday  of  each  month,  we  are  very- 
anxious  to  have  the  Council  show  a  large 
increase  in  membership  for  the  coming  year. 
It  is  up  to  you  fellows,  to  see  that  you  get 


"Hello"  Is  Taboo. 

In  many  business  houses  and  manufac- 
turing establishments  rules  have  been 
established  for  the  correct  use  of  the 
telephone  in  answering  and  placihg  tele- 
phone calls. 

"Answer  promptly"  is  one  of  the 
telephone  rules  employers  now  insist 
shall  be  followed. 

In  answering  calls,  emplo3'es  are  in- 
structed to  mention  the  name  of  th« 
company  first,  then  the  name  of  thi 
person  talking,  as  for  instance:  "Brown 
&  Company,  Williams  speaking."' 

Such  an  introduction  to  a  telephone 
conversation  lets  the  other  fellow  gel 
to  business  at  once,  after  a  similar  in- 
troduction, on  his  part.  It  saves  thi 
caller's  time,  your  time,  the  employer'i 
time  and  creates  a  favorable  impre» 
sion  all  the  way  around. 

Above  all  do  not  start   your  tele 
phone  conversation  with  "Hello."  I 
the    is  not  good  form  in  the  business  wor 
today. 


A  Literary  Deal. 

To  Kipling  an  American  once  wrote 
"Hearing  that  you  are  retailing  liter 
ature  at  -SI  a  word,  I  enclose  SI  for 
sample. 

Mr.  Kipling  complied  with  "ThankK 
and  kept  the  dollar. 

Two  weeks  later,  the  American  wro 
"Sold  the  'Thanks'   anecdote  for 
Enclosed  please  find  46  cents  in  stami 
being  half  the  profits  on  the  transacts 
less  the  postage." — [Boston  Transcr* 


'M 
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BIG  PAY  AND — 


ELECTRIC  SUCTION 

CLEANER 


RoTAREX  RoTAREX 


ELECTRIC  CLOTHES 

WASHER 


HOME  DOUBLE  ROLL 

IRONER 


the  chance  to  make  big  money,  if  one  is  not  particular  how  he 
makes  it,  is  not  hard  to  find.  But  ambition  seeks  more  than 
money.  It  demands  money  AND  recognition  —  f)rf)nioiion. 
Such  opportunities  arc  not  so  common. 

The  great  electric  housekeeping  appliance  hiislnc^'i  (iilcis  Uj  nouiij; 
and  old  men  without  any  previous  training  not  only  opportunities  for 
earning  big  money  right  from  the  start  but  more  and  better  chances  for 
advancement  than  can  be  found  in  any  other  field  toda>'. 

All  over  America  while  other  door  to  door  salesmen  as  well  as  store- 
keepers are  complaining  of  poor  business  APEX-ROTAREX  house-to- 
house  men  arc  selling  millions  of  dollars'  worth  of  Apex  Electric  Suction 
Cleaners.  ROTAREX  Electric  Clothes  Washers  and  ROTAREX  Home 
Double  Roll  Ironcrs. 


A  Wonderful  Record 


Each  month  for  the  past  three  years,  through  times  of  prosperity 
and  times  not  so  good,  our  sales  have  shown  increases  of  50  to  100% 
over  the  same  month  of  the  preceding  year.  No  other  organization  in 
the  industry  boasts  such  a  record. 

Every  executive  in  our  big  organization  is  a  former  door-to-door 
salesman.  Scores  of  them  have  been  promoted  from  the  ranks  within 
the  past  year. 

If  IhU  toundm  like  the  kind  of  a  propotilion  you  are  looking  for— if  you  are  inler- 
etted  not  only  in  a  job  but  in  building  a  future  for  yourmelf,  write  and  tell  ut 
about  yourtelf. 

THE   APEX    ELECTRICAL    DISTRIBUTING  COMPANY 

1067  East  152nd  Street  Cleveland,  Ohio 


TheBusiness-^ettin^  Premium 


Made  oy 
invenfea  t 


%Tnen  who 


Sr.\K  means  qualit\.  Star 
Razor  fame  is  as  broad  as  the 
universe.  The  first  made  and 
it  has  kept  first  in  quality.  Lesser 
priced  than  the  other  "big"  makes, 
that's  your  advantage  and  our 
ability  as  manufacturers. 

Handsomely  cased  in  a  black'grained 
leatherette  box  consists  of  a  frame 
of  heavy  nickeled  brass,  handle, 
and  two  blade  boxes  containing 
six  of  those  wonderful  Star  Cru 
Steel  Blades. 

Six  dollars  a  dozen  in  quantities. 
Discount  in  great  quantities. 

A  quick  and  sure  selling  proposi- 
tion.    Get  Busy. 

Samples  and  printed  facts  to  lirms 
of  standing  or  agents  who  mean 
business. 

Star  Safety  Razor  Corporation 

80-90  Johnson  St.  Brooklyn,  N.  Y. 
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RECOMMENDED  HOTEL 

and  HOTEL  NEWS 


NOTICE  TO 

TRAVELERS 

The  hotels  in  this  list  are  recom- 
mended as  i?ivinK  service  worth  the 
money.     No  others   will   he  accepted. 

This  Hotel  Directory  is  recommend- 
ed to  the  general  travelinu  public,  as 
hotels  that^  are  endorsed  by  Commer- 

Thia  Magazine  coes  every  month  to 
125,000  Commercial  Travelers  in  ev- 
ery part  of  the  United  States  and 
Canada,  who  are  using  hotels  every 
day. 


ARKANSAS 


HOTEL  MARION 

Marion  Hotel  G>n]pany,  Proprietors 
O.  W.  Everett,  Manager 
LITTLE  ROCK  ARKANSAS 

ONTARIO,  CANADA 


The  Carls-Rite  Hotel,  Toronto 

The  name  of  this  hotel  was  coined  from  the  names 
•f  Messrs.  Carroll  &  Wright.  Proprietors  of  the 
Walker  House.  Mr.  Carroll,  the  President  •f  the 
Carls-Rite  Co..  Is  me  of  the  •Idest  memben  ef  the 
U.  C.  T.  In  Canada,  and  is  directly  in  eantrel  tl 
the  Carls-Rite,  a  modern  hotel  with  excellent  tp- 
pelntments.  One  of  the  finest  equipped  hotels  In 
Toronto.  Rates:  American  plan  t5  per  dar  up; 
Burepean.  12.50  per  daj  up. 

HERBERT  (DOC.)  MsCARTV.  Managar. 


THE  WALKER  HOUSE 


CALIFORNIA 


THE  REYNOLDS. 

Bakersfield's     most     up-to-date    and  leading 
Commercial  hotel. 

THE  TEGELER. 

Owned  and  operated  by  Charles  B.  Hamilton, 
New  London,  Conn. 


Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to  leave 
in  commercial  traveler  guest  rooms.  Rates  on 
quantity  subscriptions. 


NEW    HOTEL  CARDS 

The  Nonantum,  Kennebunk- 

port,  Me. 
The  Thatcher,  Biddeford,  Me. 
Hotel  North,  Augusta,  Me. 


VACATIONS  OVER. 

Salesmen  Returning  to  Territories — 
Season  for  Hotels  to  Advertise. 

With  Ihe  vacation  season  over  and 
commercial  travelers  returned  to  their 
territories,  hotels  are  again  becoming 
;i  matter  of  discussion  and  comment 
among  the  men  on  the  road.  Every  man 
who  travels  is  vitally  interested  in  hotels. 

No  greater  accommodation  can  one 
commercial  traveler  extend  to  another 
than  to  inform  him  of  the  good  hotels 
in  his  territory.  No  better  way  can  this 
information  reach  all  traveling  salesmen 
than  through  the  only  National  whole- 
sale salesmen's  magazine — The  Sample 
Case. 

In  sending  hotel  advertising  to  The 
Sample  Case  the  salesmen  are  doing  a 
manifold  service.  They  are  giving 
service  to  their  fellow  travelers  by  letting 
them  know  the  names  of  hotels  which 
really  wish  commercial  business  enougli 
to  ask  for  it  through  the  wholesale  sales- 
men's magazine.  •  They  are  doing  the 
hotels  a  service  by  informing  the  man- 
agers where  theiii  advertising  will  bring 
them  the  best  returns.  They  are  doing 
their  magazine  a  service  by  helping  fill 
its  hotel  directory  columns  with  recom- 
mended hotels. 

Every  man  who  wears  a  U.  C.  T. 
button  is  authorized  to  get  advertising 
for  The  Sample  Case.  Secretaries  of 
local  Councils  will  inform  members  of 
advertising  rates  and  commissions  paid — 
largest  of  any  side-line  any  man  can 
carry,  and  taking  less  time  to  make  a 
sale.  During  the  spring  months  many 
salesmen  added  from  S2.5  to  $50  a  month 
to  their  incomes  by  selling  hotel  advertis- 
ing in  The  Sample  Case,  after  their  day's 
work  was  done  and  they  were  resting 
in  hotels. 


It  pays  to  be  a  U.  C.  T. 


NOTICE  TO 

HOTEL  MANAGERS 

Members  of  the  U.  C.  T.  are  author- 
ized to  solicit  advertisements  for 
The  Sample  Case  Hotel  Directory, 
and  we  shall  appreciate  your  coopera- 
tion with  them. 

WARNING— In  case  cash  payment 
is  made  at  the  time  of  giving  order, 
make  all  checks  payable  to  THE 
SAMPLE  CASE,  Columbus,  Ohio. 
DO  NOT  PAY  MONEY  OR  GIVE 
CHECKS  TO  ANY  PERSON  NOT 
PERSONALLY  KNOWN  TO  YOU. 


CONNECTICUT 


HOTEL  BONO 
THE  BONDMORE 
BOND  ANNEX  HOTEL  | 

THe  tlv««.rrtodcnvhotalc 
of  Hartford.Corwv,  under 

MARRY  S.BONO 


The  Mohican  Hotel 

New  London,  Conn. 

F.  B.  Walker,  Manager 

All  rooms  with  bath 


DISTRICT  OF  COLUMBIA. 


Facing  the  U.  S. 
Capitol  Grounds 


Every  Moden 
Improvement 


HOTEL  DRISCOLL 

Washington.  D.  C. 
Hieh  Clui  Hotel  Near  th*  Uivlon  Stmtloi 
P.  P.  ORBELLO.  HanaKcr. 


FLORIDA. 


HOTEL  PALMS 
West  Palm  Beach,  Florida 

Summer  Month — European  Plan 
Winter  Months — American  Plan 

The  Hotel  where  you  are  cordially  weleomM 
during  the  busy  winter  months  as  well  a« 
summer,  where  the  rate  is  always  uniform!] 
fair.  Just  the  place  for  week  end  rest  plu 
fine  surf  bathiner. 

D.  G.  BINION.  Manager 


"OASIS  OF  WEST  FLORIDA" 
SAN  CARLOS  HOTEL 
Pensacola 
Headquarters  for 
Our  Friends,  the  Traveling  Men 


The  Sample  Case  Ifotcl  Department  brine'? 
ncss  to  hotels. 
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GEORGIA 


Hotel  Callahan 

Bainbridge,  Ga. 

American  Plan 


ILLINOIS. 


^njoif  ijourChicaqo  disit  at  the 

MORRISON  HOni 

'    ■the  hotel  Of  PERFECT  SERVICE*^ 

and  the 

^ERR/VCE  GARDEM' 

1  CHICAGO^  WONDER  RESTAURANT  1 1 

IN  THE  HEART  OF  THE  LOOP 

1000  Rooms 
Each  with  bath 

Rates:    $2.50,  $3.00,   $3.50,  $4.00, 
$5.00  and  up. 


IOWA 


THE  HOTEL  BERRY 

MARQUETTE,  IOWA 

Euroiieftn  Plan.  Roonia  $1.25  and  up.  Newly 
refinished — Moderate  prices.  All  rooms  outside 
exposure.    Running  water  and  baths. 

18  Passenger  Trains  in  all 
Directions 


SCENIC  HOTEL 
McGregor,  Iowa 

ot  and  cold  water        Steam   heated  roon 
Modern  throuKhout 
On  all  north  Iowa  State  Hishwayt 
 Bronson  A  Mayer.  Props.  

KANSAS 


HOTEL  BROADVIEW 
Wichita,  Kansas 

Every  room  with  a  bath  at  $2.50  per  day. 
20  sample  rooms  at  $5.00  per  day. 
tervidor  service.  Roof  garden. 

George  Siedhoff,  Prop. 
Charles  L.  Way,  Mgr. 


Hotel  Lassen 

WICHITA,  KANSAS 
0  Rooms.  Fire  Proof 

Rates  $2.00  per  day  upward. 


MAINE 


OON-T  OVERLOOK  PORTLAND.  ME. 

The  Horn*  ef  The 

NEW  CHASE  HOUSE 

Ualoe's  only  Modern  Fireproof  HotcL  Best 
Rooms  with  PriTtte  Bath  and  Toilet  tl50 — 
Next  12.00 — Neit  $1.60.  Hot  and  cold  water 
and  telephone  In  All  Rooms. 

Ths  Cafstsri*  Will  Dslllbt  Ysu. 
H.  E.  Thursten  R.  F.  Himfflslsia 
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CASHING  CHECKS. 

Hotel    Managers    Sometimes  Have 
Reasons    for    Losing    Faith  in 
Mankind. 

It  was  4:00  j).  in.  Two  men  wen- 
waiting  in  the  assistant  manager's  ofTKC. 
The  assistant  nmnagor  was  out. 

One,  who  miglit  have  been  a  Wall 
Street  broker,  was  fidgeting;  with  his 
watch  and  saying  unpleasant  things 
about  the  assistant  manager. 

The  other,  who  looked  to  he  nolxxiy- 
in-particular,  snt  patiently  and  said 
not  hing. 

In  came  the  assistant  manager. 

"Here,  cash  my  check  for  a  hundred," 
said  the  first  man,  sharply.  "I've  got 
to  catch  a  train." 

The  assistant  manager  looked  at  the 
check  and  at  a  business  card  and  a  lodge 
pin  thrust  at  him  as  "credentials,"  and 
hesitated. 

"Why,  you  ought  to  remember  me," 
said  the  man-who-might-have-been-a- 
l)roker,  jwtulantly.  "I'm  Mr.  Brown, 
sales  manager  for  so-and-so.  I've  stopped 
here  before.  I  send  you  a  lot  of  business. 
Of  course,  if  you  don't  wish  to  cash  my 
check,  I  can  go  elsewhere,  but  I'll  have 
to  be  going  quick — " 

The  assistant  manager  reflected.  It 
was  a  hot  afternoon.  Brown's  firm  was 
known  to  be  gilt  edge.  Brown  was  in  a 
hurry  to  catch  a  train.  After  all,  win- 
delay  him  with  the  customary  "red  tape" 
of  identification? 

The  assistant  manager  wavered  and 
•wrote  "o.  k."  on  the  check  and  Mr. 
Brown  went  out  with  a  hundred  dollar.s. 
•    •  * 

The  second  man  half  apologized  for 
offering  a  check. 

"I've  been  here  for  three  days  and  my 
bill  is  about  fifteen  dollars,"  he  explaineil. 
"I'll  need  about  fifteen  more  to  get  home. 
Here  is  my  check  for  thirty  dollars.  I 
wouldn't  ask  you  to  cash  it,  but  the  banks 
are  closed.  I  won't  be  leaving  until 
midnight,  so  you  will  have  plenty  of 
time  to  look  mc  uj).  You  may  call  Mr. 
Blank  (naming  a  local  banker)  and  he 
will  vouche  for  me,  and  I  will  be  back 
this  evening  for  the  money." 

The  as.sistant  manager  agreed  to  do 
this,  and  the  man  who  looked  to  bo  no- 
body-in-particular *  went  out.  and  the 
assistant  manager  called  up  the  banker. 

'Who?  Burleigh?"  quizzed  the  banker. 
"Sure  his  check  is  good — good  for  a 
million.  He's  Burleigh,  the  Kansas  oil 
king." 

Three  days  later,  the  hundred  dollar 
check  of  Brown,  the  man-who-might- 
have-been-a-broker,  came  back,  marked 
"FORGERY." 


he  Hotel  North 

American  Plan  Only 

Rolank  G.  Lynn,  Prop. 

In  the  center  of  the  business  section 
A  home  for  the  eommoieial  men 

AUGUSTA,  MAINE 


TWO  GOOD  HOTELS. 

The  Xonantum  at  Kennebunkport , 
Me.,  and  The  Thatcher  at  Biddeford. 
Me.,  both  under  the  management  of 
F.  Bridger,  who  owns  them,  are  favorites 
with  the  commercial  trade.  Mr.  Bridger 
is  a  genial  host,  and  understands  the 
hotel  business.  He  especially  features 
his  hotels  for  commercial  travelers.  Both 
hotels  w^ill  be  found  advertised  in  The 
Sample  Case  under  the  Maine  depart- 
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 MAINE— Continued 

The  Nonantum 

Kennebunkport,  Mainr 

The  Thacher 

Biddaford.  Maine 

1  .  bUlDGER,  Owner  und  .Manugor 

 MINNESOTA 

BEST  IN  THEIR  CITY 


SaulpauKh  Hoi 


Cook  Caf«t«ria 


ROBERTS-KARP  HOTEL  CO..  Prop.. 
An  Hol>«ru  and  Ted  K.rp 


Hotel  Owatonna 

Owatonna,  Minnesota 

Fred  C.  Johnson,  Prop. 


American  Plan. 


Rate  $8.26  and  up 


NORTH  CAROLINA 


Tra»«lint  Men 

TAKE  NOTICE 

We  have  remodeled  and  refurnished  our 
Hotel,  and  added  both  private  and  public 
bath  rooms. 

We  have  reduced  our  rates  as  follows: 
Nice  rooms  with  running  water  at  $1  25 
to  $1.60. 

Nice  rooms  with  running  water  and  private 
baths  $2  00  to  $2  50. 

The  Hotel  is  located  in  the  center  o(  the 
busineas  dintrirt. 

All  modrrn  convenienoes.  Beat  rooms  in 
the  City. 

We  h»ve  arranged  with  the  Country  Club 
so  that  guests  spending  week  ends  may  have 
prnnleae*  of  Golf  Links  and  Club 
HOTEL  FORD 
Salisbury.  N.  Car. 
F.  N.  McCubbina  and  C.  P.  Wharton.  P.eynelsra 


OHIO 


HOTEL  DESHLER 

Best  Location 
and  Serrice 
60 

Sample  Rooms 
3  RestamnU 
Moderate 
Pricea  ^ 

400  Room*  ^f^..., 

RateaJiSO  ^^^MlU-Wi 
and  up 


Hotel  Argonne 


Lima,  Ohio 


160  all  outside  rooms,  and  160  baths: 
circulating    ice   water   throughout  the 

Excellent  Cuisine;  with  high  class  service 
at  modern  prices. 

Rates  $2.00  up 

Sample  Rooms  Sanitary  Barber  Shop 

Wm.  Haefner.  Manager 
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OCTO  B  El 


OHIO— Continued 


HOTEL  MARTING 

FIREPROOF 
IRONTON,  OHIO. 

Opened  to  the  Public  September  10,  1919. 
128  Rooms,  98  with  Private  Bath. 
Rates,  tl-BO  and  up 
C.  H.  McCLUNG,  IV1an««er. 


fiient  of  recommended  hotels.  Members 
of  the  U.  C.  T.  know  a  hotel  is  O.  K. 
if  its  advertising  appears  in  their  maga- 
zine, sent  in  by  a  fellow  commercial 
traveler. 


PENNSYLVANIA— Continued 


Hotel  Jefferson 

L.  E.  DAMRON,  Prop. 
A  Strictly  Commercial  Hotel 

Spring  and  High  St«. 
COLUMBUS,  OHIO 


HOTEL  STAR 

European. 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water. 
Rates,  $1.00  up. 

Three  blocks  from  Union  Station. 
Thomas  H.  Campbell,  Mgr. 


Fireproof 

Modern 

HOTEL 

$1.50 

COLUMBUS 

to 

At  Columbus 

$3.00 

:    E.  D.  (Eddy)  Sullivan  R 

.  R.  Warner 

THE  CHITTENDEN 

LeadBng  Commerdal  Hotel  in  Columbiu,  OWo 

European  Plan— Absolutely  Fireproof. 
Moderate  Prices— Coffee   Shop   in  connection 
N.  A.  COURT,  Manager  

Marion,  Ohio  Hotel  IVIarion 

European  Plan. 
Dinintc  room  under  new  manatrement  a  la 
carte  service.  W.  G.  Minshall.  Prop. 

PENNSYLVANIA 


THE  LYCOMING 

WILLIAMSPORT,  PA. 

t-    John  F.  Letton 


Management 


A  modern  Fireproof 
Hotel  operated 
European  Plan. 

A  Hotel  with  Com- 
fort and  RefinemenI 
combined  with 
Moderate  Charjcs 

Our  References  are 
Those  who  have 
been  our  Guests. 


THE  CAPITAL  HOTEL 


THE  HOTEL  NORTH. 

Roland  P.  Lynn,  proprietor  of  The 
Hotel  North,  Augusta,  Me.,  is  a  hotel 
man,  first,  last  and  all  the  time.  His 
pleasing  personality  and  his  efTicient 
assistants  make  his  hotel  a  favorite  with 
the  boys  on  the  road.  The  Hotel  North 
is  all  that  is  claimed  for  it — a  home  for 
commercial  men.  Read  the  advertise- 
ment under  the  Maine  heading.  This 
is  a  recommended  hotel,  which  anyone 
can  recommend  to  his  friends  as  all  right. 


Main  and  Walnut  Streets 
JOHNSTOWN,  PA. 
$8. BO  to  $4.00  American  Plan 
Make  our  Hotel  your  Home  while  in  Johnstown 
,  IN  NATION 

llfl*!.  _    IN  DECORATION 
l/V  nil  A   IN  RECREATION 
f  f  IIIL  V   IN  EXPECTATION 
So,  what  more  can  you  ask  for 


The  Sample  Case— 
The  Magazine  of  Service 


HOTEL  WEBER 

Sam  II.  Welder,  Prop. 
Lancaster,  Pa. 

100  Rooms  for  U.  C.  T.  Travelers 


"HOTEL  UPDEGRAFr' 

European  PUn  Williamiport ,  I 

Commercial  Travelers  Home 

Club  Draakfuu.  2Ri:  up:  CoinliiiUition  I.un<;L«on>.  .'ISc 
EvaniriK  IJinnm.  76c  anil  »1.00 
All  Rooma  with  ' 'irculatins  Hot  and  Col'l  Water 
Kooma  with  Bath  and  «n  Buita,  Phonn  in  All  Koom* 
VERY  LARGE  SAMPLE  ROOMS 
Ratea  Vary  Moderate 
Polite  and  Effiolent  Service.  Food.  Beat  Market  and  Bmm 
Off  era 

Under  Peraonal   Dire<.tion  ot  CHAS.  WEINOAKTNE: 
Prop,  and  Mcr.;  BARNEY  8TAIB,  Aaat.  M»r. 


COMING  TO  COLUMBUS? 

It's  a  jolly  good  fellowship  that  awaits 
guests  at  the  Columbus  Hotel,  Columbus, 
Ohio.  "Eddy"  Sullivan  makes  every 
guest  feel  at  home,  and  the  welcome  he 
passes  out  to  commercial  travelers  is 
genuine.  His  rooms  are  delightful  and 
comfortable,  and  very  reasonable  in 
price.  Read  the  advertisement  under 
the  Ohio  heading. 


1  THE  MOORE 

a  Joseph  H.  Stem,  Proprietor 

5  INDIANA.  PA. 

m  Opposite  P.  R.  R.  Station 

§  $8.60  and  $4.00  with   Bath.  American 

-  Plan.  Newly   Decorated  and  Furnished 

-  Throughout.  Hot  and  CoM  Runninc 
5  Water  in  each  Room. 

5      WHERE  ALL  U.  C.  T,  MEN  STAY 

7HIIIIMIIflMlnlllllllMIMIIIIIIIIIIIIIMIMIIIIIIIIIIIIIIIIIIINIII|MI 


NELSON,  OTTAWA,  KAN. 

J.  G.  Foote  has  taken  over  the  manage- 
ment of  The  Nelson,  Ottawa,  Kan.,  and 
will  better  the  service,  where  possible. 
With  60  rooms  of  solid  comfort.  The 
Nelson  has  conveniences  and  accommo- 
dations in  keeping  with  the  best  hotels 
in  the  country,  and  with  a  reasonable 
rate  to  commercial  travelers. 

Mr.  Foote,  or  Joe,  as  he  is  known  by 
his  host  of  friends,  is  a  member  of  Ottawa 
Council,  No.  390,  and  has  the  recom- 
mendation of  the  members  of  his  Coun- 
cil. As  a  greeter  he  is  there  with  the 
glad  hand  and  pleasing  personality. 
He  is  a  good  mixer  and  will  do  his  best 
to  make  The  Nelson  a  Mecca  for  the 
commercial  traveler. 


Imperial  Hotel 

Reynoldsville,  Pa. 

BTetythins  tor  U.  C.  T.  Comfort. 


"Where  yon  feel  ftt  borne" 


European  Ptu. 


We  check  . 


AIMERICAN  HOTEL.  Brosd  ind  New  Su.,  Betidehea.  I 

Commeroial  Men'a  Home — LArse  Airy  Rooma — Junetioa 
All  Trolleya.  Kunninx  Water,  Bathe,  Kooma  En  Suite,  Oan 
Commercial  tiatee,  Stabline,  American  Plan.  European,  Ba 
to  Suit  You,  Bar,  Dining  Room,  OriU.  One  Hundred  Cm 
Worth  of  M!rri<x  lor  a  Dollar. 

J.  R.  BRYDEN  and  H.  E.  CAWLEY.  Propa. 


THE  PARK  HOTEL   Williamsport,  P 

Commercial  Travelers  Home 

Free  transportation  between  hotel  and  R. 
Rooms  with  hot  and  cold  water,  $2.00  up.  Fl 
use  of  detached  showers  and  bath.  Rooms  wl 
private  bath  $8.00  up.  Rebate  Friday,  Satnrd 
and  Sunday  (for  two  or  three  conseeuti 
days).  Quick  lunch,  Grill  and  Dining  Roe 
with  popular  prices. 

Charles  Duffy  Owner  and  General  Manager 


THE  DIMELING 


FOUR  GOOD  ONES. 

.\rt  Roberts  and  Ted  Karp  are  giving 
commercial  travelers  in  Minnesota  four 
good  places  where  they  can  feel  at  home. 
No  better  can  be  found  than  the  Saul- 
paugh  at  Mankato,  Winona  at  Winona, 
Fairmont  at  Fairmont,  and  Cook  Cafe- 
teria at  Rochester.  All  the  boys  writing 
from  that  territory  have  kind  words 
for  the  Roberts-Karp  chain. 

HOTEL  OWENTONNA. 

Fred  Johnson,  of  the  Hotel  Owentonna, 
Owentonna,  Minn.,  is  giving  traveling 
men  a  service  they  appreciate.  His 
hotel  is  a  good  "Sunday"  place,  where 
tired  salesmen  can  lounge  around  and 
enjoy  a  day  of  rest.  Manager  Johnson 
knows  what  travelers  desire  and  he  gives 
it  to  them. 

CAPITAL  HOTEL. 

The  Capital  at  Johnstown,  Pa.,  is 
fast  becoming  a  favorite  stopping  place 
for  traveling  salesmen.  "It  exceeds 
expectation,"  writes  Harry  Deutch  to 
The  Sample  Case.  Try  it  and  see  if 
this  isn't  a  fact. 


Central  Penna's  Hotel 
Headquarters  for  all  U.  C.  T. 
CLEARFIELD,  PA. 
M.  A.  McGinnis.  Manager 


Boys 


Kane,  Pa.      The  New  Thomso 

U.  C.  T.  HEADQUARTERS 
High  Class  Service  Reasonable  Prfa 


The  NEW  FALLON  HOTE 

LOCK  HAVEN,  PA. 
The  Home  of  the  Commercial  Travelers.  Rati 
American  Plan,  $4;pp;  European  Plan,  $1.7( 
Garage  in  connection. 


Scranton 


Hotel  Case 


Absolutely  Fireproof.     European  Plan.  B 
$2.60   up.     Hotel   Casey  Company. 


York,  Pa.  Hotel  Broc 

J.  A.  RING,  Prop. 
European  Plan  126  1 


SHENANGO  HOUSE 
Sharon,  Pa. 


TEXAS 


THE  TEXAS,  Fort  Worth.  T«»«a. 

600  Rooma— 800  Baths— Ratea  from  $2.00 
THE  ST.  ANTHONY,  San  Antonio,  Texaa. 

SCO  Roomj — 500  Baths — Ratea  from  t2.00 
THE  MENGER,  San  Antonio,  Texaa. 

300  Rooma — 200  Bathi — Ratee  without  bath  %1J 
bath  from  82.00 


>  C  I  O  II  K  K 


r  n  E   s  A  M  p  1. 1:   cast,  «s 


THE  MOORE. 

Manager  Stern  belies  hie  name  in  the 
•»y  ho  treats  the  hoys  who  register  at 
'he  Moore,  Indiana,  Pa.,  He  is  every- 
ung  NOT  "Stern."  The  plaec  "where 
ll  U.  C.  T.  men  stay"  is  no  idle  boast, 
he  Moore  gives  the  service  that  the 
jys  wish,  hence  its  popularity. 

HOTEL  GILPATRICK. 

"The  worth  wliile  hotel  in  Milwaukee" 
)ntinues  to  be  the  headline  of  the  Hotel 
ilpatrick.  It  easily  comes  under  the 
3ading  of  recommended  hotels  for  com- 
.ercial  travelers.  Kates  from  J1.50 
)  S2.50  are  making  a  hit  with  the  boys, 
jcause  the  rooms  are  very  comfortable 
id  cozy. 

HOTEL  WEBER, 

Sam  Weber  now  has  100  rooms  for 
)mmcrcial  travelers  in  his  Hotel  Weber, 
ancaster.  Pa.  That  should  take  care 
'  the  boys,  unless  they  make  a  sudden 
ub  on  him.  As  good  a  hotel  as  The 
'eber  is  likely  to  have  a  rush  at  any 
me,  so  it  may  be  as  well  to  wire  for 
aervation  before  arrival,  stating  what 
»in  you'll  be  in  on.  Then  if  you  change 
3ur  routing,  Sam  will  not  have  to  hold 
le  reservation  after  that  train  is  in. 


Other  Hotel  News 


Hotel  Fairview. 

The  Fairview,  Mansfield,  Ohio,  is 
ving  commercial  men  a  good  service. 
.  is  centrally  located,  and  opposite  the 
terurban  station,  making  it  convenient. 
.  has  62  rooms  with  bath. 


Open  Year  Round. 

Manager  White,  of  The  Cottage  Inn, 
almouth,  Mass.,  did  not  close  his  com- 
rtable  hotel  with  the  end  of  the  touring 
ason  but  continues  it  throughout  the 
iar  as  a  commercial  travelers'  home, 
erbert  Smith,  of  Allston,  Mass.,  recom- 
ends  The  Cottage  Inn  to  fellow  trav- 
ers. 


Leases  Hotel  Brumund. 

J.  Provencher  has  acquired  the  lease 
r  the  Hotel  Brumund,  Thief  River 
ills,  Minn.,  and  will  operate  it  in  con- 
iction  vdth  the  Hotel  Evelyn.  This 
ves  him  90  rooms,  and  will  relieve  the 
)ubling  up  which  is  sometimes  neces- 
ry  in  his  popular  Evelyn.  He  gets 
)Ssession  January  1,  and  will  have  a 
lod  sample  room  for  commercial  trav- 
ers  after  that  date. 


McMillan  Gets  Good  Hotel. 

Brother  J.  A.  McMillan,  former  Secre- 
ry  of  Superior  Council,  No.  333,  Su- 
aioT,  Wis.,  has  taken  over  The  Cozy 
ook  Hotel,  Palouse,  Wash.  He  is  also 
anager  of  the  picture  theatre  there, 
ommercial  travelers  in  general,  and 
.  C.  T.  in  particular,  will  find  in  Mc- 
Millan a  genial  host  who  understands 
leir  wants  from  the  viewpoint  of  a 
aveling  salesman.  The  name  "Cozy 
ook"  in  itself  is  inviting. 


Paging  Mr.  Fido! 

"15oy,  "  said  the  hotel  manager  sternly 
to  a  bellhop  who  passed,  wliistling  loudly, 
"don't  you  know  it's  against  the  rules 
to  whistle  on  duty?" 

"I  ain't  really  whistling,  boss.  I'm 
paging  Mrs.  Smith's  dog." 


All  the  Frill.. 

Arriving  at  the  only  hotel  in  a  small 
town  iu  Idaho,  u  United  States  Forexl 
Service  ofiicial,  who  was  traveling  with 
his  New  England  bride,  beckoned  the 
proprietor  aside  and  told  him  that  he 
wanted  the  best  room  in  the  hostelry 
prepared,  and  prepared  i)roperly. 

"Sure,"  tlu!  good  host  replied,  "I'll 
take  care  of  you  right,"  and  catching 
sight  of  the  establishment's  only  house- 
maid, he  called,  "Minnie,  fi.\  up  number 
three;  fi.x  it  up  gooil;  change  the  sheets 
and  everything." 


Expensive  Breakfast. 

Charles  Robertson,  Columbus,  Ohio, 
who  travels  for  a  quarrying  machinery 
manufacturer  in  Ottumwa,  Iowa,  sends 
the  following  "price  list"  which  he  paid 
for  his  breakfast  at  the  Burkhouser  Cafe 
in  Cincinnati:  Ham  and  eggs,  70c; 
tomatoes,  30c;  fried  potatoes,  50c; 
bread,  10c;  coffee,  15c;  total,  $1.75. 
His  objections  made  to  Manager  J.  J. 
Brown  got  him  nowhere,  "because  that's 
the  price." 


Objects  to  Being  Moved. 

F.  L.  Crayton,  member  of  Elmira, 
N.  Y.,  Council,  writes  that  he  met  un- 
pleasant treatment  at  the  Hotel  Bennett, 
Binghamton,  N.  Y.  "I  was  assigned  a 
room,  unpacked  and  scattered  my  things 
about.  I  went  out  in  the  evening,  re- 
turning about  10  o'clock,"  he  writes. 
"The  clerk  had  my  stuff  packed  and  in 
the  otfice.  Another  room  was  found  for 
me,  but  I  object  to  ha\'ing  my  things 
handled  by  hotel  employes.  I  should 
not  so  seriously  look  upon  this  were  it 
not  that  it  is  not  my  first  unpleasant 
experience  with  this  hotel." 

Times  Have  Changed. 

In  a  western  hotel  the  other  day  there 
was  a  reunion  of  world  war  heroes,  when 


Every  man  who  wears  a 
U.  C.  T .  emblem  is  authorized 
to  get  hotel  advertising  for 
The  Sample  Case.  Members 
of  the  Order  are  urged  to  see 
to  it  that  all  hotels  in  their 
territory  are  represented  in 
this  magazine.  To  have  space 
in  The  Sample  Case  means 
that  a  hotel  is  recommended 
by  a  commercial  traveler,  not 
only  to  other  salesmen,  but  to 
the  general  public.  It  is  doing 
hotels  an  injustice  to  not  call 
their  attention  to  this.  Kind- 
ly remember,  every  hotel  in 
your  territory  should  be  rep- 
resented in  The  Sample  Case. 
Get  advertising  rates  from 
your  Secretary. 


VERMONT 


Fullerton  Inn 

Chester,  Vermont 

V'«rmoat*t  NvwiMt  aad  nna  of  it's  li««t  liuUla 
Opan  *U  iTMr 

Our  own  canlaa  Omnat  ooaiuoud 

Kv«ry  room  with  ninning  water  or  batb 

Amariou  I'Un  Minimum  Itrnt,  (4  QO 


BENNINGTON,  VT.  THE  PUTNAM 

Fraternal  GrcetloKa,  Brother  Couneilor. 
C.  H.  STAFFORD,  Prop. 


VIRGINIA 


HOTEL  RICHMOND 

RICHMOND,  VA. 

Comer  9th  and  Grace  StreeU 

"FIRE  PROOF" 
Headquarter*  for  U.  C.  T. 
W.  E.  HOCKETT,  Manacer 


HOTEL  POWAHATAN 
Roanoke,  Va. 

Neweat  and  modem  place  for  the  traveling  men 
to  make  their  home.  Also 

HOTEL  SHENANDOAH 

Only  hotel  that  had  aam*  rates  through  war 
times.  Rates  $1.00  up.  Running 
water  in  all  rooms. 


Murphy's  Hotel 

Richmond,  Va. 
U.  C.  T.'s  eat,  meet  and  street 
Rate  $1.50  and  up 


WEST  VIRGINIA 


The  Fairmont 

Fairmont,  West  Virginia 

A  new,  modern,  fireproof  hotel  condacted  on 
European  Plan  with  rates  from  $1.26  to  t4. 

Excellent  Cafe  and   lunch   room  service. 
Direction  of  R.  I.  O'Neal,  Gen.  Manager,  and 
Robt.  H.  Fatt. 


Wyoming  Hotel 

Mullens,  W.  Va. 

W.  D.  Wren,  Mgr. 
The  hotel  of  service  and  the  home  for 
the  traveling  men.     The  central  point 
for  the  Virginian  eoal  fields. 


WISCONSIN 


HOTEL  GILPATRICK 

MILWAUKEE 

First  to  Reduce  the  Cost  of  Travel 
"NEW  RATES" 

Room  with  hot  and  cold  water    $1.60 

Room  with  bath,  tub  or  shower   2.00 

Room  with  bath,  tub     2.60 

The  United  Commercial  Travelers' 
Headquarters. 
The  Worth  While  Hotel  in  Milwaukee 


the  head  clerk  who  was  a  first  lieutenant, 
called  the  porter,  who  was  his  captain, 
and  the  head  waiter,  who  was  his  lieu- 
tenant colonel,  and  had  them  throw  out 
a  former  general  who  was  cluttering  up 
the  chairs  in  the  lobby. 


The  Sample  Case  Hotel  Department  brings  hxisi- 
ness  to  hotels. 


rut     SAMPLE  CASE 


OCTOB  E 


IJ^SIFIED 


m 


CCTI0N5^»/| 


MM®§>  l!®ir  CEsigsn!!n©dl  Adl^girdngDiai 

The  Sample  Case  want  ads  are  result  getters  for  both  advertisers  and  readers.  If  you  have  some- 
thing you  wish  to  sell — need  anything — want  a  sideline — need  a  salesman — looking  for  a  man  or 
a  job — The  Sample  Case  want  ads  page  is  your  natural  clearing  house — no  other  can  get  such  results. 

COST  ONLY  15  CENTS  A  WORD.  No  advertisement  inserted  with  less  than  21  words.  White 
space  at  top  or  bottom  of  adlet,  $1  a  line  of  blank  space.  Single  words  using  whole  line,  $1  a  line. 
CASH  MUST  BE  SENT  WITH  EVERY  ORDER  FOR  SPACE,  AS  NO  ACCOUNTS  ARE 
OPENED  FOR  CLASSIFIED  ADVERTISING.    No  charge  is  made  for  office  key  number  line. 

Copy  for  any  particular  month,  and  changes  of  copy  for  the  next  issue,  must  reach  The  Sample 
Case  not  later  than  the  fifth  of  the  month  preceding  the  date  of  issue. 

The  Sample  Case,  Columbus,  Ohio 


SALESMEN  WANTED. 


CHRISTMAS  WllEATHS;  They  are  not  perishable' 
Salesmen  calling  on  Booksellers,  Druggists,  Dry 
Goods,  Grocers,  General  Stores,  Dept.  Stores  and  Toy 
Dealers  should  get  our  proposition  for  easy,  extra 
money.  Everitt's  (OK)  Seed  Store.  Dept.  SC. 
Indianapolis,  Ind. 

830-M.  • 

SALESMEN  WITH  AUTO.  OUR  OWN  MAKE 
HIGH  GRADE  CAPS  AND  HARVEST  HATS 
FORM  WONDERFUL  COMBINATION  FOR 
YEAR  ROUND  WORK.  SEVERAL  GOOD  TER- 
RITORIES. LIBERAL  COMMISSIONS.  DE- 
LUXE HAT  &  CAP  COMPANY,  ST.  LOUIS. 

832-M.  

SPECIALTY  SALESMEN  for  high  grade  proposi- 
tion, big  earnings.  Also  side  line  handled  with  pocket 
samples.  In  rervlying,  write  in  full,  stating  territory 
covered,  etc.  The  Limoges  China  Company,  Man- 
ufacturing Potters,  Sebring,  Ohio. 

251-G.  

WORLD'S  FASTEST  Selling  Auto  Accessory. 
Sample  weighs  one  ounce.  Good  commission. 
Write  us  today.  G.  L.  W.  Spring  Oiler  Co.,  San 
Diego,  Calif. 

845-H.  

"PERFECT  POINT"  is  the  pencil  that's  always 
sharp.  Sold  to  jewelers,  druggists  and  stationers 
in  eighty  handsome,  silver  and  gold  designs.  Sev- 
eral good  openings  for  high-grade  salesmen.  Ex- 
clusive territory.  Write  at  once  for  particulars. 
The  Stull-Boylston  Co.,  Fremont,  Ohio. 

319-K.  

SALESMEN  WANTED.  The  best  line  on  earth 
for  a  salesman  either  as  a  sideline  or  all  of  your 
time.  Big  commission.  Staple  goods.  Responsible 
>Ianufacturers  and  permanent  proposition.  Espe- 
cially adapted  for  automobile  supply  salesmen  and 
people  calling  on  the  class  of  trade,  .\ddress  W.  B. 
Wood  Mfg.  Co.,  Manufacturing  Chemists,  St.  Louis, 
Missouri. 

506-M.  

S-iLESMEN  ACT  QUICK.  Ten  patented  auto 
necessities.  Spark  plugs,  visors,  windshield  cleaners, 
hose  clamps,  etc.  Generous  commissions.  Jubilee 
Mfg.  Co.,  120  Sta.  C,  Omaha,  Nebr. 

827-M.  

GREATEST  SENSATION.  Eleven  piece  Soap  and 
Toilet  Set.  Selling  like  blazes  for  SI. 75  with  $1.00 
Dressmaker's  Shears  Free  to  each  customer.  Other 
Unique  Plans.  E.  N.  Davis  Co.,  Dept.  74.  Chicago. 
824-M. 


WANTED  live  wire  specialty  side  and  main  line 
salesmen  for  our  specialties.  We  have  sure  sellers 
to  offer  and  pay  large  commissions.  Star  Sales 
Corp.     Columbus,  Ohio. 

931-M.  

SO.\PS— GREASES— OILS.    Wanted  salesmen  to 
sell  Dealers,  Garages,  Factories,  Institutions  for  old 
established  manufacturer.     First  class  proposition. 
Baum's  Castorine  Co.,  Rome,  N.  Y. 
703-K. 

SOLICIT  ACCOUNTS  for  large  collection  agency— 
$100.00  Weekly  easily  earned;  apply  immediately  for 
valuablie  territory.    Illinois  Adjusting  Corporation, 
22  E.  Van  Buren  St.,  Chicago. 
130-M. 


f  The  Sample  Case  Classified  ^ 

'  Service    has    given    us    such  ' 

t  good  service  for  the  past  year,  f 

J  that  we  expect  to  stay  with  * 

t  it  permanently. — F.  D.  Crane  f 

J  Company,  Carbon  Sales  Books  * 

t  and    Credit    Registers,    Can-  f 

J  isteo,  N.  Y.  * 

*  f 
*   J 

THE  McCASKEY  REGISTER  CO.,  ALLIANCE, 
OHIO,  occasionally  has  opening  in  its  sales  organiza- 
tion for  salesmen — -men  with  native  sales  ability,  who 
have  a  well-grounded  ambition  to  make  a  real  future 
for  themselves  in  the  highest  grade  of  specialty  sales 
work.  Office,  AUiance,  New  Y'ork,  Boston,  Pitts- 
burgh, Chicago,  Minneapolis,  .\tlanta,  Dallas,  San 
Francisco  and  Kansas  City,  Mo. 

907-H.  

S.\I.ESMEN  WANTED— Covering  Southern  and 
Southwestern  States  calling  on  Hardware,  Gro- 
cers, Notion  and  Variety  Houses,  Commissary  and 
General  Store  trade,  to  handle  our  well  known  line 
of  Sole  Leather  Strios  and  Specialties  on  commission 
basis.  Excellent  sideline,  good  proposition  to  the 
right  parties.  Write  for  territory  at  once.  .Albany 
Leather  Co.,  601  Broadway,  Albany,  N.  Y. 
752-M. 


WANTED— Experienced  8.-ile8men  to  sell  on  <• 
mission  best  Business  Stimulator  on  market.  .A 
Crockery,  Glassware,  Enamelware,  Aluminum  wa 
etc.  Liberal  commissions  paid  weekly.  Excliis 
or  Side  Line.  Old  Established  House.  Referf, 
either  Dun  or  Bradstreet's.  For  particulars  wr 
to  Eagle  Supply  Co.,  St.  Louis,  Mo. 

841-K.  

LET'S  GO— LET'S  GO. 
Time  waste  is  not  necessary.  We  WILL  PAY 
handsome  commission  for  your  spare  time.  Sell  » 
man — Health  and  Acx;idcnt  Insurance  of  a  knr 
quality.  There  is  never  a  closed  season  in  • 
Business.  Every  Business  Man  is  a  prospect.  .\ 
$10.00  to  $20.00  a  Day  to  your  income.  Instruct!' 
by  mail.  INTER-STATE  BUSINESS  ME? 
ACCIDENT  AS.SOCIATION,  Brown  Buildi 
Des  Moines,  Iowa. 

832-K.  

S.\LESMEN  for  Patented  Cigar  Lighters  and  Ci- 
Case  Moisteners.  .Sell  to  cigar  stands  everywf,> 
Thousands  in  use.  Exclusive  or  side  line.  St 
now.    Drake  Mfg.  Co.,  Dept.  S,  Milwaukee,  \'. 

73.VK.  

WANTED— Experienced  salesmen  to  sell  on  co 
mission  the  best  advertising  proposition  on  ' 
market.  Selb  to  banks,  stores,  etc.  No  comrx 
tion.  Liberal  commission  and  good  territory.  G: 
sales  experience  and  references  in  first  letter.  Sf 
Sign  Service  Co.,  Decatur,  Mich. 

900-H.  

S-^LESMEN — Get  our  plan  for  monograohing  auf 
traveling  bags,  sporting  goods,  etc.,  by  trani: 
method.  \'ery  large  profits.  Motorist-s'  Accessor 
Co.,  Mansfield,  Ohio. 

18.5-H.  

W.\NTED-;— Specially  salesmen  to  sell  silverware 
self-supporting  premium  plan,  also  felt  rugs  to  m 
chants.  Man  with  car  preferred.  Reference  require 
E.  C.  DeHart,  Coshocton,  Ohio. 

S23-M  

HARDWARE  Furniture  Salesmen,  get  the  b. 
pocket  sideline,  every  dealer  buys,  it  pays  him  80 
and  you  30%.  Open  territory.  Commissions  p: 
weekly.  Write  for  sample.  Wm.  KidweU,  Sa! 
Manager.   Versailles,  Mo. 

816-M.  

SALESMEN— Sell  the  Utility  Kitchen  Boa.- 
Snapoy,  low-priced  Advertising  Specialty  for  ban 
merchants  and  mills.  Hard  maple  veneer,  weis 
only  six  ounces.  No  competition.  Newton  M 
Co.,  Dept.  7,  Newton,  Iowa. 
814-M. 


O  C  T  O  B  t  R 
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WIDK-AWAKi;  MKN  to  taku  .liaruc  of  our  local 
Irmli';  tO  to  a  day  Blcady:  no  oxporirncc  required; 
pny  KtiirtH  at  oiioe.  Write  today.  Aiiirrican  Products 
I'll  ,  7702  Aiiicricnn  niilu.,  Cinciiuinli,  Ohio. 

«.s^-M.  ^  . 

At'.KN'TS— .Siniw  of  all  kinds  for  stores  and  offict-s. 
BiK  iiioiipv  making  line.  Atracto  Sign  Works,  V 
Cix  To  I',  b.,  Chicago. 

Mi-M.  . 

A(ii;NTS— Heversiblc  Haincont.  Not  sold  in  stores. 
Two  I'oats  in  one.  SoniethinK  bran<l  new.  Saves 
priio  of  expensive  Overcoat.  Guaranteed  water- 
proof or  money  back.  You  take  orilern.  We  sliii> 
and  collect.  Pay  you  daily.  Kmil  Thor  made  $S4 
in  one  week.  No  cxiJerienco  necessary.  No  c.ipital 
requireil.  Sample  furnished.  Parker  Mfn.  Co., 
8R7  Hue  St.,  Dayton,  Ohio. 

TO.VM.   

TAII.OUINC,  8ALKSMEN— Make  $75.00  a  week 
selliuK  our  strictly  All-Wool  Nfade-to-Measure  Suits 
Bl  »2(>,.'>0.  You  collect  profits  in  advance  and  keep 
tluMii.  We  supply  finest  Selling  Outfit  in  America. 
Nlanv  exclusive  money-making  features.  Tadoring, 
raiiiooiit  nnil  sideline  men,  part  or  full  time,  get 
in  toui'h  with  us  immediately.  Cioo<lwenr  Chicago, 
liH .  Dept.  Km,  Chicago,  111. 
917-M. 

KISK  a  postal  and  learn  how  to  start  profitable 
business  without  capital  or  experience.  $tK)  weekly 
easy.  Silvering  mirrors,  refinishing  tableware, 
rcllectors,  plating.  Conipleto  outfit  furnished. 
International  laboratories.  Dept.  42,  309  Fifth  Ave., 
Now  York  City. 

830-M.   

BUSINESS  CHANCES. 


My  Narrowest  Escape 


FKKi:— l  OHMl  l.A     CATAI.OCi,  l.AHOR.XTO- 
UIKS  liOYL.STON  lU  II.DINti,  C-IIIC.\GO. 
527-K.  

MISCELLANEOUS.  

SKI. I.  your  Snap  Shots  at  $5.00  eni  h.  Kotlak  prints 
needed  by  2.'),000  publishers.  Make  vacations  pay. 
We  tench  you  how  and  where  to  sell.  Write  Wal- 
hamorc  Institute,  Lafayette  Bldg.,  Philadelphia,  Pa. 
■^6f>-M.  

~       DISTRICT  MANAGERS  WANTED. 

■•SA1.-ADK,"  the  new  food  prinluct,  is  just  out  and 
ready  for  our  National  selling  campaign.  Great 
eon»un>er,  satisfaction  guarantees  enorn>ous  con- 
tinual repeat  onlers.  Territorial  Managers  wanted 
imnietfiately.  Must  conduct  mail  order  business, 
and  nutnage  Agents  and  Salesmen.  We  want  the 
type  of  men  who  are  satisfied  only  with  large  earn- 
ings. To  men  of  this  sort,  we  offer  a  man's  sized 
income,  imliniited  opportunity  for  ilevelopment  and 
an  ass\ire<l  future.  Write  or  wire  imme<liately  V'ice- 
Presitlent,  Fruit  \'allev  Cori:>oration,  Uochester,  New- 
York. 

178-M.  

PATENTS. 

STKULING  P  lU  CK,  15  YKAHS  IIEGISTEHKD 
.PATENT  Attorney,  Suite  7,  629  F  St.,  N.  W.  Wash- 
ington, D.  C.  (Inquiries  answeretl  promptly.) 
894-K.  

MANUFACTURING  INFORMATION. 

MU  SALESMAN  DON'T  YOl  WANT  TVI  KVEN- 
TUALLY  C!ET  OFF  OF  THE  ROAD'  Start  n 
Manufacturing  Busine-ss  of  your  ow  n  with  a  small 
investment  and  watch  it  grow.  Stamp  brings  valu- 
able Literature  relative  to  my  Guaranteetl  Manu- 
facturer's Formulas  for  making  latest  and  Best  Sel- 
ling Specialties  in  all  lines.  No  Machinery  Neces- 
sary, Investment  Small.  I've  been  26  years  starting 
others  on  the  road  to  Success.  Leadmg  large  and 
small  Manufacturers  everywhere  are  my  clients. 
Highest  References.  Henry  L.  Miller,  Manufac- 
turers' Chemist,  Tampa,  Florid.T. 
870-M. 


ABOUT  fifteen  years  ago  while 
traveling  in  Kentucky,  I  spent 
the  night  at  a  small  mining 
town  called  Barren  Fork. 
There  was  no  hotel  in  the 
village  but  the  genial  superintendent, 
Captain  Carter,  invited  me  to  his  homo 
for  the  night. 

After  a  delightful  social  evening 
with  the  Captain  and  Mrs.  Carter,  and 
a  good  night's  rest,  as  we  were  eating 
breakfast,  he  said: 

"We  will  go  up  to  the  boiler  house 
the  first  thing  after  breakfast,  as  I  am 
needing  some  fittings  for  the  boiler 
and  you  can  aid  me  in  selecting  them." 

That  meant  starting  an  order  for 
hardware.  On  arising  from  the  table 
we  at  once  set  out  for  the  boiler 
house  which  was  about  two  hundred 
yards  from  the  superintendent's  resi- 
dence. 

We  were  just  about  half  way  there 
and  very  close  to  a  small  schoolhouse, 
which  was  built  on  piers  from  one  to 
two  feet  high,  leaving  a  small  space  be- 
tween the  floor  and  the  ground,  when 
a  terrific  e.xplosion  rent  the  air  and 
the  boiler  house  went  straight  up, 
three  hundred  feet  it  seemed  to  me. 
The  boiler  had  burst. 

The  captain  realized  what  had  hap- 
pened before  I  did  and  instantly 
crawled  under  the  school  house  and  I 
followed. 

In  a  few  seconds  the  air  was  full  of 
falling  bricks,  stones,  pieces  of  lumber, 
and  parts  of  machinery,  which  com- 
posed the  building  and  contents. 

Captain  Carter  crawled  out  as  soon 
as  he  thought  it  safe  to  do  so.  Again 
I  followed.  Not  a  word  was  spoken 
by  either  of  us  from  the  time  the  ex- 
plosion occurred  until  we  were  both 
out  from  under  the  school  house. 

Where  the  building  had  been  a  few 
seconds  before  was  nothing  but  a  big 
hole  in  the  ground.  A  number  of 
persons  were  seriously  hurt  by  the 
falling  ruins,  which  went  through  the 
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roofs  of  several  buildings,  including 
the  company  store,  crowded  with  min- 
ers, waiting  for  the  whistle. 

If  wo  had  started  from  the  break- 
fast table  thirty  seconds  sooner  we 
would  both  have  been  examining  the 
boiler  and  would  have  been  instantly 
killed. —  [M.  F.  D.  Wallin,  Harriman, 
Tenn. 

Engine    Scrape*  Elbow. 

SOME  years  ago  I  used  to  "make" 
a  small  New  England  town  on 
the  "south  shore."  I  had  lunch 
there  and  then  took  the  next  train 
toward  Boston. 

One  day  I  stood  at  the  station  wait- 
ing for  the  train  and  smoking  a  cigar. 
The  platform  was  "flush"  with  the 
railroad  bed,  so  you  never  knew  when 
you  were  on  it.  The  train  rounded  a 
sharp  curve  so  I  could  look  over  and 
see  which  end  the  "smoker"  was  on. 

This  particular  day  it  was  on  the 
forward  end  and  I  turned  to  go  up  the 
platform. 

A  woman,  holding  a  suitcase,  sud- 
denly set  it  down  directly  across  my 
path  and  as  I  stepped  quickly  around 
it,  something  hit  my  elbow.  (I  had 
my  hand  in  my  pocket.)  Women 
.screamed  and  men  turned  white. 

For  the  fraction  of  a  second  I 
didn't  dream  that  I  was  the  cause  of 
the  commotion.  As  I  stepped  on  to 
the  train,  the  conductor  said  to  me, 
"Young  man,  you  will  never  come 
nearer  death;  the  engine  bumper 
grazed  your  elbow.  Had  you  stepped 
around  that  suitcase  an  instant  later, 
you  would  have  been  a  dead  man." 
—  [0.  A.  Vining,  Providence,  R.  I. 


Brevity. 

If  there  is  any  one  detail  that  every 
salesman  should  feature  in  preparing 
his  sales-talk,  it  is  Brevity — with  a 
capital  "B." 

Out-think,  don't  out-talk  your  man; 
be  long-headed,  not  long-winded; 
don't  talk  your  prospect  into  a  sale — 
then  right  out  of  it;  boil  your  arg^i- 
ments  down — not  over. 

Bear  in  mind  that  every  succeed- 
ing call  made  after  the  first  inter- 
■view  makes  it  more  difficult  to  close 
the  sale,  for  the  reason  that  it  weak- 
ens the  salesman's  arguments. 

Shoot  straight  and  hit  the  mark  in 
your  first  interview.  Cleaner,  more 
profitable  sales  will  result. —  [Maxwell- 
Chalmers  News. 


Says  Uncle  Eben. 

"De  tendency  of  de  world,"  said 
Uncle  Eben,  "is  to  improve.  But  same 
as  in  Aunt  Jinny's  housekeepin',  de  im- 
provement can't  go  in  wifout  de  whole 
place  seemin'  kind  o'  tore  up  once  in  a 
while." 
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OCTO  B  E 


A  Combination 
Offered  by  No 
Other  Organ- 
ization 


THE  V.  C.  T.  PAYS 

112,600 — if  a  member  dies  within  90 
days  from  injuries  caused  by  wreck, 
collision  or  derailment  while  he  is 
riding  as  a  passenger  in  a  passenger 
coach  on  a  railroad  train  propelled 
by  steam — payable 
$10,000  within  90  days 
$50  per  week  for  52  v/eekn 
Total  $12,600. 


Loss  of  both  hands,  $10,000 

Loss  of  both  feet,  $10,000 

Loss  of  both  eyes,  $10,000 

Loss  of   one  hand  and  one  foot, 

$10,000 

(All  other  travelers'  organizations 
pay  but  $5,000  on  the  above  losses) 

$12,600  if  Killed  in  Ry.  Coach 

IN  ADDITION  to  all  that,  a  U.  C.  T.  policy  is 
for  $6,300,  while  other  policies  are  for  but  $5,000. 
Example :  If  the  U.  C.  T.  has  fifty  deaths  from 
accident  during  a  year  we  pay  out  to  beneficiaries 
$65,000  more  than  any  other  organization  would 
pay  for  the  same  death  losses,  unless  the  member 
had  been  killed  on  a  passenger  train  within  a  coach; 
in  this  instance,  the  others  pay  $10,000  for  this  certain 
specified  form  of  death— The  U.  C.  T.  pays  $12,600. 
In  addition  to  these,  the  U.  C.  T.  makes  the 
usual  allowances  for  loss  of  time,  eye,  hand,  or  foot 
— plus  the 

Widows'  and  Orphans'  Fund 
A  Reserve  F\ind  of  $956,071.44 

from  which  to  pay  claims 

A.t  a  cost  not  to  exceed  $12  a  year, 
plus  Council  Dues 


Write  NOW  for  full  particulars  to 

WALTER  D.  MURPHY,  Supreme  Secretary,  Columbus,  O. 


Piles  Cured  WITHOUT  the  Knife 


The  Largest  Institution  in  the  World 
For  the  Treatment  of  Piles,  Fistula  and  All 
Other  Diseases  of  the  Rectum  (Except  Cancer) 

WE  CURE  PILES,  FISTULA  and  all  other  DISEASES  of  the  RECTUM  (except 
cancer)  by  an  original  PAINLESS  DISSOLVENT  METHOD  of  our  own  WITHOUT 
CHLOROFORM  OR  KNIFE  and  with  NO  DANGER  WHATEVER  TO  THE  PA- 
TIENT. Our  treatment  has  been  so  successful  that  we  have  built  up  the  LARGEST 
PRACTICE  IN  THE  WORLD  in  this  line.  Our  treatment  is  NO  EXPERIMENT  but 
is  the  MOST  SUCCESSFUL  METHOD  EVER  DISCOVERED  FOR  THE  TREAT- 
MENT OF  DISEASES  OF  THE  RECTUM.  We  have  cured  many  cases  where  the 
knife  failed  and  many  desperate  cases  that  had  been  given  up  to  die.  WE  GUARANTEE 
A  CURE  IN  EVERY  CASE  WE  ACCEPT  OR  MAKE  NO  CHARGE  FOR  OUR 
SERVICES.  We  have  cured  thousands  and  thousands  from  all  parts  of  the  United 
States  and  Canada.  We  are  receiving  letters  every  day  from  the  grateful  people  whom 
we  have  cured,  telling  us  how  thankful  they  are  for  the  wonderful  relier  We  have 
printed  a  book  explaining  our  treatment  and  containing  several  hundred  of  t;iese  letters 
to  show  what  those  who  have  been  cured  by  us  think  of  our  treatment.  We  would  like 
to  have  you  write  us  for  this  book  as  we  know  it  will  interest  you  and  may  be  the  means 
of  RELIEVING  YOUR  AFFLICTION  also.  You  may  find  the  names  of  many  of 
your  friends  in  this  book. 

We  are  not  extensive  advertisers  as  we  depend  almost  wholly  upon  the  gratitude  of 
the  thousands  whom  we  have  cured  for  our  advertising.  You  may  never  fee  our  ad 
again  so  you  better  write  for  our  book  today  before  you  lose  our  address. 


The  Burleson  Sanitarium 

Grand  Rapids,  Michigan 


HowWovldlBu  Introduce 
This  Newcomer? 


/t  you  were  the  hostess  of  a 
dinner  party  and  your  out-of- 
town  guest  arrived  rather  late, 
how  would  you  present  him? 
Would  you  introduce  him  to 
all  at  once?  Would  you  intro- 
duce him  to  the  person  in  whose 
honor  the  dinner  is  given?  Would 
you  take  him  to  each  guest  in- 
dividually?    Which  is  correct? 


T 


|inO  iiiHii  vvlio  would  l)o  (■iilliiiod,  well- 
red,  and  tlui  woniiiu  who  would 
possess  that  coveted  wift  of  charm,  must 
<-ultivute  the  art  of  introduction.  For  he  who 
can  create  a  pleasant  atmosphere  between 
strangers,  who  can  make  conversation  run 
smoothly  and  pleasantly,  distinguishes  him- 
self as  a  person  of  hreedintj. 

Evorj'  day,  in  both  the  business  and  soci 
worlds,  occasion  arises  for  the  introduction. 
Perhaps  it  is  a  business  ac(|u;iintance  who  de- 
sires to  meet  your  brother.  I'crliaps  it  is  a 
friend  who  would  like  to  meet,  ;iii'nlicr  friend. 
Tho  next  time  you  introduce  two  people, 
notice  whether  the  feeliuK  yo\i  <;ieate  is  friendlj* 
and  i)leasant  or  whether  it  is  uncomforttibly 
strained. 

Let  >is  pretend  that  you  nro  :it  the  club  wth 
Mr.  .Tones,  a  noiuik  frioiid.  'riicrc  \ ou  meet 
elderly  Mr.  Hiank.  In  introdm  intr  \our  two 
friends,  would  you  say  ■'Mr.  HIank,  let  vie 
prtxdd  Ml  .  .In/ii  K."  <ir  '\\J  r.  Jones,  let  vie 
pre.srut  Mr.  l{hu<l:  ''  If  Mr.  Blank  is  the 
cultiiriMl,  wcll-liicd  ^rnlloniMn  he  seems  to  be, 
would  he  .  --I'liasul  to  inert  yimV  AVhat 
would  be  the  Cdncct  thiiij:  for  him  to  say? 

As  he  is  an  old  friend  of  the  f.iniil.v.  you  take 
Mr.  Hlank  home  for  (liiiiicr.  But  .\ our  si.ster 
has  never  met  liini.  ANduld  \<>u  sa\-,  "Mr. 
Blank.  Ihi.s  mv  .■<i.^li  r.  /j>-«, or  "Wo.sy.  this 
I'.s-  Mr.  Blank.''  Is  it  corrcrt  tor  Mr.  Blank 
and  Hose  to  shake  hands'.'  If  >lie  is  .seated, 
shall  Kos(>  rise  and  acknowlodtre  her  brother's 
introduci  ion'.' 

Later  in  the  oveniuK  vou  w  ith  Mr.  Blank 
to  the  theatre.  In  the  lohln  ,  Mr.  Blank 
recognizes  some  friends  of  his  wife,  and  he 
KTCets  them.  You  ha\e  never  met  the  ladies; 
never  spoken  to  them,  ."should  you  lift  >-our 
hat,  or  inerel.\-  nod  and  smile'? 

In  the  box  at  the  theater  is  Mrs.  Blank  with 
several  friends.  Mr  Blank  j^resents  you — do 
vou  shake  hands  with  the  ladies''  "Do  \nn 
bow  to  Mrs.  Blank'.'  Would  n,,u  u.m-  :.nv  of 
these  expressions:  "//,/,/•  ,1,,  </,/.'"  ■■,,1, 
to  know  ,</»)/."  '-Diliiiht,,}.- 

Ordinar,\-.  ha|)h:izard  inl roduct ions  are  .is 
mifiracefiil  as  thc.v  are  unjiratif\-iut;.  If  i-m- 
rectly  tendered,  the  introducticju  bcronics  a 
graceful  and  becominji  art.  To  be  able  to 
introduce  correctly-  is  to  command  tlie  respect 
and  honor  of  all  wliom  yn\i  conic  in  contact 
with. 


How  Do  You  Ask  a  Lady 
to  Dance? 


One  lireacli  of  eti(|uettc  in  ^]\^•  ballroom 
condennis  ymi  as  a,  lir.i.elc-.-  \  iil L'.irian .  One 
little  blunder  and  ix-.,),!,.  l„.i.riii  u,  wonder 
whether  \  ()U  are  snch  a  t  rcn iciuL  his  success 
after  all! 

If  \  iiu  ;ue  tiuly  a  gentleman  >  our  gallantr.\ 
will  distinimish  you  in  the  ballroom.  If  yo>i 
are  a  cviltured  woman,  your  grace  and  delicacy 
will  make  you  the  en\->-  of  less  charmintr 
women.  The  ballroom  is.  without  douln.  the 
ideal  i)lace  to  impress  b.\-  one's  culture  and 
refinement. 

Let  lis  pretend  once  again  you  have  taken 
your  fiancee  to  a  dance.  The  first  few  dances 
we'-e  hers,  of  course.    But  for  the  fourth  you 


decided  to  ask  a  young  h'd.\  who  happcii.s  to 
be  a  wall-flower,  to  share  'wilh  you. 

How  do  you  ask  the  otlier  young  lady  to 
dance?  Which  are  tho  correi't  and  which  the 
incorrect  fonjis?  ( 'an  you  make  the  young  lady 
feel  liappy  and  at  ease,  or  will  she  feel  un- 
comfortable anfl  embarras.sed? 

The  music  ceases  and  you  must  return  to 
your  fiancee.  Do  you  find  another  partner 
for  the  young  ladj^yon  have  been  dancing 
with?  Do  you  escort  lier  back  to  her  seat? 
What  is  the  iirojier  thing  to  do;  to  say? 

.A.nd  the  woman  at  the  d.ince.  What  shall 
she  wear?  Mav  she  under  any  condition  ask 
for  a  dance?  ^Iay  she  refuse  fo  dance  with- 
out reason?  AA'liat  shall  the  young  girl  who 
is  not  asked  to  <lancedo? 

Both  the  man  and  woman  must  know  the 
(■li(|ii('tle  of  the  ballroom — must  know  just 
what  to  do  and  what  to  .say.  It  is  the  badge 
of  culture  ■•ind  refinement,  and  not  even  pov- 


it. 


What  Shall  I  Wear  Tonight? 

You  have  asked  yourself  that  <iuestion  many 
times.  "'What  shall  I  wear  to-night."  Whether 
you  arc  a  man,  or  a  woman,  it  is  utterly  essential 

ttiat  you  wc;ir  only  wliat  is  perfect  in  taste  and 
<  c.rriM  t  ai  i  cjr'liii!;  to  tlic  cticjurtii-  ^-f  the  occasion. 
AX'liat  (lo.s  a  man  wi-iT  to  an  afternoon  dance? 
Wliaf  i\<tf^  a  woman  ui-ar'  W'liat  is  worn  to  the 
evcnint.'  entertainment'.'  to  the  wcildinK?  to  the 
iun.  ral'.'  Do  you  know  what  a  Tuxedo  is?  "Wlien 
i".  it  \\airn'.*  V<e  will  pretcn^l,  once  again,  that  you 
are  invited  to  an  important  afterno  jn  function. 
What  would  you  wear?  Is  the  hifh  silk  hat  correct? 
.\nd  if  your  sister  accompanies  you,  what  should 
she  wear'? 

Tlic  worlfl  is  a  harsh  iudsre.  Tt  .iudges  you  by 
what  you  wear  even  n  '  re  -.  -  ■n  '\  than  by  what 
you  do  and  say.    If  y  lected,  if  you 

would  be  eoncede<l  a  s  i  li  ess  correctly 

and  in  full  accordance'  I  i  ws. 


Book  of  Etiquette 

In  Two  Comprehensive  Volumes 

The  world  demands  cullure.  If  you  can  hold 
ourself  well  in  hand,  if  you  have  the  polish  and 
■oise  that  come  with  the  knowlc<lae  that  you  are 
oiuii  and  saying  only  what  is  ahsolutely  correct, 
ou  w  ill  be  admitted  to  the  highest  societ.v.  If  you 
re  refined,  wcll-nrcd,  you  will  command  respect 

'  The '-Rook  of' Etioucttc"  rn  ^kcs  it  possible  for 


>lish 


culti 


ells 


is  right  • 


you 

id  write,  and  say 
nders  you  have 
perhaps  unconsciously,  I.een  niakini;.  It  dispels  the 
doubt  that  you  may  have  had.  It  helps  you,  with 
its  rich  illustrations,  to  solve  the  ijroblems  that  have 
been  puzzhng  you.  It  comes  to  you,  in  fact,  as  a 
revelation  towanl  perfect  etiquette. 


With  the  "Book  of  Ktiijiietlc"  to  refer  Ui,  yo.i  will 
he  without  question  cultured  in  yourdinncr  etiquette;. 
\'(m  will  know  what  to  do  and  gay,  without  embar- 
rassment, when  you  ovcTturn  a  <ajp  of  Cfjffce  on  your 
hostf-ss's  tahlecovcr.  ^'ou  will  know  how  to  cat 
lettuce  leavfis,  and  how  to  use  your  knife  correctl.v. 
Vou  will  know  how  to  dihp'wc  of  cherry  and  grafw 
stones.  "V'ou  will  know  how  to  uwt  the  finger-bowl, 
and  the  napkin  with  the  case  and  grace  that  bvttpcakh 
culture  of  the  highcat  degree. 

The  Bplendid  two-volume  set  reveals  to  you  the 
definite  conventions  that  the  world  demands  at  thi- 
wedding  and  the  funeral.  It  reveaU  the  secret'  of 
correct  introductions  and  acknowledgmentu.  It  telU 
you  Iiow  to  word  your  calling  cards,  your  wedding 
invitations,  your  carrls  of  thank«.  It  helps  you  to  be 
cultivated  and  rcfinol  a*  all  times. 

Send  No  Money! 

\  complete  and  cnlarge^l  two-volume  set  of  the 
"Hook  of  Etiquette"  is  being  offered  to  meet  the 
increased  demands.  This  new  edition  will  go  quickly, 
l-^ach  volume  is  attratttive  and  well  bound.  And  the 
two  volumes  will  be  sent  you  absolutely  free  for  five 
days. 

Are  YOU  sure  that  .vou  know  how  to  introduce  two 
people  correctly?  Do  YOU  know  your  dinner  eti- 
tiuette  so  well  that  you  can  dine  with  the  most 
cultured  people  of  your  acquaintance,  and  be  thor- 
oughly at  case?  Do  YOU  know  just  what  is  right 
to  do,  and  say  and  wear,  and  write  on  every  occasion? 

You  will  find  invahiable  aid  in  thU  splendid  two- 
volume  Book  of  Etiquette.  'V'ou  will  want  to  keep  it 
handy  where  you  can  refer  to  it  again  and  again.  Send 
for  your  set  now — just  the  coupon  will  do — and  dis- 
cover for  yourself  how  much  there  really  is  to  know 
in  the  world  of  good  society. 

Don't  delay.    Send  the  free  examination  coupon 


five  days.    Then  when  you  find  that  they  are  the-. 

ig  and  ii  

read,  send  us  only  $.3  .50  in  complete  payment  an  I 


two  most  interesting  and  instructive  books  you  ever 


the  set  is  yours.  Or,  if  you  are  for  any  : 
satisfied,  rettirn  them  and  you  won't  owe  us  a  cent. 
Mail  the  coupon  now!  It  costs  you  nothing  to  dis- 
cover for  yourself  how  delightful  and  how  valuable 
the  "Booic  of  Etiquette"  is!  Nelson  Doubleday, 
Dept.  10210.  Garden  City,  New  York 


NELSON  DOUBLEDAY,  Inc. 

Dept.  10210,  Garden  Ciry,  New  York 

■Without  money  in  advance,  or  obligations  on  my 
part,  send  me  the  Two  \  olume  set  of  the  Book  of 
Etiquette.  Within  5  days  I  will  either  return  the 
books  or  send  you  8.3. .50  in  full  payment.  It  is  under- 
stootl  that  I  am  not  obUged  to  kcea  the  books  if  I 
am  not  <!elightefl  with  them. 


Address      - 

□ Check  this  square  if  yoii  want  these  books  with 
the  beautiful  full  leather  binding  at  five 

(h>Ilars.  with  -~»  lays'  -examination  pri^nlegcs 
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Cherokee 


featuring    Emnictt    Dalton,    moving   picture  star 
—last  of  the  notorious  Dalton  boys,  bank  robbers 
and  outlaws. 

An  Ira  Judson  Foster  Production —Exclusive  to  The  Sample  Case 

Will  appear  in  the  December  number.     Order  it 
now  from  your  news  dealer,  so  he  will  be  sure  to 
save  it  for  >'ou 
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READY  FOR  THE  MAN  HUNT 


Reincarnation  of  Outlaw  Days  in  the  Great  Southwest 

A  vast  prairie  with  the  only  dramatic  scenes  between 
earth  and  sky  a  Cherokee  Indian  on  watch,  deeph- 
entrenched  amid  the  profusion  of  sunflowers  and 
limestone  fortress,  as  he  watches  the  onward  trend 
of  Caravans— Homeseekers' — in  the  sunset  journey 
—their  effort  to  reach  the  new  Caanan.  With  this 
view,  Four-Forty-Five  Cherokee,  blazes  the  Pro- 
cenium  Arch. 


The  Sample  Case  is  only  $1.00  a  year. 
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Can  You  Guess 
This  Man  sA^e? 

See  if  You  Can  Tell  Within  25  Years; 

the  Author  Couldn't;  But  He  Stuck 
With  Hobart  Bradstreet  Until  He  Re- 
vealed His  Method  of  Staying  Young 


By  WILLIAM  R.  DURGIN 


USED  to  pride  myself  on 
guessing  people's  ages.  That 
was  before  I  met  Hobart 
^  Bradstreet,  whose  age  I 
missed  by  a  quarter-century. 
But  before  I  tt'U  you  how  old  he  really 
is,  let  me  say  this: 

My  mceting-up  with  Bradstreet  I 
count  the  luckiest  day  of  my  life.  For 
while  we  often  hear  how  our  minds  and 
bodies  are  about  50%  efficient — ^and  at 
times  feel  it  to  be  the  truth— he  knows 
why.  Furthermore,  he  knows  how  to 
overcome  it — in  five  minutes — ^and  he 
showed  me  hoiu. 

This  man  offers  no  such  bromides  as 
setting-up  exercises,  deep-breathing,  or 
any  of  those  things  you  know  at  the 
outset  you'll  never  do.  He  uses  a  prin- 
ciple that  is  the  foundation  of  all  chiro- 
practic, naprapathy,  mechano-therapy, 
and  even  osteopathy.  Only  he  does  not 
touch  a  hand  to  you;  it  isn't  necessary. 

The  reader  will  grant  Bradstreet's 
method  of  staying  young  worth  know- 
ing and  using,  when  told  that  its  ongi- 
nator  (whose  photograph  reproduced 
here  was  taken  a  month  ago)  is  sixty- 
five  years  old! 

And  here  is  the  secret:  he  keeps  his 
spine  a  halj-inch  longer  than  it  ordmanly 
would  measure. 

Any  man  or  woman  who  thinks  just 
one-half  inch  elongation  of  the  spinal 
column  doesn't  make  a  difference  should 
try  it!  It  is  easy  enough.  I'll  tell  you 
how.  First,  though,  you  may  be  curious 
to  learn  why  a  full-length  spine  puts 
one  in  an  entirely  new  class  physically. 
The  spinal  column  is  a  series  of  tmy 
bones,  between  which  are  pads  or  cush- 
ions of  cartilage.  Nothing  in  the  ordi- 
nary activities  of  us  humans  stretches 
the  spine.  So  it  "settles"  day  by  day, 
until  those  once  soft  and  resihent  pads 
become  thin  as  a  safety-razor  blade — 
and  just  about  as  hard.  One's  spme  (the 
most  wonderfully  designed  shock-ab- 
r.orber  known)  is  then  an  unyielding  col- 
umn that  transmits  every  shock  straight 
to  the  base  of  the  brain. 

Do  you  wonder  folks  have  backaches 
and  headaches?  That  one's  nerves 
pound  toward  the  end  of  a  hard  day? 
Or  that  a  nervous  system  may  per- 
iodically goes  to  pieces  ?  For  every  nerve 
in  one's  body  connects  with  the  spme, 
which  is  a  sort  of  central  switchboard. 
"When  the  "insulation",  or  cartilage, 
wears-down  and  flattens-out,  the  nerves 
are  exposed,  or  even  impinged — and 
there  is  trouble  on  the  line. 

Now,  for  proof  that  subluxation  of  the 
spine  causes  most  of  the  ills  and  ailments 
which  speir'age"  in  men  or  women. 
Flex  your  spine — "shake  it  out" — and 


they  Y/ill  disap- 
pear. You'll  feel 
the  difference  in 
tenminutes.  At 
least,  I  did.  It's 
no  trick  to 
secure  complete 
spinal  laxation 
as  Bradstreet 
does  it.  But  like 
everything  else, 
one  must  know 
how.  No  amount 
of  violent  exer- 
cise will  doit;_not 
even  chopping 
wood.  As  for 
walking,  or  golf- 
ing, your  spine 
settles  down  a  bit  firmer  with  each  step, 

Mr.  Bradstreet  has  evolved  from  his 
25-year  experience  with  spinal  mechan- 
ics a  simple,  boiled-down  formula 
of  just  five  movements.  Neither  takes 
more  than  one  minute,  so  it  means  but 
five  minutes  a  day.  But  those  move- 
ments! I  never  experienced  such  com- 
pound exhilaration  before.  I  was  a  good 
subject  for  the  test,  for  I  went  into  it 
with  a  dull  headache.  At  the  end  of  the 
second  movement  I  thought  I  could 
actually  feel  my  blood  circulating.  The 
third  movement  in  this  remarkable 
Spine-Motion  series  brought  an  amaz- 
ing feeling  of  exhilaration.  One  motion 
seemed  to  open  and  shut  my  backbone 
like  a  jack-knife. 

I  asked  about  constipation.  He  gave  me 
another  motion— a  peculiar,  writhingand 
twisting  movement— and  fifteen  mmutes 
later  came  a  complete  evacuation! 

Hobart  Bradstreet  frankly  gives  the 
full  credit  for  his  conspicuous  success 
to  these  simple  secrets  of  Spine-AIo- 
TioN.  He  has  traveled  about  for 
years,  conditioning  those  whose  means 
permitted  a  specialist  at  their  beck  and 
call.  I  met  him  at  the  Roycroft  Inn, 
at  East  Aurora.  Incidentally,  the 
late  Elbert  Hubbard  and  he  were 
great  pals;  he  was  often  the  "Fra's" 
guest  in  times  past.  But  Bradstreet, 
young  as  he  looks  and  feels,  thinks  he 
has  chased  around  the  country  long 
enough.  He  has  been  prevailed  upon  to 
put  his  Spin^-Motion  method  in  form 
that  makes  it  now  generally  available. 

I  know  what  these  remarkable  me- 
chanics of  the  spine  have  done  for  me. 
I  Lave  checked  up  at  least  twenty-five 
other  cases.  With  all  sincerity  I  say 
nothing  in  the  whole  realm  of  medicine 
or  specialism  can  quicker  re-make,  re- 
juvenate and  restore  one.  I  wish  you 
could  see  Bradstreet  himself.  He  is  ar- 
rogantly healthy;  he  doesn't  seem  to 
have  any  nerves.  Yet  he  puffs  inces- 


HOBAKT  BRADSTREET,  THE  MAN  WHO  DECLINES  TO  GROW  OLD 


santly  at  a  black  cigar  that  would  floor 
some  men,  drinks  two  cups  of  coffee  at 
every  meal,  and  I  don't  believe  he  aver- 
ages seven  hours  sleep.  It  shows  what  a 
sound  nerve-mechanism  will  do.  He 
says  a  man's  powers  can  and  should  be 
unabated  up  to  the  age  of  60,  in  every 
sense,  and  I  have  had  some  astonishing 
testimony  on  that  score. 

Would  you  like  to  try  this  remark- 
able method  of '  'coming  back?"  _  Or,  if 
young,  and  apparently  normal  in  your 
action  and  f  eeUngs,  do  you  want  to  see 
your  energies  just  about  doubled?  It  is 
easy.  No  apparatus"  is  required.  Just 
Bradstreet's  few,  simple  instructions, 
made  doubly  clear  by  his  photographic 
poses  of  the  five  positions.  Results  come 
amazingly  quick.  In  less  than  a  week 
you'U  have  new  health,  ncw_  appetite, 
new  desire,  and  new  capacities;  you'll 
feel  years  lifted  off  mind  and  body.  This 
miracle-man's  method  can  be  tested 
without  risk.  If  you  feel  enormously 
benefited,  everything  is  yours  to  keep 
and  you  have  paid  for  it  all  the  enor- 
mous sum  of  S3 .00 !  Knowing  something 
of  the  fees  this  man  has  been  accus- 
tomed to  receiving,  I  hope  his  naming 
S3.00  to  the  general  public  wiU  have 
full  appreciation. 

The  S3.00  which  pays  for  everything 
is  not  sent  in  advance  unless  you  prefer. 
Just  pay  the  postman  who  brings  it. 
Requests  will  be  answered  in  turn.  Tr>' 
how  it  feels  to  have  a  full-length  spine, 
and  you'll  henceforth  pity  rnen  and 
women  whose  nerves  are  in  a  vise! 

HOBART  BRADSTREET,  Suite  420. 
630  S,  Wabash  Ave.,  Chicago,  111. 
I  will  try  your  SprN^E- Motion-  without  risk  if 
you  will  provide  necessary  instruction.  I  will 
pay  postman  just  $3.00  for  everything,  on  ar- 
rival. This  deposit  to  be  returned  in  full  if  I 
send  back  the  material  in  5  days. 
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Jolly  fat  man,  Vital  type,  is  the 


'How  Much  It  Costs"  Buyer 

Built  in  Circles,  he  Believes  "Money  Talks" 
so  Talk  "Bargain"  to  him;  Little  Counts  with 
him  Except  Making  Money  and  Physical  Ease; 
He  Will  not  Buy  Unless  Shown  a  Big  Saving 


Kx(  lusive  to  The  Sample  Case 

By  GORDON  J.  A.  H  ARC  RAVE 

Copyrieht.  1921.  by  Gordon  J  A.  Hargrove.    Copies  either  in  whole,  part  , 
or  revision  prohibited,  violations  rigorously  prosecuted. 


DO  YOU  know  tho  real  price 
thinking  huyerl 
Get  the  significance  of 
the  underscored,  real  price 
I  liinking  buyer. 

He  is  the  fat  man.  A  jolly,  well 
ted,  pleasant,  agreeable  person — 
is  loved  by  all  because  of  his  smiling, 
happy  exterior. 

If  you  allow  these  characteristics 
tti  sway  you  in  your  opinion  you 
a  re  all  wrong.  He  thinks  of  Number 
(>iu'  first — and  unless  you  can  help 
liun  to  accumulate  for  Number 
Olio,  he  will  not  do  business  with 
you. 

The  Vital  type  is  built  in  circles, 
with  round  face  and  body.  He  is 
overweight,  loves  mental  and  physi- 
cal case,  likes  to  take  life  easy,  and 
liave  you  make  money  for  him.  He 
is  the  only  natural  buyer  and  seller. 

When  selling  the  fat  man, 
talk  bargain — because  it  is  he 
who  says,  "Money  Talks." 

Many  times  the  thin  buyer  will 
iiu  ntion  price,  but  they  are  very 
t  asily  swaj'ed  by  other  motives. 

''Get  the  Money*'  His 
Thought 

"YOU  ARE  TOO  HIGH"  IS 
ONLY  AN  EXCUSE  WITH  THE 
THIN  BUYER.  IT  IS  THE  REAL 
REASON  WHEN  IT  COMES 
FROM  THE  FAT  MAN. 

The  Vital  knows  values  and,  re- 
gardless of  his  friendship  for  you, 
he  must  have  a  bargain.  He  is  not 
exactly  lazy,  still  he  takes  things 
easy.    That  is  why  he  is  fat.  He 


doesn't  worry,  so  lie  makes  money 
and  knows  the  value  of  it.  ^ 

The  old  sayiiHj  that  "The  way  to 
a  ttum's  heart  i.s  thru  his  stomach" 
is  true  only  of  the  fat  man.  He  surely 
loves  to  eat.  If  you  feed  him  well, 
he  is  your  friend.  But  friendship 
and  business  are  two  different  ideas 
to  him.  He  might  eat  with  you  if 
he  likes  you,  but  he  won't  buy  frovi 
you  twless  shown  a  saving. 

The  fat  man  is  never  sold  solely 
on  the  ideals  of  your  house — never 
moved  to  say,  "I  buy  from  Blank 
and  Company  exclusively  because 
I  believe  in  them."  Nor  does  he 
say,  "Give  this  order  to  Smith; 
he  always  attends  to  my  wants." 
The  \'ital  says,  "See  who  can  save 
me  nioncA- — and  make  me  money 
— I  will  deal  with  him." 

If  he  doesn't  say  it  he  thinks  it, 
and  just  the  minute  he  finds  a 
better  buy,  you  lose  the  business. 
Remember,  the  fat  man  thinks  bar- 
gain and  mental  and  physical  ease. 

SOME  time  ago  a  business  deal 
was  successfully  consummated 
with  a  concern  who  should  (thru 
the  nature  of  their  business)  strive 
for  "Ideals  and  Service."  That 
should  have  been  their  foremost 
thought. 

In  the  first  conference  with  the 
president,  he  started  out  on  these 
themes,  stating  that  his  organiza- 
tion thought  most  of  service,  and 
the  ideals  aspired  to,  and  began 
asking  questions  relating  to  these 
points,    but    the    questions  were 


ignored  because,  regardless  of  what 
he  said,  I  knew  how  he  thought. 

This  president  was  a  vital  type, 
and  every  question  asked  was  ans- 
wered, not  according  to  the  question 
but  according  to  the  thought  in 
his  mind 

When  he  asked  me  if  this  propo- 
sition was  high  grade  I  responded 
with,  "There  is  nothing  in  your 
place  that  will  make  you  as  nmch 
money."  When  he  asked,  "Will  it 
stand  the  test?"  I  answered,  "It 
will  offer  less  resistance  'in  selling 
than  anything  you  have."  On 
other  questions  of  like  nature  my 
answers  were  to  show  him  how 
quickly  his  bank  account  would 
grow,  what  an  easy  time  he  would 
have  in  making  money,  because  I 
saw  the  Vital,  and  knew  the  kind 
of  thoughts  regardless  of  the  words 
he  uttered.  His  true  character 
was  revealed  to  me. 

Had  my  reply  been  according  to 
his  spoken  questions.  "Ideals  and 
Service,"  there  would  not  have 
been  harmony.  He  cared  little  for 
Ideals,  very  little  for  Service — 
virtualh'  every  thought  was  for  the 
"jNIoney  from  the  Sale."  He  was 
appealed  to  in  this  language.  He 
saw  the  opportunity  to  get  what  was 
near  and  dear  to  him.    He  bought. 

In  the  midst  of  a  very  important 
discussion,  the  day  before  Thanks- 
giving, his  auto  came  for  him.  He 
quit  business  with  the  statement, 
"I  am  going  to  St.  Louis;  my 
brother  has  invited  me  down  for 
Thanksgiving  dinner. 
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Instantly  business  was  forgotten. 
His  mind's  eye  saw  the  big,  juicy 
turkey,  ready  for  the  feast.  His 
mouth  watered  at  the  vision.  Food 
was  the  only  thing  which  could  take 
him  away  from  money  making. 

If  you  ever  get  into  an  argument 
with  a  Vital  (an  argument  is  always 
destructive  to  constructive  selling), 
change  the  subject  to  food  values 
and  sec  how  he  smiles  as  he  enters 
into  a  discussion  of  his  pet  topic. 

Ask  him,  "Do  you  Hkc  your 
chicken  stewed  or  fried?"  or  "Do 
you  prefer  a  filet  mignon  or  a  sirloin 
steak?" 

A SALESMAN  once  asked  me  for 
advice  on  how  to  interest  a 
prospect.  He  showed  me  his  pic- 
ture, clipped  from  the  newspaper. 
The  prospect  was  distinctly  Vital. 
The  salesman,  a  tall,  very  lean  man, 
stated  that  he  had  been  calling  on 
him  for  three  years,  had  met  him 
once,  but  could  not  even  interest 
him. 

My  advice  was  to  send  Mr.  Vital 
some  real  choice  table  delicacy.  So 
he  procured  two  chickens  and  sent 
them  with  his  compliments  to  his 
prospect,  requesting  his  recommen- 
dation as  to  this  particular  breed. 

When  Mr.  Vital's  secretary  saw 
the  salesman  coming  into  the  office 
(on  his  next  visit)  she  rose  and  said, 
"How  are  you  today?  Step  right 
in."  He  was  welcomed  into  the 
private  office. 

They  were  on  very  friendly  terms 
at  once,  and  Mr.  Vital  told  at  great 
length  how  good  the  chickens  were. 
He  even  stated,  "The  maid  was  out 
the  day  they  were  cooked,  and  I 
was  glad  she  was;  it  left  all  the  more 


Concerning  Rebates 

Don't  think  I  am  giving  you  an 
excuse  for  rebating.  I  am  showing 
you  the  correct  way  to  sell  and  giv- 
ing you  a  true  guide  to  bigger  sales. 

If  you  rebate  a  thin  buyer  you 
are  surely  reducing  your  Qual- 
ity. The  fat  man  must  get  the 
right  price  or  he  will  not  con- 
tinue buying  from  you. 

A  thin  man  would  not  have  the 
nerve  to  ask  for  a  reduction  after 
having  bought.  If  he  spoke  about 
it,  you  could  easily  make  him  forget 
it  by  speaking  of  service,  satisfac- 
tion, strength  of  friendship  or  his 
strong  qualities,  according  to  'har- 
acter  Analysis. 

The  Vital,  however,  always  looks 
at  the  cash  side — sees  the  dollars 
and  cents  and  must  have  a  continually 
growing  bank  account.  You  must 
help  it  to  grow,  if  you  are  to  get  any 
of  his  business. 

Talk  to  the  Vital  of  eats.  Show 
him  how  easy  it  is  to  make  money 
by  dealing  with  you.  How  you  can 
do  most  of  the  work  for  him,  thereby 
saving  him  effort,  and  how  you  arc 
constantly  helping  him  to  take  life 
easier. 

It  is  absolutely  true  that  it  is  the 
fat  man  who  is  sold  on  price,  and  yet 
that  fat  man  may  never  speak  about 
it.  But  you  can  rest  assured  it  is 
the  thought  uppermost  in  his  mind. 

The  thinner  the  buyer,  the  less 
price  influences  his  judgment.  Even 
a  skeleton,  if  he  is  living,  will  ask. 
How  much  money  does  it  cost?" 
But  he  will  pay  out  of  proportion 
never  forgets  when  there  is  money  to  his  pocketbook  if  you  make  the 
to  be  saved.  right  appeal. 


for  my  wife  and  me — we  finished  the 
two  chickens  at  dinner." 

The  salesman  thought  he  had  Mr. 
Vital  where  he  wanted  him  and 
immediately  shot  into  a  selling  talk, 
but  was  convinced  the  fat  man  is 
not  a  customer  unless  shown  a 
bargain. 

Landing  the  Order 

Mr.  Buyer  stated  that  his  prices 
were  always  too  high,  that  he  saved 
money  by  buying  from  others. 
However,  now  that  they  had  Ijecome 
acquainted,  he  invited  the  salesman 
to  drop  in  any  time  he  was  in  town, 
even  if  he  did  not  get  the  business. 

Mr.  Vital  stated  emphatically 
that  he  was  stocked  up— ^ven  over- 
stocked on  some  items — but  upon 
the  salesman  producing  an  order  he 
had  carefully  prepared,  showing  in 
dollars  and  cents  how  much  money 
could  be  saved  ($97.00)  on  present 
market  basis,  Mr.  Vital  bought  some 
of  the  vepy  goods  he  said  he  was 
overstocked  on.  He  was  shown  a 
money  saver — he  ordered. 

Since  then  the  salesman  has  had 
entree  to  Mr.  Vital  by  catering  to 
his  stomach,  and  with  bargains. 

He  has  invited  him  out  to  lunch 
several  times,  but  always  has  to 
show  a  bargain  when  buying  begins. 
On  t"5vo  occasions  he  has  been  given 
an  order,  but  on  the  next  trip  been 
requested  to  put  in  a  credit  memo- 
randum for  the  difference  of  his 
price  and  a  price  quoted  a  few  days 
after  by  a  competitor. 

He  has  had  to  do  it  to  keep  the 
business,  as  the  Vital  is  sold  on 
price  and  is  a  natural  buyer.  He 


ONE  of  the  best  sidelines  offered  to  salesmen,  and  one  for  which 
top  commission  is  paid,  is  offered  by  Gordon  J.  A.  Hargrave. 
Write  to  him  for  his  cooperation  plan.    Easy  to  sell,  takes  no 
time  from  regular  line,  and  appeals  to  all.    Here  is  a  proposition  iri 
which  every  commercial  traveler  who  can  handle  a  sideline  will  be  in- 
terested.   His  address  is  on  inside  of  front  cover. 
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Making  the  first  impression 

The  Only  Correct  Approach 

Copyright.  1921.  by  Gordon  J  A  Hargrove.    Copiei  either  /n  u  hole.  part,  extract 
or  revhion  proMbUed  violations  rtgoroutly  prosecuted. 


WHATEVER  theories  you 
may  have  read  or  heard, 
up  to  the  present  time, 
concerning  the  "Correct 
Approach,"  I  want  you  t")  forget. 

There  is  only  one  correct  way  in 
which  to  approach  your  prospect  or 
•customer.  I  am  going  to  give  you 
the  absolute  Law. 

The  first  impression  you  make 
on  a  prospect  is  very  import- 
ant, because  it  gets  either  favor- 
able or  unfavorable  attention 
for  your  sales  story. 

When  you  use  the  "Correct  Ap- 
proach," favorable  attention 
is  gained;  which  moans,  that  your 
prospect  is  favorably  enough  im- 
pressed with  you  to  hear  what  you 
have  to  say.  And  with  this  favor- 
able impression,  you  have  made  a 
long  and  rapid  stride  on  the  road  to 
the  sale. 

If  the  first  impression  is  unfavor- 
able, the  sale  is  in  immediate  danger 
of  being  "killed,"  as  your  prospect 
is  negative  to  you  from  the  very 
beginning;  he  is  not  even  willing  to 
give  you  an  unbiased  hearing. 

The  "Correct  Approach"  can  very 
easily  be  developed. 

Remember,  first,  that  a  positive, 
clean  intellect  is  reflected  in  a 
positive,  clean,  tidy  outward  ap- 
pearance; and  a  negative  intellect 
is  reflected,  in  the  same  manner, 
upon  the  outside. 

An  untidy,  slovenly,  unkempt  in- 
dividual is  repulsive,  is  negative  and 
lacking  in  self-respect.  He  will 
never  make  a  success  in  salesman- 
ship, nor  in  anything  else,  because 
he  will  only  create  a  feeling  of 
antagonism  and  gain  unfavorable 
attention  from  the  first  moment  of 
meeting. 

Every  decent,  right-thinking,  clean- 
living,  intelligent  man  dresses  de- 
cently: with  clean  linen,  clean  shoes, 
a  clean-shaven  face  and  clothing  that 
is  in  tidy  condition. 

"Cleanliness  is  next  to  Godliness" 
—and  Godliness  is  Perfection;  so, 
develop  each  day  a  purer  and  clsaner 
mind  and  body,  to  be  more  nearly 
perfect. 


Concerning  Clothes 

You  need  not  strive  to  be  the 
"glass  of  fashion  and  the  mould  of 
form";  the  price  you  pay  for  clothes 
is  immaterial,  whether  it  be  $100.00 
a  suit,  or  $15.00. 

"Clothes  do  not  make  (he  man"; 
but  the  psychological  effect  of  per- 
sonal cleanliness  and  suitable  ap- 
parel is  marked,  upon  you,  yourself, 
and  upon  all  with  whom  you  come 
in  contact. 

Dress  as  quietly  as  possible,  be- 
cause the  louder  the  clothes  the  less 
you  stand  out  in  contrast;  and  loud 
clothes  immediately  stamp  you  as  a 
very  poor,  cheap  imitation,  to  all 
who  are  cultured  and  refined. 

Your  clothes  form  a  background 
to  the  picture  you  wish  to  present, 
just  as  the  frame  forms  the  back- 
ground for  the  picture  on  the  wall. 

The  more  important  the  picture, 
the  less  conspicuous  the  frame. 
Whereas,  the  less  important  the 
picture,  the  more  they  try  to  show 
it  off  with  gaudy,  loud  trimmings. 

UPON  approaching  others,  you 
must  make  them  realize  that 
you  are  a  power  within  yourself; 
that  you  are  a  strong,  positive, 
successful  individual;  and  the  only 
way  to  accomplish  this,  is  to  be 
able  to  create  a  commanding  per- 
sonality. 

The  minute  you  achieve  this 
result,  you  have  mastered  the  suc- 
cessful and  correct  approach. 

LIFT  YOUR  TORSO  UP  AS 
HIGH  AS  YOU  CAN;  TRY  TO 
MAKE  YOUR  CHEST  TOUCH 
YOUR  CHIN,  NOT  BY  LOWER- 
ING THE  CHIN  BUT  BY  LIFT- 
ING UP  YOUR  CHEST  IF  YOU 
SHOULD  SUCCEED  IN  MAK- 
ING YOUR  CHEST  TOUCH 
YOUR  CHIN,  LIFT  THE  CHIN 
STILL  HIGHER  AND  AGAIN 
ENDEAVOR  TO  BRING  YOUR 
CHEST  IN  CONTACT. 

I  do  not  mean-  for  you  to  tilt 
your  chin  until  your  nose  is  pointing 
skyward,  because  that  would  make 
you  appear  ridiculous. 


Your  head  should  be  set  firmly 
on  your  shoulders,  with  the  tip  of 
the  nose  pointing  directly  at  your 
objective. 

Your  eyes  should  be  looking 
neither  up  nor  down,  but  with  level 
gaze,  fearless,  uncringing,  uncon- 
descending. 

In  this  position,  notice  what  a 
commanding  figure  you  are  making 
of  yourself;  notice,  also,  how  much 
more  courage  you  are  developing; 
how  your  feeling  of  power  and 
mastery  is  increasing. 

Then,  allow  ygur  chest  wall  to 
sag;  relax,  so  that  your  chest  wall 
seems  to  cave  in ;  notice  the  depres- 
sion that  instantly  comes  over  you; 
all  of  the  courage  that  you  had  a 
few  seconds  ago  is  gone. 

Your  personality  shrinks  with  the 
dropping  of  the  chest  wall.  You 
are  negative  in  mind  and  body. 
You  can  readily  surmise  what  the 
effect  would  be  if  j'ou  were  to  ap- 
proach your  prospect  in  this  mental 
and  physical  attitude. 

There  is  only  one  correct  way  of 
approach. 

When  you  are  nearing  your  cus- 
tomer's office  or  place  of  business, 
gather  yourself  together;  stand  erect, 
absolutely  straight  from  the  crown 
of  the  head  to  the  soles  of  the  feet, 
and  lift  yonr  chest  wall  vp  as  high 
as  you  possibly  can. 

With  your  chest  wall  up  near 
your  chin,  your  personality,  your 
self-respect,  your  self-confidence 
and  all  of  your  positive  forces 
are  stronger. 

The  customer  instantly  realizes 
that  he  has  before  him  a  person  of 
serious  intent,  a  capable  business 
man,  and  you  have  gained  his  favor- 
able attention  at  once. 

To  be  a  SUCCESS,  you  must  be 
master  of  yourself,  before  you  can 
master  others;  and  with  the  knowl- 
edge of  self-mastery,  the  battle  is 
half  won. 

Why  of  Success 

Every  SUCCESS  in  this  world  has 
been  a  SUCCESS  because  of  his 
ability  to  master  others;  he  has  been 
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alert,  keen  and  able  to  approach 
people  in  a  positive,  forceful  atti- 
tude, both  mentally  and  physically. 

The  failures  are  failures  because 
they  have  not  becsn  able  to  gain 
sufficient  favorable  attention  from 
others;  and,  because  of  their  lack 
of  self-mastery  they  are  easily 
mastered. 

A SALESMAN  for  one  of  the 
largest  soap  concerns  in  Amer- 
ica heard  me  express  this  thought, 
in  one  of  my  lectures.  The  next 
day  he  went  out  and  called  on  the 
largest  department  store  in  the  city 
of  Pittsburgh,  using  this  informa- 
tion and  making  the  correct  ap- 
proach. 

The  largest  order  that  this  con- 
cern had  ever  sold  in  Pittsburgh  had 
been  fifteen  gross,  and  the  largest 
order  that  this,  department  store 
had  ever  bought  had  been  four 
gross. 

The  signature  under  the  order 


which  this  salesman  made,  using 
SUPER-SALESMANSHIP,  was  for 
one  hundred  gross. 

As  he  explained:  "It  is  truly 
wonderful,  to  see  how  the  people 
who  bar  the  way  to  the  big  buyer 
melt  and  even  help  me  gain  admis- 
sion. 

"When  I  used  to  try  to  see  the 
buyers  that  I  now  see  without  any 
difficulty,  some  individual  al)Out  half 
my  age  and  half  my  size  would  have 
the  nerve  to  hold  me  up  and  make 
me  give  a  full  explanation  of  my 
business;  and  I  was  turned  down 
many,  many  times. 

"Now,  when  I  go  in,  with  my 
THIRD  VEST  BUTTON  away  out 
in  front,  and  my  chest  wall  up  as  high 
as  I  can  get  it  and  I  state  so  authori- 
tatively and  cornmandingly  that  I 
wish  to  sec  Mr.  Blank,  I  am  sur- 
prised how  few  times  I  am  asked, 
'What  for?' 

"I  am  now  turning  in  three  times 
as  many  sales,  each  sale  is  four, 


five  and  six  times  larger;  and,  by 
far  the  most  important  thing  of  all 
— I  am  selling  the  goods  that  mean 
greater  profit  to  the  Company. 

"All  of  these  things  have  reflected 
more  positively  in  my  growing  in- 
come." 

That  Third  Vest  Button 

Make  yourself  "chesty"  by  lifting 
your  chest  wall  higher;  if  you  want  to 
climb  to  greater  heights,  you  must 
command  and  demand.  The  more 
important  you  are,  the  more  your 
commands  are  heeded  and  respected. 

The  man  who  is  constantly  going 
forward,  progressing,  who  is  posi- 
tive and  dynamic,  holds  his  chest 
wall  high  and  has  a  prominent 
THIRD  VEST  BUTTON— so 

ALWAYS  KEEP  YOUR  CHEST 
WALL  AT  ITS  HIGHEST,  THEN 
YOU  WILL  ALWAYS  CREATE 
A   FAVORABLE  IMPRESSION. 

Yours,  for  a  Protruding  THIRD 
VEST  BUTTON, 


PUSH  OUT  YOUR  THIRD  VEST  BUTTON 


CHUM  WITH  THE  BOY. 


Dad  and  Lad  Are  Natural  Compan- 
ions and  Laddie  Boy  Needs  Good 
Company. 

■  Are  you  chummy  with  your  boy?  The 
greatest  need  of  America  is  good  fathers. 
No  one  can  get  so  close  to  a  boy  as  his 
father — if  father  is  chummy.  Every  lad 
has  to  have  a  chum.  Why  not  be  that 
chum? 

No  one  can  stimulate  and  lead  a  boy 
in  the  way  he  should  go  better  than  his 
father.  The  cross  parent,  the  dictatorial 
father,  the  dad  who  rules  arbitrarily 
and  gives  no  good  reason,  but  just  bosses, 
is  no  fit  companion  for  any  boy.  Be 
chummy,  if  j'ou  would  have  a  son  of 
which  to  be  proud.. 

Every  boy  has  the  right  to  think  his 
father  is  the  best  man  in  the  world.  If 
dad  justifies  that  faith,  Laddie  Boy  will 
come  out  all  right.  Dad's  influence  can 
save  a  masterful,  energetic  boy  from 
wrong  influences  and  make  him  into  an 
aggressive,  character-making  citizen. 

The  U.  C.  T.  has  no  greater  mission 
than  that  of  making  good  dads  for  boys 
to  associate  with. 


LET  every  American,  every  lover  of  liberty,  every  well-wisher 
of  his  posterity,  swear  by  the  blood  of  the  Revolution  never 
to  violate  in  the  least  particular  the  laws  of  the  country  and 
never  to  tolerate  their  violation  by  others. 

As  the  patriots  of  '76  did  to  the  support  of  the  Dechration  of 
Independence,  so  to  the  support  of  the  constitution  and  the  laws, 
let  every  American  pledge  his  life,  his  property  and  his  sacred 
honor;  let  every  man  remember  that  to  violate  the  law  is  to  trample 
upon  the  blood  of  his  fathers  and  to  tear  the  charter  of  his  own 
and  his  children  s  liberty. 

Let  reverence  for  the  laws  be  breathed  by  every  American  mother 
to  the  lisping  babe  that  prattles  on  her  lap.  Let  it  be  taught  in 
schools,  in  seminaries  and  in  colleges.  Let  it  be  written  in  prim- 
ers, spelling  books  and  almanacs. 

Let  it  be  preached  from  the  pulpits,  proclaimed  in  legislative 
halls  and  enforced  in  courts  of  justice. 

In  short,  let  it  become  the  political  religion  of  the  nation— [Abror 
ham  Lincoln. 


Boost — Don't  knock. 
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Both  sides  present  arguments 


Scrip  Mileage  is  Favored 

Meeting  of  Interstate  Commerce  Commission 
to  Hear  Evidence  Relating  to  Bill  Recently 
Signed  by  President;  An  Opinion  Comes  Later 


I 


THE  Interstate  Commerce  C-om- 
mission  held  its  meeting,  Septem- 
ber 26,  in  Washington,  D.  C,  for 
the  purpose  of  hearing  testimony 
for  carrying  out  the  provisions  of  Senate 
Bill,  No.  846,  which  passed  the  Lower 
House  July  28,  and  was  signed  by  the 
President  August  18. 

Prior  to  the  hearing  the  Commissioners 
sent  out  to  all  carriers  and  to  all  com- 
mercial travelers'  organizations,  which 
had  participated  in  former  hearings  be- 
fore the  Senate  and  House  Committees, 
notice  of  this  hearing  with  a  request  that 
each  send  representatives  to  the  Septem- 
ber 26  meeting.  Details  of  that  notice 
were  given  in  the  October  number  of  The 
Sample  Case,  in  a  communication  from 
George  B.  McGinty,  Secretary  of  the 
Interstate  Commerce  Committee. 

The  questions  coming  before  the  (Com- 
mission were : 

1.  Shall  interchangeable  mileage  and 
scrip  coupon  tickets  be  issued? 

2.  What  rate  or  rates  shall  be  estab- 
lished as  just  and  reasonable  for  each  or 
either  form  of  ticket?  What  conditions, 
if  any,  should  be  attached  to  the  issuance 
and  sale  of  such  tickets  by  reason  of  the 
existence  of  different  levels  of  passenger 
rates  in  different  sections  of  the  country? 

3.  In  what  denominations  shall  the 
ticket  or  tickets  be  issued? 

4.  In  general,  at  what  offices  of  the 
carriers  shall  the  tickets  to  be  prescribed 
be  available  to  the  public? 

5.  What  rules  and  regulations  for  the 
issuance  and  use  of  these  tickets  shall  be 
required? 

6.  Shall  the  tickets  be  transferable? 
If  nontransferable,  what  identification 
may  be  required? 

7.  To  what  baggage  privilege  shall  the 
lawful  holders  of  such  tickets  be  en- 
titled? 

A  T  THE  hearing  the  procedure  fol- 
lowed  this  order.  The  carriers  were 
first  to  present  their  statements.  C.  A. 
Fox,  Chairman  of  the  Central  Passenger 
Association,  Chicago,  111.,  presented  the 
brief  of  the  railroads  on  behalf  of  168 
railway  corporations. 

Mr.  Fox  argued  against  mileage  books, 
insisting  that  the  present  form  of  crisp 
coupon  tickets,  issued  in  $15,  $30,  and 
$90  denominations,  fully  meet  the  re- 
quirements of  the  new  law. 

They  are  equivalent  to  currency,  he  in- 
sisted, and  are  so  accepted  by  train  con- 


ICxclusivc  to  The  Sample  Case 

By  Washinglon  Correspondent 

attending  the  meeting 

ductors;  but  if  holder  desires  to  travel 
between  two  c()mi)etitive  points,  by  a 
carrier  or  carriers  whose  distance  is  longer 
than  the  direct  or  short  line,  coupons  of 
value  equivalent  to  the  through  fare  via 
the  direct  or  short  line  are  detached  by 
the  ticket  agent,  and  a  passage  ticket 
of  ordinary  one-way  form  is  issued  in  ex- 
change therefor.  The  holder  thus  ob- 
tains the  benefit  of  short  line  fares  by 
way  of  the  longer  routes  between  com- 
petitive routes,  to  the  same  extent  as  is 
possible  by  purchase  of  ordinary  one-way 
tickets  at  normal  fares,  Mr.  Fox  said. 
The  coupons  are  also  accepted  for  baggage 
charges,  excess  weight,  size,  valuation, 
storage  and  transfer. 

He  argues  that  there  is  no  advantage 
accruing  from  using  mileage  tickets  that 
will  not  be  taken  care  of  in  existing  scrip 
books,  and  that  mileage  books  would  add 
only  complications.  He  went  into  detail 
in  stressing  this.  His  argument  was 
against  the  issuance  of  mileage  books  and 
favoring  the  present  scrip  books  without 
change. 

Opposes  Rate  Reduction. 

With  reference  to  rate  to  be  established, 
Mr.  Fox  dwelt  at  length  in  arguing  against 
any  reduction  from  present  established 
fares.  He  contended  that  the  present 
interchangeable  scrip  tickets  meet  all 
requirements  so  far  as  the  varying  rate 
levels  are  concerned. 

He  insisted  that  mileage  books  at  a 
reduced  rate  would  entail  additional  ex- 
pense to  the  carriers  in  their  auditing  and 
ticket  offices  and  on  trains,  "amounting 
to  approximately  $1,680,000  annually." 
Besides  "it  would  be  the  means  of  accord- 
ing a  lower  rate  to  a  class  of  passengers 
more  expensive  to  handle." 

"A  mileage  or  scrip  book  sold  at  a  re- 
duced fare,"  he  figured,  "would  be  used 
between  a  multiplicity  of  points  within  a 
given  period  at  a  preferential  rate,  as 
against  the  passenger  who  travels  be- 
tween the  same  points,  on  the  same  train, 
in  the  same  car,  and  in  the  same  seat. 
Such  reduced  rate  mileage,  or  scrip  ticket, 
would  impose  on  the  carriers  an  expense 
greater  than  in  the  case  of  the  passenger 
holding  a  one-way  ticket  at  normal  fare, 
and  to  this  extent  is  a  discrimination, 
rather  than  an  observance  of  the  of  the 
principle  involved  in  the  construction  of 
car  load  and  L.  C.  L.  freight  rates.  In 
fact,  it  would  be  a  direct  reversal  of  the 
principle  applied  to  freight." 


Against  Mileage  Books. 

Mr.  Fox  denied  that  carriers  would 
benefit  from  the  use  of  money  paid  in  ad- 
vance by  the  purchaser  of'  mileage,  or 
scrip  tickets.  He  told  the  Commissioners 
that  mileage  tickets  formerly  in  use 
"were  most  pernicious  and  unbusiness- 
like." He  denied  that  a  reduced  rate 
would  increase  the  revenues  of  the  car- 
riers, and  marshaled  statistics  to  back  up 
his  statements. 

In  reference  to  reduced  rate  mileage  in 
Canada,  he  referred  to  it  as  a  preferential 
form  of  transportation,  confined  to  an  ex- 
clusive and  favored  class,  which  is  not 
permissible  under  the  laws  of  the  United 
States. 

In  reply  to  Question  3  he  favored  the 
present  scrip  books  without  change. 

Question  4 — Tickets  should  be  sold  at 
principal  ticket  offices  of  Class  1  roads. 

Question  5 — No  reduction  in  present 
basis  of  fares,  and  no  change  in  present 
rules  and  regulations. 

Question  6 — No  change  or  reduction 
from  present  rates  and  regulations. 

Question  7 — No  change  in  present  rates 
or  regulations. 

pOMMERCIAL  travelers  and  othera 
^  opposing  the  carriers  were  The  In- 
ternational Federation  (of  which  the  U. 
C.  T.  is  a  member),  represented  by  Ira 
F.  Libby,  President  of  the  Federation;  D. 
K.  Clink,  Chairman  of  the  Railroad 
Committee;  W.  D.  Murphv,  Supreme 
Secretary  of  the  U.  C.  T.;  H.'e.  Trevett, 
Secretary-Treasurer  Utica  Association; 
T.  S.  Logan,  Secretary-Treasurer  T.  P. 
A. — all  members  of  the  Federation  Rail- 
road Committee;  James  Crawford,  Chair- 
man Railroad  Committee  T.  P.  A.;  T.  A. 
Delaney,  Secretary  National  Shoe  Trav- 
elers' Association. 

Representative  of  the  National  Coun- 
cil of  Commercial  Travelers  of  New  York 
who  took  part  were  President  A.  M. 
Loeb,  S.  H.  Lieberman,  and  W.  G.  Ad- 
ams, accompanied  by  Samuel  Blumberg, 
General  Counsel  of  that  Association, 
whose  masterful  way  of  conducting 
examination  of  witnesses  showed  him  to 
be  a  man  of  acumen. 

The  sixteen  commercial  travelers'  as- 
sociation represented  in  the  Federation 
by  David  K.  Clink  were  augmented  by 
thirteen  great  business  organizations, 
who  selected  him  as  their  spokesman. 
These  were: 

(Continued  on  page  iO.) 
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Interesting  connection  between 


A  Salesman  or  a  Lineman 

Grasp  at  Once  Motive  Object  and  Operating 
Equipment  of  a  Prospect,  then  Just  Connect 

Exclusive  to  the  Sample  Case 

By  LOBEN  N.  BAKEB 


WHY  does  not  a  double  contact 
bulb  give  li^ht  when  screwed 
into  a  single  contact  socket? 
I  wonder  how  many  of  us 
salesmen  have  ever  paralleled  our  work 
in  the  field  with  that  of  an  electric  line- 
man. In  our  connection,  the  firm  which 
we  represent  down  a  street,  railroad  line 
or  series  of  states  may  be  like  the  electric 
company's  more  or  less  elaborate  plant 
of  dynamos,  generators  and  producers 
which  are  creating  an  unlimited  amount 
and  unexcelled  quantity  of  an  article  of 
real  value. 

An  expensive,  carefully  arranged  line 
of  outlet  has  started  from  this  plant, 
radiating  out  across  the  country.  The 
lines  are  all  up.  A  lineman  is  sent  out  to 
connect  this  product  with  the  motors  of 
various  houses  and  plants  to  furnish 
them  with  the  power  for  reproduction. 
\f ter  being  out  for  a  month  a  lineman  re- 
turns and  announces  that  twenty-five  or 
thirty  or  forty  connections  have  been 
made.  The  power  is  turned  on  but  we 
find  only  a  few  of  them  actually  operat- 
ing. 

Another  lineman  goes  out  and  tmas 
that  the  equipment  is  all  right  from  the 
oridycer's  standpoint  and  also  from  the 
receiver's  end,  but  that  there  is  a  miscon- 
nection  between  the  two  and  that  each 
type  of  machinery  operated  by  the  re- 
ceiver needs  special  attention  as  to  con- 
nection. 

Making  a  Connection. 
How  many  times  do  we  as  salesmen 
fail  to  actually  connect  our  custom- 
ers with  the  producers  whom  we  rep- 
resent, simply  because  we  fail  to  make 
the  working  connection  by  way  of  having 
a  real,  vital  contact?  How  many  of  us 
are  giving  sufficient  time  to  actually 
analyze  a  prospective  customer  by  way 
of  observing  and  learning  just  where  the 
point  of  contact  lies?  Too  many  of  us 
blunder  into  a  place  thinking  that  we 
must  make  so  many  calls  during  a  half 
day  or  we  are  not  doing  anything. 

As  a  simple  illustration,  a  certain 
salesman  was  sent  out  to  call  upon 
bank  officials  in  selling  a  certain  line  of 
service.  At  the  first  three  banks  he  was 
turned  down.  He  still  had  one  more  in 
the  town  to  see,  but  instead  of  seeing 
this  president  he  went  back  to  his  hotel, 
for  a  day  and  a  half,  having  failed  in  the 
line  which  he  represented,  but  still  feel- 
ing that  these  banks  really  needed  the 
service.  Instead  of  "cussing  out"  these 
banks  in  the  usual  form  of  no  business, 
hard  luck,  bull-headed  officials,  and  so 


President  Loren  N.  Baker  C  ompany 
Ithaca,  New  York 

forth,  he  felt  that  these  men  had  gained 
their  positions  because  of  displayed  ex- 
ecutive ability  and  conservativeness 
toward  the  people  whom  they  repre- 
sented. The  machinery  was  all  right 
at  both  ends;  the  trouble  was  a  mis- 
connection.  He  spent  a  day  and  a  half 
studying  machinery  and  instead  of  using 
a  connection  that  it  was  customary  to 
use,  he  made  another  of  an  entirely  dif- 
ferent nature,  arranged  an  appointment 
with  the  next  official,  was  received  cour- 
teously, and  put  the  thing  across. 
Help  Solve  Problems. 
Every  town,  every  business,  every  man 
has  particular  conditions  and  problems. 


which  are  not  only  well  worth  studying 
but  are  essential  to  the  lineman  or  sales- 
man who  wishes  to  make  the  greatest 
number  of  connections  which  will  ef- 
ficiently operate.  This  efficiency  in 
salesmen  may  be  called  by  a  hun- 
dred names,  but  whether  it  is  personal- 
ity, efficiency,  or  some  other  quality,  the 
man  who  is  able  to  study  out  and  con- 
nect up  these  lines  fron  the  factory  with 
the  field  equipment  is  the  one  that  makes 
the  rest  of  us  boys  wonder  how  he  did  it. 

I  believe  the  how  of  it  is:  "Grasp  at 
once  the  motive  object  and  operating 
equipment  of  the  prospect,  then  just  con- 
nect." 


Business  Can  be  No  Better 
Than  Persons  Managing  It 

By  J.  H.  TREGOE 

Secretary-Treasurer  National  Association  of  Credit  Men 


A SKILLFUL  appreciation  of  val- 
ues, a  proper  balance  in  the  ap- 
praisal of  plans  is  quite  rare  and 
difficult  of  attainment.  We  blow 
either  too  hot  or  too  cold.  Evenness  and 
neutrality  are  not  ours.  It  is  for  this 
reason  that  we  make  so  many  mistakes 
in  conducting  our  business  and  in  for- 
mulating our  plans. 

Now  the  lowering  of  production  and 
distribution  costs  is  a  worthy  objective. 
In  the  rapid  development  of  a  business 
which  often  results  in  the  different  parts 
of  a  business  getting  out  of  alignment  so 
that  efficiency  is  lost,  it  suddenly  occurs 
to  the  officers,  perhaps,  to  try  methods 
which  would  tend  to  greater  efficiency: 
They  turn  to  a  class  of  workers  designat- 
ed as  efficiency  engineers.  These  ex- 
perts, instead  of  appraising  efficiency 
engineering  efficiency  for  what  it  is  actu- 
ally worth  and  not  overplaying  it  to  the 
extent  of  really  incresaing  the  cost  of  pro- 
duction, begin  to  measure  everything  in 
terms  of  method  and  make  plans  superior 
to  the  men  who  built  the  business  up  to 
its  splendid  proportions. 

Make  Human  Units  Fit. 
After  all,  a  business  is  no  better  nor 
worse  than  those  operating  it.  The 
business  reflects  exactly  the  character, 
the  ideas,  the  creative  powers  back  of 
it.    Merely  to  install  efficiencj'  methods 


without  correcting  defects  in  the  ability 
intelligence  or  skill  of  the  operators  if 
falling  short  of  the  desired  purpose  anc 
intensifies  mechanics  at  the  expense  o: 
humanity.  To  make  business  more  ef 
ficient,  that  is,  to  make  it  more  pro- 
ductive and  a  greater  service  to  the  pub 
lie,  every  human  unit  should  be  made  t< 
fit  the  niche  it  is  best  qualified  to  fill,  an< 
with  improvements  in  the  personal  ele 
ments  and  personal  skill,  there  is  n( 
doubt  of  resultant  profits  and  service. 
Freedom  of  Initiative. 
The  disposition  on  the  part  of  ef 
ficiency  experts  has  been  to  subordinat 
the  human  to  the  mechanical,  when  th 
reverse  process  is  a  better  guarantee 
success  and  progress.  Never  muB 
the  human  be  subordinated  to  mer 
machine  methods.  Development  come 
only  with  freedom  of  initiative,  witl 
strict  attention  to  firmly  fixed  objectivej 
We  do  not  mean  to  depreciate  the  valu 
of  sj'stem  and  efficiency  within  reasonabl 
limits.  We  merely  want  to  emphasiz 
the  need  of  elevating  the  human  side  of 
commercial  enterprise.  How  to  build  u 
the  human  skill,  human  perseverance,  hu 
man  ideals,  human  objectives,  mus 
be  our  chief  consideration  and  the  chie 
consideration  in  any  plans  looking  to  war 
success  and  service  in  a  business  entei 
prise. 


NOVEMBER 


THE      SAMPLE      CASE  13 


Trade  Abuses — No.  4 

Egotism  in  Purchasing  Agent 

Everyone  Takes  Delight  in  Stinging  Vain  Man; 
Courtesy  Wins  Confidence,  and  Confidence  Gets 
Favors  that  Salesmen  Have  to  Offer  the  Trade 

Copyright  released  exclusively  to  The  Sample  Case 

By  DAVID  B.  GRAY 

Chairman  of  Better  Methods  Committee  of 
I'urrhasing  Agents'  Ass'n  of  Northern  California 


PREFACE. 

The  writer  approcinles  the  many  letters  of  ooii- 
I  fratulation  and  kind  remarks  concerning  the  "Trade 
Abuse  Letters." 

■  articles  liuve  helped  in  even  a  small  way  to 
'  some  of  the  abuses  and  bring  the  Purchasing 
\^  1  11  nd  the  Seller  on  a  more  even  footing  to 
transact  business  in  a  fair  and  square  way  and  on  n 
,  basis  of  cooperation  on  the  part  of  both  buyer  and 
'  seller,  then  the  time  and  thought  in  pre- 
paration will  not  have  been  spent  in  vain. 

The  writer  also  appreciates  one  letter 
from  a  Salesmanager  criticizing  a  matter  of 
"Business  Courtesy,"  wliich  was  answered 
fully  and  satisfactorily,  I  believe.-  May 
(hero  he  many  more  readers  who  will  feel 
frcr  to  express  themselves  on  this  subject. 

lUar  in  mind,  however,  that  neither  the 
writer  nor  his  department,  or  in  fact  any 
I  Purchasing  Department,  is  100%  perfect. 
'  and  you  must  not  forget  we  are  capable  of 
makinR  mistakes  as  well  as  others. 

Till'  older  we  grow  the  more  we  realize 
we  have  many  things  yet  to  learn. 

AG  RE  AT  many  of  our 
thoughts  and  ideas  are 
suggested  to  us  by  others; 
such  was  the  case  with 
tins  article,  Trade  Abuse,  No.  4. 
In  searching  around  for  some- 
thing to  write  about  for  the  July 
i  issue  of  the  Purchasing  Agents 
Association  Bulletin,  I  overheard 
a  remark  made  by  a  salesmana- 
ger, to  the  effect  that  it  would 
be  a  mighty  good  thing  if  all 
I  purchasing  agents  were  made  to 
I  spend  a  month  on  the  road.  In 
]  3thcr  words,  in  the  selling  end  of 
I  the  game.  Naturally,  I  wondered 
why  he  made  this  remark  about 
purchasing  agents.  This  sales- 
manager  was  a  man  with  many 
years  of  experience,  who  had 
:alled  upon  many  purchasing 
igents  throughout  the  country. 
My  only  answer  is  that  during 
lis  many  years  on  the  road  he 
lad  called  upon  some  purchasing 
igents  who  have  a  bad  fault,  which 
ault  we  will  call  "EGOTISM." 
Do  you  think,  from  your  own 
ixperience,  that  all  purchasing  agents  are 
igotists?  Do  they  all  practice  egotism 
-you  know  what  I  mean — self-exaltation 
a  thought,  speech,  or  writing;  in  other 
vords,  vanity. 

I  don't  think  all  purchasing  agents 
ire  this  way,  but  I  do  know  that  there 
je  some  in  this  locality  who  have  a 
?eat  amount  of  egotism.  Let  me  tell 
ou,  Mr.  Purchasing  Agent,  all  salesmen, 
ales-managers  and  any  one  on  the  firing 
ne  know  it  to  be  a  fact  that  if  you  are 


an  egotist  the  word  is  flashed  around 
almost  as  quickly  as  by  radio.  Ask  any 
of  the  many  salesmen  whom  you  know, 
if  I  am  not  right  in  this  matter. 

Ask  them  if  this  particular  type  of 
purchasing  agent  gains  anything  by  his 
manner.    They  will  all  tell  you  that  the 


Whose 


"International."  syDdicatinjc  prohibited. 

DAVID  B.  GRAY 
copyrighted  articles  on  Trade  Abuses  appear  exclusively 
in  The  Sample  Case. 


poor  fellow  is  gaining  nothing  but  is 
really  getting  the  worst  of  nearly  every 
deal  he  makes.  He  is  impossible;  one 
can't  talk  to  him  and,  therefore,  he  never 
gets  in  on  the  good  tips  as  they  come 
along,  on  market  conditions.  Every  one 
takes  delight  in  giving  him  the  worst 
stinging  possible. 

Face  to  Face  with  the  Other  Man. 

Do  not  misunderstand  me  by  imagining 
that  I  think  the  purchasing  agent_should 


be  meek  and  mild  and  not  have  a  back- 
bone that  is  as  straight  as  that  of  the 
other  fellow.  Far  from  it;  his  third  vest 
button  should  stick  out  just  as  far  in 
front  as  that  of  the  salesman  who  calls 
upon  hinL  He  should  be  proud  of  his 
company  and  of  his  department,  and 
should  have  every  confidence  in 
himself.  He  should  feel  that  he  is 
capable  of  meeting  every  man 
who  comes  into  his  office  on  equal 
ground — giving  courtesy  for  cour- 
tesy, facts  for  facts  and  truths  for 
truths. 

Let  us  imagine  that  you  are 
going  to  take  your  thirty-day  trip 
on  t  he  road  with  one  of  your  travel- 
ing men  as  I  did  some  years  ago. 
Lawrence  Smith  was  a  salesman  of 
no  mean  calibre,  covering  the 
southern  territory  for  the  Fortune 
Truck  Co.  Upon  arrival  in  one 
of  the  larger  towns  he  made  up 
his  mind  to  call  early  one  morning 
upon  Mr.  John  Davis,  Purchasing 
Agent  for  the  Neoline  Oil  Refin- 
ing Co.  Mr.  Smith  presented  his 
business  card  at  the  Information 
desk  and  in  a  few  minutes  was 
ushered  into  the  office  of  John 
Davis.  Now,  he  had  never  had 
the  pleasure  of  meeting  Mr. 
Davis.  He  did  not  know  what 
he  looked  like. 

The  moment  Mr.  Smith  stepped 
inside  that  office  something  came 
over  his  sensitive  makeup.  Do 
you  know  what  "sensitive"  means? 
We  are  all  sensitive  to  a  certain 
degree.  That  is,  having  the 
power  of  being  quickly  and 
acutely  alive  to  impressions  from 
external  objects.  In  other  words, 
being  easily  affected  or  moved. 
Some  of  us  think  being  sensitive 
is  a  great  detriment,  but  on  the 
other  hand  it  is  a  real  asset  to 
the  salesman.  Mr.  Smith  was  sensitive 
and  immediately  felt  the  coldness  of  that 
private  office  and  the  agitated  manner  of 
the  man  he  was  to  tell  his  story  to.  How- 
ever, he  advanced  to  meet  him  face  to 
face.  His  first  greeting  was  a  broad- 
side, followed  by  a  command,  "Sit 
down;  what's  your  story?" 

This  seemed  a  good  opening,  and  in 
order  to  comply  with  the  demand  he 
opened  at  once  in  a  direct  businesslike 
(Continued  on  page  37.) 
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Here  is  another  side  to 


The  Purchasing  Agent 

When  Otherwise  Busy  he  Cannot  Keeeive 
Salesmen;  Condemns  "Back  Door"  Methods 

Written  for  The  Sample  Case 

By  B.  C.  HOPKINS 

Purchasing  Agent  Mutual  OU  Company, 
Kansas  C  ity,  Missouri. 


HAVING  been  a  salesman  more 
than  ten  years,  and  a  member 
of  the  U.  C.  T.'s  that  long,  and 
having  been  purchasing  agent 
for  our  company  for  the  last  three  years, 
I  feel  I  am  in  a  position  to  speak  a  few 
words  on  the  discussions  which  have 
recently  appeared  in  The  Sample  Case. 

Much  has  been  said  about  the  cold 
purchasing  agent,  and  1  have  run  into 
a  number  of  them  and  as  a  rule  they  are 
of  the  old  school;  although  some  very 
important  young  fellows  who  have  the 
title  of  purchasing  agent  assume  that 
attitude  and  freeze  every  caller. 

But  the  modern  purchasing  agent  is 
not  that  type.  He  is  a  member  of  one 
of  the  numerous  local  associations  of 
the  National  Association  of  Purchasing 
Agents,  and  realizes  that  his  efficiency 
as  a  purchasing  agent  depends  a  great 
deal  on  seeing  and  interviewing  every 
salesman  who  calls,  for  by  so  doing  he 
is  selling  his  own  company  to  the  sales- 
man, and  is  putting  himself  and  his 
company  in  a  position  to  get  the  very 
best  offered  in  the  way  of  prices,  dis- 
counts, tips  on  the  market,  future 
buys,  sometimes  a  preferred  or  hurried 
shipment — favors  which  are  not  given 
to  the  brow-beating  purchasing  agent. 

There  are  many  times  when  the 
purchasing  agent  is  very  busy  on  in- 
ventories, trying  to  get  quick  repairs 
after  a  break-down,  etc.  At  such  times 
he  is  justified  in  politely  refusing  the 
salesman  an  audience,  saving  the  time 
of  both. 

Purchasing  agents  have,  to  a  greater 
or  less  degree,  to  use  their  reserve,  for 
a  little  interest  in  the  subject  discussed 
is  so  often  misinterpreted  by  over- 
zealous  salesmen,  as  the  final  step  of  a 
sale,  that  we  have  to  often  cover  up  our 
real  interest  in  merchandise  offered. 

Many  salesmen  seem  to  work  on  the 
theory  that  if  they  persistently  bother 
the  purchasing  agent,  they  will  finally 
get  in  and  establish  their  goods,  while 
the  fact  is  that  they  often  antagonize  the 
purchaser  and  will  never  get  an  order. 

Another  obnoxious  type  is  the  back 
door  salesmen;  he  works  on  the  factory 
foremen,  truck  drivers,  and  the  like, 
trying  to  create  a  demand  for  his  mer- 
chandise. This  man  has  hurt  the  sale 
of  his  goods,  as  a  rule. 

The  National  Association  o-f  Purchas- 
ing Agents  has  actively  backed  a  bill  in 
Congress,  H.  R.  10159,  against  commer- 


cial bribery,  which  is  usually  the  outcome 
of  the  back  door  salesman's  visit. 

AN  ARTICLE  appeared  in  the  Sep- 
tember issue  of  The  Sample  Case 
which  condemned  the  purchasing  agent 
for  certain  practices  in  securing  prices, 
which  is  an  abuse  which  some  purchasing 
agents  resort  to,  but  the  conduct  of 
purchasing  agents,  as  a  whole,  cannot  be 
judged  by  these  few  any  more  than 
salesmen  can  be  judged  as  a  whole  by 
the  conduct  of  a  few. 

The  modern  purchasing  agents  want 
only  the  highest  quality  and  service  for 
their  money,  and  ask  no  special  favors, 
just    wishing   orders   to    be    filled  as 


specified,  with  a  fair  profit  to  the  sellei 
Mr.  Salesman,  just  picture  yourself  oi 
the  other  side  of  the  desk  sometimes 
and  you  will  be  able  to  judge  the  pur 
chasing  agent  in  a  different  light.  H 
cannot  buy  tires  of  every  company 
printing  of  every  printer;  but  by  bein 
courteous,  you  will  cultivate  his  friend 
ship.  Some  day  something  may  caus 
him  to  wish  to  change  his  connection! 
then  you  are  in  line  for  his  business. 

The  purchasing  agent  is  not  the  ii 
carnation  of  all  evils;  he  hasn't  homi 
he  is  human,  and  is  attempting  to  mak 
an  honest  living  on  the  other  side  of  th 
desk. 


Salesmen  as  Prophets  Have 
Influence  for  Good  or  Bad 

By  BRUCE  BARTON 

In  Printers'  Ink  Weekly  Magazine 


INTO  a  country  store  a  salesman 
enters,  drops  his  bags  on  the  floor 
and  leaning   confidentially  across 
the  counter  asks: 
"Well,    how's    business    with  you?" 
The  tone  of  his  voice  indicates  little 
expectation  of  an  encouraging  reply. 

"Rotten,"  responds  the  merchant, 
fitting  his  answer  perfectly  to  the 
other's  mood. 

"Same  story  everywhere,"  exclaims 
the  salesman.  "I  just  blew  in  from 
Lebanon  on  number  forty-six.  You 
know  Ed  Kidder  over  there;  he  says  the 
last  two  weeks  are  the  worst  he's  ever 
known  in  twenty  years  of  business." 

"Ain't  been  quite  as  bad  as  that  here," 
says  the  merchant,  struggHng  to  retain 
a  shred  of  hope. 

"Well,  things  will  get  worse  before 
they  get  better,  you  can  take  my  word 
for  that.  I'll  tell  you  the  labor  situation 
in  this  country  is  all  wrong.  Those 
fellows  have  just  simply  forgotten  how 
to  work,  if  they  ever  knew  how  in  the 
first  place.  They've  got  to  be  taught 
a  good  stiff  lesson.    Am  I  right?" 

The  merchant  nods,  turning  toward 
a  customer  who  had  entered  with  the 
intention  of  spending  some  money.  The 
customer  restrains  his  impulse,  however, 
and  joins  the  audience  instead. 

"Another  thing,  it's  going  to  take  ten 


years  to  get  the  railroads  into  shape  if 
takes  a  day,"  the  visitor  continu( 
authoritatively.  "Why,  before  the  w 
we  used  to  ship  from  our  factory 
Kansas  City  in  nine  days;  lately  we' 
had  stuff  on  the  road  for  five  and  8 
weeks.  Five  and  six  weeks,  can  y( 
beat  that?" 

By  this  time  the  audience  has  grow 
to  quite  a  group,  more  intending 
tomers  having  been  veered  from  thi 
course. 

"Of  course  I'm  an  optimist  y'  unde 
stand.  My  wife  says  that  if  I  fell  o 
of  a  ten-story  window  I'd  bounce  rig! 
up  again;  that's  the  kind  of  a  fellow  " 
But  when  I  left  New  York,  things  we 
pretty  gloomy.  We'll  see  bread  lin 
before  this  winter  is  over,  I'm  tellii 
you;  and  soup  kitchens  and  everythi 
'.  .  .  Well,  I  suppose  there's  no'! 
showing  you  anything  today?" 

"Not  today,"  responds  the  merchi 
decisively. 

"Well,  so  long." 

"So  long." 

The  customers  drift  out,  clutchi 
their  money  a  little  tighter;  the  merch* 
in  his  solitude  sits  and  broods  upon  1 
troubles.  The  salesman  hurries  on  ho 
store  to  store;  and  by  evening  time__" 
merchants  and  fifty  citizens  are  fu 
(Continued  on  page  41.)  , 
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Our  Fathers  Founded  well,  but 

America  is  in  the  Making 

Return  of  Prosperity  Calls  for  Reawakened 
Patriotism;  Indifference  to  Public  Welfare 
and  Idleness  is  Nation's  Greatest  Menace 

Written  for  The  Sample  Case 


By  CHARLES  HOLEMAN  SMITH 


RAILH0A1)1:RS  are  railroaditi)? 
and  coal  miners  are  mining. 
Once  again  industrial  peace  is 
upon  the  United  States.  The 
greatest  era  of  prosperity  this  country 
ever  seen  is  now  at  hand.  Woe 
betide  any  element  which  shall  shake 
this  peaceful  prosjjcrity. 

America,  back  at  work,  is  in  no  mood 
to  be  disturbed.  The  recent  prolonged 
ndu.strial  unrest  has  taught  this  great 
country  a  lesson.  War  between  capital 
ind  labor  must  be  i>aid  for  by  the  public, 
which  is  the  chief  sufferer  during  the  war, 
md  the  public  refuses  to  pay  any  more 
luch  bills. 

The  Sample  Case  stands  for  patriotism 
ind  the  higher  ideals  of  citizenship, 
vithout  partisan  bias.  On  economic 
jrounds,  it  is  opposed  to  socialism  be- 
•ause  socialism,  as  preached  by  its 
idvoeates,  would  destroy  the  very  foun- 
lations  upon  which  our  fathers  built 
'ur  Government.  Political  parties  arc 
lolitical  parties,  but  true  patriotism 
nows  no  partisanship.  The  glory  and 
chievement  of  America  is  MEN — nol 
kings,  nor  political  parlies. 

Pride  ourselves  as  we  may  on  our 
idustrial  achievements,  glorify  our- 
slvcs  as  we  will  upon  our  educational 
nd  social  advancement,  yet  there  re- 
lains  the  fundamental  foundation,  laid 
own  by  the  fathers  of  our  country,  from 
hich  no  man  can  get  away,  that  "We 
old  these  truths  self  evident,  that  all  men 
re  created  equal." 

Commercial  and  industrial  progress 
re  essential  to  national  greatness,  but 
le  vital  essence  of  our  republic  is  deeply 
)Oted  in  the  hearts  of  men  and  women. 

Confidence  is  alone  at  the  bottom  of 
itional  prosperity.  Confidence  is  the 
lie  corner-stone  of  national  greatness. 

labor  lacks  confidence  in  the  justice 

courts,  it  will  go  on  a  strike.  If 
ipital  lacks  confidence  in  labor,  it  will 
)t  invest.    If  buyers  lack  confidence 

sellers,  they  will  go  on  a  "buyers' 
rike."  Lack  of  confidence  brings  on 
■ery  backward  step. 
America  is  not  made.  It  is  only  in  the 
aking.  Solely  by  adhering  to  the  broad 
id  liberal  national  policies,  which 
lided  our  fathers  in  laying  the  founda- 
)ns  of  our  national  existence,  can  we 
•pe  to  succeed  as  a  nation.  The  fact 
at  our  national  life  has  been  getting 
fay  from  those  policies  is  why  we  have 
■d  unrest,  hard  times,  and  distrust. 


Managing  Editor  of  this  Magazine 

This  is  not  a  government  for  cajjital- 
ists,  nor  for  lai>or,  nor  for  any  other 
class  or  division.  "It  is  a  government  of 
the  people,  for  the  people,  and  by  the 
people." 

An  element  is  with  us,  and  it  is  a  strong 
element,  too,  which  has  become  em- 
bittered by  years  of  servitude  under 
foreign   rulers,    which   would    make  of 


"VVhat  we  need  in 
this  country,  is  a 
revision  of  our  esti- 
mate of  one  another. 
A  class-sense,  insinu- 
ating itself  into 
American  life,  can- 
not be  tolerated. 
The  true  American 
is  the  public-minded 
citizen  who  never 
forgets  that  he  is 
sponsor  for  the  pub- 
lic good."— Rabbi 
Louis  Grossman, 
Cincinnati,  Ohio. 


this  a  soviet  government,  taking  no  heed 
of  what  the  soviet  has  done  for  Russia. 
Others,  seeking  selfish  ends,  would  make 
of  it  a  capitalistic  government;  still 
others  would  make  all  its  laws  conform 
only  to  the  wishes  of  labor,  without 
reference  to  the  rights  of  the  great  mass 
of  the  people. 

The  people  of  America  will  permit  no 
such  ruinous  policies.  The  highest  ideal 
of  citizenship  is  love  of  country,  and  the 
people  as  a  whole  could  not  love  a  govern- 
ment ruled  solely  by  one  class.  Patriot- 
ism means  mainlining  the  form  of  govern- 
ment laid  down  by  our  fathers,  for  which 
they  pledged  their  lives,  their  fortunes,  and 
their  sacred  honor. 

That  is  the  form  of  government  for 
which  every  true  American  will  pledge 
his  life,  his  fortune,  and  his  sacred  honor. 
No  loj'al  American  can  do  less. 

That  is  the  form  of  government  which 


ha.s,  ill  a  century  and  a  half,  made  the 
United  States  the  greatest  power  in  the 
world.  It  has  opened  the  door  of  citizen- 
ship on  equality  to  the  oppressed  of 
every  land. 

The  ballot,  not  the  torch  and  bomb, 
shall  rule  America.  Common-sense,  not 
the  corrupt  use  of  money,  shall  rule 
eleetions.  Faith  in  the  wisdom  of  the 
founders  of  our  constitution,  not  preju- 
dice engendered  by  labor  wars,  must  be 
the  guide  of  the  nation. 

If  every  true  American  will  forget  his 
[)artisanship  this  fall,  and  vote  as  an 
American  for  the  good  of  America,  we 
shall  have  the  government  for  which 
our  fathers  laid  the  foundation  for  u.* 
to  enjoy. 

^OT  alone  labor  troubles,  but  a  crime 
'  ^  wave  has  been  sweeping  the  country 
for  the  last  two  or  three  years.  But 
that  wave  was  no  more  than  a  result  of 
the  war  and  a  lack  of  employment.  A 
crime  wave  has  followed  every  great  war 
in  history.  It  is  an  enivitable  sequence 
of  war. 

Every  human  being  has  much  of  good 
and  some  of  bad  in  him.  If  he  is  em- 
ployed at  honest  labor,  the  bad  will  not 
dominate  the  good.  Employment  and 
education  are  the  only  means  of  check- 
ing any  widespread  crime  wave. 

All  persons  are  possessed  of  instincts 
and  aptitudes  which  render  them  sus- 
ceptible to  influence.  The  war  brought 
out  an  influence  for  bloodshed  and  des- 
perate valor.  This,  with  the  coming  of 
peace,  degenerated  into  a  criminal  ten- 
dency. 

Young  men,  the  flower  of  America 
were  without  employment.  They  had 
normal  ambitions  with  no  means  of 
carrying  them  into  eflfect.  They  became 
desperate.  The  animalism  and  selfish- 
ness, which  are  so  obstrusive  in  ener- 
getic young  characters,  needs  to  be 
guided  and  moulded  into  higher  activi- 
ties. With  evil  counsel,  it  becomes 
criminal.  Thousands  of  young  men  are 
now  in  prison,  who  at  heart  are  not 
criminals.  They  are  but  victims  of  the 
times. 

The  great  educational  shortcoming  of 
the  present  time  is  lack  of  morality  and 
industry.  Thousands  of  places  of  em- 
ployment, which  were  open  to  young  men 
when  they  went  into  the  army,  have 
been  filled  with  women.  The  industria  1 
(Continued  on  page  39.) 
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Successful  Sales  Letters 

Novelties  Need  be  Used  with  Intelligent  Regard 
for  Character  of  Buyers,  so  they  Will  Not  Clash 


Reprinted  by  permission  from  The  Business  Philosopher 


ONCE  upon  a  time  Jacob  wished 
to  "sell"  himself  and  family  to 
an  irritated  prospect,  his  brother 
Esau.  He  planned  a  sequence  of 
gifts  to  his  brother  and  by  the  novelty  of 
this  appeal  was  enabled  to  successfully 
close  the  deal. 

Gideon,  with  a  little  handful  of  men, 
faced  powerful  competition.  He  over- 
came this  competition  with  the  pitcher- 
and-lamp  stunt. 

Business  today  may  apply  some  novel 
twist  to  every  selling  method  that  will 
coincide  with  the  conservative  policies  of 
the  house  and  result  in  a  sales'  increase 


By  JAMES  H.  BUSWELL 

Advertising  Counselor,  Kalamazoo,  Mich. 

"The  Silly  Season,"  '"I'o  a  few  un- 
believers"— these  headings  and  a  few 
important  paragraphs  being  multi- 
graphed  in  red— the  letterhead  body  of 
the  letter  and  "fill  in"  in  black— on 
buff  bond  stock. 

The  element  of  novelty  may  be  intro- 
duced by  putting  the  P.  S.  ahead  of  the 
body  of  the  letter.  One  advertiser 
4iandles  this  by  picking  the  meat  out  of 
the  letter  and  putting  it  above  the 
"Dear  Sir"  in  what  they  term  an  "After- 
thought." 

The  orderly  letters  of  the  Dartnell 
Corporation    lean    toward    an  under- 


An  advertiser  introduces  novelty  int 
his  form  letter  by  taking  an  8  H  by  1 
letterhead  with  the  message  type 
thereon,  enlarging  the  entire  messag 
to  17  by  22  to  give  the  appearance  ( 
a  mammoth  letter. 

ANEW   development   is  introduce 
by  photographic  heads  and  cartoc 
figures  of  the  four  gentlemen  who  con 
prise   the   new   department,  posed 
characteristic  attitude  across  the  t<» 
and  down  the  left-hand  margin  of 
standard-sized  letterhead. 

Another  copy'  prints,  in  a  delica 
tint,  a  seven-inch  circle  which  serv 


The  Clown  Cigarette 'people  ventured    scored,  capitalized,  centered  heading—        a' border  for  the  typewritten  or  mull 
.  .  1    ,     -ii  A      with  no  "Gentlemen     but  foUowea  at  moGRaorp  insiflft  inG  circle  ■ 


into  the  Chicago  market  with  an  exceed 
ingly  limited  advertising  appropriation 
and  by  the  application  of  novel  methods 
of  approach  quickly  won  an  eighty-five 
per  cent  distribution  among  dealers. 

A  sales  vehicle  that  lends  itself  ad- 
mirably to  novelty  is  the  business  letter. 

In  a  recent  number  of  Forbes'  maga- 
zine, one  of  the  writers  is  emphatic  in 
his  assertion  that  pink  stationery  is 
most  profitable  for  "pale  business."  He 
tells  how  the  salesmanager  of  one  con- 
cern was  keenly  disappointed  over  the 
small  results  received  from  a  letter  pre- 
pared by  a  specialist  and  goes  on  to  tell 
of  taking  this  identical  letter  and  by 
changing  the  letter-head  and  the  color 
of  the  stationery,  making  it  a  howling 
success  instead  of  a  failure. 

His  tests  with  different  colored  papers 
are  extremely  interesting.  Pink  is  the 
high  producer. 


once  with  the  message  broken  into  short 
paragraphs  and  set  block  style. 


Ten  times  more  can  be 
accomplished  by  way  of 
growing  a  better  genera- 
tion of  the  young  than 
can  be  achieved  with  the 
same  time  and  money 
cost  in  an  effort  to  reform 
a  bad  adult  generation. 
—[Wm.  A.  McKeever. 


graphed  message  inside  the  circle. 

The  four-page  letterhead  (11  by  : 
folded  down  to  814  hy  H)  ^'tb  pa 
one  for  regular  letter  use — with  < 
scriptive  matter  and  cuts  on  pages  t\ 
and  three — has  become  a  standard  ai 
powerful  sales  booster.  It  may  be  giv 
some  unusual  slant  by  cutting  olT 
comer,  by  judiciously  illustrating 
one,  or  by  use  of  a  color  scheme  dilTere 
from  ordinary.  Any  proposition  th 
can  be  fairly  summarized  on  a  "sprea 
11  by  17  can  be  effectively  present 
on  a  double  letterhead. 

Novelty  is  the  spice  of  selling — it 
the  essential  pep  in  the  game.  It 
to  be  used  with  an  intelligent  regi 
for  the  group  of  buyers  to  whom 
letters  will  be  mailed.    It  must  not  ell 
with  the  character  of  the  product, 
can  be  unearthed  and  will  prove  "i 
ore"  no  matter  how  prosaic  the  prodi 


T  WAS  telling  an  able  editor  about  this  "D  ABSON  S  Statistic, 
1  pink  experiment.  He  indicated  his  ^  have  a  characterist 
reaction  with  one  word,  "Bunk."    No,  I    all.their  own  that  comes  as  close  to  plam. 


Statistical  Organization 
ic  stvle  of  letter 


THE  CLOSED  DOOR. 

Written  for  the  Sample  Case 


do  not  think  it  was  bunk.    I  would  ven- 


-    honest-to-gosh  "talking"  as  any  corre-    Be  it  through  fault  or  foolish  sin, 


tare  the  assertion  that  pink  stationery  spondence  we  have  received.  The  phrase-  There's  a  door-I  may  not  enter  ir 
rsVmLroTrnovelty 'to  the  business    ology   of   these   If  ters   is   captiv^^^^^^    But,  Oh!  the  bitter  pr.^^^ 


man  that  it  sticks  right  out  of  his  morn- 
ing's mail  and  demands  a  hearing  when 


including  such  sincere  sentences  as  As  I  pass  that  door,  from  day  to  day. 
'Very  earnestly  I  say  that  you  will  fare    j^^^^  Friend,  who  always  gave  relief, 


the  whites  and  the  grays  are  passed  up. 
Pink  suggests  youth,  enthusiasm,  vigor 
— qualities  that  do  appeal  to  men. 

The  element  of  novelty  may  be  intro- 
duced into  a  sales  letter  by  means  of 
special  folds,  by  striking  color  combi- 
nations, or  well-planned  harmonies,  by 


better  (even  if  you  have  to  chop  up 
some  of  the  furniture  to  keep  up  steam) 
and  will  get  into  smoother  sailing  more 
quickly  if  you  equip  your  business  with 
Babson's  reports  today." 

Babson  soliciting  letters  are  novel  in 
arrangement  because  distinctly  different 


multigr'aphing  the  letter  in  two_  different    ^--  ^11  other  letter. 


colors"  by  reproducing  from  zinc  etch- 
ings bold  pen  comments  on  certain 
paragraphs  of  the  letter,  by  giving  each 
form  letter  a  novel  title  such  as  were 
used  in  the  Harper's  Bazaar  1914 
including  "The  Gunning  Season," 


The  Encyclopaedia  Britannica  en- 
circle a  form  letter  with  the  flags  of  the 
nations  in  natural  colors.  Many  con- 
cerns "borrow,"  on  occasion.  Western 
Union  blanks  and  Western  Union  en- 
velopes for  terse,  pointed  mail  messages. 


For  every  slight,  for  every  grief  ; 
Who  ever  eased  my  troubled  mind 
With  a  beautiful  smile,  and  a  word 
kind. 

O  dear  lost  Friend!  who  always  knew 
And  advised  me  nobly  what  to  do. 
Where  shall  I  turn  for  solace,  or  find 
Such  a  loving  heart,  so  gentle,  so  kind' 
Why  did  I  stoop  to  unreasoning  rage 
And  blot  the  beauty  of  friend.ship's  pi 
And  thus  be  forced  to  bear,  evermore, 
The  agony  of  my  Friend's — CLOS 
door:     — [EUzabeth  Brow» 


f  O  V  F.  M  B  E  R 


American  business  men  interested 


AMPI.  F      CASE  17 


In  the  Land  of  the  Dragon 


Bound  Down  by  Superstitions  and  Traditions 
Awakening  Patriotism  in  China  Makes  Slow 
Progress;  America  is  1 00  Per  Cent  Good  There 

Exclusive  to  The  Sample  Case 

By  GEORGE  F.  FULLER 

Resident  Manager  Phipps  Corporation,  PekinR,  China 


["IT  TOULDST  naze  into  a  land  of 
l/%  /  mystery,  a  land  of  conflicting 
Y  y  forces,  a  land  of  abject  super- 
stition, a  land  with  the  oldest 
vilization  in  the  world,  a  country  old 
hen  Babylon  was  ljuilt,  probably  ante- 
iting  Noah's  flood?  Then,  gaze  upon 
lina. 

Indolently  sleeping  amid  its  lotus- 
ids  and  poppy-blossoms  for  centuries, 
liina  is  awakening.  Bound  down  by 
I  superstitions,  handicapped  by  tradi- 
ins.  China  awakens  slowly,  but  awak- 
ing it  is. 

In  China,  America  has  its  greatest 
tential  customer.  Citizens  of  the 
litcd   States  stand   ace   high  among 


its  commercial  leaders.  Our  government 
is  revered,  our  public  policies  are  copied 
80  far  as  the  orient  can  copy  the  newest 
country  in  the  world. 

China  is  (he  most  interesting  country 
in  the  world,  and  conditions  here  were 
about  as  bad  as  they  could  be.  The 
Civil  War  tore  the  country  asunder, 
but  order  is  coming  out  of  chaos.  China 
is  striving  to  become  a  nation.  Political 
instability  has  upset  business,  but  the 
possibilities  for  a  future  market  are  so 
big  that  one  cannot  comprehend  them. 
With  the  coming  of  order  and  settled 
condition.s,  China  offers  the  greatest 
opportunity  to  America  that  has  ever 
been  offered  l)y  any  country.     Do  not 


overlook  the  fact,  America  is  a  preferred 
nation  in  this  forthcoming  awakening" 
of  China. 

The  hour  has  not  struck  for  China 
to  arise  and  take  her  place  among  the 
nations  of  the  world,  but,  like  a  giant 
awakening  from  a  long  sleep  and  stretch- 
ing himself  in  the  might  of  his  strength, 
China  is  awakening. 

The  Chinese  are  the  most  interesting 
people  I  ever  met.  Individually,  they 
are  capable  and  able,  but  nationally 
they  are  indolent.  They  have  no  na- 
tional pride,  no  patriotism,  no  pride  in 
country. 

I  have  had  to  revise  my  opinion  of 
Chinamen  since  I  left  San  Francisco. 


VnUed  States  Marines  at  railu,ay  station  in  Pekini.  to  protect  American  property  and  lives  during 


la     THE     SAMPLE  CASE 

I  liad  thein  «i/(!cl  up  alxmt  iis  other 
Ainericiins  have— fairly  k<)'>'1  liuindry- 
luen,  witli  low  yirices,  but  with  the  de- 
tCBtuble  habit  of  Bpittinn  on  iny  clotliCH 
!ind  breaking  my  collars;  sonictimeH 
exceptionally  good  c(m;!:8,  but  they  will 
Hpit  on  bread  crust  to  make  it  fihine; 
not  half  bad  as  gardeners,  l)Ut  very  dirty 
in  handling  their  truck.  Hut  those  are 
not  the  Chinamen  I  meet  in  China. 

njTIE  Chinese  are  confronted  by  two 
J-  serious  problems.  One  is  to  effect 
unification  of  the  North  and  the  South, 
the  other  is  to  awaken  in  her  jjcople  a 
spirit  of  nationalism  and  to  i)urticipate 
actively  in  public  affairs.  Its  400,000.000 
people  are  apathetic. 

Progressive  thinkers  arc  working 
among  them.  Results  are  slow,  but 
(Ihina  is  awakening.  General  Wu-Pei- 
fu,  who  gained  such  a  signal  victory 
over  Chang-Tso-lin,  is  a  great  man. 
He  is  a  great  leader.  If  his  policies  are 
carried  out,  China  will  become  united 
and  will  become  a  nation. 

Influential  Chinese  merchants,  in  a 
memorial  asking  for  the  disbanding  of 
the  troops,  called  upon  General  Wu  to 
do  work  as  great  for  China  as  George 
Washington  did  for  America.  "You 
may  become  the  George  Washington 
of  China,"  the  memorial  concludes. 
These  words  carry  a  deep  significance 
to  Americans. 

Personally,  General  Wu  has  disclaimed 
any  political  ambition.  He  shows  no 
personal  ambition,  but  appeals  to  his 


people  to  name  their  own  parlimentary 
jHOcedure  for  reconstructing  the  country. 

However,  they  do  things  backward 
in  China.  To  an  Americuii,  it  is  diffi- 
cult to  determine  whether  tliey  are  going 
forward  or  backward.  One  thing  is 
sure,  things  could  not  gfit  much  worse 
than  they  have  been.  Home  Chinamen 
are  sincere,  others  are  not,.  It  is  the 
same  old  condition— a  man  who  is  asleep 
objects  to  be  awakened.  The  people 
have  been  indolently  diciming  along 
for  so  many  centuries  that  it  will  require 
a  mighty  man  to  awak(;ii  them  into 
activity.  Possibly  a  forcinu  war  would 
arouse  them,  but  I  duu\>t  it.  Even 
Japanese  aggressions  awoke  only  a  few 
of  the  most  pronounced  leaders. 

I  am  not  a  pessimist;  I'm  just  honest. 
The  Shantung  episode  was  a  powerful 
issue  in  awakening  national  interest. 

If  our  people  at  home  would  only 
awaken  to  the  help  they  can  be  to  Chinese 
leaders  in  arousing  the  (Jhinese  into  a 
national  unit,  they  could  be  of  inestim- 
able influence.  America,  as  I  have 
stated,  is  100  per  cent  in  the  good  graces 
of  the  Chinese.  American  influence  is 
stronger  than  even  Chinese  themselves 
will  admit.  If  American  ljusiness  men 
will  show  the  Chinese  that  they  are 
sincere  in  trying  to  make  them  a  great 
nation,  the  Chinese  will  follow  their 
advice  like  sheep  jumping  a  fence.  Pro- 
Americanism  in  China  is  the  greatest 
unused  asset  in  all  the  world.  Here  is 
America's  greatest  opportunity  to  do 
good. 


NOVEMBER 

THE  ex-emperor,  Hepan  Tung,  now 
about  seventeen  years  old,  is  himself 
pro-American.  Since  his  abdication, 
in  1912,  he  has  lived  in  a  palace  within 
the  forbidden  city.  His  chief  entertain- 
ment is  in  using  a  typewriter  of  American 
make.  He  is  reported  to  have  often 
expressed  a  desire  to  see  America,  that 
he  may  broaden  his  studies. 

Virtually  a  prisoner,  in  reality  he  is 
permitted  to  go  and  do  as  he  wishen. 
However,  so  studious  is  he  that  he  hag 
been  out  in  the  Chinese  capital  but  twice 
since  his  abdication. 

He  is  allowed  2,000  servants  and  was 
voted  $4,000,000  (Mexican)  annuiiUy 
for  maintaining  his  household.  Tbe 
financial  difficulties  of  his  country  made 
it  impossible  to  pay  this  amount,  and 
for  several  years  his  income  has  been 
within  8000,000. 

In  June,  1917,  an  attempt  was  made  to 
restore  him  to  his  throne,  which  he  occu- 
pied just  one  week,  and  the  overthrow 
of  his  backers  is  believed  to  have  forever 
ended  any  hopes  he  may  have  enter- 
tained of  ever  again  ruling  China. 

The  great  man  in  China  today  is  Gen- 
eral  Wu.  By  his  followers  he  is  worship- 
ped as  a  national  hero.  He  is  democratic, 
a  natural  leader,  and  lacks  only  sufficient 
following  to  reunite  North  and  South 
China. 

But  therein  enters  the  inherent  cour« 
of  indifference  in  China.  It  is  a  natior 
gone  to  sleep.  It  has  no  interest  in  any 
thing.  China  would  rather  dwell  on  iti 
superstitions  than  on  good  government 


nrrrrB 


China 
state. 


onal  New«reel  Phcto. 


General  Wu-Pei-fu.  the  great  leader  of  China,  is  looked  upon  as 
George  Washington"  by  his  admirers.  He  has  promised  a  united 
vith  American  business  methods  in  administering  affairs  of 


International  -Newsreei  ruj- 

Gateu^ay  in  the  great  Chinese  Mall-note  corners  of  roofs  shar; 
turned  upward  and  armed  with  spike  to  keep  -'devils  from  turm 
the  corners.  This  is  an  entrance  to  the  American  legation.  It  u 
the  troops  of  the  legation  that  the  citizens  looked  for  protection  dv 
ing  the  recent  civil  war  there. 


NOVEMBER 


THE      SAMPLE      CASE  S3 


hM  R  itrievniiee,  pami  it^in  to  ths^Griovauco  Com- 
niitteo  and  it  won't  be  long  untU.the  people  in  KCneriil 
know  that  the  United  Commercial  Travelcm  arc 
backing  up  the  saloanicn  in  their  profeeaion. 

A  word  of  praiito  should  be  given  Hrothcr  Hirach 
for  the  way  he  has  been  dolivoring  the  "Kay  o  '  Hope." 
This  is  a  beautiful  part  of  our  work  and  it  is  an  in  - 
•piration  to  listen  to  Joe. — (A.  E.  B.) 


THEXi 


omDiiiniiniiitiiniiiiiiiiiin 
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Raleigh,  N.  C— RcKVilar  mcctinR  hold  Spptcnibi  r 
16  was  well  attended  and  a  very  enthusiastic  crowd 
of  "boys"  turned  out  and  four  new  niembcn  were 
added  to  the  grand  commercial  army.  Our  own 
Initiatory  team  were  elected  and  the  following 
members  will  officiate  at  all  our  initiations:  Brother 
Thebault,  Captain;  f.ce  Ruffin,  let  Lieut.;  T.  H 
Rogers.  2nd  Lieut.;  W.  H.  Tomkins,  Serg't^  and 
Brothers  Wade,  Greene,  Anderson  and  Gutty. 
Corporals.  You  will  notice  all  the  mcmbera  of 
this  team  are  officers,  the  rest  of  the  Council  mem- 
bers being  "Buck  Privates." 

At  our  meeting  of  October  7  our  initiatory  teiim 
put  over  their  best  and,  boys,  their  work  was  un 
inspiration.  Our  neighbors  from  Durham  oiiine 
over  with  one  lone  candidate  for  our  boys  to  "put 
through."  He  was  a  fine  specimen  of  manhood 
was  this  "boy"  from  the  "Bull  City"  and  our  team 
worked  on  him  to  the  "queen's  taste."  Our  team 
provided  an  honest-to-goodnese,  real,  live  goat 
and  he  was  some  "kid."  The  bunch  from  Durham, 
consisting  of  Brothers  P.  S.  C.  McCoy,  Dan  Triciuny. 
Adrock  AVhitfield  and  Hurst  enjoyed  the  evoniiig 
and  our  boys  enjoyed  having  them.  Come  again, 
Durham,  and  bring  over  some  more  candidates. 
We  will  "put  'em  through." 

Brother  Rogers,  Chairman  of  our  "dinner" 
to  be  held  October  21  reported  progress,  and  say, 
boys,  when  Brother  J.  B.  says  "progress"  watch 
out  for  something  good. 

We  expect  to  have  a  large  class  to  initiate  on 
October  21.  Secretary  Crawley  reports  twenty- 
four  applications  received  up-to-date.  Invitations 
to  attend  have  been  sent  to  several  of  the  Grand 
officers  and  it  is  hoped  all  will  attend. 

The  members  of  Sir  Walter  wore  very  sorry, 
indeed,  to  learn  of  the  sudden  and  unexpected  death 
of  Mrs.  Walter  D.  Murphy,  beloved  wife  of  our 
Supreme  Secretary.  We  of  No.  474  deeply  sym- 
pathize with  Brother  Murphy. 

Visiting  brothers  are  always  welcome  at  474. 
One  good  brother  from  the  Quaker  City.  Brother 
White,  made  us  a  visit.  Our  latchstring  is  always 
hanging  out  and  "Welcome"  is  on  the  door  mat. 
— (Elyob.) 


COLORADO 

Colorado  Springs. — Colorado  Springs  Council. 
No.  544,  opened  on  the  third  Saturday  night  of 
September  with  a  full  crew  of  working  officers,  who 
got  right  down  to  business.  Quite  a  number  of  mem- 
bers were  out  and  enjoyed  the  evening,  as  the  new 
officers  have  made  it  interesting  for  the  Brothers. 
Several  good  talks  were  made  for  the  bene&t  of  the 
Council. 

A  Reception  Committee  announced  that  on  Oct. 
7,  there  would  be  a  big  banquet  and  dance  at  the 
Almo  Hotel  at  7:30,  and  that  a  sxirprise  would  await 
•II  who  attended.  All  those  who  have  any  pros- 
pective members  were  to  bring  them  along  as  the 
ita'of.the  Council.— (R.  D.  W.) 


[GgORGL^FLORIDA] 


Jacksonville,  Fla. — Fall  is  now  with  us  and 
the  good  winter  season  is  not  long  off  down  in  this 
neck  of  the  woods.  The  coming  of  winter,  will 
Jacksonville  Council  up  and  doing.  And 
now  comes  the  annual  State  Fair  of  Florida  which 
will  be  held  in  this  metropolis  city  and  the  greatest 
attraction  that  will  be  at  this  State  Fair  will  be 
the  Country  Store  of  Jacksonville  Council.  There 
will  be  all  kinds  of  drummers,  buyers,  sales  managers 
and  everything  at  this  country  store,  but  not  a 
salesman  to  sell  nor  a  buyer  to  buy  goods,  nor  a 


HIT  THE  LINE  HARD 

You  foolhull  rnlliusiusl.1  know 
xihal  Hull  means.  Isn'l  il  (jnind 
lo  srr  the  Irentendons  onrush  of 
nnilid  players  smash  ahead  to 
success. 

Lei's  all  get  loyelher  this  fall  and 
hit  the  line  hard  for  The  Sample 
Case.  The  harder  we  hil  il,  the 
greater  the  success.  Just  one  new 
subscriber,  and  just  one  hotel  ad 
sent  in  by  every  U.  C.  T.  will 
make  this  magazine  the  biggest 
and  best  in  America. 

The  editor  has  lo  have  this 
backing.  No  one  man  living  can 
put  this  over  playing  a  lone  hand. 
But  106,384  fJ-  C.  T.'s  are  back 
of  him.  so  it's  going  over — //  YO  U 
will  (J i  t  just  ONE  paid  in  advance 
subscriber. 

If  you  appreciate  what  the  ed- 
itor is  trying  lo  do  for  your  mag- 
azine, you  will  do  this  little  bit. 
Just  lo  show  that  your  heart  is  in 
the  right  place. 

Subscriptionprire  is  tl .OOayrar. 


sales  manager  to  boss,  l.ul  all  will  he  there  lo  help 
aid  and  assist  to  make  this  our  big  event  of  the  fair. 

This  good  Council  is  making  very  extensive 
preparations  for  the  entertainment  of  its  members, 
their  families  and  friends,  and  visiting  U.  C.  T.'s 
this  winter  season.  To  start  the  series  of  enter- 
tainments there  will  be  a  fancy  dress  ball  and  enter- 
tainment Hallowe'en  night  at  the  Seminole  Hotel, 
when  that  prince  of  good  fellows.  Charles  B.  Griner, 
now  has  full  charge.  Mr.  Griner  has  turned  every- 
thing over  to  the  boys  of  the  U.  C.  T.  and  their 
families  for  this  and  other  occasions  and  nothing 
will  be  left  undone  to  make  the  boys  feel  perfectly 
at  home.  All  visiting  brothers  making  Jacksonville 
this  season  will  find  the  Seminole  the  right  place 
to  stop  at  and  everj-thing  will  be  done  by  the  manage- 
ment to  make  you  feel  at  home. 

The  Tuesday  luncheons  at  Powell's  Cafe,  seem 
to  be  just  what  the  doctor  ordered  and  much  en- 
thusiosm  is  created  at  these  luncheons. 

Council  No.  292  is  now  taking  a  great  interest  in 
the  civic  affairs  of  this  city  and  rest  assured  the 
U.  C.  T.  are  making  'em  sit  up  and  take  notice. 

Much  credit  is  due  our  most  efficient  Secretary, 
George  M.  MacDonough,  for  the  untiring  efforts 
he  has  put  behind  the  U.  C.  T.  edition  of  the  Jack- 
sonville Journal  every  Saturday  afternoon.  U.  C. 
T.'s  are  getting  real  publicity  out  of  this  and  every 
member  should  put  his  shoulder  to  the  wheel  and 
make  this  section  of  the  paper  just  what  it  should  be. 
—(Billie.) 


I  /-LMH  OIS 

.  .lit-  .t^^y^i  4 1. , 

Peoria.— Peoria  Council,  No.  112,  opened  their 
regular  winter  series  of  entertainments,  October  7. 
These  entertainments  run  through  the  winter,  ending 
with  the  March  meeting.  If  our  opening  meeting  is 
any  criterion,  we  will  enjoy  the  most  successful  year 
we  have  ever  had.  These  evening  entertainments  have 
aKva>-s  proved  popular  with  all  members.  We  had 
the  largest  crowd  present  at  our  October  meeting 
we  ever  had.  This  was  due  to  the  splendid  efforts 
of  our  Entertainment  Committee,  as  the  word  had 
gone  out  that  they  were  preparing  a  surprise  for  all 
who  attended.  The  splendid  orchestra  that  the  com- 
mittee had  seciired  was  surely  an  enjoyable  surprise, 
as  the  beautiful  music  rendered  was  such  as  dancers 
never  tire  of.  About  ten  o'clock,  a  bountiful  luncheon 
was  served,  which  all  enjoyed,  afterwards  returning 


to  the  dance  hull,  where  they  tripped  the  light 
fantastic  until  the  stroke  of  12. 

Brother  Earl  Spangler  waa  in  the  hospital  a  few 
days,  suffering  with  throat  trouble. 

On  account  of  an  error  that  appeared  in  the  Sub- 
ordinate Council's  roster,  in  the  May  Sample  Caae. 
Peoria  Council's  degree  team  did  not  go  to  Bloom- 
Ington,  ni.,  September  23,  to  put  on  the  work  for 
Bloomington  Council,  No.  214.  Arrangementa 
had  been  made  by  the  Peoria  membera  for  the 
last  Saturday  of  the  month,  whereas  Bloomington 
Council  meota  on  the  fourth  Saturday,  and  it  waa 
too  late,  when  the  letter  waa  received  from  Hccretary- 
I'reasurer  J.  P.  Qoinn,  to  notify  the  Peoria  members. 
Arrangementa  will  probably  be  made  for  aome  future 
date. 

Brother  R.  D.  Walton  waa  taken  auddonly  aick 
at  Farmington,  III.,  on  one  of  hia  tripa  last  month, 
and  waa  laid  up  for  a  few  dayi. 

On  account  of  ao  many  trains  being  annulled  by 
roada  leading  out  of  Peoria,  thereby  keeping  the 
traveling  men  from  reaching  their  destinationa  during 
the  forenoon,  especially  on  the  T.  P.  and  W.  and 
Chicago  and  Alton  going  east  and  north,  a  numl>cr 
of  the  Peoria  aalcsmen  are  purchasing  cara  in  order 
to  make  their  territory. 

Now  tliat  the  warm  summer  months  have  paaaed, 
Peoria  Council  expccta  to  get  busy.  Grand 
Sentinel  Thoe.  W.  Endaley  saya  he  will  not  be  aatis- 
fied  with  Icaa  than  ten  candidates  for  our  October 
meeting.   We  are  trying  not  to  disappoint  him. 

Brother  E.  E.  Howe,  who  waa  operated  on  for 
appendicitia,  ia  recovering  rapidly,  and  will  be  back 
on  the  job  by  the  time  thia  news  reaches  you. — (A.  B.) 


I  N  Di 


Indianapolis. — ^)ur  first  fall  class  was  a  great 
niirreM.  Kiflccn  travelers  were  initiated  and  a  num- 
lier  of  applications  were  carried  over.  The  work 
was  put  on  in  full  form  with  a  number  of  new  stunts 
to  educate  the  initiates  and  entertain  the  members. 
After  the  initiation,  a  lunch  waa  served.  The  new 
members  are  Harold  S.  French,  Burton  11.  Turner, 
Ben  Maaten,  George  W.  Drake,  H.  R.  Calvert 
Michael  Stellnack,  Louis  Steinberg,  Raymond  L. 
King.  Fredk.  E.  Hanging.  Jos.  M.  Breycr,  Wm.  H. 
Comcliua.  Luther  Brown  and  George  H.  Hines. 
Hinea.  Brother  Calvert  ia  the  fifth  member  of  that 
family  to  become  a  member  of  No.  4. 

Brother  J.  C.  Holmes,  our  representative  on  the 
Legislation  Committee,  composed  of  representatives 
of  all  the  traveling  organizations,  and  Brother  Hitch, 
attorney  for  name,  were  ] 


Oskaloosa. — The  regular  meeting  was  held  Sep- 
tember 9  at  Fraternity  Hall  with  the  newly  elected 
officers  in  charge.  While  the  attendance  was  not 
large,  those  who  were  present  took  a  very  active 
part  in  the  proceedings. 

Brother  Bonebrake,  chairman  of  the  Membership 
Committee,  and  Brother  L.  D.  Davis,  chairman  of 
the  Entertainment  Committee,  made  requests  that 
they  be  privileged  to  resign  and  that  the  chairman- 
ship's be  given  members  who  had  not  been  attending 
regularly.  The  Council  regrets  very  much  to  lose 
these  chairmen  but  we  feel  certain  that  they  will 
continue  to  give  their  support  to  all  Council  affairs 
They  were  both  elected  officers  at  the  last  regular 
meeting,  and  to  ask  them  to  continue  as  chairmen 
would  be  imposing  upon  their  good  nature. 

Brother  Moore  submitted  a  plan  for  dividing  the 
Council  into  three  teams  for  the  purpose  of  enter- 
tainments, membership  drives  and  attendance} 
the  three  sides  to  be  designated  by  the  three  colors 
of  the  Order,  blue,  white  and  gold,  each  side  is  to  have 
its  captain,  and  the  members  will  constitute  one- 
third  of  the  resident  Council  members.  A  plan  is 
to  be  perfected  whereby  each  team  will  receive  merits 
or  demerits;  the  team  winning  the  greatest  number  of 
merits  wins  the  contest. 

September  2,  a  picnic  was  held  in  the  Toxirist 
Park  at  the  fair  grounds.  The  afternoon  was  de- 
voted to  a  baseball  game,  followed  by  a  lunch.  After 
lunch  various  games  and  contests  were  held  and 
prizes  awarded  the  wiimers.  Each  one  present  voiced 
the  opinion  that  they  had  had  an  enjoyable  time  and 
that  picnics  should  be  more  frequent^occurrencea. 
— (R.  A.  A.) 
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Davenport.— Davenport  Council,  No.  310,  IB 
Bwingina  bftck  into  lino  again  after  the  glow-ilown 
(JuriiiK  the  iiot  weather.  Two  camiidatoB  were 
initiated  at  our  incctinK,  September  30. 

(Jur  mcmbera  are  all  following  the  example  of  the 
old  black  hen,  BO  but  few  of  them  were  out,  not  even 
all  of  our  officerc  but  there  wore  enough  of  the  old 
Mtand-by  Past  Senior  CounMelorB  on  hand  to  ex- 
emplify the  bcautieB  of  Unity,  Charity  and  Tem- 
perance in  fine  Bhapo.  . 

Bovb;  The  Senior  CouiiBclor  and  McmbcrBhip 
Committee  need  your  help,  bo  let  uh  all  reBolve  to 
gut  buHy  and  fmiBh  up  the  Cdouncil  year  in  BU-;h  a 
manner  aB  will  make  u»  all  proud  to  belong  to 
No.  310,  a  Burc-nuf  home  for  traveling  men.  — 
(f..'.G..H'.) 


lENTUCKY-VIRGIN] 

West  Virginia  Maryland 

Roanoke,  Va.— The  regiilur  meeting  of  Koanoke 
Council,  No.  174,  was  held  on  September  23,  with 
an  attendance  of  forty-six  mcnibcrs. 

All  of  the  oHicers  were  in  place  except  one  who 
was  called  out  of  town. 

While  we  received  only  one  new  member,  we 
have  a  good  many  others  who  were  unable  to  be  with 
us  at  this  meeting;  but  we  are  going  to  start  our  fall 
campaign  with  coats  off,  and  hope  to  increase  our 
roll  very  materially  when  the  curtain  of  this  fiscal 
year  rolls  down  on  the  thirty-fir/jt  of  next  March. 

While  it  has  been  very  hot  most  of  the  meeting 
nights  this  summer,  we  have  had  a  very  good  attend- 
ance. Several  years  ago  the  Secretaries  placed  a 
reRister  in  the  Council  Chamber  in  which  to  record 
the  attendance  of  the  members;  this  haa  proven 
very  satisfactory,  as  the  boys  surely  do  like  to  see 
their  names  on  it. 

After  the  business  meeting  we  were  treated  to  a 
very  fine  luncheon  prepared  by  our  Luncheon  Com- 
mittee who  are  number  two  to  none. 

We  have  reestablished  our  third  Saturday  luncheon 
at  the  Y.  W.  C.  A.  Cafeteria,  where  the  boys  gather 
to  talk  over  the  affairs  of  the  CouncU  and  good  of 
the  Order  in  general. 

Our  members  were  shocked  at  the  news  of  the  death 
of  Brother  Murphy's  wife,  and  extend  to  him  our 
heartfelt  sympathy.— (W.  C.  B.) 

Baltimore,  Md.— The  Grand  Council  meets 
in  Baltimore,  June,  1923. 

Chesapeake  Council,  No.  24,  held  ita  monthly 
meeting,  September  2S,  with  a  goodly  attendance 
of  officers  and  members,  and  was  marked  by  interest 
and  enthusiasm  on  the  part  of  all  present. 

The  paramount  issue  was  the  presentation  and 
discussion  of  the  plans  for  the  entertainment  of  the 
Grand  Council  of  this  jurisdiction  in  Baltimore  in 
June  next. 

The  plann  outlined  and  presented  give  promise  of 
a  most  attractive  and  successful  meeting  of  the 
Grand  Council,  and  a  most  cordial  invitation  is 
extended  to  every  member  of  the  Order  of  United 
Commercial  Travelers  to  come  to  Baltimore  in  June, 
1923. 

The  routine  work  of  the  Council  was  rapidly  dis- 
posed of,  including  the  initiation  of  a  new  member, 
Amos  G.  Moore. 

Then  followed  the  virtual  turning  the  meeting 
into  the  committee  of  the  whole,  for  the  consideration 
of  the  Grand  Council  meeting,  at  which  several 
inspiring  and  practical  addresses  were  made.  Even 
at  this  advance  date,  the  interest  of  prominent  finan- 
cial and  manufacturing  interests  was  skown  by  their 
subscription  to  the  valuable  souvenir,  which  the 
Cou-  jil  proposes  to  issue  at  the  time  of  the  conven- 
tion. 

The  Grand  Council  meets  in  Baltimore  in  June, 
1923.  Keep  it  in  mind,  and  make  every  effort  to 
join  with  Chesapeake  Council  in  this  happy  event 
— (Lebud.) 

M4NIT0BA-SASIOTCHEWAN 
ALBERTA, 


Travelera'  Day  at  the  annual  Provincial  Extiibitiou. 
A  day  each  year  ia  handed  over  to  the  travelers  in 
order  that  they  njay  put  on  the  attractions  at  the 
fair.  This  year  they  decided  on  a  decorated  auto- 
mobile and  trade  procesBion.  The  "'lay"  prove<l  a 
great  bucccbb  and  hereunder  u  an  extract  describing 
the  parade,  taken  from  the  Ucgina  Daily  Post,  which 
Hpeaks  for  itKelf : 

"The  parade  by  the  United  Commercial  Trav- 
elers Friday  afternoon  was  bigger  than  wa»  expected 
and  brought  out  a  grand  display  of  decorated  auto- 
mobiles, trucka  and  horseB.  The  parade  wa«  headed 
by  a  party  of  U.  C.  M.  P.  and  waii  about  a  mile  long. 
The  Boy  Scout«  band  and  al»o  the  band  from  the 
Johnny  J.  Jones  bIiowb  took  part  in  the  parade. 

"Bcliind  the  mounted  police  came  the  Indians, 
who  have  been  spending  the  week  at  the  exhibition. 
Nearly  100  braves  marched  in  procession,  their 
copper  faces  beaming  with  pleasure  at  the  honor 
conferred  upon  them. 

"On  arriving  at  the  grounds  the  decorated  vehicles 
were  drawn  up  along  the  midway  for  judging  while 
neveral  hundred  knights  of  the  grip,  all  gaily  cos- 
tumed, broke  loose  and  for  the  remainder  of  the  day 
made  thingB  lively  on  all  parts  of  the  grounds. 

"George  May  won  the  special  prize  for  being  the 
toughest  apjjcaring  traveler.  l'"or  the  best  costumcfl 
five  prizes  were  awarded  as  follows:  1,  E.  R.  Cam- 
eron; 2,  U.  Hessler;  3,  B.  H.  Gray;  4,  F.  N.  Nordyke; 
5,  D.  Flanigan  " 

The  U.  C.  T.  has  been  congratulated  on  all  sides 
on  the  manner  in  which  Travelers'  Day,  1922,  was 
handled.— (Righto.) 


MINNtSOTA-NOKmPAKOR 


Grand  Forks,  N.  D. — The  September  meeting 
of  Grand  Forks  Council,  No.  64,  went  off  without  a 
hitch  and  seven  candidates  were  taken  "over  the 
road"  by  Past  Grand  Counselor  John  McGrann  of 
Fargo. 

We  opened  with  a  banquet  (put  on  by  the  boys 
of  No.  64)  at  6:30  and  nearly  100  members  and  their 
ladies  sat  down  to  a  delicious  feed. 

At  8  o'clock  the  Council  opened  in  the  large  Coun- 
cil Chamber  and  at  the  same  time  the  ladies  met  in 
the  small  Council  Chamber,  to  talk  over  the  organ- 
ization of  an  Auxiliary.  Nineteen  ladies  signed  the 
charter  list  and  the  organization  was  completed 
at  the  October  meeting. 

Our  October  meeting  was  especially  for  the  old- 
timers  and  a  special  entertainment  was  put  on  for 
their  benefit. 

Grand  Forks  Council  is  just  getting  nicely  started 
and  there  will  be  "something  doing"  at  every  meeting. 

We  have  started  a  "Knights  of  the  Grip"  column 
in  the  Sunday  edition  of  our  local  paper,  which  the 
members  feel  is  a  big  boost. — (C.  F.  R.) 

Duluth. — At  the  booster  meeting  of  Zenith 
Council,  No.  40,  held  September  11,  C.  W.  Sutton, 
veteran  Secretary,  was  presented  with  a  diamond 
ring. 

Mr.  Sutton  has  been  Secretary  of  the  Duluth 
Council  for  approximately  twenty-five  years  and  has 
witnessed  the  growth  of  the  parent  Council  of  this 
grand  jurisdiction  comprising  states  of  Minnesota 
and  North  Dakota  from  its  inception.  The  organ- 
ization has  a  membership  of  approximately  580. 

This  Council  has  been  very  active  at  all  Grand 
Council  meetings  and  has  been  recognized  as  the 
livest  Council  in  the  jtirisdiction. 

Presentation  of  the  ring  was  made  by  Past  Grand 
Counselor  G.  M.  Peterson,  who  outUned  the  history 
of  results  of  Zenith  Council  and  the  value  of  services 
rendered  by  Mr.  Sutton  as  Secretary  during  the 
many  years  of  service,  and  who  is  stUl^active  in  the 
organization. 


MISS, 
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Regina,  Sask.— Meetings  of  the  Council  were 
resumed,  September  16.  Senior  Counselor  McKibbon 
being  absent,  the  chair  was  occupied  by  Junior  Coun- 
selor McMilan. 

The  program  for  the  coming  winter  was  thoroughly 
threshed  out  and  much  enthusiasm  was  shown.  The 
1922-23  winter  season  is  going  to  be  a  banner  one 
for  this  Council. 

The  big  event  for  the  travelers  of  this  burg  was 


New  Orleans,  La.— -Grand  Counselor  Alfred 
Persac  is  starting  his  term  of  office  in  fine  shape. 
A  new  Council  was  formed  this  past  month  at 
Lafayette,  La.,  with  the  required  number  of  new- 
members,  and  we  look  for  him  to  organize  others 
before  next  Grand  CouncU  meeting. 

At  the  State  Fair  Shreveport  October  19  to  29, 
the  U.  C.  T.  will  have  a  booth  in  the  New  Orleans 
building.  We  hope  to  meet  some  of  the  boys  who 
take  an  interest  in  U.  C.  T.  work.— (F.  J.  O.) 

New  Orleans,  La. — Now  that  the  warm  season 
is  over  and  the  boys  of  New  Orleans  Council,  No.  138, 


have  all  hod  their_vacations,  Brolhcris  A.  1''.  Babin 
and  Max  Bernard,  the  two  teams  captains,  wil 
get  to  work  on  their  membership  drive. 

Regular  meeting  of  the  Council  was  held  Septem- 
ber 30,  with  a  few  applications  on  lile.^,^  ^ 

We  expect  quite  a  few  of  the  meuibcrB^to  be,,  on 
hand  at  the  Shreveport  Fair  on^Drummem'  Day, 
October  29.  They  will,  of  course,  make,  their  head- 
quarters at  the  U.  C.  T.  booth. 

The  members  of  the  auxiliary  are  now  planning 
their  fall  and  winter  meetings,  and  they  all  look 
forward  to  a  busy  season;  the  membership  now 
being  larger,  a  great  deal  of  entertaining  will  be  done. 

The  Chairman  of  the  press  has  promised  your 
Press  Chairman  to  keep  him  posted  on  all  doings, 
and  he  hopes  to  have  a  nice  letter  for  the  next 
Sample  Case. 


St.  Joseph.— .Senior  f^ounsidor  Koutz  trind  an 
experiment.  caUing  the  .September  meeting  for  2::j0 
p.  m.,  instead  of  in  the  evening  as  usual.  J.  H. 
Thede  saw  the  Lights  of  the  City  by  daylight.  Five 
were  taken  in  by  transfer.  Other  applications  were 
read  and  that  old  horse  Chaffee  has  a  few  more  in 
his  pocket  for  October. 

Say,  you  fellows  who  are  not  coming  regularly 
are  the  losers. 

In  deference  to  the  wish  of  Brother  Chaffee,  we 
accepted  his  resignation  as  Executive  Committee- 
man and  faithful  Pete  Stiver  succeeds. 

Our  last  report  mentioned  the  pleasure  of  having 
Kansas  City  Council,  No.  19,  as  our  guests  at  our 
annual  picnic,  and  right  away  they  returned  the  cour- 
tesy by  an  invitation  to  theirs  on  September  23 
and  asked  how  many  might  come  so  they  might 
know  how  many  chickens  to  fry  St.  Joe  proceeded 
at  once  to  charter  an  interurban  train  and  when 
about  80  unloaded  at  Kansas  City  at  2  p.  m.,  their 
Reception  Committee  was  floored  for  a  moment, 
but  bravely  arose  to  the  occasion,  loaded  us  into  a 
line  of  automobiles,  gave  us  a  fine  ride  over  the 
wonderful  boulevards  of  Kansas  City,  and  all  alighted 
in  beautiful  Swope  Park,  and  the  fun  began.  Suffice 
it  to  say  that  the  St.  Joe  fellows  and  ladies  captured 
about  all  the  prizes  in  the  various  contests.  The 
tug  of  war  was  also  won  by  the  beef  trust  from  St. 
Joe,  who  dragged  the  helpless  Kansas  City  twelve 
all  over  that  park,  and  they  tell  us  the  park  contains 
1,300  acres — some  pull.  Then  that  chicken  dinner 
on  tables  under  the  trees  is  beyond  description. 
The  hospitality  of  those  gracious,  tireless  ladies  of 
Kansas  City  Auxiliary  knew  no  bounds.  Then  after 
a  view  of  a  beautiful  sunset,  we  were  driven  to  their 
spacious  Council  and  club  rooms,  where  dancing 
and  cards  were  enjoyed,  and  just  in  time,  before  our 
train  left,  we  were  ordered  to  the  basement  where 
there  was  another  dainty  spread  of  eats  and  coffee. 
Then  we  were  taken  to  the  station  in  automobiles, 
where  we  feebly  tried  to  find  expressions  adequate 
to  thank  them  for  the  glorious  time  we  all  enjoyed. 

The  new  friendships  formed  and  renewing  of  the 
old  are  worth  while,  and.  No.  19,  you  and  your 
ladies  are  already  invited  to  St.  Joe  for  our  next  an- 
nual summer  picnic. — (.S.  L.  U.) 

Kansas  City. — Kansas  City  Council,  No.  19, 
held  its  twenty-fifth  annual  picnic,  September  23, 
at  Swope  Park,  and  entertained  as  guests,  members 
and  families  of  St.  Joseph  Council,  No.  25.  They 
arrived,  numbering  about  70,  via  special  interurban 
car  at  1:45  p.  m.,  and  found  autos  waiting  for  them 
to  convey  them  to  the  picnic  grounds  at  Swope  Park, 
where  they  were  welcomed  by  the  members  and 
families  of  Kansas  City  Council. 

The  prize  contests  started,  St.  Joseph  CouncU 
members  winning  the  most  prizes. 

Brother  Ryburg  donated  two  winged  auto  radiator 
caps,  one  for  a  lady  contestant  and  the  other  for  a 
gentleman  contestant ;  they  brought  on  a  very  spirited 
contest  and  the  winners  were  highly  pleased  with 
their  trophies,  St.  Joseph  winning  one.  The  tug  of 
war  was  won  by  St.  Joseph  Council.  Brother  Dave 
Christie  was  master  of  ceremonies,  and  Brother  Alei 
Morrison  was  distributor  of  prizes.  Every  child 
(and  there  were  some  grown-ups  among  them) 
received  a  large  barber  pole  stick  candy. 

Brother  Joe  Mocimighoff  had  charge  of  the  gues- 
sing contest,  the  person  guessing  nearest  to  the  num- 
ber of  "red  hots"  contained  in  a  candy  jar,  receiving 
the  prize.  Brother  Burger  of  .St.  Joe  and  Mrs.  King 
guessing  the  exact  number- — 1,200,  receiving  first 
and  second  prize.  Ralph  Christie  guessing  1,224 
received  third  prize. 

Everj'  contest  was  finished  without  a  word  of  dis- 
cord. 

Mrs.  L.  Gibbons,  of  the  U.  C.  T.  Ladies'  Club, 
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ill  chasing  Chane-  I  so  I.in  s  army,  which  i 


terly  routed  jrom  the  Chinese  capital. 


^UPERSTITION  dies  harder  than  any 
^  other  characteristic  of  any  people, 
landed  down  for  generations,  century 
fter  century,  China  worships  its  super- 
titions.  The  strife  between  the  people 
nd  the  devils  receives  far  more  attention 
lan  Japanese  aggression. 

Even  Chinese  houses  are  built  with 
ae  view  of  preventing  the  devils  from 
nnoying  inmates.  No  Chinese  devil  can 
im  a  sharp  corner,  and  fire-crackers 
ill  frighten  them  away.  I  have  been 
)ld  that  fire-crackers  were  originally 
ivented  solely  for  that  purpose,  else  it 
as  a  shrewd  announcement  of  the  manu- 
icturers  to  sell  their  fire-crackers. 

As  a  safeguard  against  devils,  all 
hinese  houses  have  that  peculiar 
socked  hat"  corner  in  the  roofs;  the 
pward  curving  of  the  corners  was 
iopted  so  that  the  devils  could  not  put 
leir  shoulders  under  the  eaves  and  pry 
I  the  roof. 

Every  home  has  a  big  assortment  of 
•e-crackers  for  immediate  use.  But 
lually  potent  in  dispensing  with  devils 
incense.    Americans  who  have  visited 

Chinese  joss  house  will  agree  that 
hinese  incense  stinks  "to  beat  the  devil." 
Chinese  devils  likewise  abhor  the  color 

red.  Therefore,  a  Chin  aman  will 
otect  his  home  with  sharp-cornered 
ofs,  a  plentiful  supply  of  fire-works, 
t  endless  amount  of  incense  sticks,  and 
cerate  interior  as  well  as  exterior  with 
great  lot  of  flaming  red  streamers.  In 
is  way,  the  owner  can  rest  in  peace, 
le  man  with  plenty  of  money  can  afford 

extra  precaution,  by  building  a  high 
lU  in  front  of  his  home.  True,  it 
structs  light  and  air,  but  as  no  devil 
Q  turn  a  sharp  corner,  it  adds  to  the 
rsonal  safety  of  himself  and  his  family. 


No  Chinaman  will  ever  change  any- 
thing to  which  he  is  accustomed.*  At 
the  great  bridge  in  the  capital,  where 
the  surface  of  the  street  is  three  inches 
lower  than  the  flooring  on  the  bridge, 
the  jinrikisha  pullers  have  never  thought 
to  drop  a  board  at  the  spot  to  assist  them 
in  pulling  over  it.  For  all  time  they 
have  pulled  and  tugged  to  get  across 
the  obstruction,  and  will  continue  to 
pull  and  tug  for  all  time. 

That's  China,  you  see.    The  outlook 


is  not  encouraging  for  the  awakening  of 
such  ft  people,  but  with  the  right  sort  of 
public  men  as  leaders  much  has  been 
accomplished,  and  much  is  yet  to  be 
hoped  for. 

American  business  men,  with  their 
progressive  ideas,  and  having  the  full 
confidence  of  the  Chinese,  can  do  a  great 
country,  teeming  with  its  millions  of 
citizens,  a  vast  amount  of  good  by  assist- 
ing them  to  overthrow  their  lethargy  and 
their  suoerstitions. 


THE  POWER  OF  YOUR  VOICE~-a  Hargrave 
masterpiece— will  appear  in  the  December  number 
of  The  Sample  Case.  A  wonderful  revealment— 
hits  straight  home— no  commercial  traveler  should 
miss  reading  it. 

Gordon  J.  A.  Margrave's  Christmas  Greetings 
contain  a  world  of  good  suggestions — every  word  is 
a  grain  of  gold  for  the  men  who  sell.  It  will  like- 
wise appear  in  the  December  number. 

The  Hargrave  Super-Salesmanship  Series  appear 
exclusively  in  The  Sample  Case.  Copies  can  be  ob- 
tained at  news  stand^—20c;  but  better  still,  send  in 
ONE  DOLLAR  for  a  year's  f^ubscription. 
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Monte  Casino,  in  Kentucky,  is 


Smallest  Church  in  World 

Only  Three  Can  Worship  at  One  Time  Within  it; 
Was  Built  by  Benedietine  Monks  Many  Years  Ago 


Reprinted  by  permission 

EMMA  L.  FETTA 

in  Cincinnati  Enquirer 


WIIKHE  the  Licking  River  be-  ia  the  Kentucky  monastery  of  the  Bene- 
comes  a  faint  line  in  the  East  dictine  Order  of  Monks.  Originally  as 
and  the  race  course  of  Latonia  many  as  ten  friars  at  a  time  were  sent 
seems  to  applique  itself  upon  out  from  the  parent  abbey  m  Penn- 
the  Kentucky  landscape  there  rises  in  a  sylvania  to  spend  some  time  at  Monte 
series  of  stone- walled  terraces  a  giant  Casino  in  prayer;  to  tend  the  celebrated 
vineyard.  At  its  crest,  peering  down  grape  vines,  and  to  make  the  5,UUU 
into  the  valley,  is  the  small- 
est church  in  the  world — the 
church  of  Monte  Casino. 

Only  three  persons  can  find 
room  to  worship  together  in 
Monte  Casino.  They,  as  a  rule, 
are  monks  of  the  Order  of  St. 
Benedict.    *  * 

Like  a  tomb  the  little  church 
clings  to  its  crest  and  looks 
upon  the  events  of  the  valley. 
Like  a  tomb  it  seems  to  echo 
a  timid  sigh  for  the  outside 
world,  the  worldly  world 
which  it  seldom  takes  into  its 
confidence.  Yet  its  cracked 
plaster  walls,  barely  eight  feet 
high,  its  slightly  arched  ceiling, 
its  three  rough  pre-dieux,  or 
prayer  benches,  and  the  altar 
image  of  the  Virgin  Mary 
with  Christ  in  her  arms  after 
the  Descent  from  the  Cross, 
all  seem  to  hint  that  many 
hopes  and  sorrows  have  been 
carried  into  its  atmosphere  and 
strengthened  or  left  behind 
as  the  believer  has  gone  his 
way.    *  * 

The  Benedictines  came  to 
America  from  Germany. 
Therefore  on  the  miniature 
stained  glass  window  above 
the  doorway  of  Monte  Casino 
are  the  words,  "Sehet  ob  ein 
Schmerz  dem  meinigen  gleiche" 
— "See  if  there  be  any  sorrow 
like  to  my  sorrow." 

Were  a  worshipper  to  stand  erect  in 
the  tiny  church  and  stretch  his  arms  to 
full  length  he  would  just  miss  the  space 
between  doorway  and  altar  as  he  faced 
the  side.  The  front  is  built  with  a  slight 
bay.  A  simple  altar  cloth,  no  larger 
than  a  tea  table  cover,  decorates  the 
wooden  altar.    *  * 

Except  for  the  false  belfry  which  can 
not  be  used  for  a  bell  (so  small  is  the 
stone  interior)  every  part  of  the  church, 
small  as  it  is,  is  usable,  and  architeptur- 
ally  perfect. 

The  square,  plain,  three-storied  build- 
ing of  grey  brick  which  stands  near  by 


Monte  Casino,  in  Kentucky,  the  smallest  church  in  the  world 
Owned  by  monks  of  the  Order  of  St.  Benedict. 


gallons  yearly  output  of  wine  which  was 
the  monastery's  boast. 

Among  those  few  visitors  and  neigh- 
boring farmers  who  have  been  attracted 
by  the  little  church,  there  is  a  common 
belief  that  the  church  was  built  by  hand 
by  three  friars.  Thus  has  grown  the 
neighborhood  mouth-to-mouth  phrase, 
"The  Three  Brothers'  Church." 

IN  reality  the  church  of  Monte  Casino 
was  the  dream  of  ten  monks,  who 
were  stationed  at  the  monastery  in  1895. 
Although  their  recluse  lay  several  hun- 
dred feet  above  the  valley,  the  brothers 
had  found  quantities  of  blue-grey  lime- 


stone filled  with  small  water  fossils  and 
shells.  This  phenomena  of  mineralogy 
interested  them.  They  pondered  whether 
the  entire  valley  and  hillside  in  prehii 
toric  times  had  been  covered  with  water 
or  whether  the  hills  had  been  thrown 
up  from  an  aquatic  level  by  a  convulsion 
of  the  earth.  They  determined 
to  use  the  odd  stones  to  build 
a  church  or  chapel,  perpetu- 
ating the  name  of  their  monau- 
tic  order  and  glorifying  their 
adopted  home.  Without  funds 
or  great  forethought,  they  be- 
gan to  gather  a  pile  of  stones 
and  to  think  of  an  appropri- 
ate spot  for  the  proposed 
church.  The  necessary  appli- 
cation to  the  Bishop  for  per- 
mission and  funds  to  build 
was  refused. 

The  friars  were  saddened 
and  despaired  of  their  long 
secretly  cherished  dream. 
There  was  the  stone  and 
there  was  a  site  which  seemed 
Olympus  itself.  Why  not? 
they  argued  to  themselves. 
At  length,  with  what  stone 
had  been  collected  and  what 
meager  funds  they  had,  they 
started  work. 

There  were  mathemati- 
cians, architects  and  craftsmen 
among  them,  and  the  pla 
were  ably  drawn.  They  de- 
termined to  build  simply  and 
well  rather  than  pretentiously. 
The  work  was  tedious.  Ev- 
erythii^  needed  to  be  done 
by  hand.  When  the  last  stow 
was  laid  and  the  altar  placed 
the  brothers  and  Father  Kolpf 
A.  S.  B.,  who  was  then  at 
monastery,  decided  to  call  thJ 
church  after  the  adjacent  cloister,  whidi 
in  its  turn  was  named  for  the  spot 
Italy  (Montecassino)  where  in  500  A.  DJ 
St.  Benedict  founded  the  BenedictiH 
Order,  laying  the  precedent  for 
Western  monasticism,  from  which  ot 
orders  have  adopted  rules  to  their  oij 
requirements.  So  the  smallest  chuis 
in  the  world  was  completed  and  nan 
The  monks,  with  the  aged  fatl 
continued  to  live  in  the  old  friary 
to  hold  their  larger  services  in  its  chap 
but  sHpped  off  at  times  to  worship 
the  house  of  their  laborious  building. 
And  now  the  brothers  of  Monte  Cs 
(Continued  on  page  38.) 
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American  Masons  erect  magnificent 

Memorial  to  Washington 

Alexandria,  Va.,  Where  "Father  of  his  Country" 
Cast  his  Last  Vote,  Selected  as  the  Site;  Large 
Collection  of  Relics  Nucleus  for  Great  Temple 


WITH  the  rapid  Americanization 
of  our  nowly  foreign  elements 
through  the  pubhc  schools,  it 
seems  particularly  fitting  that 
there  should  be  a  memorial  to  George 
Washington,  wlio  represents  to  the 
younger  generation  the  personal  liberty 
and  opportunity  that  brought  the  parent 
to  this  land,  and  to  the  older  generation, 
the  fondest  traditions  of  the  country. 

Such  a  memorial  will  be  built  by  the 
Masonic  Orders  of  the  United  States  at 
Alexandria,  Va.,  the  city  in  which  Wash- 
ington cast  his  last  vote,  in  which  his  will 
was  recorded,  and  from  which  he  set 
forth  to  many  of  the  larger  episodes  of 


Exclusive  to  The  Sample  Case 

By  HAMILTON  M.  WRIGHT 

New  York  City 

his  life.  Washington  was  endeared  of 
his  brother  Masons  and  the  relics  which 
passed,  upon  his  death,  to  Ale.xandria- 
Washington  Lodge,  to  which  he  belonged, 
formed  the  nucleus  of  a  collection  of 
relics  of  the  great  administrator.  Indeed 
on  Washington's  death  at  10:20  p.  m., 
December  14,  1799,  the  pendulum  of  the 
old  clock  which  stood  in  his  bedroom  was 
cut  by  Dr.  Elisha  Cullon  Dick,  Master 
of  the  Lodge  and  one  of  the  attending 
physicians.  The  ancient  time-piece 
which  rc<'orded  the  minute  and  hour  of 
the  close  of  that  inspiring  life  was  pre- 
sented to  the  Lodge  by  Martha  Wa.sh- 
ington. 


Thus  grew  a  collection  of  Washington 
memorabilia  hallowed  by  intimate  asso- 
ciation with  the  life  of  the  first  President. 

'T'HE  movement  for  the  memorial  de- 
veloped  naturally  from  the  sentiment 
surrounding  the  collection,  and  one  hun- 
dred and  ten  years  after  Washington's 
death,  on  February  22,  1912,  the  George 
Washington  Masonic  National  Memorial 
Association  was  chartered.  It  was  eleven 
years  later,  on  February  21,  1922,  that 
news  was  flashed  from  Wa.shington,  D.  C, 
that  final  plans  for  an  imposing  memorial 
edifice  to  Washington  had  been  accepted. 
Contracts  for  the  excavation  for  the 


erspectipe 
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foundations  of  tbo  memorial  were  let  in 
June.  At  this  writing  it  is  ()X]m:Ui(\  that 
the  formal  Kround-breaking  ceremonies 
will  bo  lield  in  the  fall  of  this  year. 

The  Mcimorial  will  be  set  upon  a  com- 
manding eminence  of  Arlington  Itidge,  on 
the  main  road  between  Washington, 
D.  C,  and  Washington's  old  home  at 
Mt.  Vernon.  It  should  be  clearly  seen 
from  most  pointp  of  view  in  the  National 
Capitol. 

Sot  upon  the  topmost  of  seven  suc- 
cessive landscajjed  terraces  and  reached 
from  tlie  depot  by  road  walks  and 
gradual  steps,  the  Memorial  will  rise  to 
an  imposing  height  of  two  hundred  feet. 
The  dominant  note  of  the  architecture  is 
(classic.  Its  form  was  inspired  by  the 
towers  built  by  the  ancient  Greeks  and 
Honuuis  to  mark  their  harbor  entrances 
and  from  whose  summits  ever-burning 
flares  guided  the  mariner  on  his  way. 
The  great  tower  of  tlie  Memorial  repre- 
sents to  the  world  at  large,  the  guiding 
spirit  of  Washington  which  furnishes  a 
light  by  which  a  ship  of  state  may  direct 
its  course. 

'PIIE  ground  dimensions  of  the  Mem- 
JL  orial  will  be  160  feet  wide  by  230  feet 
deep.  The  center  of  the  edifice  will  con- 
tain a  great  Memorial  Hall,  70  foot  wide 
and  100  feet  deep,  in  which  will  be  set 
the  Memorial  itself,  an  imposing  statue 
of  Washington.  The  Memorial  Hall  will 
rise  by  a  clerestory  above  the  surrounding 
portion  of  the  building,  to  a  height  of  (A 
feet. 

Rising  above  the  Memorial  Hall  and 
forming  the  second  story  of  the  tower, 
will  be  the  George  Washington  Masonic 
Museum,  50  by  75  feet. 

The  third  story  is,  as  yet,  unassigned. 


//.  Vy.  CORBEir  E.  J.  UELMLE 

Architects  and  designers  of  the  George  Wash- 
ington Memorial  Monument. 

The  fourth  story  will  be  a  covered  ob- 
servation platform. 

The  entrance  to  the  building  will  be 
expressed  in  a  six-columned  portico  of 
pure  Greek  Doric  design,  contrasting 
interestingly  with  the  plain  unbroken 
side  walls;  the  visitor,  when  he  has  passed 
through  the  corridor,  will  find  the  Mem- 
orial Hall  flanked  by  great  Ionic  Columns, 
forty  feet  in  height. 

Thus,  it  is  fondly  hoped,  there  will  be 
created  not  only  a  visible  and  permanent 
reminder  of  Washington,  architecturally 
worthy  of  the  reverence  in  which  the 
Father  of  His  Country  is  held,  but,  in 
its  larger  significance,  a  memorial  which 
will  diffuse  anew  the  lesson  of  Washing- 
ton's life  and  his  vision  of  the  future. 


FOR  more  than  half  a  century,  Alex- 
andria was  a  county  seat  of  Fairfax 
county  in  which  Mt.  Vernon  is  located. 
Washington  surveyed  Alexandria's  streets 
and  founded  its  first  free  school.  He 
became  a  member  of  its  town  council  in 
1705  and  served  until  1779,  when  the 
city  was  incorporated.  Shortly  after, 
Christ  Church  (still  standing)  was  com- 
pleted, and  in  177.S,  General  Washington 
purchased  a  pew  therein.  In  Alexandria, 
Washington  recruited  his  first  command. 
There  he  received  his  first  commission 
under  Braddock,  and  there  he  first 
espoused  the  cause  of  the  colonies. 

The  colle/;tion  of  Washington  memora- 
bilia gathered  by  Alexandria- Washington 
Lodge  passf)d  safely  through  the  Civil 
War  although  Alexandria  con.stantly  fell 
into  possession  of  the  Confederate  forces. 
In  May,  1871,  however,  valuable  relics 
were  lost  by  fire,  although  the  colle<;tion, 
as  a  whole,  was  saved  through  heroic 
endeavor.  Among  the  momentoes  may 
be  mentioned  a  letter  in  Washington's 
own  hand  to  his  brother  Masons;  the 
Masonic  Apron  he  wore  as  Master  of  the 
Lodge  and  also  at  the  laying  of  the  corner- 
stone of  the  National  Capitol,  Sept«mber 
18,  1793. 

The  completed  plans  for  the  Memorial 
were  drawn  after  many  months  of  study 
by  the  eminent  architects,  Helmle  and 
Corbett,  of  New  York,  Osgood  &  Osgood 
(consulting  architects),  of  Grand  Rapids, 
Mich.,  and  the  celebrated  landscape 
architects,  Armstead  Bros.  &  J.  Rust 
Parker,  associate,  of  Brookline,  Mass. 

The  first  president  of  the  George 
Washington  Masonic  Memorial  Associa- 
tion was  Thomas  Shyrock  who  had  been 
Grand  Master  of  Maryland  for  32  years. 
Louis  A.  Watres,  of  Pennsylvania,  is  now 
president. 


Front  view  of  the  George  Washington  Masonic  National  Memorial 
showing  open  observation  tower  in  the  colonnaded  top  story  1  he 
memorial  will  surmount  the  highest  of  seven  magnificently  landscaped 
terraces  and  will  be  reached  from  the  railroad  station  by  broad  stons 


walks  and  easily  ascended  stairs. 


View  of  the  great  Memorial  Hall  in  the  very  heart  of  the  Memorial 
building,  containing  the  Memorial  itself,  an  imposing  statue  of  George 
Washington.  The  great  hall  will  be  seventy  feet  wide  by  one  hundred 
feet  deep  and  will  rUebya  clerestory  to  a  height  of  sixty-four  feet. 
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Bobbed  hair  is  atrocious,  and 


\ 


Flappers  are  Dangerous 

Young  Siamese  Student,  for  all  that,  Thinks 
American  Women  are  Charming  and  Beautifully 
Dressed,  but  Pities  Hard  Working  Men  of  Means 


AMERICAN  men  work  too  hard 
and  the  women  are  the  most 
beautifully  dressed  in  the  world 
was  the  first  impression  of  Nai 
Yong  Iluar,  22,  Siamese  medical  student, 
upon  his  arrival  in  America,  where  he 
came  to  receive  his  university  education. 
He  is  now  the  guest  of  friends  in  Fort 
Smith  and  Van  Buren.  He  spends  his 
vacations  in  travel. 

"I  was  amazed  the  way  men  work — 
men  who  have  millions,  work,  work, 
work  just  Uke  the  man  who  is  laboring 
for  his  daily  bread — what  is  the  idea,  he 
asks  in  gesticulatory  fashion  true  to  the 
manner  of  his  country.  But  ah!  the 
women,  they  are  so  beautiful,  so  attrac- 
tively gowned;  they  are  a  delight  to  the 
eye.  The  French  woman  who  is  credited 
with  being  the  designer  of  fashion  is 
nothing  compared  to  the  American 
woman,  in  my  estimation." 

Interesting  Career. 

Young  Huar  has  had  a  most  interest- 
ing career,  surpassing  it  seems  records 
made  by  other  young  men  of  foreign 
countries.  He  was  born  in  Chiengmai, 
Siam,  a  place  of  100,000  inhabitants. 
When  he  was  just  a  small  boy  he  had 
visions  of  being  a  noted  musician,  but 
as  he  says  "Small  boys  propose,  but 
fathers  dispose" — his  father  ordered  him 
to  be  a  doctor.  He  entered  the  University 
of  the  Philippines  and  received  his  B.  A. 
degree  in  two  years,  then  going  to  the 
University  of  Vermont  at  Burlington 
for  one  year  of  medical  study. 

His  next  study  was  in  the  West  Vir- 
ginia university,  in  Morgantown.  Mr. 
Huar  said  he  selected  this  university 
due  to  the  excellent  musical  advantages 
ofiPered — for  despite  his  father's  distaste 
for  his  music,  he  plays  all  brass  band 
instruments,  as  well  as  the  piano,  violin 
and  flute.  While  in  Morgantown  he 
had  one  year  of  training  in  the  oflScers' 
reserve.  After  finishing  here  Mr.  Huar 
longed  for  the  climate  of  his  country  so 
came  south  to  Memphis  where  in  one 
more  year  he  will  receive  his  M.  D. 
degree  from  the  College  of  Medicine  of 
the  University  of  Tennessee. 

Likes  America. 

"Yes,  I  like  America  very  much, 
especially  do  I  like  their  cryptic  slang — 
it  expresses  all  you  want  to  say  in  just 
a  word.  Slang  is  very  popular  in  Siam, 
but  it  is  not  so  cleverly  expressed  as  here. 
Much  as  I  would  like  to  locate  in  this 
country    with    its    wonderful  freedom 
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and  possibilities,  it  is  a  rule  in  our  coun- 
try for  each  young  man  to  enlist  in  the 
army  of  Siam  and  serve  for  two  years— 
so  Fill  going  back.  But  before  I  do  Fm 
going  to  see  England,  France,  all  of 
Europe,  in  fact,  just  as  Fve  already 
seen  every  city  in  the  United  States,  as 
well  as  Japan,  Hawaiian  Islands,  and 
Canada. 


p'OR  so  young  a  man  Mr.  Huar  has 
very  decided  views.  He  is  particular- 
ly opposed  to  the  modern  flapper. 
"She  is  a  menace  to  the  world,"  he 
says.  "Not  that  I  think  a  woman 
should  not  smoke,  drink,  bob  her  hair 
and  do  the  thousand  and  one  other 
things  she  seems  possessed  of  doing — 
if  she  wants  to  do  them — but  the  best 
way  I  can  describe  my  opinion — is  I 
wouldn't  want  my  sister  to  do  it.  Bobbed 
hair  is  atrocious;  it  takes  away  from  a 
woman  that  charming,  feminine  manner 
that  is  very  appealing.  However,  I 
greatly  admire  comradeship.  The  Ameri- 
can girl  makes  a  better  pal  than  a  sweet- 
heart— she  is  far  too  fickle  to  combine 
the  qualities  of  a  sweetheart.  She  re- 
fuses to  be  serious.  She  is  purely  super- 
ficial and  apparently  is  not  interested  in 
the  serious  phase  of  life  of  her  own  work 
in  the  world — that  of  wifehood  and 
motherhood. 

Too  Much  Chaperonage. 

"I  note  that  the  girls  of  this  country 
are  physically  well  developed,  or  what 
I  might  say — what  they  lack  in  brain, 
they  make  up  in  brawn.  I  think  this  is 
largely  due  not  so  much  to  athletic  pur- 
suits, but  to  the  boundless  freedom  of  the 
American  girl.  They  are  permitted  to 
seek  diversion  in  any  field  they  desire — 
and  happiness  is  the  greatest  beautifier. 
The  girls  in  my  own  country  are  handi- 
capped by  too  much  chaperonage.  A 
girl  in  Siam  is  not  permitted  to  go  out 
unchaperoned  until  she  is  married. 

"The  poor  American  man,  he  has  my 
utter  sympathy — he  works  so  hard,  not 
because  it  is  necessary  but  he  is  a  slave 
to  habit.  I'm  not  speaking  of  the  labor- 
ing class,  you  understand,  but  men  of 
means.  I  notice  they  drive  down  to  their 
oflSces  as  early  as  8  o'clock  and  work  like 
a  slave  until  6  o'clock.  In  Siam  it  is 
never  the  custom  for  men  who  hold 
responsible  positions  to  begin  work  until 
10  o'clock  in  the  morning  and  he  finishes 
his  duties  at  2  o'clock — then  he  takes  a 
nap." 


Too  Much  Hurry. 

.Mr.  Huar  finds  the  same  fault  with 
.Americans  that  other  foreigners  do— 
(heir  traveling  at  high  tension  all  the 
time.  He  notices  it  even  in  tlieir  voices. 
Mr.  Huar  speaks  with  that  slow,  musical 
drawl  so  typical  of  the  Orient  and  he  says 
the  reason  Americans  do  not  have 
naturally  beautiful  speaking  voices  is 
that  they  are  too  hurried  and  they  are 
prone  to  scream  instead  of  speak. 

Mr.  Huar  spoke  humorously  of  how 
the  Prince  of  Siam  formerly  treated  his 
wife,  who  is  known  as  the  princess  and 
the  distinction  he  made  in  her  and  the 
nine  or  ten  other  wives  he  was  permitted 
to  have.  This  is  a  custom  of  the  past  but 
the  other  wives  were  spoken  of  by  the 
Prince  and  the  people  of  Siam  as  the 
"sixteen  year  old." 

Mr.  Huar  says  that  Siam  is  the  only 
independent  country  in  that  part  of  the 
world,  that  it  is  almost  an  absolute 
monarchy.  The  prince  is  a  graduate  of 
O.xford  university.  The  other  ruler  of  the 
citj^  is  the  high  commissioner. 

Steaks  for  Five  Cents. 

One  striking  feature  of  Siam  is  it's 
living  conditions.  Mr.  Huar  said  it  was 
possible  to  buy  in  an  ordinary  restaurant 
a  good-sized  steak  cooked  according  to 
French  style  for  five  cents,  and  that  a 
house-maid  never  received  more  than  two 
dollars  a  month  wages.  In  fact  he  says, 
the  .\merican  dollar  is  equal  to  three  of 
the  Siamese. 

Mr.  Huar  is  an  only  son,  his  parents  are 
living  and  he  has  one  sister.  His  father 
holds  a  titled  government  position  in 
Siam  in  addition  to  owning  his  own 
bank. 

Mr.  Huar  was  prepared  for  his  work 
in  the  United  States  Isefore  coming  over. 
He  speaks  English  more  distinctly  than 
do  most  Americans,  as  well  as  Siamese 
asd  German.  He  has  a  keen  intellect  and 
an  analytical  mind  for  one  so  young. 
He  plaj's  the  violin  with  the  assurance 
of  the  artist. 

Mr.  Huar  says  he  is  one  of  thirty-five 
Siamese  students  in  America  today.  He 
said  prior  to  the  World  War  it  had  been 
the  custom  to  send  Siamese  children  to 
England,  France  and  Germany  for  their 
university  educations,  but  since  that 
time  sentiment  had  been  growing  in  favor 
of  the  United  States. 

Mr.  Huar  will  leave  about  August  10, 
for  Memphis  where  he  will  complete  his 
medical  education. 
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Elbert  Hubbard's  advice  to  salesmen 


An  Appeal  to  the  Cabeza 

Scientific  Salesmanship  is  Only  Capitalized 
Commonsense;  Objective,  "The  Dotted  Line 


SUCCESS  in  salesmanship  consists 
in  getting  the  name  on  the  dotted 
line. 
A  businessman  is  a  man  who 
sells  the  goods. 

Goods  can  be  made  on  formula,  but 
Riilesmanship  is  genius. 

There  are  two  kinds  of  businessmen: 
one  is  the  kind  that  chases  his  business, 
and  the  other  kind  lets  his  business  chase 
liim. 

There  are  two  kinds  of  salesmen:  upper 
and  lower  case — caps  and  small  caps. 

But  there  are  more  types  of  salesmen 
than  Pittsburgh  has  pickles  and  they 
vary  in  size  from  the  One-Hundrcd-Point 
Man  to  the  Four  Point  Gazabo,  who  is 
ripe  for  the  hell-box. 

If  you  will  take  the  trouble  to  m- 
vestigate  the  reason  why  that  poetically 
named  piece  of  printing-house  furniture 
is  always  full  to  capacity,  you'll  find- 
five  times  out  of  six— that  the  trouble 
is  faulty  matrices. 

The  other  time  it  is  bum  metal. 
The   point  of   analogy,   I   trust,  is 
obvious  without  blueprints. 

Good  writing  turns  on  insight,  knowl- 
edge and  sympathy.  The  same  applies 
to  business. 

And  the  salesman's  success  is  in  pro- 
portion to  his- understanding  of  his  goods 
and  his  market.  And  by  his  market  I 
mean  the  people  he  is  selling  to. 

Before  we  get  what  we  need  we  must 
know  what  we  want. 

A  salesman  anticipates  the  need  of  his 
customer  and  supplies  wants. 

Much  mush  has  been  written  about 
systematization,  organization  and  sales- 
manship. 

Organization  and  systematization  are 
not  final,  nor  even  vital. 

The  main  thing  is  to  get  the  name  on 
the  dotted  line,  and  make  the  accomplish- 
ed fact  the  scaffolding  of  further  enter- 
prise and  success. 

We  have  too  much  tomcon,  nowa- 
days. Writing  articles  isn't  selling,  an^ 
the  extemporaneous  descantings  and 
friable  fribblings  emanating  from  re- 
volving chair  salesmen-instructors,  is 
piffle  of  the  punkest. 

Some  of  the  Saint  Elmos  and  sinners, 
who  sit  in  high  places  and  pass  out  the 
persiflage  to  the  misguided  sweets  of 
academic  instruction,  couldn't  sell  an 
ice-cream  cone  to  Lucifer. 

They're  inebriated  with  the  exub- 
erance of  their  own  verbosity.  They 
are  all  splutter,  fizz  and  back-fire. 

I  once  engaged  one  of  these  instructor's 
to  show  my  boys  how  to  do  it. 


This  is  stolen  from  someone 
who  stole  it,  but 
Elbert  Hubbard  originally  wrote  it. 

He  had  been  here  only  a  week  when  the 
night  gang  had  to  be  put  on— to  print 
the  one  hundred  rules  and  the  forty 
by-laws  which  he  had  evolved  on  "Don'ts 
for  Salesmen." 

We  wanted  a  month  for  the  "Dos  — 
and  then  we  did. 

Ali  Baba  conducted  him  to  the  four- 
nineteen,"  and  we  made  a  bonfire  of  his 
rules  and  reverted  to  our  own— "Gnn! 
Grab  Your  Grips!  Get  the  Biz!" 

Still,  after  all,  this  caloric  conver- 
sazione has  had  a  good  effect  upon 
salesmanship. 

It  has  caused  men  to  think— a  danger- 
ous  thing   sometimes!     Henry  Ward 


Beecher  advised  the  would-be  orator  to 
memorize  all  the  rules  of  rhetoric,  and 
then  forget  them. 

When  organization  is  carried  to  ex- 
tremes, it  reduces  the  power  of  the  will  to 
zero,  as  in  the  case  of  Indians,  who  have 
poise,  but  no  power. 

Scientific  salesmanship  is  not  a  myste- 
rious "sceaucy"  spissitude  but  simply  the 
exercise  of  the  cabeza  of  the  salesman, 
warmed  by  sympathy.  It  is  capitalized 
common-sense;  careful  mobilization  of 
your  maxillary;  concentration  of  your 
forces  towards  your  objective — the  dotted 


City  Market  Plan  Can't  Take 
Place  of  Salesmen 


Editorial  in  Dayton  {Ohio)  Journal 


AN  EASTERN  booster  for  the  city 
market  plan,  is  out  with  the  pre- 
diction that  in  a  few  years  there 
will  be  no  more  traveling  sales- 
men. He  says  in  support  of  his  opinion, 
that  conditions  have  changed  and  are 
still  changing  with  the  inevitable  future 
result  that  the  buyer  will  seek  the  market 
rather  than  the  market  the  buyer.  He 
points  to  the  increasing  number  of 
buyers  who  go  to  New  York  at  frequent 
intervals  to  make  their  periodical  selec- 
tions of  spring,  summer,  fall  and  winter 
merchandise. 

It  will  be  a  great  many  years  before 
America  will  have  no  further  need  of  her 
business  and  industrial  evangelists.  The 
traveling  man  is  an  established  institu- 
tion. He  makes  it  possible  for  others  to 
comb  the  markets  of  the  world  for  the 
commodities  he  knows  his  customers 
must  have.  He  has  become  a  speciahst 
— a  genius  in  selection,  selling  and  stock- 
ing of  his  customers.  His  brain  goes 
into  his  customer's  business — he  gets  him 
to  buy  what  he  needs,  when  he  needs  it 
and  in  quantities  which  permit  him  to 
sell  it  easily  and  quickly  at  fair  prices. 

In  other  days,  when  business  and  com- 
merce were  less  settled,  the  ordinary 
traveling  salesman  set  out  to  see  how 
much  he  could  sell.  He  gave  his  customer 
everything  he  would  take,  no  matter 
whether  or  not  there  was  a  chance  of  his 
limited  community  absorbing  it.  It 
was  all  a  part  of  the  game. 

These  methods  answered  very  well 


until  competition  began  to  make  the 
profits  lay  in  re-orders.  The  old  mer- 
chant who  bought  with  his  eyes  closed 
was  crowded  out  by  the  new  competitor 
who  bought  only  what  he  could  sell. 

Now  all  this  has  changed.  The  modern 
traveling  man  sells  what  can  be  sold,  if 
he  represents  a  reputable  and  established 
hou^e.  He  has  become  a  sales  specialist, 
an  expert  merchant  and  a  business 
genius.  He  studies  communities  as 
much  as  he  does  merchants  who  deal 
with  him.  He  aims  to  get  his  goods 
on  the  shelves  of  the  merchant  in  reason- 
able amounts,  so  that  they  will  be  moved 
and  the  shelves  made  ready  for  a  new 
lot  on  hli  next  visit.  It  is  harder  work 
and  perhaps  profits  are  smaUer,  but 
it  is  better  and  more  useful  work.  And  it 
is  making  the  traveling  man  more  and 
more  indispensable  as  a  part  of  the 
country's  economic  mechanism. 

Don't  Be  a  Snob. 

Not  every  reserved  man  is  really  "dis 
tant."  Many  of  this  type  are  succes.sfu! 
salesmen  because  they  are  broad-minded 
and  mighty  good  fellows;  but  the  mar 
who  bv  word  or  gesture  plays  the  Phar- 
isee, and  boasts  of  it  is  the  worst  kind  of  g 
snob.  Neither  assured  wealth  nor  fint 
clothes  may  save  him  from  the  contemp' 
he  invites.— [E.  M.  Edward. 

If  the  world  snarls  and  shows  iti 
teeth,  speak  kindly  to  it— while  yoi 
look"  for  a  brick.— Preston  M.  Nolan 
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When  laws  were  ''Laws' 


In  Old  Colonial  Days 

Punishment,  and  Not  Reform  of  Offender,  was 
Outstanding;  Nailing  Ears  to  Wall;  Public 
Whipping  Common;  Awful  Torture  for  Treason 


INJUSTICE  of  present  day  laws  is 
often  heard.  "One  law  for  the 
rich  and  another  for  the  poor"  has 
been  openly  charged.  Such  allega- 
tions are  groundless,  and  are  made 
through  ignorance  of  the  laws.  If  the 
persons  making  such  complaints  had 
lived  during  the  Colonial  days,  they 
would  have  experienced  something  do 
radically  different,  that  present-day  laws 
would  have  appealed  to  them  as  beyond 
hoping  for. 

The  humanitarian  spirit  nowhere  else 
exhibits  a  greater  growth  than  in  our 
laws.  And  in  no  other  country  are  laws 
more  liberally  interpreted.  It  is  the  rule 
nowadays  to  try  to  reform  a  lawbreaker. 
Punishment  is  not  the  objective  of  law. 
Making  a  good  citizen  out  of  a  bad  citizen 
is  the  highest  ideal  of  humanity. 

What  follows  is  but  a  brief  summary 
of  sanguinary  Colonial  laws,  in  which  the 
offense  and  punishment  bear  no  discern- 
able  relation,  the  one  to  the  other.  For 
gruesome  exhibits  of  legislative  savagery, 
these  laws  stand  out  conspicuously. 

Nailed  by  Ears. 

In  1715  Maryland's  assembly  enacted, 
that  whosoever  shall  willfully  or  cor- 
ruptly embezzle,  impair,  raise  or  alter 
any  will,  whereby  the  estate  of  inheritance 
or  freehold  shall  be  defeated,  injured,  or 
in  any  way  altered,  that  such  person  on 
conviction  shall  forfeit  all  his  goods  and 
chatties,  lands  and  tenements  *  *  *, 
and  shall  also  be  set  in  a  pillory  for  the 
space  of  two  hours,  and  have  both  ears 
nailed  thereto,  and  cut  from  off  his 
head." 

Here  is  discouragement  to  "week-end 
honey-moons."  "It  is  ordered  by  this 
court  and  the  authority  thereof,  that 
whosoever  shall  commit  adultery  with 
a  married  woman,  or  one  betrothed  to 
another  man,  both  of  them  shall  be 
severely  whipped  on  the  naked  body, 
and  stigmated  or  burnt  on  the  forehead 
with  tne  letter  "A"  on  a  hot  iron,  and 
he  or  she  shall  wear  a  halter  about  his 
or  her  neck  on  the  outside  of  their 
garments  during  his  or  her  abode  in  this 
Colony,  so  as  it  may  be  visible:  and  as 
often  as  he  or  she  shall  be  found  with- 
out their  halter,  worn  as  aforesaid,  they 
shall,  upon  information  and  proof  of 
same,  made  before  any  assistant  or  com- 
missioner, be  by  them  ordered  to  be 
whipped."    Acts  of  Connecticut.  1673. 


Exclusive  to  The  Sample  Case 

By  JAMES  STEELE,  LL.  B. 

Member  Baltimore,  Md.,  U.C.T.  Council. 

PunUhment  for  Blasphemy. 

Blasphemy,  which  is  variously  de- 
fined, came  in  for  severe  punishment  in 
all  Colonies.  In  Maryland,  on  first  con- 
viction, the  penalty  was,  be  bored 
through  the  tongue,  and  various  fines 
and  forfeitures;  on  second  conviction,  the 


The  humanitarian 
advance  of  America 
is  markedly  pro- 
nounced in  its  laws. 
This  able  article  tells 
of  laws  once  enforced 
in  this  country.  Con- 
trast them  with  pres- 
ent day  laws.  Mr. 
Steele  has  carefully 
copied  some  Colonial 
laws  for  The  Sample 
Case  readers. 


penalty  was,  be  stigmatized  by  burning  in 
the  forehead  with  the  letter  "B"  and 
fined  forty  pounds,  sterling;  third  con- 
viction, shall  suffer  deatn.  In  Delaware, 
the  penalty  was,  be  set  in  the  pillory  for 
two  hours,  be  branded  on  the  forehead 
with  the  letter  "B"  and  be  publicly 
whipped  on  the  bare  back  with  thirty- 
nine  lashes,  well  laid  on.  Massachusetts 
provided  these  penalties,  imprisonment 
not  exceeding  six  months,  by  whipping, 
by  boring  through  the  tongue  witn  a 
red  hot  iron,  or  by  setting  upon  the 
gallows  with  a  rope  about  their  necks,  at 
the  discretion  of  the  court.  Carolina 
merely  imposed  disabilities,  ecclesiastical 
civil  or  military;  the  offender  could  not 
hold  office  of  any  kind.  Connecticut  did 
not  mince  matters,  but  provided  the 
death  penalty  for  first  conviction. 

Several  Colonies  adopted  the  English 
statute  passed  in  1603  entitled  "An  act 
against  conjurations,  witchcraft  and 
dealing  with  evil  and  wicked  spirits," 


which  reads  as  followd:  "And  for  the 
better  restraining  the  said  offenses  and 
more  severely  punishing  the  same,  be  it 
further  enacted  by  the  authority  afore- 
said, that  if  any  person,  after  the  said 
Feast  of  St.  Michaels,  the  Archangel, 
next  coming,  shall  use,  practice  or 
exercise  any  invocation  or  conjurations 
of  any  evil  and  wicked  spirits,  or  shall 
consult,  covenant  with  entertain,  employ, 
feed  or  reward  any  evil  or  wicked  spirit, 
to  or  for  any  intent  or  purpose,  or  take 
up  any  dead  man,  woman  or  child,  out 
of  his,  her  or  their  grave,  or  any  other 
place  where  the  dead  body  restelh,  or 
the  skin,  bone,  or  any  other  part  of  any 
dead  person,  to  be  employed  or  used  in 
any  manner  of  witchcraft,  sorcery,  charm 
or  enchantment;  or  shall  use,  practice  or 
exercise  any  witchcraft,  enchantment, 
charm  or  sorcery,  whereby  any  person 
shall  be  killed,  destroyed,  wasted,  con- 
sumed, pined  or  lamed  in  his  or  her  body, 
or  any  part  thereof;  that  every  such 
offender  or  offenders,  their  aiders,  abetors 
and  counselors,  being  of  any  the  said 
offenses  duly  and  lawfully  convicted 
and  attained,  shall  suffer  pains  of  death, 
as  a  felon  or  felons,  and  shall  lose  the 
privilege  and  benefit  of  clergy  and  sanc- 
tuary. In  1674  a  man  named  John 
Connor  was  convicted  and  condemned 
for  witchcraft  in  Maryland.  He  was 
reprieved  by  the  assembly,  with  this 
proviso,  that  he  be  carried  to  the  gallows, 
and,  the  rope  being  around  his  neck,  it 
there  being  made  known  to  him  how 
much  he  was  beholden  to  the  Lower 
House  for  its  intercession. 

Killing  Children  By  Law. 

The  assembly  of  New  Jersey  passed 
this  statute  in  1668:  "If  any  person  or 
persons  shall  willingly  and  maliciously 
rise  up  to  bear  false  witness,  on  purpose 
to  take  away  a  man's  life,  they  shall 
be  put  to  death.  If  any  person  be  found 
to  be  a  witch,  either  male  or  female,  they 
shall  be  put  to  death.  *  *  *.  If  any 
child  or  children,  above  the  age  of  sixteen, 
and  of  sufficient  understanding,  shall 
smite  or  curse  their  natural  father  or 
mother,  except  provoked  thereto,  and 
forced  for  their  safe  preservation  from 
death  or  maiming,  upon  complaint  or 
proof  of  the  said  father  or  mother,  or 
either  of  them  (and  not  otherwise),  they 
shall  be  put  to  death." 

The  assembly  of  South  Carolina  is 
responsible  for  this,  Acts  of  1768:  "From 

(Continued  on  pase  42) 
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Timely  tips  for  salesmen 


How  I  Made  My  Hardest  Sale 

Telling  a  Hard-Boiled  what  Others  Say  About  him; 
A  Scrap  of  Paper;  Makes  Sale  to  a  Chief  Justice 


IT  was  in  Alton,  111.,  a  few  years  ago. 
While  sitting  in  front  of  a  hotel 
one  Saturday  evening  I  heard  some 
traveling  men  talking  about  one  of 
the  merchants  of  Alton.  They  called 
him  what  I  would  not  like  to  be  called. 
I  made  up  my  mind  to  go  Monday  and 
see  if  they  were  exaggerating. 

I  went,  found  my  man,  presented  my 
line  in  my  usual  way,  being  careful  to 
get  the  table  between  us. 

He  said,  "No,  No,  No!"  His  voice 
sounded  like  he  had  three  frogs  in  his 
throat,  all  trying  to  croak  at  the  same 
time. 

"Well,  sir,"  I  replied.  "I  have  my 
curiosity  satisfied  anyway." 

"What  do  you  mean?"  he  asked. 

"I  mean,"  I  answered,  "that  I  heard 
some  traveling  men  talking  about  you, 
and  what  they  called  you  I  should  not 
like  to  be  called." 

"What  did  they  say  about  me?" 

"One  of  them  called  you  a  crabid  old 
song  bird,  and  judging  by  the  way  you 
have  just  acted  he  did  not  miss  it  very 
far." 

"So  that's  the  way  they  talk,  eh?" 

"Yes  sir,  and  I  had  grit  enough  to  come 
and  tell  you." 

"What  is  it  you  said  you  sell?"  he 
questioned. 

"Pin  tickets;  the  very  kind  you  have 
here  on  these  goods." 

"What  is  the  price?" 

"Wait  a  minute,  "  I  parleyed.  "1  am 
a  high  class  salesman,  with  a  high  class 
line  from  a  high  class  house,  and  unless 
you  can  give  an  order  in  a  gentlemanly 
way  I  do  not  care  for  it." 

I  got  the  order,  and  left  him  still 
worrying  over  how  he  had  been  talked 
about. 

Be  a  good  man,  have  a  good  line,  pre- 
sent it  in  a  gentlemanly  way. — C.  B. 
Curtis,  Dayton,  Ohio. 


A  Scrap  of  Paper. 

MANY  years  ago  I  was  traveling  for 
the  J.  S.  Conant  Company,  Boston, 
commercial  wood  engravers.  The 
Mechanics'  Fair  was  on,  featuring  shoe 
machinery.  On  one  of  the  newly  invented 
machines  I  read  the  card  of  the  inventor 
and  owner  together  with  his  address. 
Making  a  copy  of  this,  I  called  on  him  in 
due  time. 

He  was  of  the  big,  stolid  type.  As  he 
sat  in  his  swivel  chair  I  believe  it  would 
have  puzzled  even  the  gifted  Hargrave 
to  analyze  him.  His  associates  called 
him  "The  Bear." 


Inspirational  suggestion  in 

THE  SAMPLE  CASE  SER  VICE 

To  help  salesmen  sell  more  goods 

By  introducing  myself  with  saying 
nice  things  about  his  machine,  and  show- 
ing him  some  beautiful  samples  of  wood 
cuts  for  illustrating  machinery,  I  got 
next  to  him.  I  told  him  we  would  take 
a  photo  of  his  machine  at  the  Fair  and 
reproduce  it  in  a  wood  cut. 

He  closed  up  like  a  jack  knife,  telling 
me  we  would  photograph  it  at  our  risk. 

The  official  camera  man  got  the  picture 
just  the  same.  Armed  with  this,  I  again 
called  on  him.  He  made  no  sign  of  recog- 
nition. After  a  preliminary  talk  the 
photo  was  placed  on  his  desk  before  him. 

Brightening  up  like  a  fox  terrier 
shown  a  feather,  he  remarked:  "Yes,  yes. 
My  machine  shows  up  fine." 

I  finally  landed  him  for  an  order  for 
$500  worth  of  cards,  letterheads,  check 
books,  and  cuts. 

It  was  strictly  a  transaction  on  honor. 
He  was  not  asked  to  sign  anything. 
Before  closing  his  order,  he  tore  a  corner 
from  a  piece  of  paper,  put  down  some 
figures,  handed  them  over  to  me  with  the 
remark,  "I'll  not  pay  a  cent  more." 
I  slipped  the  piece  of  paper  into  my 
pocketbook  and  went  out. 

Shortly  after  I  was  called  out  of  the 
United  States  on  personal  business,  and 
it  was  six  months  before  I  returned. 
In  closing  up  a  lot  of  correspondence,  I 
ran  across  that  slip  of  paper  and  started 
to  tear  it  up.  On  second  thought,  I 
placed  it  back  in  my  wallet. 

"Say,  old  man,"  remarked  our  book- 
keeper, as  I  came  into  his  office,  "that 
old  machinery  man  refuses  to  pay  his 
bill;  says  we'll  have  to  sue  him  before  he'll 
pay  a  cent  of  it,  as  he  never  agreed  to 
pay  the  price  you  put  on  it." 

i  called  on  Mr.  "Old  Bear"  and  intro- 
duced myself.  He  was  full  of  fight  and 
raved  over  the  price  charged  him.  After 
he  had  cooled  down  I  asked  him  if  he 
would  recognize  his  own  figures.  He 
said,  "Certainly,"  his  face  aglow  with 
defiance. 

"Kindly  look  at  this,"  and  I  handed 
him  the  scrap  of  paper. 

"Yes,  those  are  my  own  figures,"  he 
reluctantly  replied.  "I  never  go  back 
on  my  own  figures." 

He  tore  the  scrap  of  paper  into  bits, 
dropped  them  into  a  basket,  then  turned 
to  his  desk  and  wrote  me  out  a  check 
for  the  full  amount. 

As  he  handed  it  to  me  he  mentioned 
the  importance  of  keeping  a  record  of 
all  transactions,  passed  me  a  bag  of 
fruit  for  a  treat,  shook  hands  with  me,  and 
we  parted  on  good  terms. 


"How  on  earth  did  you  collect  it?  ' 
queried  the  astounded  bookkeeper. 

"Good  collector;  that's  all,"  I  replied, 
with  a  sly  wink  at  myself  in  a  nearby 
mirror.— 7?o6er<  C'reenlaw,  Worcester, 
Mass. 


I MADE  my  easiest  law  book  sale  in 
this  way.  I  had  made  the  acquaint- 
ance Qf  the  Chief  .Justice  of  the  Supreme 
Court,  and  had  told  him  I  would  not 
trouble  him,  except  when  I  had  something 
that  I  knew  would  interest  him. 

I  entered  his  chambers  one  morning, 
and  was  courteously  received.  He 
stated  that  it  was  a  very  busy  time,  but 
on  our  former  understanding  he  would 
give  me  a  few  minutes.  I  thanked  him 
and  laid  my  watch  on  the  table,  telling 
him  he  could  stop  me  any  moment  he 
wished.  "All  right,"  said  he,  "fifteen 
minutes  by  the  watch." 

I  started  in  without  preliminaries,  and 
caught  his  attention  by  stating  that  I 
would  show  him  the  greatest  time  saver 
he  had  ever  seen  in  his  line  of  work. 

I  saw  that  this  made  an  impression, 
which  I  capitalized  by  PROVING  it  to 
him.  Knowing  that  every  statement  I 
made  would  be  critically  digested  by  him 
I  was  particularly  careful  to  state  only 
things  of  which  I  knew  I  was  absolutely 
capable  of  producing  the  proofs. 

Proceeding  carefully,  and  without  the 
waste  of  a  word,  I  soon  had  his  atten- 
tion so  closely  rivited,  that  it  would  have 
taken  a  shotgun  to  divert  him. 

In  less  than  five  minutes  he  was  lead- 
ing me — asking  questions — and  I  am 
glad  to  say  I  KNEW^  MY  SUBJECT 
well  enough  to  give  him  a  straight 
answer  to  most  of  his  questions,  or  when 
I  did  not  know,  I  said  so. 

After  the  lapse  of  one  hour  and  thirty- 
five  minutes,  he  chanced  to  glance  at  the 
watch  and  exclaimed,  "My  goodness! 
I  have  taken  up  an  hour  and  a  half  of 
your  time,  Mr.  Parsons."  "Your  time 
Judge"  I  replied,  "is  of  more  value  than 
mine — but  you  had  the  call,  not  I." 

The  upshot  was  he  invited  me  to  call 
the  following  Thursday,  when  the  Court 
would  be  sitting  in  bank— and  give  them 
a  resume  of  what  we  had  gone  over, 
reduced  to  about  a  ten-minute  presenta- 
tion, and  he  would  do  the  rest,  remark- 
ing, that  he  believed  it  was  the  first 
time  a  book-man,  had  ever  been  invited 
to  address  the  court,  but  the  subject 
made  it  worth  while.    I  thanked  hini, 
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And  got  to  be  a  sales  manager 


My  Car  Load  of  Honey" 

Youthful  Buyer  Stocks  up,  to  the  Amazement 
of  Boss,  but  Rises  Manfully  to  the  Occasion; 
Now  Successful  Sales  Manager  for  Wholesaler 


Written  for  The  Sample  Case 

By  E.  P.  R.,  a  Salesmanaf/er 

"Somewhere  in  Nebraska" 


IN  a  small  Nebraska  town,  back  in 
1912,  I  had  a  job  as  a  clerk  in  a 
department  store.  My  main  de- 
partment was  the  grocery  side. 
Only  eighteen  summers  had  passed  ip 
my  young  life  at  that  time.  For  the  next 
(wo  years  I  po.sed  as  a  fairly  succes.sful 
grocery  clerk. 

.My  employer  was  a  former  commercial 
traveler,  and  for  twenty  years  he  had 
represented  a  big  wholesale  dry  goods 
house— one  of  the  largest  in  the  field 
today. 

He  had  promised  me,  many  times,  that 
he  would  obtain  for  me  a  place  with  some 
well  known  house  when  I  became  old 
enough  to  take  a  position  on  the  road. 
For  several  years  I  had  looked  forward 
to  this  as  the  goal  of  my  ambition. 

Unexpectedly  the  buyer  in  my  depart- 
ment changed  his  line  of  work,  leaving  me 
the  next  oldest  man  on  the  job  in  the 
grocery  department.  The  boss  decided 
that,  with  my  experience  and  training,  I 
should  be  able  to  fill  the  place  as  buyer. 

Imagine,  if  you  will,  the  wild  fancies 
of  a  youth  suddenly  thrown  into  so 
responsible  a  position— in  a  little  town 
of  .5,000  population.  With  an  increase 
m  salary  along  with  it,  it  made  me  feel 
that  the  little  old  town  would  be  "on  the 
rocks"  if  for  any  reason  I  should  be 
called  away. 

I  kept  up  my  "want  list"  for  the  regular 
boys  who  called  to  sell  my  department. 
Naturally,  to  the  ones  who  most 
especially  appealed  to  me  I  gave  my  best 
orders,  reserving  the  very  best  of  them 
'  for  the  salesmen  who  promised  to  get  me 
into  a  road  job  with  the  best  house;  how- 
ever, I  kept  and  eye  open  for  the  best 
grade  of  merchandise. 

Specialty  men  of  all  kinds  I  referred  to 
the  boss;  until,  one  day,  he  asked  me  if 
I  didn't  think  my  judgment  was  sufBcent- 
ly  good  in  buying  Specialties  to  relieve 
him  of  that  work.  He  told  "me  that 
unless  I  could  buy  specialty  lines  without 
continually  referring  the  specialty  men 
to  him,  he  would  have  to  get  a  buyer  who 
could  handle  that  end  of  the  business. 

With  feelings  hurt  and  pride  draped 
like  a  flag  at  half  mast,  I  then  and  there 
firmly  decided  to  never  again  call  on  the 
boss — and  I  did  not. 

One  beautiful  autumn  day,  along 
came  a  specialty  salesman  par  excellence. 
If  all  men  on  the  road  had  that  man's 
talents  as  a  salesmen  there  would  be  few 
business  failures.    He  handled  honey. 


1  his  riitcrtuining  story  waa  nent  to  the 
Sample  Case  under  the  head  of  "My  Big- 
gest Bonchcad,"  but  it  turns  out  so  well 
tlint  it  becomes  a  real  feature  Bloiy  in 
.'^p^viop  to  Salesmen. — (Eklitor 


I  fell  for  his  salesmanship.  He  sold 
me  right— I  ORDEHKD  A  CAR  LOAD 
OF  STRAINED  HONEY! 

Remember,  that  happened  in  a  town  of 
5,000  with  several  stores  like  ours. 
Stop  t»  consider  what  a  car  load  of  honev 
means  in  a  town  of  that  size.  1  certainly 
exercised  mor'^  authority  than  good 
judgment. 

A  car  load  of  strained  honey  for  our 
limited  trade  zonel 

For  a  time  everything  went  along 
nicely.  I  felt  reassured  whenever  my 
conscience  condemned,  by  the  positive 
assurance  that  I  was  to  have  the  exclusive 
honey  sale  in  my  town  for  that  firm.  That 
was  one  inducement  ofTered  in  buying 
in  such  quantity. 

/^NE  day,  while  1  was  standing  by  the 
^  cash  register  and  dreaming  of  the 
time  when  I  should  be  a  commercial 
traveler,  the  boss  called  to  me  from  his 
office  above. 

Something  whispered  to  me  that  my 
honey  deal  was  about  to  get  me  into 
trouble.   That  "something  "  was  right." 

The  invoice  for  that  car  load  of  bee 
juice  had  arrived,  along  with  a  letter 
stating  that  the  shipment  was  going 
forward  that  date,  by  way  the  Burlington 
route. 

As  The  Sample  Case  is  a  respectable 
magazine  I  cannot  repeat  what  the  boss 
said  to  me.  I  got  one  of  the  hardest, 
keenest,  deep-do wn-to-t he-core  bawling- 
outs  that  it  could  be  humanly  possible 
for  one  man  to  pour  into  the  ears  of 
another.  He  went  so  far  as  to  tell  me 
that  he  has  made  a  grievous  error  in 
trusting  me  at  the  head  of  my  department 
and  wound  up  by  telling  me  that  he 
would  have  to  hire  an  older  and  more 
experienced  buyer  at  the  head  of  the 
grocery  department. 

Ambitious  hopes  shattered.  I  went 
back  to  wait  on  customers.  My  life 
seemed  utterlj-  ruined,  and  every  dream 
of  success  vanished.  I  could  already,  in 
anticipation,  hear  the  small-town  boys 


remarking  to  me,  "Thought  you  were 
head  of  that  store.  D'ye  hear  somethin' 
dro])?" 

■'Then  black  despair. 
The  shadows  of  a  starless  night,  was 
thrown 

Over  the  world  in  which  I  moved  alone." 

The  night  that  followed  was  sleepless 
for  me.  /  sold  honey  all  night.  F&r  into 
the  wee  sma'  hours  of  morning  I  was 
rehearsing  my  speech  to  the  boss  when 
he  came  down  to  the  store  at  9  o'clock 
next  day. 

By  the  time  he  arrived  my  courage 
had  oozed  out.  I  looked  up  at  him  as  he 
entered,  and  instantly  my  eyes  fell.  I 
was  crushed. 

He  greeted  me  with  a  hearty  "good 
morning,"  and  passed  on  up  to  his  desk. 
This  gave  hope  a  little  stimulant,  but 
my  heart  wa.s  almost  stilled. 

Fifteen  minutes  later  1  was  at  his  desk. 
"It's  about  that  honey,"  were  the  only 
words  that  came  from  my  lips,  after  ail 
my  night's  preparation  for  a  speech. 

The  look  that  came  into  his  eyes  was 
not  pleasant  to  gaze  upon.  Ilis  thoughts 
were  running  back  to  a  lot  of  strained 
honey  that  had  been  left  over  the  spring 
before,  and  had  gone  to  sugar — a  total 
loss. 

/BOUGHT  that  honey  and,  demmitt, 
I'm  going  to  SELL  itV 
.My  courage  flashed  up  like  an  explod- 
ing giant  cracker  that  had  been  smoking 
and  sizzling,  apparently  powderless. 

The  boss  made  some  remark  about  my 
going  back  to  work  and  forgetting  about 
that  honey  deal.  He  wired  to  stop  the 
shipment,  but  they  had  billed  the  car, 
and  informed  him  that  he  would  have  to 
take  the  loss  or  profit,  as  a  result  of  turn- 
ing his  buying  over  to  an  irresponsible 
boy. 

I  had  obtained  a  mighty  good  price 
on  that  hone}-,  as  you  would  naturally 
suppose,  by  buy  ing  in  such  a  quantity. 
I  resolved  to  take  advantage  of  the 
opportunity  to  "bear"  the  honey  market. 

/  resolved  to  be  master  of  the  situation. 

I  spent  a  lot  of  the  boss'  time  in  the 
next  few  days  telling  customers  what  a 
wonderful  deal  I  had  made  in  honey,  and 
the  wonderful  price  they  could  get  it  for, 
an  opportunity  they  might  never  again 
have. 

On  Thursday  of  a  certain  week  we 
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Arbitration  Court 
for  Trade  Relations 

Standard  Code  of  Practices  is  Proposed  for  Retail 
Distributors,  Manufacturers,  Wholesalers, 
and  Commission  Houses 

Editorial  in  the  Garment  NewB.  New  York  City 


U.  C.  T.  FOR  CONGRESS 


J.  H.  MacLafferty  Nominated  from 
Oakland,     California,  District: 
Quite  Popular. 


BASKHALL  has  its  Landis,  the 
movies  its  ilays,  the  theatre  its 
Thomas,  and  the  retail  trade 
may  soon  have  its  own  arbitrator, 
not  a  single  individual,  but  rather  a 
group,  representing  manufacturers  and 
retailers.  These  arbitrators  arc  to  formu- 
late a  "code  of  standard  practices  to  be 
observed  in  relations  between  retail  distri- 
butors on  the  one  side  and  the  manufac- 
turers, wholesalers  and  commission  houses 
on  the  other,"  and  the  same  group  is  also 
to  serve  as  a  court  of  arbitration  in  dis- 
putes involving  manufacturers  and  re- 
tailers. 

This  is  the  essence  of  resolutions 
adopted  at  a  luncheon  meeting  held  last 
week  at  the  Hotel  Commodore,  in  which 
about  thirty-five  representatives  of  manu- 
facturers' and  retailers'  associations  par- 
ticipated. If  this  resolution  is  carried 
out,  it  will  mark  one  of  the  milestones  of 
the  trade's  road  to  progress.  If  its 
principles  are  put  into  practice,  it  will 
have  a  most  far-reaching  influence  on  the 
entire  industry,  particularly  in  the 
garment  trade,  where,  unfortunately, 
numerous  abuses  are  still  in  existence. 

The  formation  of  a  definite  code  of 
standard  practices  cannot  but  do  away 
with  some  of  the  slip-shod  methods  of 
doing  business  still  prevailing  in  many 
a  manufactuiing  and  retailing  establish- 
ment. It  is  these  methods  which  usually 
bring  about  misunderstandings  and  re- 
sult in  great  financial  losses  and  abuses 
which  are  a  menace  to  the  welfare  and 
growth  of  the  entire  industry. 

Heretofore  these  trade  disputes  have 
found  their  way  into  the  courts,  where 
laymen,  unfamiliar  with  the  trade's 
practices  and  having  but  a  hazy  notion 
of  the  points  at  issue,  have  been  asked  to 
pass  judgment.  Under  such  circum- 
stances a  miscarrying  of  justice  is  quite 
possible,  and  what  is  infinitely  worse, 
the  publicity  resulting  from  such  disputes 
places  the  industry  in  anything  but  a 
favorable  light  before  the  consuming 
public. 

An  industry  of  such  magnitude  as  the 
garment  trade  should  be  able  to  put  its 
own  house  in  order  without  appealing  to 
legal  tribunals  with  their  attending 
red  tape.  A  settlement  of  a  dispute  by 
representatives  of  both  parties  who  are 
thoroughly  familiar  vdth  all  the  points  at 
issue  will  not  only  be  just,  but  will  in  all 
probability  do  away  with  the  rancor  and 
hatred  that  usually  result  when  such 
matters  get  into  the  courts. 

That  is  but  one  phase  of  the  work  of 
such  an  arbitration  tribunal.  Its  greatest 
utility  is  in  the  establishment  of  good 
will  And  co-operation  among  manufac- 


turers and  retailers.  It  is  through  an 
organization  of  that  nature  that  all  trade 
factors  are  brought  into  closer  contact, 
are  made  to  appreciate  each  other's 
problems  and  difliculties  and  perhaps 
work  out  a  solution  to  them.  It  is  a 
means  of  re-establishing  trade  confi- 
dence, which  is  the  very  backbone  of  an 
industry. 

The  movement  has  already  received 
its  initial  impetus  by  the  Merchandise 
Fair.  The  moment  for  the  formation  of 
this  arbitration  group  was  never  more 
opportune  than  the  present.  The  en- 
thusiasm among  retailers,  manufacturers 
and  buyers  still  runs  high,  so  that  now 
is  the  logical  time  to  act. 


Oakland  (Cal.) 
Council  of  the 
U.  C.  T.  has  been 
honored  by  tin; 
nomination  for 
Congressman 
from  that  dis- 
trict of  one  of 
its  leading  mem- 
bers—J.  H.  Mac- 
Lafiferty.  Broth- 
er MacLafferty 
is  a  loyal  U.  C. 
T.  and  one  of  the 
tandbys  of  Oak- 
1  a  n  d  Council 
ever  ready  to  do  his  part  in  work  for  the 
Order. 

In  the  present  Congress  are  several 
U.  C.  T.  members,  and  they  are  making 
a  good  record.  Brother  MacLafferty 
is  widely  known  in  his  district  and  is 
generally  popular. 


A  man  is  just  as  big  as  his  regard  for 
his  own  word. — Preston  M.  Nolan. 


Diary  of  a  Stomach 

Home  Bureau  Bulletin,  McLean  County,  Illinois 


TEN  A.  M.— Oh!  dear!  Another 
warm  day.  Wonder  if  I'll  be 
abused  as  I  was  yesterday.  If  I 
am,  I  am  going  to  strike.  Just 
disposed  of  a  half-chewed  breakfast.  We 
ran  for  the  train,  which  meant  I  was  so 
jiggled  about  and  so  tired  that  it  took  me 
twice  as  long  to  do  my  work.  Hope  she 
gives  me  an  hour  or  two  of  complete 
rest  before  anything  else  comes  my  way. 

10:30  a.  m. — Two  glasses  of  ice  water 
just  arrived.  It  will  take  all  the  energy 
I  can  pump  up  in  the  next  hour  to  warm 
me  up  to  normal  again. 

10:50  a.  m. — Half  chewed  breakfast 
did  not  satisfy  her  and  she  bought  some 
peanuts  and  started  again. 

12:00  Noon — Peanuts  have  dribbled 
along  ever  since  last  entry.  Think  she 
has  finished  them,  though. 

12:30  p.  m. — Decided  she  wasn't  very 
hungry,  and  instead  of  a  good,  solid 
dinner,  sent  me  down  a  cold  egg  nog, 
heavy  with  chocolate.  Could  have 
managed  it  all  right,  if  it  hadn't  been  so 
cold;  but  that  makes  it  terribly  hard  to 
deal  with. 

1:10  p.  m. — More  ice  water. 
1:30  p.m. — Was  mistaken  about  the 
peanuts.    She  found  another  handful  in 
the  bottom  of  the  bag,  and  now  I  have 
to  tend  to  them. 

3:05  p.  m. — More  ice  water. 
3:10  p.  m. — She  has  been  lifting  some 
heavy  books  and,  as  usual,  used  my 
muscles  instead  of  her  arm  muscles,  as 
o.he  should  have  done;  tired  me  more  than 
digesting  a  six-course  dinner. 

3:20  p.  m. — Some  one  has  brought  us 


a  box  of  carmels,  and  she  started  on  that! 

4:30  p.  m. — Have  received  something 
like  half  pound  of  carmels  since  last  entry. 
She  just  said,  'Oh,  dear!  I  don't  feel  a  bit 
well.  I  know  the  milk  in  that  egg  nog 
must  have  been  sour." 

6:30  p.  m. — We  played  a  set  of  tennis 
before  dinner  and  here  I  am,  all  tired  out, 
and  a  dinner  to  handle. 

6:50  p.  m. — We  were  invited  out  to 
have  a  soda  before  going  home.  Had  a 
lemon  phosphate  and  then  ran  for  the 
train. 

7:00  p.  m. — ^Fried  potatoes,  cucumbers, 
veal  and  caimed  blueberries.  What  do 
you  know  about  that? 

7:45  p.  m.— We  are  going  down  for  a 
chocolate  walnut  collie  ice. 

8:20  p.  m. — Got  home  and  found 
someone  had  made  some  lemonade.  She 
drank  two  glasses— that  on  top  of  the 
college  ice,  settles  it.    I  strike! 

8:30  p.  m. — Have  sent  back  the  college 
ice  and  lemonade. 

8:40  p.  m.— Returned  the  blueberries. 

8:50  p.  m. — And  the  veal. 

9:10  p.  m. — She  sent  for  the  doctor. 
Says  the  college  ice  must  have  had  some- 
thing the  matter  with  it.  Her  mother 
says  it  is  probably  the  weak  stomach 
she  inherited  from  her  father. 

9:30  p.  m. — Doctor  says  it  is  just  little 
upset,  due  to  the  weather.   Good  nightl 

"My  husband  suffers  terribly  from 
insomnia." 

"Oh,  isn't  that  too  bad!" 

"And  the  worst  of  it  is,  he  snores 
loud  that  I  can't  sleep  either." 
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Short  stories  told  by 

Men  Who  Ride  the  Rails 

Early  Days  when  Hotels  were  Real  Homes; 
Whistling  Pest;  Joker  Gets  Jolt;  Careless 
Auto  Driving;  The  Fizzing  Catsup  Bottle 


The  Samptt  Ca*e  warUs  all  good 
ttoria  of  Um  road  thai  readeri 
will  lend  in.    They  mutt  be  true. 


PKJtHAPS  a  few  words  from  an  old 
traveling  man  telling  of  experi- 
ences on   the  road  some  forty 
years  ago  may  be  of  interest  to 
onie  of  the  U.  C.  T.  boys.   Along  in  the 
•ears  from  1875  to  1880  I  was  with  a 
Jineiunati  firm,  traveling  with  a  team. 

covered  territory  from  Cincinnati  to 
he  upper  part  of  Michigan,  calling  on  the 
jug  trade  with  a  line  of  remedies  that 
rere  left  on  commission,  to  be  paid 
or  when  sold.  I  did  advertising  also,  in 
acking  up  cards  and  pasting  posters  on 
jnces,  bridges,  and  wherever  I  could 
nd  a  space  for  them.  My  trip  was  from 
ix  to  twelve  months.  I  covered  parts  of 
ix  states. 

Autos  were  not  dreamed  of,  and  the 
lilroads  did  not  have  the  good  equip- 
lent  of  today;  and  hotels— well,  I 
lould  say!  Now  you  pay  the  price  and 
St  what  is  handed  to  you;  all  they  care 
tr  is  your  money. 

•Then,  everyone  connected  with  the 
otels  seemed  to  have  a  real  interest  in 
ar  well-being  and  give  guests  real 
irvice.  No  matter  what  time  one  ar- 
ved,  one  was  welcomed  and  a  fine  feed 
as  given.  The  landlady  seemed  to  have 
motherly  interest  in  seeing  that  we  not 
ily  had  a  good  feed,  but  a  clean  bed. 

0  thought  of  going  to  a  restaurant  in 
lose  days — no  matter  what  the  hour 
ley  would  provide  something  good  to 
it. 

The  roads  were  not  so  good  then  as 
)w,  and  in  the  northwestern  part  of 
hio  and  northern  Michigan  the  woods 
are  thick  and  towns  far  apart.  In  those 
ng  drives,  I  often  found  myself  talking 

1  th  the  One  in  whom  I  had  early  learned 
I  put  my  trust,  and  it  helped  to  drive 
ray  the  loneliness.  I  found  then,  as 
|>w,  that  many  seemed  to  live  without 
thought  of  the  morrow  and  no  bufifer 
tween  themselves  and  the  future  days 

come.    I  learned  that — 

"You  must  earn  the  things  that  you 

wish  to  own; 
I  You  must  win  your  goal  by  your 

strength  alone. 
I  "Don't  ask  for  favors  and  crine  and 

whine, 

iBut  give  your  life  to  your  own  design. 
Meet  your  dangers  as  best  you  can; 
Others  will  help  you  if  you  are  a  man; 
But  do  not  be  one  who  sits  down  and 


As  long  as  you  have  strength  in  your 

arms  and  legs. 
Be  it  little  or  much  that  you  win  on 

earth. 

Let  it  have  the  stamp  of  your  own  good 
worth; 

Be  able  to  say  of  each  treasure  fine, 
1  have  worked  for  this  and  the  thing  is 
mine. 

Be  willing  to  toil  and  be  willing  to  give. 
And  honor  shall  follow  you  while  you 
live; 

For  there  is  none  as  mean  on  this 

globe  as  he 
Who  looks  to  another  to  pay  his  fee." 

If  one  wishes  to  win,  he  must  have  a 
receptive  mind,  yet  be  independent.  He 
must  think,  weigh,  and  assimilate,  and 
if  faithful  to  employers  he  will  find  they 
in  turn  will  be  true  to  him. 

In  the  thirty  odd  years  I  traveled  1 
found  the  truth  of  these  lessons.  Some- 
times things  have  seemed  hard,  and  the 
outlook  was  dark,  but  in  the  outcome 
all  seemed  to  come  out  for  the  best. 
There  has  always  been  a  bright  side,  and 
the  more  I  looked  for  sunshine  the  more 
I  seemed  to  have. — [W.  R.  Mandigo. 


The  Whistling  Pest. 

The  other  daj',  while  traveling  on  a 
suburban  car,  with  the  prospect  of  a 
dreary  two-hour  trolley  trip  ahead  of 
me,  I  was  interrupted  from  my  reading 
of  the  latest  horrible  sex-murder  by  a 
shrill  jarring  whistle.  Turning  in  my  seat, 
I  saw  immediately  back  of  me  a  man  with 
heavy  black  spectacles  and  a  growth 
of  beard  of  about  forty  years  on  his 
face.  This  man,  who  should  from  ap- 
pearance have  known  better,  was  begin- 
ning to  serenade  the  passengers  with  his 
repertoire  of  songs. 

As  is  usual  in  every  concert,  he  started 
out  with  the  "Poet  and  Peasant  Over- 
ture" rather,  his  version  of  the  overture 
for  the  composer  of  that  excellent  piece 
would  have  writhed  in  his  grave,  had  he 
heard  the  immortal  composition  so 
mangled.  Then  he  successfully  annoyed 
the  passengers  with  "The  Last  Rose  of 
Summer."  This  was  followed  by  an 
original  and  excruciating  adaptation  of 
"Marble  Halls"  and  the  classic  "Down 
in  Honolulu,"  rendered  about  three  miles 
off  key.  Heartened  by  the  stares  and 
glares  of  the  passengers  about  him,  he 
continued  his  oratorio  through  the  entire 


category  of  popular  and  luipopulai 
music. 

At  this  stage  several  men,  deciding 
to  walk  the  rest  of  the  way,  ro.se  and  left 
the  car.  A  number  of  women  got  out 
to  wait  an  hour  for  the  car  that  followed. 

I,  who  was  directly  in  front  of  the 
disciple  of  Pan,  was  getting  the  full 
benefit  of  his  efTorts.  Being  of  a  patient 
frame  of  mind  and  long-sufTering,  I 
squirmed  in  my  seat  to  the  irregular  beat 
of  the  whistle.  Finally,  I  fell  upon  the 
plan  to  fight  fire  with  fire.  I  therefore 
interrupted  the  whistler's  fervent  render- 
ing of  "The  Stars  and  Stripes  Forever," 
by  starting  "The  Rosary,"  slowly  and 
mournfully.  As  a  whistler,  by  the  way, 
I  am  one  degree  worse  than  the  man  who 
was  entertaining  the  car — if  that  were 
humanly  possible. 

The  bewhiskcred  Yokel  stopped  short, 
and  I  was  heartily  congratulating  myself 
on  the  success  of  the  stratagem,  when  the 
soloist  decided  to  make  it  a  duet,  and 
began  to  harmonize  with  the  doleful 
tones  of  my  "Rosary." 

This  was  too  much,  even  for  me  and 
remembering  the  health-giving  ad- 
vantages of  walking,  and  realizing  that 
it  was  now  only  fifteen  miles  more  to  my 
destination,  I  rose  and  left  the  car. 

Yea  verily,  the  road  of  the  traveler  is 
a  hard  one. — [Weiner  of  Worcester. 


Joker  Gets  a  Jolt. 

When  I  was  quite  young  on  the  road 
and  passing  through  that  period  when  a 
young  fellow  feels  that  he  knows  a  good 
bit  more  than  he  does  and  far  more  than 
the  older  and  wiser  heads  r  an  ever  learn, 
I  found  myself  working  a  territory  where 
the  "natives"  brogue  was  very  different 
from  my  own  and,  of  course,  mine  was 
different  from  theirs.  I  thought  that 
they  had  a  very  peculiar  "twist"  to  their 
words  and  my  accent  would  invariably 
attract  the  attention  of  those  who  hap- 
pened to  be  in  hearing  9f  my  "discourse." 

Very  frequently  a  native  would  ap- 
proach me  and  ask  where  I  was  from. 
My  reply  to  this  question,  which  soon 
became  a  fixed  habit  and  one  which  I 
finally  felt  that  I  was  getting  by  with 
in  first  class  shape,  was:  "Patrick  Henry, 
Henry  Clay  and  I  were  all  born  in  the 
same  country." 

The  last  time  this  question  was  asked 
and  you  may  rest  assured,  the  last  time 
(Continned  od  pace  44.) 


THE     SAMPLE  CASE 


Might  Try  These  in 
Guessing  on  Weather 

Rules  are  Quoted  From  Best  Official  Sources; 
Watch  Rising  and  Falling  Barometer; 
Weather  Wisdom 


From  The  World's  Almanac 


A RAPID  rifle  indicates  unsettled 
weather. 
A  gradual  rise  indicates  settled 
weather. 

A  rise  with  dry  air  and  cold  increas- 
ing in  summer  indicates  wind  from  the 
northward;  and  if  rain  has  fallen,  better 
weather  may  be  expected. 

A  rise  with  moist  air  and  a  low  tem- 
perature indicates  wind  and  rain  from 
the  northward. 

A  rise  with  sourtherly  winds  indicates 
fine  weather. 

A  Steady  Barometer, 
with  dry  air  and  seasonable  tempera- 
ture indicates  a  continuance  of  very 
fine  weather. 

A  Falling  Barometer. 
A  rapid  fall  indicates  stormy  weather. 
A  rapid  fall  with  westerly  wind  in- 
dicates stormy  weather  from  the  north- 
ward. .  . 

A  fall  with  a  northerly  wind  indi- 
cates storm,  with  rain  and  hail  in  summer, 
and  snow  in  winter. 

A  fall  with  increased  moisture  in  the 
air,  and  heat  increasing,  indicates  wind 
and  rain  from  the  southward. 

A  fall  with  dry  air  and  cold  increas- 
ing in  winter  indicates  snow. 

A  fall  after  very  calm  and  warm 
weather  indicates  rain  with  squally 
weather. 

The  barometer  rises  for  northerly 
winds,  including  from  northwest  by 
north  to  the  eastward  for  dry,  or  less 
wet  weather,  for  less  wind,  or  for  more 
than  one  of  these  changes,  except  on  a 
few  occasions,  when  rain,  hail  or  snow 
comes  from  the  northward  with  strong 
wind. 

The  barometer  falls  for  southerly 
wind,  including  from  southeast  by  south 
to  the  westward,  for  wet  weather,  for 
stronger  wind  or  for  more  than  one  of 
these  changes,  except  on  a  few  occasions, 
when  moderate  wind,  with  rain  or  snow, 
from  the  northward. 

The  Almanac  contains  much  other 
'  weather  data,  revised  yearly,  includ- 
ing temperature  and  rainfall  tables  for 
New  York  City  and  for  every  impor- 
tant State  and  city  in  the  United  States 
and  all  over  the  globe. 

Weather  Wisdom. 

A  gray,  lowering  sunset,  or  one  where 
the  sky  is  green  or  yellowish  green, 
indicates  rain.  A  red  sunrise,  with 
clouds  lowering  later  in  the  morning, 
also  indicates  rain.  A  halo  occurring 
after  fine  weather  indicates  a  storm. 
A  corona  growing  smaller  indicates 
rain;  growing  larger,  fair  weather.  A 
morning  rainbow  is  regarded  as  a  sign 


of  rain,  an  evening  rainbow,  of  fair 
weather.  A  deep-blue  color  of  the  sky, 
even  when  seen  through  clouds,  indicates 
fair  weather,  a  growing  whiteness  an 
approaching  storm.  Fogs  indicate  set- 
tied  weather.  A  morning  fog  usually 
breaks  away  before  noon.  Unusual 
clearness  of  the  atmosphere,  unusual 
brightness  or  twinkling  of  the  stars, 
indicates  rain.  The  first  frost  and  last 
frost  are  usually  preceded  by  a  tem- 
perature very  much  above  the  mean. 


NOVEMBER 
GET  AN  EXEMPTION. 

Canadian  Travelers  Obtain  Reduc 
tion  of  Traveling  Expenses  from 
Income  Tax. 

Commercial  travelers  in  Canada  havt 
been  having  trouble  regarding  allowance 
made  by  the  Canadian  Government  foi 
necessary  traveling  expenses  being  de- 
ducted from  incemes,  as  obtains  in  the 
United  States.  This  has  been  arranger 
satisfactorily,  according  to  a  letter  re 
ceived  by  Supreme  Attorney  Millene 
from  Fred  J.  C.  Cox,  Secretary-Treasure 
of  Winnipeg  U.  C.  T.  Council.  Thi 
amendment  to  the  Canadian  Income 
Tax  Act  reads  as  follows: 

"Traveling  expenses,  including  the  en 
tire  amount  of  expenses  for  meals  an( 
lodging  while  away  from  home  in  ih 
pursuit  of  trade  or  business,  shall  be  e> 
empt;  this  amendment  shall  be  applical)l 
to  income  realized  during  1922,  but  doe 
not  apply  to  income  received  during  192' 
or  previous  taxation  years." 


Penalty  of  Bigness 


From  Wm.  Feather's  Magazine 


A LARGE    circulation    makes  a 
cautious  editor. 
This  is  one  reason  why  our 
modern  publications  usually  do 
not  take  a  strong  stand  on  public  ques- 
tions. 

It  is  one  of  the  penalties  of  bigness. 

Take  the  case  of  any  individual.  In 
conversation  with  a  single  friend  he  will 
be  outspoken  in  his  comments.  Let  him 
be  one  of  a  group  of  ten,  and  he  will 
shade  his  opinions  in  order  not  to  offend 
any  of  his  hearers. 

Finally,  let  the  same  man  address  an 
audience  of  a  thousand,  and  his  comment 
will  become  even  more  general.  He  will 
be  less  cautious,  more  diplomatic. 

The  modern  editor  who  selects  reading 


Annual  Roll  Call  from  ArmUtice  Day  to 
Thankseiving 


matter  for  100,000  to  a  million  peop 
daily,  weekly,  monthly,  finds  himse 
beset  with  almost  insurmountable  difficu 
ties  when  he  tries  to  express  an  opinio 
That  which  pleases  one  section  of  h 
readers  causes  another  section  to  see  re 

So  he  does  what  the  politician  h^ 
always  done.  He  steers  a  middle  courf 
and  tries  to  please  as  many  as  possibl 
and  displease  as  few  as  possible. 

This  brings  us  to  the  point  we  a 
trying  to  make:  That  in  reality  mo 
publications  are  edited  by  the  readei 
The  readers  get  about  what  they  war 
The  editor  has  his  fingers  on  the  reade. 
pulse  all  the  time. 

He  does  not  try  to  express  his  ov 
views;  he  tries  to  express  his  reade 
views,  so  that  when  they  have  finish 
reading  they  will  say,  "That's  just  < 
actly  the  way  I  think." 

Get  a  cross  section  of  a  million  read 
and  you  will  have  a  composite  man  w 
does  not  think  strongly  on  any  questii 
a  man  who  changes  his  ideas  slowly  a 
gradually. 

This  is  the  man  whom  the  edi 
with  a  big  circulation  is  trying  to  plea 

Vocabulary  Builder. 

An  exceptionally  good  and  interest 
little  book  has  just  been  issued  by 
Century  Company,  New  York.    It  i) 
signed  to  increase  the  vocabulary, 
is  more  than  a  study  book.   It  is  valual 
as  a  source  book  of  words  and  their  c 
rect  usage.    It  is  a  practice  book  as  \ 
as  one  of  theory.   The  price  is  S1.25  ! 
it  is  well  worth  the  money.    Its  titl 
"The  Century  Vocabulary  Builder." 
was  written  by  Garland  Greever  s 
Joseph  G.  Bachelor.  It  presents  langu 
study  in  an  entirely  new  form,  and 
it  reaUy  quite  interesting. 
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Strenuous  life  of  today  demands 


Protection  for  Salesmen 

Dangers  to  Life  and  Limb  in  Modern  Traffic  too 
Great  for  Any  Salesman  to  be  Without  Protection 


THE  factors  in  the  study  of  econom- 
ics have  been  divided  by  some 
economists  into  four  divisions. 
(1)  Production,  (2)  Consumption, 
(3)  Distribution,  and  (4)  Elimination 
of  Risk.  The  elinunation  of  risk  by  com- 
mercial travelers,  who  are  continually 
exposed  to  accidents  of  all  kinds,  is  now 
lonsidered  as  a  necessary  factor  in  the 
scientific  conduct  of  business. 

Every  concern  selling  at  wholesale  to 
retailers  employs  its  highest  class  sales- 
men as  its  representatives  on  the  road. 
The  business  loss  to  any  industry  by  the 
accidental  death  of  one  such  man  is  not 
sasily  replaced.  The  accidental  injury 
to  tlic  man  himself  will  at  least  tem- 
Dorarily  interfere  with  his  selling,  and 
3Ut  him  at  heavy  loss  financially  in  pay- 
ng  surgeon,  hospital,  and  other  bills. 

Many  of  the  larger  corporations  are 
!arrying  individual  life  insurance  poli- 
ces on  their  best  salesmen;  But  those 
)olicies  do  not  protect  the  salesman; 
inly  his  employers.  The  salesman  must 
arry  his  own  insurance  for  personal 
•rotection. 

The  risk  to  life  and  limb,  constantly 
onfronted  by  every  man  on  the  road, 
5  far  too  great  for  him  to  assume  it 
imself.  There  is  no  argument  against 
arrying  accident  insurance.  The  only 
uestion  any  commercial  traveler  has  to 
5lve  is  where  he  can  get  the  best  accident 
isurance — insurance  that  insures  against 
very  form  of  accident. 


ask  himself  is.  Which  of  the  many  acci- 
dent insurance  organizations  shall  1 
carry  my  insurance  in? 

In  everything  in  existence  there  can 
be  only  ONE  best.  To  find  that  ONE 
should  be  the  guiding  thought  in  taking 
membership  in  an  accident  insurance 
Order. 

The  true  American  spirit  of  repre.sen- 
tative  government  is  instilled  in  the 
United  Commercial  Travelers  of  America. 
It  is  governed  exclusively  by  the  mem- 
bers. It  has  no  arbitrary  board  of  con- 
trol in  the  background  to  overrule  the 
wishes  of  its  members.  Its  laws  are  made 
by  a  Supreme  Council,  made  up  of 
Grand  Counselors,  who  in  turn  come  from 
the  Past  Counselors  of  the  local  Councils. 
In  this  way  every  member  has  a  voice  in 
the  Supreme  sessions. 

Its  business  is  conducted  at  the  lowest 
possible  expense  consistent  with  good 
executive  management.  The  total  cost 
per  year  is  but  $12  to  members,  together 
with  local  Council  dues.  • 


futerh  a  home,  with  the  gaunt  ;iml  liiiimrv 
Fiend  of  Want  skulking  his  heels;  when 
he  has  kis.sed  the  heart  of  the  liisband 
and  father  with  the  chill  of  his  lidps,  and 
turned  to  his  red-eyed  companion  to 
complete  the  desolation  of  that  home — 
then  it  is  that  the  brotherhood  of  the 
U.  C.  T.  steps  in,  like  a  Hercules  of  old, 
and  drives  the  fiend,  along  with  his  litter 
of  despair,  from  the  door. 

The  fund  is  sacred  and  perpetual. 
It  was  the  great  corner  stone  on  which 
the  U.  C.  T.  was  founded.  So  long  as 
the  Order  shall  endure  no  beneficiary, 
who  may  be  the  wife,  the  mother,  the 
daughter  (unmarried),  sister  (unmarried), 
or  orphan  child  of  a  member  who  dies  in 
good  standing,  shall  ever  come  to  want 
— the  11.  C.  T.  is  their  Ray  of  Hope 
across  a  cheerless  prospect,  the  burden 
of  existence  is  shifted  from  frail  shoulders 
unable  to  Ijcar  the  load  onto  the  stalwart 
men  of  the  great  Commercial  Army. 
Orphans  under  fifteen  years  of  age  are 
educated  at  the  expense  of  the  Order. 


A  DDED  to  its  insurance  features  are 
many  no  other  organization  has. 
In  many  commercial  travelers  organiza- 
tions, when  a  member  ceases  to  be  a 
traveling  salesman,  his  membership  auto- 
matically stops.  In  the  U.  C.  T.  every 
man  remains  a  member  so  long  as  he 
lives,  if  he  keeps  himself  in  good  stand- 
ing, no  matter  what  lines  he  may  later 
follow.     In  the  U.  C.  T.  are  lawyers, 

r .  doctors,  preachers,  heads  of  large  indus- 

HJb  IS  a  problem  solved   by   the    tries,  and  thousands  of  men,  once  com- 
TTn.t^H    ron.r.„,„.oi    T,„„„i„..  mercial  travelers,  now  in  widely  different 

lines. 

No  other  similar  organization  carries 
with  it  the  fraternal  features  of  the 
United  Commercial  Travelers.  This 
fraternity  is  a  real  brotherhood  of  men 
of  one  class,  engaged  in  one  occupation. 
It  extends  from  the  social  sessions  of  the 
local  Councils,  in  which  all  the  members 
of  a  brother's  family  are  participants, 
into  the  homes  of  the  members,  where 
every  act  of  one  to  another  is  that  of  a 
brother.  It  goes  still  farther  and  reaches 
out  into  the  wide  world,  where  salesmen 
are  among  total  strangers  most  of  the 
time,  meeting  only  those  interested  in 
them  commercially.  How  pleasant  to 
meet  on  every  hand  a  real  brother,  who 
is  interested  in  one's  welfare  and  in  giving 
a  friendly  greeting! 

The  U.  C.  T.  is  the  ONLY  organiza- 
tion in  the  WORLD  which  carries  a 
widows'  and  orphans'  benefit.  This  is 
not  a  charity.  It  is  giving  to  those  who 
need  that  which  has  been  set  aside  for 
them.  Thousands  of  widows  and  help- 
,    ,     ,  loved    less  orphans  have  benefited  by  this  splen- 

es  IS  absolutely  essential.    The  only    did  feature. 

estion  any  commercial  traveler  needs       Wbep   mute   and  mysterious  Death 


'HIS  is  a  problem  solved   by  the 
United    Commercial    Travelers  of 
merica.     It  offers  more,  gives  more, 
{tending  its  benefits  to  the  famil  r  of  a 
ember;  it  is  a  fraternity,  a  brotherhood. 

No  other  organization  in  America 
lers  so  much  for  so  little.    If  a  member 

accidentally  killed  while  a  passenger 
ithin  a  passenger  coach  on  a  railway, 
s  beneficiary  will  receive  $12,600,'  the 
rgest  benefit  ofTered  by  any  commercial 
avelers'  organization. "  For  loss  of  both 
et,  $10,000.  For  loss  of  both  hands, 
0,000.  For  loss  of  both  eyes,  $10,000. 
)r  loss  of  a  hand  and  a  foot,  $10,000. 
0  other  accident  insurance  company 

the  kind  pays  so  much. 

As  a  means  of  protection,  the  U.  C.  T. 

the  best  fraternal  Order  in  the  world. 

.  CCIDENT  insurance  of  some  kind 
^  is  carried  by  every  thoughtful  com- 
jrcial  traveler.  He  frequently  carries 
licies  in  many  organizations.  W^ith 
one  exception  of  railroad  men,  the 
iveling  salesman  has  greater  hazards 
an  any  other  class  of  men. 
Protection  of  himseK  and 


''PHE  U.  C.  T.  is  a  self-governing  organ  - 
A  ization  composed  exclusively  of  men 
who  sell  at  wholesale,  city  salesmen  and 
merchandi.se  iirokcrs.  it  was  incor- 
porated under  the  laws  of  the  State  of 
Ohio,  in  .January,  ISKS.  It  now  has  a 
membership  in  excess  of  106,000,  with 
a  reserve  fund  of  $956,071.44  to  protect 
its  obligations. 

Cost  of  joining  the  Order  is  but  $10. 
Applicant  must  join  the  Council  nearest 
his  place  of  residence. 

Founded  by  Commercial  Travelers, 
managed  by  Commercial  Travelers,  for 
the  benefit  of  Commercial  Travelers,  the 
Order  stand'-  foremost  among  all  Ameri- 
can organizations.  It  works  in  harmony 
with  all  other  organizations  of  Com- 
mercial Travelers  for  the  betterment  of 
conditions  on  the  road. 

Success  is  the  one  incontrovertible 
proof  of  merit.  The  growth  of  the  U.  C. 
T.  is  its  outstanding  proof  of  merit. 

In  these  days  when  autos  menace  life 
at  every  turn,  when  rail  wrecks  are  com- 
mon events,  when  life  and  limb  are 
threatened  as  never  before,  no  Com- 
mercial Traveler  can  afford  to  go  without 
protection.  That  protection  must  be 
the  best.  In  the  U.  C.  T.  he  gets  not 
alone  protection  for  himself,  but  brother- 
hood, protection  for  his  loved  one,  social 
enjoyments,  and  association  with  the 
highest  class  of  salesmen  in  America. 

Fraternity  among  men  is  the  ideal 
goal  toward  which  the  world  is  drifting. 
Love  of  country  and  love  of  fellow  man 
is  the  highest  form  of  patriotism.  It 
means  intellectual  and  mor^l  progress. 
Membership  in  the  U.  C,  T.  is  progress. 
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My  Narrowest  Escape  | 
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TRAVELING  by  automobile  in 
Western  North  Carolina  around 
the  mountain  roadfi  on  October 
1(),  1019,  I  had  my  narrowcHt 

escape. 

I  was  making  25  miles  an  hour  along 
an  extra  good,  wide,  graveled  road, 
running  parallel  with  the  railroad  track. 
All  at  once  the  good  road  left  off  and  I 
found  a  very  crooked  road  going  through 
the  woods,  where  trees  and  underbrush 
were  very  thick;  tncncc  up  a  steep  grade 
—I  should  say  a  20%  grade,  and  I 
dropped  into  second  gear,  making  a 
speed  of  ai)Out  15  or  18  miles  to  get  over. 

All  at  once  I  discovered,  about  twenty 
feet  ahead,  a  railroad.  I  looked  to  the 
right — no  train.  I  looked  to  the  left 
and  right  onto  me  was  the  Southern 
fast  train  from  Asheville,  coming  around 


cut  at  the  ^ame 


a  curve  and  out  of  a 
time. 

Applying  the  in-foot  action  and  an 
emergency  break,  I  stojjpod  as  soon  as 
it  was  possible  for  it  to  be  done— yet  I 
was  about  six  inchej  too  close  to  the  rail. 

Bim— rattle— rattle  on;  but  they 
stopped  and  backed  up  to  see  who  was 
killed. 

I  was  not  even  jarred  or  hurt,  but  the 
car  wad  hit  in  the  front  just  $389  worth. 

I  was  saved  by  not  losing  my  nerve 
or  my  head. 

During  the  short  moment  I  thought  of 
the  U.  C.  T.  and  my  accident  insur- 
ance— and  was  wonderfully  thankful  and 
proud  of  the  United  Commercial  Trav- 
elers' policy. — T.  B.  Gaskins,  Greensboro 
N.  C. 


FUNNIEST  STORIES 


Found  Kinfolks. 

We  were  living  in  Shreveport,  La.,  at 
the  time  this  occurred.  Patsy  was  our 
faithful  old  housekeeper.  One  day  while 
we  were  at  the  dinner  table  my  husband 
said  to  her: 

"Patsy,  you  came  from  Meridian,  La., 
didn't  you?" 

"Yes,  sah." 

"Did  you  know  anyone  there  by  the 
name  of  Merrill?" 

"Deed  I  did,  honey — Miss  Maggie  an' 
John,  an'  a  lot  of  'em.  Yes,  sah,  don't 
I  knows  'em.  Law  me,  dey  done  raised 
me;  took  me  right  into  dere  house  like 
I  was  a  white  child,  when  my  mother, 
Liza,  died." 

"Why,  Patsy,"  smilingly  replied  my 
husband,  "Miss  Maggie  is  my  aunt." 

"Is  dat  so?  For  the  law's  sake,  den 
I'se  kin  to  you  all."— Mrs.  S.  P.  Lemly. 


Zeno,  who  was  showing  off  some  of  hi 
stunts  on  a  street  corner. 

"Why,  hello,  Zeno,  old  boy,"  said  he; 
but  Zeno  failed  to  recognize  him. 

"Why  don't  you  remember  me,  Zeno?" 

Zeno  shook  hi.?  head. 

"Me  no  Zeno,"  said  he. 

"Come  on,  old  boy,  we  got  a  chance  to 
make  some  big  money." 

"Me  no  Zeno,"  says  the  strong  man. 
"Me  be  Ajax  next  time."— C.  M.Jenkins, 
Washington,  D.  C. 

What  "F.  O.  B."  Mean. 

A  few  years  ago  I  was  in  a  small  village 
in  the  southern  part  of  the  state,  and 
stopped  at  the  only  hotel  the  town 


afforded.  In  the  evening  the  office  was 
filled  with  natives  who  occupied  all  the 
chairs,  the  guc.ts  being  lucky  to  have 
standing  room. 

It  was  in  the  fall,  and  potato-digging 
was  in  order,  which  formed  the  topic  of 
a  greater  part  of  the  conversation.  An 
elderly  gentleman  came  in  who  seemed 
to  be  quite  excited,  and  as  he  was  very 
deaf  it  was  necessary  to  talk  in  a  high 
key.  There  was  a  lull  in  the  general 
conversation  in  order  to  learn  the  nature 
of  his  troubles. 

His  name  was  Ben.  Taylor  but  he 
was  referred  to  as  "Old  Ben."  He  was 
not  satisfied  with  the  price  the  local 
dealers  were  paying  for  potatoes,  and 
had  written  for  and  received  quotations 
from  New  York  of  $1.00  per  bushel 
F.  O.  B.  N.  Y.  He  handed  the  letter  to 
one  of  the  men  in  the  office  who  was  a 
local  dealer,  and  asked  him  what  was 
meant  by  F.  O.  B. 

The  man  read  the  letter  and  shook  his 
head  as  though  there  was  something 
very  serious.     The  old  man  held  his 
hand  to  his  ear  and  shouted 
"What  does  it  mean?" 
"It  means  fool  Old  Ben." 
"Fool  Old  Ben,  will  they?"  he  shouted 
"I  will  see  them  in  H— 1  before  I 
ship  them  any  potatoes.    I  was  afraid 
that  they  might  be  a  passel  of  thieves 
— F.  Williams,  Rochester,  N.  Y. 

The  English  Joke. 

Old  Party  (who  has  been  enjoying 
a  dish  of  tea  with  Lady  Gray  and  has 
just  removed  his  topcoat,  his  boots  and 
his  bowler,  and  who  is  thinking  of  run- 
ning away  for  a  bit  of  cricket) :  "What? 

Young  Bounder  (who  has  just  ru 
down  to  Brighton  for  a  fortnight,  and 
having  found  the  weather  not  up  to 
form  has  regretted  his  coming,  and 
deliberating  whether  he  return  to  to' 
or  jolly  well  stick  it  out):  "Right-ol 
— [Judge. 


"Business  of  Good 


99 
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The  Alphabetical  Paymaster. 

Back  in  the  early  nineties,  down  in 
East  Tennessee,  a  roving  circus  came  to 
grief,  and  when  the  talent  applied  for 
their  pay  there  wasn't  enough  to  go 
around.  Zeno,  the  strong  man,  who 
could  lift  500  pounds  with  his  teeth  and 
stall  a  team  of  horses  with  one  hand, 
came  around  to  the  paymaster  and  was 
told  that  they  had  to  adopt  the  alpha- 
betical system  in  paying  off,  and  that 
when  they  got  down  to  the  Z.'s,  the 
money  was  all  gone.  Zeno  failed  to  see 
the  joke,  but  hung  around  for  a  week  or 
so  waiting  for  dome  money,  which  never 
materialized,  and  finally  drifted  off. 

The  following  spring  the  same  chap 
who  was  at  the  head  of  the  show  was 
scouting  around  looking  for  talent,  so 
as  to  try  to  start  up  another  circus; 
accidentally  he  ran  across  his  old  friend 


The  Farmer  sells  a  load  of  wheat. 

And  all  the  world  grows  fair  and  sweet. 

He  hums  a  couple  of  cheerful  tunes. 

And  pays  the  Grocer  for  his  prunes. 

The  Grocer,  who  has  had  the  blues. 

Now  buys  his  wife  a  pair  of  shoes. 

That  ten  the  Shoeman  thinks  God-sent, 

And  runs  and  pays  it  on  the  rent. 

Next  day  the  Rent  Man  hands  the  bill 

To  Dr.  Carver  for  a  pill. 

And  Doctor  Carver  tells  his  Frau 

That  business  is  improving  now. 

And  cheers  her  up  and  says:    "My  dear. 

You've  been  quite  feeble  for  a  year. 

I'm  thinking  you  should  have  a  rest. 

You'd  better  take  a  trip  out  West." 

And  in  a  couple  of  days  the  Frau 

Is  on  the  farm  of  Joshua  Howe. 

She  pays  her  board  to  Farmer  Howe, 

Who  takes  her  bill  and  says,  "I  swow. 

Here's  something  that  just  can't  be  beat 

This  bill's  the  one  I  got  for  wheat." 

He  hums  a  couple  of  cheerful  tunes. 

And  goes  and  buys  a  lot  more  prunes. 

*  —lAnonymout. 
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Liability  ol  innkeeper  for— 


Interfering  with  Guest 

Hotel  Patron  has  Right  of  Immunity  from  Rudeness, 
t^ersonal   Abuse,  and  an   Unjustifiable  Interference 


Recent  Court  Rulings  Cited 
By  CASE  and  COMMENT 
A  Lawyer's  Magazine  Worth  While 


AN  INN  has  long  been  the  symbol 
of  rest  and  refreshment.  "Shall 
I  not  take  mine  ease  at  mine 
inn?"  exclaimed  the  redoubtable 
Sir  John  FalstafT.  "He  who  has  not  been 
at  a  tavern,"  declared  Aretiuo,  "knows 
not  what  a  paradise  it  is.  O  holy  tavern! 
3  niiracidous  tavern! — holy,  because  no 
mrking  cares  are  there,  nor  weariness, 
lor  pain;  and  miraculous,  because  of  the 
jpits,  which  of  themselves  turn  round 
ind  round!" 
Taverns,  such  as  the  Mermaid,  fre- 


rcasonable 

servants  will  abuse  or  insult  the  guest, 
or  indulge  in  any  conduct  or  speech  that 
may  unnecessarily  bring  on  him  physical 
discomfort  or  distress  of  mind,  or  im- 
peril his  safety. 


i^Tk.!^^^  r^"^"  ^'^  '°  *  '^^^^  ^^'^  dwelling 

ii  .u-         .     jjoygg  qC  ^  guest,  and  the  relation  is  not 

that  of  landlord  and  tenant,  for,  not- 
withstanding the  guest's  occupancy, 
it  is  the  house  of  the  innkeeper.  While 
it  is  true  that  when  a  guest  is  assigned 
to  a  room  for  his  exclusive  use,  it  is  his 
for  all  proper  purposes,  and  at  all  times, 
until  he  gives  it  up,  yet  this  exclusive 


Guests  Entitled  to  Quiet. 

It  has  been   repeatedly   laid   down     „.,^ 

that  an  innkeeper  is  liable  if  he,  without  rigbt  of  use  and  possession  is  subject 
sulTlcicnt  cause,  interferes  with  the  peace  to  such  emergent  and  occasional  entries 
jind  quiet  enjoyment  of  the  guests  of  the  aa  the  innkeeper  and  his  servants  may 
«,»r,*»^  ci  1  T  T.,  .  ,  ?}^^'  """'^  ^^'"S  ^^cd  on  the  implied  find  it  necessary  to  make  in  the  reason- 
uented  by  Shakespeare,  Jonson,  Fletcher  obligation  of  the  innkeeper  to  furnish  his  able  discharge  of  their  duties.  These 
md  lierrick,  have  been  literary  shrines,  guests  with  such  convenience  and  com-  entries  must,  however,  be  made  with 
^llpnt^Tn'lr  ^^f^  the  inn  affords.  But  if.  on  the  due  regard  to  the  occasion,  and  at  such 
'!vp^^«  ^w^i'T  n"  °^  other  hand,  an  imikocper  has  a  sufficient  times  and  in  such  manner  as  are  con- 
caverns  to  the  faithful  Boswell:  "There  reason  for  interfering  with  or  removing  sistent  with  the  rights  of  the  guest, 
a  no  private  house  in  which  people  can  a  guest,  he  will  not  be  held  liable  for  m«»  „  n  r>  •  ^. 
,njoy  themselves  so  well  as  at  a  capital    damages  resultii  therefrom  ' 

T..  „^  *!.  ,  ,  ,  .  ^t  "  generally  held  that  an  act  of 
1  rom  the  very  nature  of  the  business,  wrongful  interference  wth  a  guest 
It  IS  inevitable  that  an  innkeeper  must,  committed  by  a  servant  of  the  innkeeper 
at  all  rea.sonable  times  and  for  all  proper  while  engaged  in  his  employer's  business, 
purposes,  have  the  right  of  access  to  and  or  endeavoring  to  enforce  a  rule  of  the 
control  over  every  part  of  his  inn.  even  house,  is  within  the  scope  of  his  employ- 
though  separate  parts  thereof  may  be  ment.  and  the  innkeeper  is  liable  for 
occupied  by  guests  for  hire,  and  he  may  •  ■  - 
make  and  enforce  such  reasonable  rules 
as  may  be  designed  to  prevent  immor- 
ality, or  any  conduct  olTensive  to  other 
guests,  or  inconsistent  with  the  recog- 
nized proprieties  of  life.    A  room  in  an 


avern 

'Let  there  be  ever  so  great  plenty  of 
;ood  things,  ever  so  much  grandeur, 
ver  so  much  elegance,  ever  so  much 
tesire  that  everybody  should  be  easy, 
a  the  nature  of  things  it  carmot  be; 
here  must  always  be  some  degree  of 
are  and  anxiety.  .  .  .  There  is 
othing  which  has  yet  been  contrived 
y  man,  by  which  so  much  happiness 
I  produced  as  by  a  good  tavern  or  inn." 
fe  then  repeated  with  great  emotion, 
henstone's  lines: 


his  act.  But  an  innkeeper  does  not  owe 
the  same  duty  to  his  guest  as  the  common 
carrier  owes  to  his  passenger,  with  re- 
spect to  the  acts  of  servants  and  others 
on  the  premises,  and  he  is  not  an  insurer 
against  the  torts  of  his  servants. 


Whoe'er  has  travel'd  life's  dull  round. 
Where'er  his  stages  may  have  been. 
May  sigh  to  think  he  still  has  found 
The  warmest  welcome  at  an  inn." 

Not  Always  Gracious. 
But  mine  host  is  not  always  gracious 
id  considerate,  and  his  servants  arc 
•metimes  rude  and  abusive.  Such 
itoward  events  have  led  to  various 
MJisions  by  the  courts.  In  a  recent 
[assachusetts  case,  it  is  held  that  the 
•ntract  of  a  guest  in  an  inn  includes  the 
?ht  to  immunity  from  rudeness,  per- 
nal  abuse,  and  unjustifiable  interfer- 
ice  of  the  innkeeper,  his  servants,  or 
I  rsons  acting  under  his  control. 
As  more  fully  stated:  By  the  implied 
ntract  between  an  innkeeper  and  his 
est,  the  former  undertakes  more  than 
ereh-  to  furnish  the  latter  with  suitable 
3d  and  lodging.  There  is  imphed  the 
rthcr  undertaking  that  the  guest  shall 
treated  with  due  consideration  for 
i  safety  and  comfort.  The  guest  is 
titled  to  respectful  and  decent  treat- 
Dt  at  the  hands  of  the  innkeeper  and 
1  servants,  and  this  right  of  the  guest 
:^2essarily  implies  an  obligation  on  the 
jirt  of  the  innkeeper  to  exercise  at  least 


The  Optimist 

Off  the  train  he  hops  at  daybreak,  with  a  grip  in  either  hand, 

^\lth  a  stomach  mighty  empty  and  a  wish  for  Slumberland; 

But  he  never  makes  a  whimper,  as  he  hops  into  the  bus. 

For  he  laughs  at  real  discomforts  that  would  bring  the  tears  from  us. 

Ever  laughs  the  traveling  salesman,  and  his  laugh  rings  loud  and  sweet 
To  the  poor,  old  stranded  actor  or  the  beggar  on  the  street. 
Just  because  the  salesman  helps  them  to  their  breakfast  and  their  fare, 
Even  though  it  takes  a  greenback  he  can  ill  afford  to  spare. 

On  the  train  he  hops  at  midnight,  and  when  dawn  has  come  again. 
You  can  see  him  swinging  blithely  from  the  cold  and  drearv  train. 
Just  another  round  of  calling,  taking  orders  in  a  town- 
Orders  that  he  thinks  are  corkers— that  the  credit  man  turns  down. 

Just  another  round  of  hustling,  just  a  ten-mile  drive  or  two. 
When  the  wind  is  full  of  winter  and  his  hands  are  numb  and  blue, 
Far  from  home  and  good  home  cooking,  far  from  baby  and  from  wife, 
You  can  bet  it  takes  a  hero  to  endure  a  salesman's  life! 

But  with  all  his  cares  and  hardships,  when  he  creeps  to  bed  alone. 
In  some  little  country  roadhouse  where  the  cold  would  freeze  a  stone. 
With  the  same  old  smile  he  slumbers,  for  inside  his  watch's  case, 
Is  the  photo  of  a  wifie  and  a  dimpled  baby  face. 

— [From  The  Northern. 


SAMPLE  CASE 


What  Russian  Soviet 
Would  Do  in  Illinois 

Translating  Language  of  Radicals  into  Concrete 
Consequences,  with  a  Tragic  Reality 


in  Chicago  Tribune 


TWO  sentences  in  a  survey  of  Rus- 
sian conditions  at  Riga  tell  vol- 
umes.   A  census  made  last  win- 
ter gives  the  i)Oj)ulation  of  Petro- 
grad  at  770,000.    In  1917  it  was  2,420,- 
000. 

Four  years  of  bolshevism  have  done 
that  for  one  of  the  world's  great  cities. 

How  should  we  like  a  taste  of  com- 
munism? Chicago,  according  to  the  cen- 
sus of  1920,  numbered  2,701,70.'-).  By 
taking  a  good  dose  of  "social  revolution" 
we  probably  could  reduce  it  in  four  years 
to  800,000.  That  is,  if  we  did  as  well  as 
the  Russian  Reds,  we  could  put  ourselves 
back  by  1926  to  the  Chicago  of  1886, 
or  retreat  forty  years  in  four  years. 

But  this  shrinking  of  a  great  city,  like 
some  wretched  being  wasted  with  deadly 
fever,  is  only  a  hint  of  what  a  Red  rev- 
olution would  do  for  us.  Imagine  our 
food  and  fuel  reserves  gone  for  lack  of 
working  and  of  planting,  followed  by  a 
great  drought.  Imagine  Red  bands 
combing  the  farms  for  hidden  stores. 
Imagine  the  railroads  gone  and  the  fac- 
tories shut  and  no  money  and  no  credit. 
Imagine  a  million  Ulinoisians  starving. 
Think  of  cannibalism  in  the  remote  coun- 
ties and  epidemics  and  little  children 
with  emaciated,  distended  bodies,  moth- 
erless and  homeless,  living   in  burrows 


like  wild  animals,  and  dyin  g  in  the  streets 
It  is  impossible  for  us  to  take  such  a 
picture  of  Illinois  seriously.  But  revolu- 
tion could  make  it  a  tragic  reality.  Rus- 
sia is  a  country  as  rich  in  resources  as 
Illinois.  It  had  in  fact  less  to  lose  by 
revolutionary  destruction  than  we  have. 
Much  of  Russia  was  comparatively  prim- 
itive, whereas  the  people  of  lUinois 
largely  rely  upon  a  highly  organized  sys- 
tem of  production,  transportation,  and 
exchange.  A  larger  proportion  of  our 
people  are  in  cities  and  towns  and  are 
dependent  upon  the  machinery  of  surplus 
production,  of  transportation,  and  of 
finance  and  credit  which  the  communists 
propose  to  destroy.  Their  fate  would  be 
ghastly.  But  the  farmer  and  his  family 
would  fare  little  better.  He  might  not 
starve,  though  in  Russia  millions  of  peas- 
ants are  starving.  But  he  would  exist  on 
the  border  of  famine  and  one  crop  failure 
would  leave  him  facing  starvation  like 
the  people  of  the  towns. 

Russia  seems  far  away.  We  think  its 
fate  could  not  befall  us.  It  is  not  likely 
to,  but  it  is  worth  while  translating  the 
language  of  our  radicals  into  concrete 
consequences.  What  radicalism  has  done 
to  the  Russian  people,  it  could  do  to  the 
people  even  of  this  fat  and  sunny  land  of 
Illinois. 


NOVEMBER 

Some  Definitions. 

Here  are  some  of  the  definitions  given 
by  the  pupils  at  a  high  school  examina- 
tion in  England: 

Stability  ifl  taking  care  of  a  stable. 

A  mosquito  is  the  child  of  black  and 
white  parents. 

Monastery  is  the  place  for  monsters. 

Tocsin  is  something  to  do  with  getting 
drunk. 

Expostulation  is  to  have  the  small- 
pox. ,  •„  J 

Cannibal  is  two  brothers  who  killed 
each  other  in  the  Bible. 

Anatomy  is  the  human  body,  which 
consists  of  three  parts,  the  head,  the 
chist  and  the  stummick.  The  head 
contains  the  eyes  and  brains,  if  any. 
The  chist  contains  the  lungs  and  a 
piece  of  liver.  The  stummick  is  devoted 
to  the  bowels,  of  which  there  are  five, 
a,  e,  i,  o,  u,  and  sometimes  w  and  y. 
—[Edinburgh  Scotsman. 

A  Transformation. 

A  Scotchman  who  landed  in  Canada 
not  long  ago  accosted  a  coal  black 
negro  for  a  direction.  It  happened  that 
the  black  had  been  bom  in  the  Highland 
district  of  Scotland  and  lived  there  most 
of  his  life.  "Hey,  mannie,"  said  the 
Scotchman,  "can  ye  nae  tell  me  whaui 
rU  find  the  kirk?"  The  darky  pomtec 
with  his  arm.  "Go  richt  up  to  yon  we* 
hoose  and  turn  to  ye' re  richt  and  ganj 
up  the  hill,"  said  he.  The  visiting  Scott j 
looked  at  him  in  horror.  "And  arre  y< 
frae  Scotland,  mon?"  he  asked.  li^neb 
ye  arre,"  said  the  darky.  "Aberdeen: 
ina  hame."  "And  hoo  long  hae  ye  beej 
here"?'  asked  the  Scotchman  breathlessly 
"Aboot  two  year,"  said  the  darky 
•'Lord  save  us  and  preserve  us,'  said  th 
new  arrival.  "W^haur  ken  I  get  the  boa 
for  Edinburo?"— [Argonaut. 


To  Whom  Is  He  Alluding? 

Because  half  a  dozen  grasshoppers 
under  a  fern  make  the  field  ring  with 
their  importunate  chink,  whilst  thou- 
sands of  the  great  cattle,  reposed  be- 
neath the  shadows  of  the  oaks,  chew 
the  cud  and  are  silent,  pray  do  not 
imagine  that  those  who  make  the  noise 
are  the  only  inhabitants  of  the  field, 
that  they  are  many  in  number,  or  that, 
after  all,  they  are  other  than  the  little 
shriveled,  meager,  hopping,  though  loud 
and  troublesome,  insects  of  the  hour. 
— [Edmund  Burke. 


Rules  in  Case  of  Fire 


Modern  Morality. 

Brander  Matthews,  the  famous  critic, 
condemned  at  a  Columbia  tea  a  recent 
French  novel. 

"They  declare  that  the  book  is  very 
modern?'  he  said.  "Well,  to  be  modern 
is  not  necessarily   to  be  meritorious. 

"In  a  box  at  the  opera  the  other 
evening  a  young  woman  in  a  bare- 
back gown  was  heard  to  say: 

"  'My  people  are  so  ridiculously  old- 
fashioned.  Here  they  are  celebrating 
their  golden  wedding  while  I  have  already 
been  divorced  five  times.'  " — [Pittsburgh 
Chronicle-Telegraph. 


CRAWL  on  the  floor.  The  clearest 
air  is  the  lowest  in  the  room.  Cover 
head  with  woolen  wTap,  wet  if 
possible.  Cut  holes  for  the  eyes. 
Don't  get  excited. 

Familiarize  yourself  with  the  location 
of  hall  windows  and  natural  escapes. 
Learn  the  location  of  exits  to  roofs  of 
adjoining  buildings.  Learn  the  position 
of  stairways,  particularly  the  top  land- 
ing and  scuttle  to  the  roof.  Should  you 
hear  cry  of  "fire,"  and  columns  of  smoke 
fill  the  rooms,  above  all,  keep  cool.  Keep 
the  doors  of  rooms  shut.  Open  windows 
from  the  top.    Wet  a  towel,  stuff  it  in 


Those  who  suffer  be- 
cause they  are  misunder- 
stood would  suffer  more 
if  they  were  understood. 
— [William  Feather. 


the  mouth,  breathe  through  it  instea 
of  nose,  so  as  not  to  inhale  smoke.  Stan 
at  a  wdndow  and  get  benefit  of  outsic 
air.  If  room  fills  with  smoke  keep  clof 
to  floor  and  crawl  along  by  the  wall 
the  window. 

Do  not  jump  unless  the  blaze  behii 
is  scorching  you.  Do  not  even  then 
the  firemen  with  scahng  ladders  are  coj 
ing  up  the  building  or  are  near.  Xev 
go  to  the  roof,  unless  as  a  last  resort  r 
you  know  there  is  escape  from  it 
adjoining  buildings.  In  big  buildings 
always  goes  to  the  top.  Do  not  jun 
through  flame  within  a  building  withoi" 
first  covering  head  with  a  blanket 
heavy  clothing  and  gauging  the  distaw 
Don't  get  excited;  try  to  recall  the  mea 
of  exit,  and  if  any  firemen  are  m  sig. 
don't  jump.  ,  ^  _ 

If  the  doors  of  each  apartmel 
especially  in  the  lower  part  of  the  hoUJ 
were  closed  every  night  before  the  oW 
pants  retired,  there  would  not  be  su 
a  rapid  spread  of  flames. 

The  above  rules  and  warnings  w< 
compiled  by  insurance  experts. 


How  He  Found  Himself , 


PJ.  D.  WRITES  this  letter  to  The 
Sample  Case.  His  name  and 
address  are  on  file  at  this  office 
to  any  who  may  wish  to  further 
verify  it: 

"I  was  not  a  success  as  a  salesman. 
Some  way  I  did  not  catch  onto  the 
game.  I  was  out  for  a  small  whole- 
sale procery  house  and  covered  a 
limited  territory,  returning  home 
evoi-y  Saturday.  I  thought  I  was  do- 
ing: fairly  well.  My  orders  were  as 
large  as  those  turned  in  by  the  two 
other  salesmen  for  the  house. 

I  thought  I  was  a  salesman.  I  did 
not  know  that  I  was  no  more  than  an 
order-taker.  I  aspired  to  a  better  po- 
sition. I  answered  an  advertisement 
in  The  Sample  Case,  got  a  job  with  a 
largo  hardware  house  in  a  metropoli- 
tan city.  I  got  laid  off  at  the  end  of 
my  first  trip. 

"Again  and  again  I  got  new  jobs 
:hrough  The  Sample  Case.  Lost  every 
jne  of  them  because  I  could  not  'de- 
iver  the  goods.' 

'I  knew  the  fault  was  my  own. 
iVhy  could  not  I  get  orders  like  high- 
lass  salesmen? 

"I  drifted  from  job  to  job,  until 
inally  I  took  a  job  in  a  retail  grocery, 
ust  to  make  both  ends  'meat.'  I 
vorried  over  my  failures.    1  wished 

0  be  a  commercial  traveler. 

"Si.x  months  ago  I  began  to  study 
'he  Sample  Case  Service  for  Sales- 
nen.  I  discovered  something.  The 
rst  thing  in  salesmanship,  I  discov- 
red,  was  to  KNOW  YOUR  LINE 
'HOROUGHLY. 

"That  was  one  of  my  stumbling 
oints.    I  had  not  studied  my  lines. 

"Then  I  discovered  that  I  was  not 
'orking  INTENSIVELY. 

"Later,  came  the  Hargrave  charac- 
jr  analysis  series  in  The  Sample  Case. 
:ere  was  food  for  any  man  with  as- 
iration  to  become  a  first-class  sales- 
lan. 

"I  have  been  making  those  lessons 
careful  study.  Combining  these 
ith  Mr.  Mason's  'Salestaux,'  I  had 
•mething  I  needed.  Together  with 
le  other  helpful  articles  on  salesman- 
lip  in  The  Sample  Case  I  found  out 
y  weaknesses. 

With  this  knowledge  of  where  my 
eak  spots  were,  I  studied  to  over- 
ime  them.    With  growing  knowledge 

1  selling,  I  resigned  my  retail  job, 
't  another  good  connection — this 
ne  with  a  large  hardware  firm. 

'Before  going  on  the  road  I  volun- 
rily  spent  thirty  days  in  the  house, 
udying  my  line.  This  I  did  without 
y.  I  likewise  continued  to  study 
le  Sample  Case. 
'Then  I  made  my  initial  trip, 
eaking  in  entirely  new  territory.  I 
ick  closely  to  The  Sample  Case  in- 
mctions.    I   am   on   a  commission 


sales  are  ahead  of  any  other  man  they 
have  on  the  road — and  they  have  six- 
teen men  out.  The  house  is  offering  a 
$200  diamond  ring  to  the  salesman 
who  sells  the  most  goods  this  year; 
and,  although  I  got  a  later  start,  I  am 
after  that  ring — and  breaking  in  new 
territory,  remember. 

"By  knowing  character  analysis,  I 
have  been  changed  from  an  unsuccess- 
ful to  a  successful  salesman.  When  I 
meet  a  prospect  who  is  not  interested 
in  me,  I  make  it  my  business  to  find 
out  the  one  thing  above  all  others  in 
which  he  is  interested.  So  long  as  I 
stick  to  The  Sample  Case  Service  I 
win." 


Figured  Per  Capitatively. 

Weary  after  12  months'  hard  work, 
lie  pretty  typist  sought  Kolitude  among 
the  healthy  hills  of  Ilale-hearty.  The 
advertisements  had  attracted  her.  Hale- 
lioarty  was  described  a«  the  best,  pret^ 
tiest,  finest  and  everything-elsest  spot 
in  the  world. 

"Tell  me."  she  said  on  her  first  day, 
when  she  met  a  stanch  old  relic  of  the 
district,  "what  is  the  death  rate  in  Hale- 
hoarty?" 

The  local  walking  advertisement  nod- 
ded his  head  reassuringly. 

"Won-erful  steady,  ma'am — won'er- 
ful  steady!"  he  replied.  "One  death 
to  each  person." — [London  Tit-Bits. 


The 


man  who  marries  for  money 
selects  a  hard  business  with  long  hours 
and  small  pay. — Preston  M.  Nolan. 


Sales  Contests 

Advantages  and  Disadvantages 


INVAN  addr 
Managers  B 
Chamber  of 


ddress  before  the  Sales 
Bureau  of  the  St.  Louis 
Commerce,  B.  B.  Can- 
non, director  of  sales  of  the  Condie- 
Bray  CJlass  &  Paint  Company  of  that 
city,  set  forth  objections  to  and  advant- 
ages of  sales  contests. 

Mr.  Cannon  began  his  address  with 
the  statement  that  he  was  for  sales 
contests  and  against  them. 

"If,"  he  said,  "we  had  ideal  salesmen 
I  would  be  against  them.    The  objec- 
tions I  might  list  to  sales  contests  are: 
"(1)  They  stimulate  superficiahty  in 
salesmen. 

"(2)  They  tend  to  discourage  some  of 
them. 


"I  am  receiving  weekly  letters  from 
■  salesmanager,  who  tells  me  my 


"(3)  They  result,  at  times,  in  cus- 
tomers being  overloaded. 

"(4)  Everything  offered  in  the  way 
of  stimulus  results  in  an  abnormal 
condition. 

"Much  care  should  be  exercised  to 
prevent  a  period  of  reaction  which  some- 
times follows  a  sales  contest  and  results 
in  harm  to  the  business.  On  the  other 
hand,  there  are  many  advantages  to  the 
sales  contests: 

''(1)  They  can  be  used  to  advantage 
in  introducing  a  new  line,  or  pushing  a 
slow-selling  line. 

"(2)  A  sales  contest  conducted  in  the 
right  way  will  oftentimes  bring  out  the 
big  salesmen ;  will  bring  out  their  resource- 
fulness and  will  enable  you  to  determine 
who  is  worthy  of  promotion  when  the 
right  time  arrives. 

"I  believe  that  sales  contests  are  much 
more  easily  conducted  in  this  country 
than  in  foreign  countries.  They  have 
been  tried  in  other  countries  and  have, 
more  or  less,  proved  a  failure.  The  aver- 
age American  likes  a  contest,  he  likes  to 
fight. 

"In  handling  sales  contests,  it  should 
be  remembered  that  no  executive  can 
successfully  put  over  a  sales  contest 
unless — 

"(1)  He  has  the  confidence  of  his 
salesmen. 


"(2)  Quotas  are  handled  so  they  will 
be  absolutely  fair  to  the  men. 

"(3)  Very  little  stress  is  placed  on 
the  number  of  calls  a  man  makes,  be- 
cause one  man  may  have  a  few  big  cu.s- 
tomers,  and  another  a  large  number  of 
small  customers  and  yet  not  do  the  same 
volume  of  business  as  the  first  man. 

"(4)  Consideration  is  given  to  the  fact 
that  conditions  in  one  territory  may  be 
totally  different  from  those  in  another. 

"(5)  The  men  understand  the  contest 
thoroughly. 

"(6)  Bulletins  are  sent  to  the  men  to 
keep  up  their  interest.  Have  your  bulle- 
tins prepared  by  the  man  in  your  organ- 
ization most  competent  to  prepare 
■peppy'  stuff. 

"(7)  Your  contests  are  worked  out 
along  fair  lines.  Once  you  have  fixed 
your  rules,  live  up  to  them.  Do  not  let 
inside  favoritism  work  to  the  advantage 
to  one  man  and  to  the  disadvantage  of 
another." 


There  Was  a  Distinction. 

With  the  air  of  one  startled  from 
his  well-earned  sleep,  the  clerk  con- 
voyed the  visitor  into  his  employer's 
office,  and  gently  closed  the  door. 

"How  long  has  that  man  been  work- 
ing for  you  now?"  asked  the  visitor, 
in  amused  tones,  after  they  had  ex- 
changed greetings. 

"Oh,  about  four  hours,  I  think," 
was  the  business  man's  reply. 

"But  surely  he's  been  here  longer 
than  that?"  exclaimed  the  other.  "I've 
seen  him  here  for  the  last  few  weeks." 

"He  has,"  was  the  grim  statement. 
"He  has  been  here  about  four  months." 
— [Pittsburgh  Chronicle-Telegrai,h. 


If  You  Talk  in  Your  Sleep, 

Flubb:  "Is  he  a  careful  business 
man?" 

Dub:  "Careful?  He's  the  height  of 
it.  Why,  h^ "sever  hires  a  stenographer 
unless  she  has  the  same  name  as  his  w  iU ' 
— [American  Legion  Weekly, 


THE     SAMPLE  CASE 


NOVEMBER 


Let  Me  Start  You 
on  the  Road  to  $200  a  Week 


w 


With  This  Special  Holiday  Offer 

My  Men  "Clean  Up"  During  The  Christmas  Holiday  Season 

pular  unit  of 


E'RE    right    in    the    midst  of 
the  biRgest  Fall  rush  we  ever 
had!  From  all  over  the  Country 
wire  and   letters  telling  of  the 


five  Ic  sticks  into  one  |- 
sale,  a  nickel. 

We  reasoned  similarly, 
this  idea  grew  the  now 
Combination    Sets,  of 


And  out  of 
famous  Davis 
oilet  articles. 


sensational  popularity  our  new  Queen  knew   from   experience   what  the 


Quality  "Nifty  Nine"  Set  is  enjoymg 
One  new  man  orders  5,000  boxes  to 
be  shipped  quick.  Others  are  doubling 
their  usual  orders.  "It's  a  knockout— 
the  biggest  thing  you  ever  pulled," 
says  one  enthusiastic  fellow.  But  our 
factory  was  all  ready  for  the  stupendous 
rush.  We  are  making  shipments  sarne 
day  orders  are  received,  and  we  will 
be  able  to  do  so  all  season.  We  have 
thousands  of  sets  ready  right  now! 


heaviest  seller  in  our  lines  were.  So  we  ly  elaborate  system  added  .Pfthing^  to 
grouped  several  of  these  most  popular 
items  into  a  balanced  set,  that  would 
appeal  to  every  housewife.  Thus  we 
automatically  cut  out  a  gr6at  deal  of 
expense,  savings  were  effected  in  packing, 
shipping,  handling  and  selling.  This 
enabled  us  to  undersell  the  ordinary 
retailer  over  one-half!  For  example,  our 
newest  Combination,  the  Queen  Quality 


ordinary  printed  wrapper.  By  and  by, 
however,  he  was  forced  to  wrap  each 
stick  separately,  ^roup  five  together, 
seal  them  in  a  sanitary  wax  paper  con- 
tainer, then  surround  it  outside  with  an 
attractive  labelled  paper.    This  seeming 


the  worth  of  the  gum,  but  it  did  add  sales 
power  to  the  original  idea,  by  making  the 
gum  appear  more  desirable.  It  brought 
millions  more  in  profits. 

We  have  followed  a  similar  course. 
First  we  made  the  best  quality  merchan- 
dise it  was  possible  to  make  in  our  class. 
That  positively  assured  us  that  every 
consumer  of  Davis  products  would  be 


Nifty  Nine"  sells  to  the 'consumer  for    satisfied,   become  a  permanent  friend, 
.u^^.m^,  ..c.v.y  ..^  $1.75.       If   each   article   were   bought    Yet  to  attract  «ew /rWs  we  must  make 


more  men  in  the  field,  that  is  more  good  —  ^^^l^u  in  ^from  the  DaviT Rep^^^^^  Lch  item^Tn^rver; 
men— big  producers      That  s  why  we    ^    ,  fg     ^ny  wonder  that  W.  H.    made  up  fancy  cor 


make  this  Special  Holiday  Offer.  Now  is  "j^^^tJlT^ 
the  best  time  of  the  year  to  start.  During 


ny 

beginner, 


 ^  _    _  made  36  sales  out 

jj^io  c'aUs  the"  first  three  hours  of  work 
the  Christmas  Season  my  boys  clean  up.  ^i^h  the  Davis  plan?  And  what  was  his 
These  Davis  sets  make  ideal  presents  and  profit?  It  was  $36.00  $1.00  on  each  and 
they  sell  so  fast  for  that  purpose  that  it  every  sale,  $12.00  an  hour!  Have  you 
will  make  your  head  swim!  Get  started  ever  heard  of  a  better  proposition? 
early  and  have  more  money  this  Christ-  Again  We  Follow  Wngley 

mas  than  you  ever  had  before.  You  can  When  Wrigley  first  packaged  his  gu  m, 
run  up  your  quota  if  you  start  now  and  I  he  simply  wrapped  five  bare  sticks  in  an 
will  give  you  a  new  Ford  Touring  Car  CELEBRATED  NIFTY  NINE 

as  a  Yuletide  gift  for  yourself! 

The  Real  Reason  Davis  Men 
Make  Big  Money 

Every  specialty  salesman  knows  that  it  is 
easier  to  sell  necessaries  than  luxuries.  The 
prospect  can  advance  a  dozen  reasons  why 
he  or  she  will  not  buy  an  article  of  the 
novelty  or  luxury  type.    But  if  you  offer 
them  something  they  must  have  and  use 
everyday  of  their  lives,  two-thirds  of  the 
battle  is  won  in  making  the  sale.  That's 
commonsense,  proven  fact,  known  to 
every  experienced  salesman. 

Yet  necessaries  of  life  are  generally 
sold  at  such  a  close  margin  that  profits 
are  too  small  to  make  it  profitable  for  a  | 
salesman  to  carry  them.  That's  the  big 
problem  we  faced  when  this  business  was 
young,  many  years  ago.    We  had  reason- 
ed that  to  secure  a  big  volume  to  keep  a 
factory  full  tilt  the  year  'round,  we  must 
have  articles  of  every  day  consumption. 
What  more  ideal  than  toilet  articles- 
soaps,  perfumes,  creams,  powders,  food 
specialties,   etc?     Literally   millions  of 
these  items  are  used  up  every  day.  But 


set.  Expert  designers 
up  lancy  containers  that  would  be 
as  pretty  as  any  on  the  market.  Beauti- 
ful lithographed  labels  were  designed 
When  the  Davis  Representative  opens 
his  case  before  his  customer,  she  views 
not  only  a  set  of  high  quality  preparations 
but  beautifully  packaged  as  well.  And 
too  from  time  to  time  we  have  improved 
the  quality  of  all  our  products.  An;, 
woman  can  be  proud  to  have  a  Davit 
set  on  her  d  essing  table.  She  is  intriguec 
instantly,  her  sense  of  daintiness  please' 
—  and  satisfied.  The  sale  is  madej  That 
why  Davis  men  can  make  $25  and  uj 
a  day  in  an  hour's  easy,  pleasant  work 

MAIL  THE  COUPON  NOW 
We  want  several  hundred  more  gooc 
men  quick.    That's  why  we  make  thii 
special  holiday  offer.    Take  advantage 
of  its  now.    Get  a  start.    Try  my  plai 
at  least  one  month.    If  you  stick  tha 
long,  then  I  know  you  will  be  with  me  Jo 
years.    By  starting  now,  you  get  in  at  tb 
ideal  time  of  the  year.    Right  off  the  bal 
you  will  begin  to  make  big  money.  AO] 
when  Christmas  buying  sets  in  you  «i 


in  a  position  to  care 


for  the  floo 


My  Holiday  Offer 

FROM  NOW  TILL  CHRISTMAS  IS  THE  HAR- 
VEST SEASON.  These  assortments  are  big  money 
getters  for  gifts,  as  you  sell  from  one  to  5  and  10 
packages  of  various  assortments  at  many  homes. 
After  Thanksgiving  start  over  for  regular  Christmas 
order  taking,  and  you  will  average  better  than  a  $1.00 
profit  at  every  house  in  your  territory.  Queen 
Quality  we  offer  as  our  best  seller,  because  of  its  fine 
selection  of  popular  items  and  a  sale  means  a  fast 
friend  and  customer.  Making  the  Chnstmas  top 
how'could  we  get  these  to  the  consumer     over  your  territory  means  a  veritable  Harvest  of 

at  a  saving  in  price,  yet  allow  our  men  in    °°(i;%'^/°you\°"erritory  fir 
the  field  a  handsome  profit! 

What  The  Wrigley  Gum 
Success  Taught  Us 

We  took  a  lesson  from  Wrigley.  He 
had  taken  gum  out  of  the  Ic  sale  class  and 
put  it  in  the  5c  sale  and  full  box  class, 
made  a  colossal  fortune  for  himself  and 
huge  profits  for  his  retailers.    This  had 

been  accomplished  by  the  simple  method  etc'on  receipt  of  $7.s6.  You  sell  for  $17.50  making 
of  putting  his  gum  in  packages,  grouping    $io.OO  profit  for  half  day's  work. 


Cover  your  territory  first  with  Queen  Quality, 
nine  of  our  most  popular  products,  store  value, 
S3.75,  you  sell  for  $1.75  a  saving  to  your  customer  of 
S2.00.  Your  cost  7Sc,  your  profit  $1.00.  Can  you 
beat  this?  We  have  15  other  Coin-Coaxers.  from  25c 
to  $2.00.  All  giving  you  100%  profit  or  better.  These 
clever  assortments  have  been  the  secret  of  the  Davis 

""'fP^nL^OFTih  TO  SAMPLE  CASE  READ- 
ERS.  Every  minute  counts  from  now  till  Chnstmas. 
We  recommend  quick  acrion.  To  reward  QUILK. 
ACTION  we  will  ship  10  boxes  Queen  Quality,  the 
Demonstrating  Display  Case,  Book  on  Salesmanship, 


of  orders  that  will  come  your  way 

When  I  hear  from  vou  I  will  send  you  full  pa 
UcuTars  oPmy  FREE  FORD  OFFEBL  Tte 
are  no  strings  tied  to  this  offer.  No  1  unit  toU 
number  of  cars  I  give  away  and  no  time  limit. 

Just  as  soon  as  you  reach  your  quota.  1 
you  the  Ford.  This  is  absolutely  the  most  Ube 
offer  ever  made  by  any  manufacturer.  I  ^^^ll  pr« 
this  to  you  when  you  write  me.  Don  t  PUt  t^ 
one  day.  Start  right  now  and  within  a  few  we« 
you  should  be  rolling  up  $200  a  week  m  profits. 
E.  M.  Davis,  President 

E.  M.  DAVIS  COMPANY 

Dept.  6998   

E7"M~D^is  Company,  Dept.  6998,  ChKaip. 

Your  proposition  appeals  to  me.    1  Deiieve  »  i 
make  good  with  your  line.  I  am  «"^'°j'"A'-"  --T 
for  which  send  me  the  off^jF^wrked  below  * 
explain  how  I  may  get  the  FREE  FORD  AUf 
niO  Boxes  Queen  Quality    Nifty  Nine  m 

Free  Display  Case,  $7.50. 
ni  Queen  Quality  "Nifty  Nine   complete  iom 
Outfit,  $2.00. 

Address  —     ^ 


City.. 
□  I 


am  not  con' 


viiiced;'  send" future  detaita. 
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Egotism  in  Purchasing  Agent 

(Continued  from  page  13.) 

manner  on  his  sales  talk  on  trucks.  Mr. 
John  Davis,  who  only  glanced  at  his 
visitor  when  he  first  came  in,  grabs  up 
a  bunch  of  letters  that  litter  up  the  top 
of  his  desk  and  coniinences  to  read  them, 
or  at  least  pretends  to  read  them.  Mr. 
Smith  being  fully  equipped  with  that 
sensitive  radio-phone  of  his  own,  stops 
short  after  a  few  minutes  of  his  talk, 
and,  speaking  directly  and  forcibly  to 
the  purchasing  agent,  says: 

"Excuse  me,  Mr.  Davis,  but  if  you  are 
too  busy  to  talk  to  me  I  will  leave  at 
once." 

This  direct  shot  brings  the  purchasing 
agent  to  his  senses  and  he  pushes  the 
papers  aside  at  once  and  replies: 

"Excuse  me,  Mr.  Smith,  I  am  ready 
to  listen  to  you." 

r^AN  you  tell  me,  dear  readers,  why  it 
^  is  that  so  many  buyers  use  this 
method  of  trying  to  get  rid  of  or  dis- 
couraging those  who  call  upon  them? 
This  method  may  vary  with  some  buyers, 
by  their  using  the  'phone,  figuring  on  a 
pad,  etc.,  instead  of  picking  up  the  letters, 
but  the  effect  is  the  same  and  it  is  simply 
a  case  of  "stalling." 

If  a  salesman  sitting  in  a  chair  oposite 
you  starts  in  to  figure  when  you  are 
figuring,  or  to  read  when  you  apparently 
are  reading,  do  not  blame  him.  He  may 
be  trying  to  show  you  a  courtesy  by  not 
interrupting  you.  How  do  you  expect 
a  visitor  to  tell  you  his  story,  if  you 
apparently  pay  no  attention  to  him  but 
show  such  a  marked  degree  of  discour- 
tesy? Are  some  of  the  buyers  cowards 
— or  do  they  feel  that  they  are  unable 
to  cope  with  the  other  fellow?  Is  it  not 
far  better  to  meet  the  other  fellow  on 
the  same  level,  to  tell  him  frankly: 

"Mr.  Smith,  you  have  called  at  a  very 
inopportune  time  and  I  cannot  give  you 
the  attention  I  should  like  to.  Will 
you  not  return  tomorrow?" 

Or,  he  might  say,  after  listening  to 
Mr.  Smith's  story: 

"I  appreciate  the  points  that  you  have 
brought  out  about  your  truck.  However, 
recently  we  have  (after  a  very  exhaustive 
investigation)  standardized  on  a  certain 
make  of  truck.  Should  the  opportunity 
present  itself  where  we  might  want  to 
make  a  change,  we  will  be  glad  to  give 
your  truck  consideration." 

Salesman's  Time  Valuable. 

Don't  forget  that  the  time  of  the 
salesman  is  valuable  and  your  time  is 
valuable,  so  the  sooner  you  meet  the 
visitor  face  to  face  and  make  a  definite 
decision,  the  better  off  both  parties  will 
be.  I  believe  it  would  be  a  good  thing 
for  some  purchasing  agents  to  take  to 
heart  some  of  the  selling  talks  given  to 
salesmen  and  learn,  as  they  do,  to  look 
the  other  man  straight  in  the  eye  and 
to  feel  that  the  advantage  is  with  the 
man  who  can  do  this. 

Another  incident  that  came  to  my 
attention  the  other  day  was  a  call  made 
by  Mr.  Ronald  White,  salesmanager  for 
the  Southern  Steel  Co.  Mr.  White  called 
upon  Mr.  John  Davis  one  morning  to 


advise  Mr.  Davis  of  the  recent  strength- 
eninK  of  the  steel  market,  as  he  knew 
Mr.  Davis  was  likely  to  need  some  new 
tanks  before  long.  Apparently  it  was 
another  unlucky  day  for  Mr.  Davis. 
Mr.  White  was  kept  waiting  for  fully 
half  an  hour  after  presenting  his  card, 
and  he  could  hear  the  purchasing  agent 
talking  in  the  other  room.  When  he 
was  finally  ushered  in  he  was  greeted  by 
a  gruff  voice,  a  mere  invitation  if  you 
please,  "Sit  down." 

The  purchasing  agent  immediately 
called  his  stenographer,  grabbing  up  a 
few  letters  on  his  desk,  standing  up  as 
he  did  so.  He  tlien  started  to  walk  up 
and  down  the  length  of  his  ofBce  pulling 
at  his  hair  and  dictating  a  most  sarcastic 
letter  to  another  firm  calling  them  down 
mighty  hard  for  some  mistake  they  had 
made.  Now,  mind  you,  Mr.  White 
had  been  waiting  fully  thirty  minutes 
already  and  you  can  imagine  how  the 
barometer  of  esteem  and  admiration 
dropped  as  Mr.  Davis  kept  on  with  his 
letter — Mr.  White  patiently  waiting. 

TITOW  much  better  it  would  have  been 
-■-A  to  have  said  to  Mr.  White  that  he 
was  sorry  to  have  kept  him  waiting  so 
long,  then  have  listened  attentively  to 
his  story  and  gotten  through  with  the 
proposition  before  tackling  the  letter  of 
criticism  of  the  other  firm.  He  not  only 
would  have  kept  the  esteem  of  Mr. 
White,  but  would  have  cooled  down 
sufficiently  to  have  written  a  more 
diplomatic  letter  to  the  other  firm  and 
thereby  probably  secured  from  them  a 
much  better  and  more  liberal  allowance 
on  the  mistake  made  or  the  goods 
damaged. 

Many  of  the  salesmanagers,  some  of 
the  salesmen  and  many  of  the  visitors  in 
the  offices  of  the  purchasing  agents  are 
bigger  men  in  their  lines  of  endeavor 
than  the  purchasing  agent  and  receive 
much  larger  salaries.  Why,  then,  should 
they  be  treated  in  any  other  way  than 
man  to  man,  with  courtesy  for  courtesy 
and  cooperation  with  cooperation. 

Play  Fair  and  Square. 

Do  you  wish  to  be  one  of  the  purchas- 
ing agents  whose  name  is  circulato  l 
about  town  as  being  a  "bad  one"  an  i 
many  other  duch  names,  and  said  with 
the  thought,  "I  would  like  to  get  that 
fellow  some  day;"  or,  will  you  join  with 
what  I  earnestly  believe  is  a  fact  that 
most  of  the  purchasing  agents  in  this 
locality  are  shooting  straight  from  the 
shoulder,  and  use  every  means  of  playing 
fair  and  square  with  the  other  fellow. 
Let  us  strive  to  have  the  reputation 
about  town  which  will  cause  the  sales- 
men to  say,  "I  surely  like  to  go  into 
that  man's  oflBce  and  do  business  with 
him." 


SALESMAN'S 

HANDBOOK 


Books  form  the  stored  up  capital 
of  the  world's  knowledge  which  can 
be  borrowed,  cost-free,  by  all  comers. 
—  Preston  M.  Nolan. 


In  •elling;  the  approach 
vifw:  >tep<  in  the  tale;  cioiing  the  talc; 
diicounti:  figuring  coiti  and  proflti:  listi 
ol  trade  termi;  ulling  to  dealen:  retail 
merchandiiing :  form  ietteri;  ipeeialty 
•elling:  getting  a  poiltion:  advertlilng. 
folloW'Up;  credits  and  collections,  etc. 


I  Corrt;:jonte(!M  Schools.  B0188II,  Scranlon  Pa. 


Attention,  Salesmen 

Tlio  famous  Dow  Line  of  lOxclusive  Art  Cal- 
endurs  for  1024  will  soon  be  ready.  In  addition 
we  have  one  of  the  most  complete  Advertising 
.Specialty  Lines  on  the  nurket — Art  Caleodars, 
Monthly  Mailing  Cards,  Blotters,  Fans,  Adver- 
tising Novelties  in  Paper,  MeUl,  Wood,  and 
Celluloid,  and  our  famous  Venetian  Leather, — 
an  all  year  around  selling  line. 

Our  tiue  la  Qationally  known.  We  have  aaleamen 
traveling  tbroiishout  ttie  Unitsd  Butoa  with  oiEce*  in 
manr  of  lli*  larce  oitiea. 

Severs!  deoirable  terri tor ioa  are  open.  With  ourliberml 
rommlMioD  and  bonua  contract  wo  bave  a  very  lucrative 
propoaition  to  offer,    if  you  are  inlereated  in  a  per- 

riioti lately,  advuiiix  your  biuineao  experience  to 

F.  O.  VAN  KEUREN,  Sales  Manager 

LOUIS  F.  DOW  COMPANY 
St.  Paul,  Minn. 


AGENTS  KM 

EARN  $100  to  $150  WEEKLY 

No  experience  required.   Your  oppor- 
tunity to  build  up  a  good,  steady, 
profitable  and  pennanent  bus- 
iness, by  selling  ladies',  men's, 
children's   and  household 
furnishings  from  illustrat- 
Quick   ed  catalogue  of  a  reli-  Big 
Sales      able  concern.     Send  Profits 
for  details  at  once. 

Libby  Mfg.  Co.,  "7  Bladi.ione  St.,  Boston,  Ma»». 


GOOD  HOTELS 


HOTEL  FONTENELLE   Omaha,  Nebr. 

HOTEL  MARTIN  Sioux    City,  Iowa. 

HOTEL  MONTROSE  Cedar  Rapids,  la. 

HOTEL  CARPENTER  Sioux  Falls,  S.  D. 

HOTEL  LINCOLN  Lincoln,  Nebr. 

HOTEL  CATARACT  Sioux  Falls,  S.  D. 

HOTEL  UNCOLN  Scottsbluff,  Nebr. 

HOTEL  LINCOLN  Table  Rock.  Nebr. 

Eppley  Hotels  Company 


FWN  yOUR  OWN 


She:  "What  animal  falls  from  the 
skies?" 

He:    "Rain,  dear." 


COUNCIL  CAPS.  COSTUMES 
BUTTONS.  BADGES.  PAPER- 
HATS.  BANNERS  &  FLAGS 

OUR  SPECIAI.TIES    •    SEND  FOR  CATALOG 

EEO.LAUTERER  CO. 


38     THE     SAMPLE  CASE 
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WANTED 

106,384  U.  C.  T. 
Salesmen 

To  carry  The  Sample  Case 
as  a  side  line.  The  greatest 
commercial  travelers'  maga- 
zine in  the  world.  Should  be 
read  by  every  man  who  sell? 
at  wholesale. 

In  order  to  double  its  circu 
lation  as  quickly  as  possible, 
it  is  requested  that  every  U. 
C.  T,  will  make  an  effort  to  sell 
as  many  sifbscriptions  as  he 
can. 

Highest  commission  paid  by 
any  sideline.  Ask  your  Secre- 
tary— but  let  "Get  a  Sub- 
scriber" be  your  pass  word 
for  every  week  during  the 
remainder  of  this  year. 

Only  $1.00  a  Year 

for  the  only  magazine  of  its 
kind  in  all  the  wide  world 


SOME  THERMOMETER 

18  Inches  wide,  80  inches  long 
Jumbo  Themometer 
and  Barometer 

Th  is  is  the  b  isKeat  thins  in  ad- 
vert is  ins  ■  It's  not  only  bis  in 
(eet  and  inches,  but  in  dollars 
and  cents .  Scores  o  (  men  are 
makins  bis  suooess  by  lellins 


Display     space     in  public 
plsoea  and  on  prominent  cor- 
ners is  easily  secured  for  the  bis 
"JUMBO"  Thermometer.  The 
fourteen  advertisins  spaoee  so  like 

out  the  thermometer  in  a  day  and 
a  half  or  leas. 
Write    Ut   Today  and  Let  Vt 
Send  Tou  Full  DetaiU 
Can  make  immediate  shipments 

THE  CHANEY  MFG.  CO. 
Sprinsfield,  509  Bolei  ""^  * 


Smallest  Church  in  World 


(Co 


ed  frc 


page  20.) 


Ohio 


The  Gideons 


sociation  of  America  are  increasing  their 
membership  rapidly.  Their  purpose  is  to  bring 
the  Gospel  of  Christ  to  the  Commercial  Travel- 
ers and  transients  of  America. 

518,000  BIBLES 
have  been  placed  in  the  hotel  bedrooms,  so 
far,  to  that  end. 

CHRISTIAN  COMMERCIAL  TRAVELERS 

are  urged  to  join,  and  all  fellow  travelers  are 
8olicit«i  to  subscribe  for 

THE  GIDEON  MAGAZINE 
$1.00  per  year.  This  will  help  us  in  the  work, 
boys. 

Write  for  particulars  at  once. 
A.  B.  T.  MOORE,  National  Secretary 
140  S.  Dearborn  St.         CHICAGO,  ILL. 


liave  jjaHHcd,  with  the  exception  of  one 
lon(;ly  friar,  Brother  I'laeidus  Maier, 
vvlio  three  years  ago  cauK!  from  St. 
Vincent's  in  Pennsylvania.  The  others 
liave  died  or  have  returned  to  the  parent 
abbey.  A  few  have  been  l)uried  in  the 
little  cemetery  west  of  the  vineyard 
overlooking  the  site  of  the  briefly  famous 
Ft.  Henry,  at  which  Cincinnati  stationed 
men  during  the  expected  raid  of  .John 
Morgan  in  the  midst  of  the  Civil  War, 
18(52. 

But  the  brothers  have  pa.ssed  because 
their  work  has  passed.  Prohibition  has 
done  that.  To-day  only  altar  and  sacra- 
mental wines  may  be  sold  by  wineries 
connected  with  Sacred  OrdcrK. 

To  care  for  the  vineyard.s,  which  cover 
30  acres,  and  to  make  the  wine  now  only 
one  friar  is  needed.  Owing  to  a  slightly 
larger  district  to  be  furrii.shed  this  year 
the  output  is  expected  to  average  1,500 
gallons,  but  the  past  two  years  it  has 
not  exceeded  1,000  gallons,  in  comparison 
to  5,000  gallons  and  more  in  the  hey-day 
of  Monte  Casino's  history,  when  to  have 
50,000  gallons  in  reserve  storage  was 
nothing  unusual.  Today  the  Monte 
Casino  is  United  States  Bonded  Winery, 
No.  1,  Sixth  District  of  Kentucky. 
Father  Celestine  Huber,  of  St.  Joseph's 
Catholic  Church  in  Covington,  is  the 
Government  Register  in  charge  of  ship- 
ments and  responsible  for  the  legality 
of  sales. 

In  the  other  day  when  the  great  wine 
press  worked  continuously  in  season, 
and  the  deep  cellars  of  the  monastery  and 
winery  were  full  to  the  ceilings,  a  hand- 
some revenue  from  both  private  and 
ecclesiastical  sales  was  sent  each  year  to 
St.  Vincent's  School  in  Pennsylvania, 
the  chief  educational  institution  of  the 
Benedictines  in  this  country.  Many 
young  men  were  financially  aided  in 
receiving  their  education  by  means  of 
the  labors  of  the  friars.    *    *  * 

The  first  year  there  was  a  deficit  of 
$1,500;  the  second  year  a  loss  of  S1,000 
and  no  money  for  St.  Vincent's  and  the 
aid  of  those  reaching  for  an  education. 
Then  a  plan. 

"No  wine,  no  money,"  figured  Father 
Celestine. 

"What,  then,  can  be  grown  at  Monte 
Casino?  Corn?  No,  not  sufficient  fields. 
Wheat?  The  same  reason.  Cows? 
Not  enough  pasture  land.  Fruits?  Yes, 
but  not  enough  to  make  great  profit. 
Chickens?    The  very  thing. 

AND  so  the  regime  of  the  chickens 
has  come.  In  seemingly  endless 
flocks,  surrounding  the  gray  monastery, 
clucking  their  energetic  ways  off  into 
every  conceivable  by-path,  are  today 
a  thousand  fowl.  Through  the  sale  of 
them  and  their  eggs  it  is  hoped  that  all 
expenses  and  perhaps  a  neat  profit  will 
be  made  again  this  year.  And,  of  course, 
this  is  only  the  beginning. 

In  charge  of  the  chickens,  the  other 
farm  stock,  the  gardens  and  the  fields 
which  are  cultivated  are  Mr.  and  Mrs. 
Frank  Burkard,  former  merchants  of 
Covington.     The  one  friar  tends  the 


You 


Ever  Earn  This 
Much  in  ONE  Week? 

You'd  hardly  think  a  box  of  toilet  prepara- 
tions could  put  $150.00  in  your  jeans  every 
week,  would  you? 

Mr.  Davis  just  told  me  that  300  of  his  sales- 
men earn  this  much  and  more.  I've  averaged 
a  whole  lot  more  than  this,  but  of  course,  I'm 
a  pretty  Kood  salesman,  even  if  I  do  say  so 
myself.  But  between  you  and  me  maybe  the 

QUeeN   QUALITY  "MIFTY  NINE"  OUTFIT 

<l«e»  Hell  pr.- 

U)  Bc._  „  

:  made  Kood  and  it  waa  eaey  when 
I  madj  a  real  try  for  money.  Now,  1  have  a  biK, 
steady  trade— my  own  business. 

and  here's  an  oppor- 
anity— a  brif  opportunity.  Start 
today.  Address  a  letter  or  pout- 
card  to  him,  eayinu,   '  How 
y?"  and 
tell  you  all  about  it 
how  I  started.  It's 
the  firBt  Btep  toward  big 
money  -  SO  WRITE 
NOW. 


E.  M.  DAVIS  CO.      Dept.  6998  Chioto 


^^^^ 


BADGES,  BUTTONS,  CHARMS 


THE  D.  L.  AULD  CO. 


Columbus,  Ohio 
OFFICIAL  MANUFACTURERS 


entire  30  acres  of  grapes  and  will  make 
the  wine  this  year.  In  the  other  days 
three  brothers  w^ere  kept  occupied  driv- 
ing a  wine-delivery  wagon  into  Coving- 
ton and  neighboring  districts.  Three 
or  four  were  then  in  charge  of  the  grape- 
vines, while  others  busied  themselves 
with  the  press  and  the  kegs  and  huge 
barrels  in  which  the  squeezed  grapes 
were  stored.  Ten  vats  stand  in  the 
press  room  today.  According  to  the 
rules  of  the  Government,  no  visitors  are 
allowed  in  the  wine  storage  cellars.  *  *  * 
Not  long  ago  a  famous  painter.  Father 
Raphael  Pfisterer,  celebrated  for  his 
ecclesiastical  art,  came  to  Monte  Casino, 
and  fell  in  love  with  it.  He  offered  to 
decorate  the  interior  walls  with  his  own 
brushes  and  own  skill,  and  those  who 
also  love  the  httle  church  are  delighted. 


She:  "What  animal  falls  from  the 
skies?" 

He:  "Rain,  dear." 
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Commercial  Travelers' 
Boston  Benefit  Association 

200  Devonshire  Street,  Rooms  547-551,  Boston,  Massachusetts 
ARE  YOU  IMMUNE  TO  DISEASE?       IF  SO.  YOU  ARE  FORTUNATE 
IF  NOT 

The  Best  Way  to  Protect  Yourself  Against  Loss  on  Account  ol 
Sickness  is  to  Join  the  Bouton  Benefit 

PAYS 


$25 

WEEKLY 
INDEMNITY 

ON  AOCOONT  OF 

CONFINING 
SICKNESS 

DO*  TO  ANT 

LEGITIMATE 
DISEASE 

NO  KXCKPTIONS 
OR  REDUCTIONS  OP 
BENEFITS 


$100 

DEATH 
IDEMNITY 

IS  PAID 
REGARDLESS 
OP  THE  AMOUNT 
OP  WEEKLY 
IDEMNITY 
A  MEMBER  MAY 
HAVE  RECEIVED 


$100 

PER  MONTH 

FOR 

PERMANENT 

TOTAL 
DISABILITY 

RESULTING  IN  EN- 
TIRE LOSS  OF  SIGHT 
OP  BOTH  EYES 

FBOM  DI8EABB 

OR  PARALYSIS 

IIMULTINO  IN 
BNTIRK  LOB8  OR  DBS  OF 

BOTH  ARMS  ob 
BOTH  LEGS  ob 

ONE  AKM  AND  ONE  LBQ 

FOR  26  MONTHS 


To-day  White  You  arc  Still  a  Commercial  Traveler 

whil*  your  health  ia  auch  that  your  application  will  ba  accepted 
IRA  F.  LIBBY,  Secretary 


America  is  in  the  Making 

^Continued  from  page  15.) 

tiaiies  are  closed  to  tlie  boya  by  rigid 
rules  of  tratle  unions,  which  limit  the 
nujber  of  aijprcnticcs.  Young  men 
trained  in  a  city  have  no  inclination  to 
go  to  the  farms.  The  boys  have  reached 
high-water  mark,  and  deterioration  has 
begun.  Our  boys  must  be  put  to  work. 
They  must  be  given  work  for  which  they 
are  fitted  and  in  which  they  will  find 
enjoyment  and  no  one  will  stick  to  a 
job  which  he  dirilikes. 

There  can  be  no  permanent 
national  prosperity  until  all  our 
young  men  are  employed  at  re- 
munerative wages. 

l^OREIGN  critics  have  not  infre- 
quently  said  that  Americans  are  a 
nation  of  traders;  that  their  i)aramount 
occupation  is  the  exchange  of  com- 
modities for  dollars,  with  no  regard  for 
training  for  good  citizenship  or  happy 
living.  This  cannot  be  rejected  in  toto. 
Yet,  the  pursuits  of  Americans,  as  a 
people,  are  not  battles  in  which  selfish 
gain  is  the  issue.  They  have  ever  been, 
and  are  today,  battles  of  honor  against 
dishonor,  of  honesty  against  dishonesty, 
of  purity  in  living  against  corrupting 
blight. 

Commercial  life  is  the  leading  influence 
in  America.  Without  it  there  would  be 
no  national  prosperity.  Its  commercial 
travelers  are  tirelessly  exploring  the  world 
to  extend  America's  trade  territory, 
thereby  giving  more  and  more  work  for 
American  youth  in  American  industries. 
The  commercial  travelers  are  benefactors 
to  the  human  race.  Wherever  they  go 
they  are  the  emissaries  of  peace  and  right 
living.  It  is  they  who  spread  America's 
highest  ideals  among  all  the  nations  of 
the  earth.  The  physician,  the  professor, 
the  lawyer,  the  preacher,  each  has  his 
own  sphere  of  usefulness,  but  their  field 
is  local.  The  commercial  traveler  be- 
longs to  the  world  at  large,  and  ia  the 
great,  optimistic  apostle  of  America  and 
American  ideals. 

American  ideals  and  the  American 
spirit  are  founded  solely  on  the  tra- 
ditions of  the  fathers  of  the  republic. 
America  seeks  to  obtain  the  markets  of 
the  world  by  the  truly  American  traits 
of  thrift  and  fair  dealing.  Commercial- 
ism is  not  a  misguided  American  spirit. 
The  great  American  public  is  for  the 
advancement  of  all  mankind,  without 
reference  to  occupation,  creed  or  nation- 
ality. 

A  MERICANS  are  a  home-loving,  quiet, 
inoffensive  people.  Their  only  wars 
were  wars  for  liberty  for  themselves  or 
for  others.  They  have  an  abiding  faith 
in  their  country,  and  in  the  creed  of  good 
citizenship,  and  they  abstain  from  the 
commission  of  palpably  unpatriotic  sins. 

This  belief  is  inevitably  the  parent  of 
a  sort  of  self-righteous  contentment, 
which  leads  us  to  expect  that  in  some 
way  the  affairs  of  our  country  will  move 
along  quite  well  under  the  direction  of 
those  who  make  activity  their  occupation. 
We  listen  with  impatience  when  anyone 


sermonizes  us  on  the  sinfulness  of  the 
human  race,  and  on  the  shortcomings  of 
our  national  policies.  Even  if  we  are 
aroused  now  and  then  by  some  clash  of 
alarming  proportions,  the  moment  it  is 
over  we  relapse  into  our  trustful  repose. 

But,  right  now,  it  is  as  clear  as  a  noon 
day  sun  that  we  Americans  will  have  to 
lay  aside  our  apathetic  listlessness  and 
act  in  unison  for  our  own  protection.  We 
must  forget  party  lines  in  electing  men 
to  make  our  laws,  and  we  must  KNOW 
what  every  candidate  for  ofl5ce  stands 
for  before  we  vote  for  him.  A  mighty 
element  is  insiduously  at  work  in  America, 
seeking  to  overthrow  our  national  ideals 
and  substitute  therefor  a  theoretical 
jumble  of  nation-destroying  elements. 

An  aroused  American  public  can 
accomplish  anything  on  which  it  united. 
The  common-sense  of  America  is  the 
greatest  power  the  world  ever  had.  It 
is  absolutely  fair  and  unbiased.  Let  us 
use  that  common-sense  in  combatting 
every  element  of  discord  that  is  now  at 
work. 

'X'HE  hard  times  experienced  in  the 
last  two  or  three  j'ears,  affecting 
employer,  employe,  manufacturer,  me- 
chanic, farmer  and  tenant,  wholesaler  and 
retailer,  alike,  were  of  European  origin. 
The  wave  of  restored  prosperity  in 
America  is  altogether  due  to  the  "get- 
together"  spirit  of  the  people. 

Indifference  to  work  is  the  outstanding 
menace  to  America.     War-time  wages 


cannot  be  i)aid  to  anyone.  The  .American 
workmen  and  the  American  employers 
must  stand  or  fall  together.  The  working 
man  prospers  only  when  he  can  sell  his 
labor.  The  employer  prospers  only  when 
he  can  sell  his  output.  Neither  can 
prosper  without  holding  the  implicit 
con6dence  of  the  public. 

So  interdependent  is  every  citizen 
upon  every  other  citizen  that  the  just 
rights  of  all  must  be  recognized,  else 
there  can  be  no  general  confidence. 

America  is  great  enough  and  strong 
enough  to  be  largely  independent  of 
conditions  in  continental  Europe.  A 
settled  condition  there  would  help  Amer- 
ican industries,  but  the  United  States 
can  hold  its  own  prosperity  no  matter 
what  may  happen  in  the  utterly  wretched 
countries  of  the  old  continent. 


How  1  Made  My  Hardest  Sale 

(Continued  from  page  26.) 

and  was  there,  .Johnny-on-the-spot,  at 
the  hour  indicated. 

A  few  days  later,  I  received  an  order 
for  seven  sets  at  S300  a  set.  This  was 
followed  by  an  order  later  of  five  sets  for 
the  Appellate  Court,  one  for  the  Attorney 
General  and  one  for  the  general  librarj', 
making  fourteen  sets  at  $300  per  set,  for 
an  hour  and  a  half  of  time  well  spent. 

Summary — be  courteous,  know  your 
line,  and  have  the  RIGHT  LINE.— 
W.  B.  Parsons,  Pomona,  Mo. 
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Scrip  Mileage  is  Favored 

(Continued  from  page  11.) 

Casket  Manufacturers'  Association  of 
America,  Cincinnati,  Ohio. 

National  Boot  and  Shoe  Manufactur- 
ers' Association,  New  York  City. 

National  Tanners'  Council,  New  York. 

New  En(?Iand  Shoe  &  Leather  Associa- 
tion, Boston. 

Boston  Shoe  Travelers'  Club,  Boston. 

United  Shoe  Machinery  Company, 
Boston. 

St.  Louis  Shoe  Manufacturers  and 
Wholesale  Association,  St.  Louis,  Mo. 


National  Hardware  Association,  Phil- 
adelphia. 

National  Millinery  JobbCTs'  Associa- 
tion, Chicago. 

National  Association  of  Manufacturers, 
Washington,  D.  C. 

Furniture  Manufacturers'  Association, 
(Irand  Rapids,  Mich. 

Association  of  Commerce,  Grand  Rap- 
ids, Mich. 

Chamber  of  Commerce,  St.  Louis. 

ON  BEHALF  of  the  commercial  trav- 
elers represented  in  the  Federation 


and  of  the  commercial  organizations  for 
whom  he  spoke,  Mr.  Clink^agreed  with 
Mr.  Fox  that  scrip  mileage  is  preferable, 
but  on  every  other  allegation  he  dis- 
agreed. 

Other  witnesses  took  up  in  detail  the 
arguments  of  Mr.  Fox  and  answered  every 
point  raised  by  him.  Mr.  Clink  led  the 
witnesses  for  the  reduction  of  rates. 

Asks  33  K  Per  Cent  Reduction. 
"In  view  of  the  differential  of  33 >i  per 
cent  discount  voluntarily  granted  by  the 
carriers  in  the  sale  of  mileage  books,  in- 
terchangeable and  otherwise,  prior  to 
their  discontinuance  during  the  World 
War,"  Mr.  Clink  told  the  Commission, 
"We  can  only  judge  it  to  have  been  a 
just  and  reasonable  rate.  Considering 
the  rates  now  in  effect  governing  the  sale 
of  tourist  summer  and  winter  resort 
tickets,  a  discount  of  33  K  per  cent  from 
prevailing  passenger  tariffs  would  appear 
just  and  reasonable." 

In  favoring  the  scrip  universal  inter- 
changeable mileage  ticket,  good  for  pay- 
ment of  extra  baggage  charges  represent- 
ing cash  when  offered  for  payment  of  a 
railroad  ticket,  he  urged  that  it  be  made 
exchangeable  for  fare  when  presented  on, 
a  train,  in  preference  to  exchanging  at  &. 
ticket  window,  the  conductor  to  detach 
the  regular  fare  from  the  coupons.  The 
discount  applying  would  solve  the  proVj- 
lem  of  rate  levels. 

In  $100  Denominations. 

He  recommended  a  scrip  coupon  ticket 
of  $100  denomination,  gross.  "Consider- 
ing that  the  average  commercial  traveler 
spends  nine  months  of  the  year  on  the 
road,"  he  argued,  "as  against  one  day 
of  the  year  on  the  part  of  the  ordinary  cit- 
izen, it  would  seem  just  and  reasonable 
to  grant  the  traveling  salesman  the  con- 
cession prayed  for.  The  proposed  dis- 
count would  apply  only  to  the  proposed 
denomination  of  tickets,  thus  protecting 
the  local  revenues  of  the  carriers;  and 
while  the  larger  denomination  is  open  to 
the  public,  discrimination  is  avoided. 
The  more  of  such  tickets  sold,  the  great- 
er the  source  of  revenue  to  the  carriers, 
involving  a  large  investment  of  money  in 
advance  for  transportation  requiring  on 
an  average  of  four  months  to  consume. 

He  urged  that  scrip  mileage  should  be 
available  at  all  principal  ticket  offices 
on  Class  1  roads. 

The  scrip  ticket,  he  suggested,  should 
be  good  for  passage  by  the  original  pur- 
chaser for  one  year  from  date  of  pur- 
chase. In  the  event  of  death  or  busi- 
ness emergencies  requiring  a  redemption,, 
and  proof  justifying  such  redemption  is 
submitted  and  acceptable  to  the  issuing 
company,  the  redemption  in  cash  equal 
to  the  unused  portion  of  the  scrip  should, 
be  available,  or  the  amount  acceptable; 
for  the  purchase  of  another  ticket. 
Not  Like  Other  Travelers. 

Mr.  Clink  urged  a  non-transferable 
ticket.  Commercial  travelers,  by  virtue 
of  their  calling,  he  explained,  are  com- 
pulsory patrons  and  revenue  producers- 
in  passenger  traffic;  and,  in  fact,  quasi 
freight  solicitors  for  every  line  of  road 
over  which  they  travel.  In  consequence 
they  are  entitled  to  a  consideration  aot  ac- 
corded the  ordinary  passenger,  unless 


This  is  the  Business  for  You 

GETBUSY—hityour  stride!  Fless- 
ner  boys  have  done  it!  Havehum- 
mingbusiness.  Busy  every  minute. 
Money  flows  in.  Count  receipts 
at  night  and  scoop  $70.00, 
$80.00  — even  $90.00  from  cash 
drawer.  There's  nothing  to  it.  Just 
nerve  to  start  that's  all.  Experience 
not  necessary.  Big  investment  not  required. 
Simply  wonderful  what  you  can  do  in  CRISP- 
ETTE  business  with  limited  capital. 

$1,000  Month  Easily  Possible 

You  should  succeed  from  very 
start.  Trade  grows  by  leaps  and 
bounds.  Some  men  sell  direct  to 
public.  Others  wholesale  to  stores. 
All  make  enormous  profits.  Raw 
materials  plentiful  and  cheap.  Don't  do 
another  thing  until  you  have  investi- 
gated this  v/onderful  business.  Begin 
making  money  at  once.  Others  are 
traveling  on  easy  street.  You  can  too!  Send  for 


This  Machine  Does  the 
Trick 

Makes  those  wonderful, 
toothsome,  delicious  CRISP- 
ETTS  that  sell  by  the  thou- 
sands. CRISPETTE  men  making 
fortune.  Gibbs  writes:  "Sold 
$50.00  first  night."  Kelloggsays: 
"$700.00  ahead  after  first  two 
weeks."  Ira  Shook  took  in  over 
$375.00  in  one  day!  And  so  on. 
What  others  have  done— and  are 
doing— you  can  do.  Do  not  pass  this  by 
without  investigation.  Mail  coupon. 

I  Start  You  in  Business 

Experience  not  necessary. 
You  start  with  very  little 
capital.  I  furnish  everything, 
secret  formula,  equipment,  sup- 
pHes,  accessories,  etc.  It's  a  pro- 
position you  can  easily  handle. 
Amazing  successes  made  every- 
where— in  cities,  small  towns,  vil- 
ages,  etc.  Splendid  chances  for 
phenomenal  successes  in  every  section 
of  the  country.  Write  at  once  for  com- 
plete information  about  this  great  busi» 
ness!  Use  coupon. 

LONG  EAKINS  CO. 

1183  High  Street 
SPRINGFIELD  -  OHIO 
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Biich  poBsengers  participate  in  the  pur- 
cliase  of  the  same  denomination  of  scrip 
coupon  ticketB. 

Ho  waived  restrictions  within  reason, 
with  reference  to  identification,  for  the 
mutual  protection  of  all  involved.  "The 
commercial  travelers,"  he  continued,  "are 
as  solicitous  of  confining  the  tickets  in 
question  to  their  proper  channels  as  the 
carriers  possibly  can  be.  We  should  ap- 
preciate the  privilege  of  cooperating  with 
the  Commission  in  fornudating  ndes  and 
conditions  governing  the  use  of  the  scrip 
mileage." 

lie  urged  that  the  present  allowance  of 
ir>0  pounds  of  baggage  be  continued,  but 
recommended  that  scrip  coupons  be  ac- 
cepted in  payment  for  all  baggage  charges 
which  shall  include  excess  baggage,  stor- 
age, valuation  and  transfer  charges. 
Concluding  Remarks. 

"In  summing  up  the  situation,"  Mr. 
Clink  said,  in  concluding  his  remarks, 
"business  which  includes  the  carriers  re- 
quires a  stimulant,  and  the  carriers,  no 
doubt  appreciative  of  that  fact,  brought 
homo  to  them  from  a  sadly  diminished 
revenue  in  their  passenger  depart- 
ment, sought  to  apply  the  remedy  of  a 
radical  reduction  in  passenger  rates  to 
far-off  distant  points,  summer  and  winter 
resorts,  that  no  doubt  had  the  desired 
effect  to  a  limited  extent. 

"The  carriers  seem  to  be  imbued  with 
the  idea  that  the  commercial  traveler  is  a 
dependable,  fixed  and  reliable  revenue 
producer,  by  virtue  of  his  calling,  and  in 
consequence  is  entitled  to  no  considera- 
tion, but  is  subject  to  any  extortionate 
rate  imposed  upon  him.  They  seem  to 
forget  that  the  commercial  traveler  had 
been  able,  up  to  the  beginning  of  the 
World  War,  to  purchase  mileage  books 
interchangeable,  and  otherwise,  at  re- 
duced rates.  They  appear  to  have  over- 
looked, or  to  have  ignored,  the  fact  that 
excessive  rates  were  driving  thousands 
of  commercial  travelers,  particularly 
those  selling  on  commission,  into  idle- 
ness; the  employers  of  those  on  a  fixed 
salary  reduced  to  the  lowest  minimum 
their  selling  forces,  and  many  em- 
ployers have  supplied  their  traveling 
salesmen  with  automobiles,  in  an  effort 
to  escape  excessive  railroad  fare,  as  a 
matter  of  necessary  economy. 

"A  reduction  in  rates  would  re-employ 
thousands  now  idle,  and  would  add  ad- 
ditional thousands  to  the  ranks  of  the 
traveling  fraternity. 

"The  commercial  travelers  and  their 
employers  ask  for  no  special  privileges; 
they  do  not  expect  something  for  nothing. 
But  they  do  expect  and  should  receive 
consideration  commensurate  with  their 
enormous  patronage,  their  indispensable 
activities  of  lasting  benefit  to  the  na- 
tion and  its  people. 

"All  must  admit  that  our  great  army 
of  traveling  salesmen  are  a  valuable  na- 
tional asset,  and  should  be  encouraged, 
rather  than  discouraged,  through  exces- 
sive, unjust  railroad  tariffs. 

"In  asking  for  universal  interchange- 
able scrip  mileage  tickets  in  the  large 
denominations,  and  at  discounts  suggest- 
ed, it  is  no  special  favor,  but  a  duty,  de- 
volving upon  your  honorable  commission 
to  direct  the  carriers  to  issue  interchange- 


SKIN  TROUBLES 


/Every  Sufferer  from  Eczema, 
Tetter,  Salt  Rheum,  Pruritus, 
Millt  Crust,  Weeping  SItIn,  etc. 
SItould  Read  tliis  Free  Offer 


OR.  J.  E.  CANNADAY 


SIdn Troubles  Have  Causee!  ItdiiiiK,  biinuni,'.  oozinc 

■  V'liiptoinK  mid  iKiKiri' till' Cause?  U'nte  me  today  iinil  I 
will  lend  ynii  a  spci  inl  i  K.imiiiiilion  blank  that  will  t<-ll 
you  more  iihoiit  yonr  own  case  llian  you  even  thouKht  wan 
known.  This  is  all  free  to  yon. 

Eczema  la  called  by  Bome  people  Itch,  Tetter,  Salt 
Klieum.  I'ruritiii.  Milk  Crust.  Weepintf  Skin,  etc.,  and  if 
you  will  write  me  today  I  will  nend  you  u  free  trial  of  niy 
mild,  loothinf;,  guaranteed  treatment  that  will  convince 
you  that  hx-zema  can  be  cured  to  8tay,  not  merely  patched  up  for  a  wlnli-  to  return 
worne  than  cmt. 

Send  No  Money- Just  Write  MeToday-A  Postal  Will  Do 

No  matter  where  you  live  I  can  refer  you  to  nriKhbora  of  yours  that  I  have  treated 
Kucceufully.  I  have  handled  over  One  Million  cases,  and  grateful  former  eczema 
Bufl'erers  in  every  utate  of  the  Union  will  cheerfully  tell  you  what  a  real  comfort  they 
have  enjoyed  from  my  treatment  after  lonif  year*  of  intense  sulferinit. 

J.  E.  CANNADAY,  M.  D.,    1605  Court Bk.,  Sedalla,  Mo. 

Send  this  notice  to  some  poor  ■ufferet  from  Eczema.    It  will  be  a  kind  act  by  you. 


able  mileage  books  at  the  reduction  asked, 
being  convinced  such  a  concession  would 
prove  immensely  remunerative  to  the  car- 
riers, an  incentive  to  business,  ahd  a  mer- 
ited recognition  of  this  great  army  of  in- 
telligent, progressive,  optimistic  engines 
of  energy." 

PRESIDENT  LOEB,  of  the  National 
^  Council,  likewise  presented  a  brief, 
ably  endorsing  every  recommendation 
made  by  Mr.  Clink,  and  added  a  sum- 
mary of  statements  of  manufacturers 
and  jobbers,  showing  that  high  cost  of 
transportation  had  limited  the  number 
of  salesmen  and  restricted  the  territories 
covered. 

The  Merchants'  Association  of  New 
York  City  also  presented  a  brief  endorsing 
the  requests  made  by  the  Federation. 
The  same  endorsement  was  given  by  the 
Kansas  City  Chamber  of  Commerce. 

The  whole  matter  is  now  in  the  hands 
of  the  Interstate  Commerce  Commission, 
and  a  decision  will  be  handed  down  later. 


Salesmen  as  Prophets 

(Continued  from  page  14.) 

with  a  deeper  foreboding.  They  have 
met  a  man  from  New  York  who  has  told 
them  direful  things.  It  is  time  to  be 
careful.  Let  every  man  keep  a  firm 
hold  upon  his  purse  and  warn  his  wife 
to  buy  nothing. 

In  twenty  days  that  salesman  may 
visit  twenty  little  towns;  and  who  shall 
measure  the  power  for  good  or  ill  that 
lies  in  his  well  meaning,  but  often 
thoughtless  talk? 

MORAL. 

Don't  attempt  to  be  a  prophet  unless 
you  can  be  a  cheerful  one.  Pessimism, 
like  gossip,  creates  bad  situations  that 
would  not  exist  if  people  would  cease  to 
spread  such  thoughts.  Adopt  a  cheerful 
optimistic  attitude  toward  life  and 
business  conditions  now  and  for  the 
tuture  and  your  influence  will  bend  others 
fo  your  way  of  reasoning  and  help  keep 
business  going. 


Regain  the  Vital 
Force  of  Youth 


A    simple    Home    Treatment,  More 
Available  Than  Gland  Treatment! 
or  Bark  and  Animal  Extracts 


N'.'iture's  greatest  gift  to  mankind  is  Korex 
Compound,  for  the  rejuvenation  of  flaKging 
vital  force.  If  you  aspire  to  restored  vital  ner- 
vous energy,  to  the  glorious  vigor  of  the  days 
of  youth,  try  Korex  in  the  privacy  of  your  own 
home.  Gratifying  results  are  known,  usually 
in  a  few  days. 

Korex  Compound  (in  tablet  form)  is  the 
result  of  many  years  of  scientific  research.  It 
contains  no  harmful  drugs  or  opiates.  It  acts 
naturally  to  rebuild  the  vital  forces  in  man  or 
woman,  to  revive  the  power  of  youthful  vigor 
.iiid  stamina.  More  widely  acclaimed  than 
Gland  Treatments  or  bark  and  animal  extracts. 
It  has  a  powerful  action  in  strengthening  and 
renewing  nerve  tissues,  and  to  overcome  the 
handicap  of  physical  weakness,  resulting  from 
breaking  nature's  laws. 

Korex  is  distributed  and  guaranteed  only  by 
the  Melton  Laboratories,  Dept.  275,  Massachu- 
setts Bldg.,  Kansas  City,  Mo.  A  full  treat- 
ment of  this  wonder  invigorator  sent  prepaid 
for  only  $2.00.  Or,  if  more  convenient,  send  no 
money;  pay  the  postman  $2.00  and  a  few  cents 
postage  when  it  arrives.  The  laboratories  guar- 
antee to  return  your  money  promptly  if  results 
are  not  entirely  satisfactory.  Cut  or  tear  out 
this    ad    now,    and    send    order  today. 


MYERS 
Electric  Iron 
Cord  Holder 

A  wondarlui  Ldtcd- 
tion.  Kmm  oonl 
oa«  o(  wny  whiJ« 
ironlas.  Worth  Ha 
walcht  In  cold. 
Amnu 


Pat.  No.  I,418,»«0 

C.  A.  MYERS  COMPANY 
<SU  WeedUwn  Av«^  Chicago,  111^  U^J^ 


"Oh,  papa!  didn't  that  dancer  have 
just  the  sweetest  expression?" 

"Why,  er — I  don't  recollect  seeing 
her  face." 
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Why  Good  Dancers 
Are  Popular 


knows  t)ie  latent 
noed  of  heinic  a 
remarkable 


%tncing  by  mail. 

To  prove  I  ran  Quickly 
euily  make  you  an  aooonipliHliud 
<ler.  I  will  neml  you  FIIKB,  in  pluin 
cover,  a  lenaon  in  I'^ox  Trot,  Becrot  of 
I^adin*  nnd  IIow  to  Gain  Confldenro. 
Tor  mailiniE  of  free  leaeoiui,  send  I0«. 
I'earn  In  private — niirpriBe  your  frlendn. 

ARTHUR  MURRAY,  Studio  475  100  5th  Ave,  N.Y. 


KEROSENE  LIGHT 

Onto  Days' F»-ee  Trial 

BeatR  tna  or  electric.  6  timea  as  efflcieot 
nn  ordPnery  oil  IKbta.  Oilurleaa.  nolae- 
Icaa,  aafe.  cconomlcol.  8  million  satliSad 

'rc"."r"n  if'jj 'iaV.tt  *«  ^ NTS 
 WrlU-quickforparticulara.  WANTED 

THE  MANTLE  LAMP  CO.  OF  AMERICA 

230  Aladdin  8ld(.,  609  W.  Lake  Strni,  T" '  -  -  - 


No  More 
Getting 
Up  Nights! 

Bladder    Weakness    Quickly  Corrected 
by  Recent  Scientific  Discovery 
For  Old  and  Young 


50  Cent  Package  Free 


f*  What  a  wonderful 
comfort  to  sleep  all 
night  and  not  get 
up  at  least  once, 
and  maybe  six  or 
eight  times,  every 
night  because  of  blad- 
der weakness.  Have 
you  forgotten  what 
the  restfulness  and 
luxury  of  an  un- 
broken night  of  un- 
troubled sleep  is  like? 

Among  the  prin- 
cipal causes  of  this 
trouble  is  chronic 
enlargement  of  the 
prostrate  gland  and 
bladder  irritation  and 
of  these  and  of  the 


upon  which  Kellogg'i 
Make  One  Feil   BroBTi    Tablets  are 
Young  Again.  based,  a  noted  med- 

ical authority  says 
"A  symptomatic  cure  is  usually  achieved  *  *  * 
The  frequent  impulses  to  urinate  and  the  recurring 
desire  at  night  cease.  Successes  with  this  salt  *  »  * 
have  been  had  in  men  of  ninety  years." 

Every  man  young  and  old  should  try  this  won- 
derful treatment.  It  works  upon  the  bladder  to 
correct  the  faults  that  are  causing  a  host  of  men 
days  and  nights  of  untold  miserj'. 

Send  coupon  today,  with  six  cents  in  stamps 
to  help  pay  postage  and  packing  for  a  free^50e 
trial  box  of  Kellogg's  Brown  Tablets. 


Wonderfull  WonderfuII  Sleep 
i<?Xg  .''B^w^n"T':iflat\'j°o4'   ^^^^"^^'^P-  -  discovery 
Frank    J.  Kellogg  Co.,  Battle 


FREE  TRIAL  COUPON 

FRANK  J.  KELLOGG  CO., 

137  Hoffmaster  Block,  Battle  Creek,  Mich. 
Kindly  send  me,  Free,  a  50c  box  of  Kellogg's 
Brown  Tablets.     I  enclose  6c  in    stamps  ,.to 
help  pay  postage  and  packing. 

Name.__  


Street   

City  A  -  State..-. 


In  Old  Colonial  Days 

(Continued  from  page  25.) 

iuid  iimnodiately  after  the  paHHin^  of 
tliis  act,  all  and  every  perKun  or  perHoriK 
who  shall  he  indicted  and  found  Ruilty 
of  rtlealinK  any  horse,  mare,  gelding,  colt 
or  filly,  Hhall,  for  the  fir^t  offense,  he 
punished  with  the  loss  of  an  car,  and  he 
publicly  whipped,  not  exceeding  thirty- 
nine  lashes  on  the  bare  back;  and  for  the 
second  offense  shall  be  adjudged  and 
deemed  guilty  of  felony,  and  shall  suffer 
death  without  benefit  of  clergy." 
Tough  on  Babbling  Women. 

Shrews  and  scolds,  sometimes  called 
"babbling  women,"  received  the  atten- 
tion of  at  least  two  Colonial  assemblies, 
Massachusetts  and  Virginia.  The  former 
enacted  in  1672  as  follows:  "Whereas, 
there  is  no  express  punishment  (by  any 
law  hitherto  established)  affixing  to  the 
evil  practice  of  sundry  persons  by  exorbit- 
ancy of  tongue  in  railing  and  scolding; 
it  is,  therefore,  ordered,  that  all  such 
persons,  convicted  before  any  court  or 
magistrate  that  hath  proper  cognizance 
of  the  case,  shall  be  gagged  or  set  in  a 
ducking-stool,  and  dipped  over  head  and 
ears  three  times  in  some  convenient 
place  of  fresh  or  salt  water,  as  the  court 
or  magistrate  shall  judge  meet."  Virginia 
in  1662  enacted  by  its  assembly,  "Where- 
as, many  babbling  women  slander  and 
scandalize  their  neighbors,  for  which 
their  poor  husbands  are  often  involved 
in.  chargeable  and  vexatious  suits,  and 
costs  in  great  damages.  Be  it  enacted 
*  *  *,  that  after  judgment  passed  for 
the  damages,  the  woman  shall  be 
punished  by  ducking,  and  if  the  slander 
be  so  enormous  as  to  judged  at  greater 
damages  than  500  pounds  of  tobacco, 
then  the  woman  to  suffer  ducking  for 
each  500  pounds  of  tobacco  adjudged 
against  her  husband,  if  he  refuses  to  pay 
the  tobacco." 

Blackstone,  who  wrote  about  the 
year  1765  of  English  laws,  makes  use  of 
the  following  words:  "It  is  a  melancholy 
truth,  that  among  the  variety  of  actions 
which  men  are  daily  .liable  to  commit,  no 
less  than  a  hundred  and  sixty  have  been 
declared  by  acts  of  parliament  to  be 
felonies  without  benefit  of  clergy;  or,  in 
other  words,  to  be  worthy  of  instant 
death." 

Torture  for  Treason. 

I  will  end  here  with  the  punishment 
of  high  treason  in  England  in  1572.  This 
judgment  was  pronounced  against  a 
peer  of  the  realm: 

"Forasmuch  as  thou  *  *  *  hast  been 
charged  with  high  treason,  and  hast 
denied  thyself  to  be  guilty,  and  hast 
submitted  thyself  to  trial  of  thy  peers, 
who  have  found  thee  guilty,  this  bench 
judgeth  thee  to  be  led  back  from  hence 
to  the  tower,  then  to  be  laid  on  a  hurdle 
and  drawn  through  the  midst  of  the  city 
to  the  gallows,  there  to  be  hanged,  and, 
being  half  dead,  to  be  taken  down, 
boweled,  and  after  thy  head  is  cut  off, 
to  be  quartered  into  four  parts.  Thy 
head  and  body  to  be  done  according 
to  the  queen's  pleasure,  and  may  God 
have  mercy  on  thy  soul!"  (Elizabeth  was 
queep  in  1572-) 


SALESMEN  WANTED 
Shory  oF 


SANO-BAKK  LABOUATORIE8  wants  drug 
salesnjen  with  established  trade  to  place  SA  NO- 
HARK  GOITRE  REMEDY  as  side  line.  Ex- 
clusive sale  in  territory  covered.  No  compe- 
tition. CommisBion  on  all  orders  direct  or  mail. 
Unusual  opportunity  which  will  lea<i  to  bigger 
things.  Above  is  standard  ad  run  in  all  cities 
wheret,  RA NO-BARK  is  sold  over  druggists 
names.    Write  for  prop(.>6ition . 


f  tKSOMAL  APHtAKANCE 

is  now  more  than  ever  the  key-note  of  aucceas.  Bow- 
Legged  and  Knock-Kneed  men  and  women,  \Mtb 
young  and  old,  will  be  glad  to  hear  that  I  have  now  ready 
for  market  my  new  appliance,  which  will  sMccemfully 
straighten,  within  a  abort  time,  bow-leggedneo«  and 
knock-kneed  lees,  safely,  quickly  and  permanently, 
without  pain,  operation  or  discomfort.  Will  not  interfere 
with  your- daily  work,  being  worn  at  night.  My  new 
"Lim-Straitner."  Model  18.  U.  8.  Patent,  ia  eaay  to 
adjust;  its  result  will  save  you  soon  from  further  humil- 
iation, and  improve  your  personal  appearance  100  per 

*^*Write  today  for  my  free  copyrighted  phyaiological  and 
anatomical  book  which  teUa  you  how  to  correct  bow  and 
knock-kneed  lees  without  any  obligation  on  your  part. 
Enclose  a  '^'""f^  ^"-^^^^  SPECIALIST 

263L,  Ackerman  Building,  Binghamton,  N.  V. 


Don't  Wear 
a  Truss 

BE  COMFORTABLE— 
Wear  the  Brooks  Appliance, 
the  modern  scientific  invention 
which  gives  rupture  suflerers 

immediate  relief .  IthasJioob-  

noxious  springs  or  pads.   Auto-  MR.  C.  E.  BROOKS 
matic  Air  Cushions  bind  and 
draw  together  the  broken  parta.    No  salves  or 
plasters.  Durable,  Cheap.  Sent  on  trial  to  prove 
its  worth.    Never  on  sale  in  stores  as  every 

Appliance  is  made  to  order,  the  proper  size  and  shape 
of  Air  Cushion  depending  on  the  nature  of  each  case. 
Beware  of  imitations.  I-ook  for  trade-mark  bearing 
portrait  and  signature  of  C.  E,  Brooks  which  appears 
on  every  Appliance.    None  other  genuine. 

BROOKS  APPLIANCE  CO.,231C,  State  SL.  MarjUall,  MM. 


It  pays  to  bela  U.  0.  T. 


NOVEMBER 
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ApeY0U01dat40? 

What  You  Should  Know  About 
the  Glands  of  Your  Body 

Some  men  of  sixty  arc  younger  in  activity  than  other  men  of  forty.  A  common  cause, 
perhaps  the  most  common  cause,  is  prostate  gland  disorder.  Men  whose  lives  have 
been  the  heartiest,  regular  and  most  vigorous  are  not  exempt  from  the  attacks  of 
this  serious  and  common  irregularity. 

Our  plainly  written  interesting,  educational 

Free  Book 

♦♦WHY  MANY  MEN  ARE  OLD  AT  FORTY" 

may  bring  a  priceless  message  to  you.  It  will  tell  you  much  you  wish  to  know  about 
the  prostate  gland  and  its  functions — how  a  disorder  here  may  cause  sciatica,  back- 
ache, aches  in  toes  and  heels,  mental  depression,  interrupted  slumber,  frequent 
micturation  and  other  disturbing  conditions.  It  will  tell  you  of  a  Thermalaid,  a 
simple  means  by  which  the  essential  of  an  old  hygienic  principle,  done  into  new  and 
convenient  form,  corrects  this  prostate  gland  condition  and  its  attendant  health 
faults, — a  method  that  is  being  endorsed  by  prominent  Physicians,  Physical  Cultur- 
ists,  and  other  leading  health  authorities.  The  book  will  be  sent  free,  without  obliga- 
tion upon  receipt  of  your  request. 


THE  BUSY  MAN 

If  you  want  to  get  a  favor  done 

By  some  obliging  friend. 
And  want  a  promise,  safe  and  sure. 

On  which  you  may  depend. 
Don't  go  to  him  who  always  has 

Much  leisure  time  to  plan. 
But  if  you  want  your  favor  done, 

Just  ask  the  busy  man. 

The  man  with  leisure  never  has 

A  moment  he  can  spare, 
He's  always  "putting  ofT"  until 

His  friends  are  in  despair. 
But  he  whose  every  waking  hour 

Is  crowded  full  of  work, 
Forgets  the  art  of  wasting  time — 

He  cannot  stop  to  shirk. 

So  when  you  want  a  favor  clone 

And  want  it  right  away. 
Go  to  the  man  who  constantly 

Works   twenty-four   hours   a  day, 
He'll  find  a  moment  sure,  somewhere, 

That  has  no  other  use, 
And  fix  you  while  the  idle  man 

Is  framing  an  excuse. 

—IN.  Y.  Ledger 

MOST  EYES  DEFECTIVE. 


Survey  of  School  Children  and  Adults 
Show   Alarming  Condition. 

Statistics  covering  many  years  show 
that  nine  out  of  every  ten  persons  over 
21  usually  have  imperfect  sight.  At 
31  the  proportion  is  larger.  Above  40 
it  is  almost  impossible  to  find  a  man 
or  woman  with  perfect  sight.  For  the 
last  100  years  the  profession  has  wrestled 
in  vain  with  the  problem,  finding  no 
means  compatible  with  the  conditions 
of  modern  life  for  preventing  errors  of 
refraction,  and  no  means  of  relieving 
them  except  by  eyeglasses. 

Our  eyes  are  large  factors  in  our 
efiBciency.  Nature  allots  each  organ  of 
the  human  machine  a  certain  portion 
of  nerve  energy.  WTien  eyes  that  are 
defective  demand  more  than  their  share 
of  this  nerve  enei^y  it  must,  of  necessity, 
lessen  the  normal  supply.  The  wasting 
of  nerve  energy  directly  diminishes 
human  efficiency.  Often  the  victim  of 
defective  eyes  is  unaware  of  trouble. 
It  may  be  indicated  by  headaches, 
often  attributed  to  stomach  trouble, 
by  nervousness,  drowsiness  and  irri- 
tability.— [From  Eyesight  Conservation 
Congress. 


A  man,  motoring  through  the  coun- 
try, pulled  up  in  the  outskirts  of  a  small 
town  to  look  out  for  gasoline.  His  way 
waa  stopped  by  a  disturbance,  ciiused 
by  a  woman  who  was  vigorously  beating 
a  small  boy.  On  asking  the  cause  he 
learned  that  the  child  had  left  the  chicken 
house  door  open. 

"My  dear  woman,"  he  said,  sooth- 
ingly, "please  don't  worry.  Chickens 
always  come  home  to  roost." 

"Come  home!  Come  home!"  shrieked 
the  woman.  "He's  let  the  darned  chickens 
go  home."— [Pittsburgh  Chronicle-Tele- 
graph. 


The  Electro  Thermal  Co. 


TRe'rmaiaids 


TO  PHYSICIANS 

Thermalaids,  a  new  means  of  applied  hygiene, 
embody  the  principles  you  have  wanted  to 
use  for  years  in  the  treatment  of  prostatic  hyper- 
trophy, etc.  Thermalaids  offer  such  efiiciency, 
simplicity  and  comfort  in  the  use  of  these  prin- 
ciples that  forward  looking  physicians  every- 
where will  inevitably  use  them.  Many  are  doing 
so  now.  It  would  be  a  pleasure  to  send  you  full 
particulars. 


4115  Main  St.,  Stubenville,  0 


THE  ELECTRO  THERMAL  CO. 

4115  Main  Street,  Steubenville,  Ohio 

Please  send  me.  without  any  obligation,  a  copy  of  your  free  book — "Why  Many  Men  are  Old 
at  Forty." 


Address.. 
City  


We  Have  Hundreds  Like  These 

Boston.  Mass.,  March  21,1921 
The  Electro  Thermal  Company, 
Steubenville.  Ohio. 

Your  outfit  gives  perfect  satisfaction  in  Pros- 
tatic and  kindred  diseases.  Obstinate  cases 
respond  to  this  method. 

(Full  name  on  request)  Dr.  F.  M.  J. 

Spartansburg,  S.  C,  Aug.  21,  1919. 
The  Electro  Thermal  Company, 
Steubenville,  Ohio. 

The  appliance  has  been  a  wonderful  help  to 
me.  The  only  thing  which  has  given  me 
relief.  Glad  I  ordered  vour  instrument.  It's 
SIMPLE.  BUT  WONDERFUL. 

Sincerely, 

(Full  name  on  request)  C.  C.  B. 
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Have  you  successfully  sold 

Salesboard    Assortments  ? 

OPPORTUNITY  "pages"  2  t^trony  Salesmen!  Start  immediately. 
Must  show  a  successful  selling  record.  Full  time  proposition  to  good 
men. 

Big  NEW  Line  means 
BIGGER  Earnings! 

Tlicrc  are  some  good  men,  we  believe,  handling  the  wrong  lines.  Now  is  a  good 
time  for  them  to  find  out  about  the  one  SUPREME  line  in  the  Salesboard  busmess. 
K.  &  S.  offers  such  men  an  opportunity  to  make  more  money] 

K  &S.  enjoys  a  big  commercial  rating  and  the  most  vaXuahle  Good-will  in  the  Sales- 
board  field.  The  members  of  the  firm  are  themselves  Salesmen  and  know  what  a 
square  deal  means. 

Write  today  for  our  proposition 
and    tell    us   all    about  yourself. 


We  own  and 
occupy  the 
largest  build- 
ing in  the  U. 
S.  devoted  ex- 
clusively t  o 
the  produc- 
tion and  sale 
of  SALES- 
BOARD  MER- 
CHANDISE 


K.  &  S.  SALES  CO. 


Dept.  356 
4325-21-29-31  E. 
CHICAGO. 


Ravenswood  Ave. 


Men  Who  Ride  the  Rails 

(Continued  from  page  29.) 

this  answer  was  given,  I  happened  to  be 
in  a  large  general  store  in  a  small  Junction 
town.  The  question  was  put  by  a 
native,  and  when  I  gave  my  answer, 
"Patrick  Henry,  Henry  Clay  and  I  were 
all  born  in  the  same  countrjs"  the 
merchant,  who  was  a  very  witty  fellow 
and  who  was  "dangerously  near,"  with  a 
smack  of  his  hands  and  an  emphasis 
that  was  most  impressive,  said:  "My 
God!    What  a  contrast!"— [5.  G.  King. 


Careless  Automobile  Driving. 

Owing  to  the  carelessness  of  the  driver 
of  an  automobile  truck,  the  Westbound 
"Soo"  passenger  train,  No.  107,  out  of 


Stop  Using  a  Truss 

STUARTS  PLAPAO-PADS 
are  different  from  the  truBs, 
being  mecbanico-chemico  ap- 
plicators made  self-adhesive 
pxirpoeely   to    hold  the  dis- 
tended  mueclee   securely  in 
place.     No  straps,  buckles 
or  spring  attached — cannot 
slip,  so  cannot  chafe  or  press 
against  the  pubic  bone.  Thou- 
sands have  successfully  treat- 
ed themselves  at  home  with- 
out binderance  from  work —      Brsnil  ffh. 
most  obstinate  cases  conquer- 
ed.    Softaarelvet — easy  to  apply — inexpensive;  Awarded 
Gold  Medal  and  Grand  Prix.    Process  of  recovery  is  natural, 
so  afterwards  no  further  use  for  trussea.       We    prove  it 
by  sending    Trial    of    Plapao    absolutely  FREE 


Minneapolis,  Minn.,  was  wrecked,  kill- 
ing ten  passengers  outright,  including 
the  driver,  badly  injuring  35  others, 
some  of  whom  may  die,  and  causing  a 
property  loss  to  the  "Soo"  Railway  of 
$100,000. 

All  of  this  destruction  was  caused  from 
being  in  too  much  of  a  hurry  and  not 
taking  the  time  to  Stop,  Look  and  Listen. 

In  other  words,  the  driver  took  a 
chance  with  death  and  lost. 

It  is  not  safe  to  flirt  with  danger  when 
human  life  is  involved,  but  it  is  done 
every  day  in  a  thousand  ways  by  people 
who  think  they  are  just  a  little  smarter 
than  the  other  fellow  and  they  very 
often  do  not  live  to  tell  about  it. 

Probably  carelessness  and  incompe- 
tency are  responsible  for  ninety  per  cent 
of  the  accidents  in  driving  automobiles" 
This  speed  mania  is  surely  getting  in  its 
work  in  killing  and  maiming  people.  Is 
there  no  way  to  stop  it?— [TF.  T.  Orcutt. 


WriU  I 


I  TODAY. 


1  on  Coupon  and  e 

Plapao  Co.,  466  Stuart  Bldg.,  St.  Louis,  Mo. 


AddMM   

Return  mail  will  bring  Tn»  Trial  Plapao. 


The  Fizzing  Catsup  Bottle. 

This  incident  actually  occurred  during 
a  salesmen's  meeting  of  the  wholesale 
firm  for  which  I  "peddle  prunes."  The 
entire  force,  twenty-eight  of  us,  were 
solemnly  seated  in  rows,  facing  the 
general  manager,  department  heads,  and 
officers  from  our  big  mill  in  Iowa. 

After  a  cordial  address  of  welcome  from 
the  "boss,"  the  meeting  was  in  full  blast. 
Mr.  Mill  Manager  was  introduced.  His 
remarks  were  to  inject  "pep"  into  the 
bunch  and  get  them  enthusiastic  for  his 


high  class  food  products,  throwing 
special  emphasis  on  "our  own  house 
label." 

At  this  juncture,  one  guy  piped  m, 
"How  about  the  catsup?"  All  of  us  had 
been  having  trouble  with  that  line,  due 
to  a  fermentation  in  it. 

"That  trifling  fault  has  been  abso- 
lutely corrected,"  assured  the  speaker, 
"and  our  brand  is  now  the  best  on  the 
market.  Let  me  have  a  bottle  of  it  to 
demonstrate  it." 

Bottle  forthcoming,  he  inserted  a  cork- 
screw into  the  cork,  expatiating  all  the 
time  on  the  wonderful  qualities  of  his 
catsup. 

WHIZ!  BANG! 

The  contents  of  that  bottle  shot  out 
so  far  that  it  spattered  onto  all  in  the 
front  row  of  seats.  I  was  in  direct  line, 
and  got  the  full  benefit.  I  was  deluged 
with  catsup.  To  make  matters  worse, 
I  was  wearing  a  new  suit  of  clothes, 
bought  for  the  occasion. 

Rags  were  produced  and  the  lecture 
stopped  while  I  was  being  given  a  rub- 
down. 

"Send  your  suit  to  a  cleaner,"  shouted 
the  "boss"  amid  the  hum  and  uproar 
following  the  explosion  of  the  catsup 
bottle.  "If  it  can't  be  cleaned,  buy  a 
new  suit  and  charge  it  to  the  house." 

Investigation  developed  that  the  boy 
who  had  been  sent  to  the  packing  room 
for  the  catsup  got  it  from  an  old  lot 
stored  away  to  be  destroyed.  The  new 
catsup  was  all  the  speaJk^er  claimed  for 
it. — [Percy  Moiae. 
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It  Pays 
to  be 
a  U.  C.T. 


//  you  would  be  protected 

KEEP  YOUR  INSURANCE  PAID  UP 


Saves  Widow's  Home 

I  express  to  the  U.  C.  T.  my  thanks  and  appreciation 
for  all  your  kindness  to  me  and  to  my  children,  and  for 
the  promptness  with  which  you  paid  my  death  claim  on 
my  late  husband's  policy.  The  accident  policy  carried  by 
my  husband  in  the  U.  C.  T.  saved  my  home,  which  was  a 
heaven  on  earth  while  Mr.  Carnes  lived. — Mrs.  Eileen 
L.  Carnes,  Canton,  Ohio. 


Shows  Good  Speed 

The  U.  C.  T.  showed  fine  speed  in  settling  my  claim  for 
an  accident.  Check  in  payment  for  the  claim  was  received 
in  less  than  a  week  after  final  papers  were  fi\ed.— Geo.  M. 
Plaisance,  Birmingham,  Ala. 


A  Fellowship  Order 

I  am  in  receipt  of  voucher  in  settlement  of  my  claim. 
It  is  a  satisfaction  to  be  a  member  of  an  Order  that  ne\cr 
fails  to  promptly  settle  any  just  claim.  The  U.  C.  T.  is  a 
wonderful  fellowship  Order,  beyond  value  to  commercial 
travelers.—/?.  F.  Hunt,  Springfield,  III. 


Esteem  is  Justified 

Just  received  voucher  from  U.  C.  T.  in  amount  of 
$221.42  in  full  settlement  of  my  claim.  I  appreciate  the 
promptness.  The  high  esteem  in  which  I  have  held  this 
Order  has  been  fully  justified  in  the  treatment  I  have  re- 
ceived while  suffering  from  accidental  injury. — J.  F. 
Sherman,  Trinidad,  Colo. 


CHANNING  E.  JONES,  President 


MANLY  J.  HEMMENS.  Sccretan- 


Buckeye  Mutual  Health  Association 


Insure  Yourself  Against  Loss  of  Time 
on  Account  of  Sickness 

BENEFITS  FOR  ONE  DAY  OR  MORE  OF  SICKNESS 


CLASS  ONE 
$25.00  Per  Week  for  Confining  Illness  for  Two  Years 


CLASS  AA 

The  Double  Indemnity  Certificate 

$50.00  Per  Week  for  Confining  Illness  for  Two  Years 

Full  Benefits  are  Paid  for  Hazardous  Diseases,  such  as  Rheumatism, 
Neuralgia,  Neuritis,  Lumbago,  Sciatica,  Myalgia,  Arthritis,  Etc. 


SPECIAL  OFFER  TO  COMMERCIAL  TRAVELERS 

For  Farther  Information  Addreaa 

MANLY  J.  HEMMENS,  Secretary 
Pott  Office  Box  104,  COLUMBUS,  OHIO 


W.  H.  LATHAM 

of 

Gallon,  Ohio, 
»aya: 

"Your  check  for  S660.00  in 

settlement  of  my  sick  claim 
received.  The  promptness  and 
courteous  treatment  by  your 
Association  in  adjusting  my 
claim  is  certainly  greatly  ap- 
preciated by  me.  If  I  can  be 
of  any  service  to  you  personally 
or  the  Association  let  me 
know,  and  I  will  be  pleased  to 

do  80," 
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N  O  V  E  M  B  E 


Reduce  Your  Waisti 
V  In  10  Second^  . 


Vigor  Of  Youth  In 
A  New  Discovery 

Science  Produces  a  Vitalizer  Superior 
to  Famoua  Gland  Treatment — 
Magic   Power   of   a  Bark 
from  Africa. 


Have  you  lost  your  youth,  vigor  and 
"pep"?  Does  life  seem  dull  and  work 
a  grind?  Don't  worry.  Science  has 
discovered  a  new  vitalizer  superior  even 
to  the  much  discussed  "goat  gland"  and 
"monkey  gland"  treatment.  Anyone 
can  now  quickly  and  easily  regain  the 
vitality  and  eagerness  of  youth  and  do  it 
in  the  privacy  of  the  home. 

The  principal  ingredient  iB  an  extract  from  the 
bark  of  an  African  tree.  It  is  eaid  to  be  the  meet 
amazins  invigorator  ever  diBcovered.  Combined 
with  it  are  otlier  tonic  and  vitalizing  elements  of 
proved  merit.  In  most  cases  the  compound  produces 
marked  improvement  in  a  day  or  two,  and  in  a  short 
time  the  vitality  is  raised,  the  circulation  improves 
and  the  glow  of  health  is  lelt  in  every  part. 

The  laboratones  producing  this  new  vitalizer, 
which  is  called  Re-Bild-Tabs,  are  so  confident  of 
its  power  that  they  offer  new  customers  a  large 
S2  supply  for  only  $1  and  guarantee  to  refund  the 
money  if  the  remeiiy  fails  to  give  results  in  one  week. 

Any  reader  of  this  paper  may  test  the  new  dis- 
covery without  risk.  Send  no  money,  but  just 
your  name  and  address,  to  the  Re-Bild  Laboratories, 
236  Gateway  Station,  Kansas  City,  Mo.,  and  a  full 
S2  treatment  of  Re-Bild-Tabs  will  be  mailed.  On 
delivery,  pay  the  postman  only  $1  and  postage.  If 
not  delighted  with  the  results  at  the  end  of  a  week, 
notify  the  laboratories  and  your  money  will  be  re- 
funded in  full.  Do  not  hesitate  about  accepting 
this  offer,  as  it  is  fully  guaranteed. 


\Tobano  Habit 

BANISHED 

Let  Us  Help  Yog 


No  craving  for  tobacco  in 
any  form  after  you  begin  taking' 
Tobacco  Redeemer.  Don't  try  to 
quit  the  tobacco  habit  unaided.  It's  often 
a  losing  fight  against  heavy  odds  and  may  S 
mean  a  serious  shock  to  the  nervous  sys-  H 
tem.  Let  us  help  the  tobacco  habit  to  quit  B 
YOU.  It  will  quit  you,  if  you  will  just  take  ■ 
TobaccoRedeemeraccordingto  directions.  ■ 


I 


It  iemarvelously  quick;  thoroughly  reliable. 

Not  a  Substitute  I 

Tobacco  Redeemer  contains  no  habit- 
forming  drugs  of  any  kind.  It  is  in  no  sense 
a  substitute  for  tobacco.  After  finishing 
the  treatmentyou  have  absolutely  nodesire 
to  use  tobacco  again  or  to  continue  the  use 
of  the  remedy.  It  makes  not  a  particle  of 
difference  how  long  you  have  been  using 
tobacco,  how  much  you  use  or  in  what  form 
yon  use  it— whether  you  smoke  cigars, 
cigarettes,  pipe,  chew  plug  or  fine  cut  or 
use  snuff.  Tobacco  Redeemer  will  positive- 
ly remove  all  craving  for  tobacco  in  any 
form  in  a  very  few  days.  This  weabsolutely 
guarantee  in  every  case  or  money  refunded. 

Write  today  for  our  free  booklet  showing 
tliedeadly  effectof  tobacco  upon  the  human 
system  and  positive  proof  that  Tobacco 
Kedeeraerwill  quickly  free  you  of  thehabiU 
Newell  Pharmacal  Company. 
910  St.  Louis.  Mo. 


"My  Car  Load  of  Honey" 

(Continued  from  page  27.) 

received  the  freight  bill  and  notice  tliat 
the  car  of  honey  was  on  the  siding. 

I  wont  to  the  toleplione  and  called 
every  customer  we  had,  and  the  cus- 
tomers of  all  the  otlier  stores,  whoso 
names  I  found  in  the  phone  directory.  I 
kept  on  repeating  the  wonderful  bargain 
they  could  get  in  honey  in  five-gallon 
cans. 

On  Friday  J  called  ujj  all  the  farmers, 
within  a  radius  of  fifteen  miles,  who  had 
phones.  Then  I  got  busy  on  a  lot  of 
personal  friends.  To  every  one  I  told 
that  we  had  the  strained  honey  on  the 
track,  and  that  the  demand  was  so  great 
it  could  last  but  a  short  time;  that  if  they 
wished  the  greatest  bargain  they  ever 
had,  to  get  their  order  in  at  once.  To 
those  some  distance  away,  I  took  orders 
over  the  phone  and  held  them  for 
delivery  when  we  opened  the  car.  Most 
of  them  ordered  a  case.  I  felt  by  that 
evening  that  I  had  done  a  fairly  good 
day's  work  selling  honey. 

At  4  o'clock  Saturday  afternoon  we  did 
not  have  a  pound  of  honey  left. 

TMAGINE,  if  you  can,  the  expression 

on  the  face  of  my  boss.  It  was 
interesting  to  hear  him  tell  his  friend.s 
of  that  car  load  of  honey.  To  this  day, 
whenever  I  meet  that  gentleman — and  he 
retired  from  active  business  several 
years  ago — he  always  speaks  of  that 
car  load  of  honey. 

This  is  an  absolutely  true  story,  with 
no  moral  intended.  From  that  day  to 
this,  I  have  found  there  is  always  a  way 
to  unload.  There  is  a  way  of  selling 
merchandise,  no  matter  how  uncertain 
seems  the  outlook.  When  retailers  are 
loaded  on  stock  to  a  point  where  they 
have  to  force  trade,  if  they  will  call  up 
the  telephone  list  and  force  special 
attention  to  the  line  they  are  unloading, 
and  the  prices,  not  only  will  the  Customers 
buy,  but  they  will  carry  their  goods 
home  with  a  feeling  of  thankfulness  to 
the  merchant  for  telling  them  of  the 
opportunity. 

Since  then  I  have  been  a  commercial 
traveler,  and  am  now  a  sales  manager, 
but  never  shall  that  lesson  in  selling 
honey  leave  my  mind.  Through  it  I 
have  induced  many  a  merchant  to  buy 
three  gross  instead  of  three  dozen. 

We  all  know  that  WORK  is  the  founda- 
tion of  salesmanship,  but  a  few  more  of 
the  fundamentals  are  Personality,  Pep, 
Knowledge  of  your  Line,  and  a  Good 
Knowledge  of  Human  Nature. 

The  opportunity  was  never  so  great 
for  the  REAL  salesman,  or  the  producer, 
as  it  is  right  now. 


SEND  FOR  NEW  CATALOG 

No.  7M  dMoribins  PETTIBOKE'8  tuuuivumd  Uu  o(  Bop- 
pliM    ftnd  PaiuphanisliB 
(or  Unit*d  CommvrcU) 
Tr«vtl«n.      Diracrt  Fbo- 
•  to  Cufltomar  Barrio* 
1  ordsn   tivo  ip* 


Following  Orders. 

"The  room  seems  cold,  Mrs.  Hooli- 
gan," said  the  doctor.  "Have  j-ou 
kept  the  thermometer  at  seventy,  as 
I  told  you?" 

"Shure,  an  Oi  hov,  doctor.  There's 
the  divilish  thing  in  a  toombler  av 
warrum  wather  at  this  blissed  minnut." 


'  d*icription. 

PETTIBONE'S 
o. 


You  can  actually  do  it 
nowwiththe"Wonder" 
Health Eielt.  Itwilltake 
only  the  time  required 
for  adjusting  the  belt 
^^^k  around  your  waist  to 
^^^^k  accomplish  this  reduc- 
^^^M  tion  and  to  bring  relief 
^^^^^  from  the  strain  of  cx- 
^^^^^  cessweight.whichyour 
^^^^H  abdominal  muscles  are 
^^^^g  carrying.  You  will  be 
^^^^m  agreeably  surprised  at 
^^^V  the  immediate  relief 
^T^^,  from  bodily  fatigue  and 
BEFORE  discomfort.  You  will  „  ,  . 
know  the  BfttiBf  action  of  aifain  havinp  a  well  poised 
fiKure.  And.  best  of  all,  the  fat  bc-(nn«, 
depart.  Then  good  healthy 
it.  In  a  month  or  BO,  you  cai 
off  your  waist. 

THE  "WONDER"  HEALTH  BELT 

will  dothcue  thiniftf    It  i«  Bnentifically  conntructed 
from  Btronpt.  liKht-weight  fabric, 
and  eaaily  wa&hed. 

FREE  TRIAL  OFFER 
Send  your  name,  address  and  preoent  wa 
If  no  Upe  iB  h-indy  cut  a  piece  of  ntnng  to  the-  proper 
Bizc  and  mail  it  to  UB.  We  will  B.;nd  you  a  Wond^ 
Health  Belt  by  return  mail.  At  the  end  of  five  days 
if  you  are  thoroughly  delii/hted  with  the  belt,  remit 
$3.00 in/«H  payment.   If  not.  return  the  belt  to  us 
and  you  will  not  owe  us  a  penny. 

Weil  Health  Belt  Company 
2711  Mill  St.,  H«w  Havn,  C 


AFTER 


Bily  adjuBted 


Secretaries 

Everywhere  are  finding  thia 
article  a  great  premium  for 
getting  new  members  or  for 
payment  of  dues  in  advance. 
Heavy  Gold  Filled,  with 
your     Council  Emblem, 
$21.00   dozen;  Emblem 
alone.  $6.30  dozen. 
Samples  Ivoaned  Officers. 
Free  CaUlog  UCT  Emblema, 
Jewels,  Convention  Badges 

Metal  Arts  Co. 

7779  SoBlh  kit. 
Rochester,  N.  T 


:  relief 

™cTairsYba»  desitrned  and  perf ecMd  i 
■ickin?  made  to  your  individual 
rough  a  remarkable  chart 


Remorse  is  the  reward  of  a  life  mled 
with  self. — Preston  M.  Nolan. 


Piles  Can  Be  Cure 
Without  Surgery 

An  instructive  book  has  been  published  by 
A.  S.  McCleary,  the  noted  rectal  specialist  of  I 
sas  City.  This  book  tells  how  sufferers  from  F 
can  be  quickly  and  easily  cured  without  the  ua« 
knife,  scissors,  "hot"  iron,  electricity  or  any  of 
cutting  or  burning  method,  without  confinM 
to  bed  and  no  hospital  bills  to  pay.  The  method 
oeen  a  success  for  twenty-three  years  and  in  o 
than  six  thousand  cases.  The  book  is  sent  postp 
free  to  persons  aflSicted  with  piles  or  other  r« 
troubles  who  clip  this  item  and  mail  it  with  tf 
and  address  to  Dr.  McCleary,  537  Parkview,  K 
sas  City,  Mo. 
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ORGANIZED  1893 


INCORPORATED  1904 


The  Connecticut  Commercial  Travelers' 
Mutual  Accident  Association 

Office:  Rooms  201-202  Congress  Square  Block 
New  Haven,  Connecticut 

Announces 
A  New  Policy  for  Women 

—Commercial  TravaUra  Only— 

BENEFITS    LIMITED  TO 


$5,000 

In  case  of  death  by 
accident. 

$5,000 

Lobs  of  both  arms, 
or    both    legB,  or 
arm  and  leg. 

$5,000 

LoBB  of  both  eyeB. 

$2,500 

LosB   of   one  arm, 
or  one  leg. 

$1,250 

LoBB  of  one  eye. 

$25 

Weekly  indemnity  for  total 
disability  for  104  weeks. 

$12.50 

Weekly   indemnity   for  par- 
tial disability  for  6  weeks. 

Membership  Fee  $2.00,  No  Annual  Dues 

The  first  and  only  Commercial  Travelers'  Association  to  accept  women  to  membership. 
Write  the  Secretary  for  Blanks. 

C.  B.  NICHOLS,  Secretary-Treasurer 


The  Nutmeg  State 
Commercial  Travelers' 
Health  Association 


INCORPORATED 


ORGANIZED  OCTOBER  1,  1909 


For  Men  Only 

Age  Limit  18  to  55  Years 


Every  Member  of  the  U.  C.  T. 
Is  Invited  to  Join  Us 


C.  B.  NICHOLS,  Secretary-Treasurer 
Box  1916 
New  Haven,  Conn. 


BENEFITS  PAID 
Sick  Benefits 

Confinement  within  doors  due  to  sickness 
originating  after  thirty  days  from  date  of 
membership  or  reinstatement: 

First  Week's  confinement  S  7.00 

Second  Week's  Confinement.  i  20.00 

Each   week    thereafter,   not  exceeding 

24  consecutive  weelaJ  25.00 

Total  Disability 

Immediately  following  a  sickness  that  does 
confine  a  member  strictly  within  doors  and  for 
such  continuation  of  sickness  which  does  not 
confine  a  member  within  doors: 

First  Week  14.00 

Each   week   thereafter,    not  exceeding 

six  weeks  7.00 

Funeral  Benefits 

For  death  due  to  sickness  originating 
after  first  year's  continuous  mem- 
bership in  the  Association  $  76.00 

For  death  due  to  sickness  originating 
after  two  years'  continuous  mem- 
bership in  the  Association  150.00 


NO  MEDICAL  EXAMINATION 
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SUPREME  COUNSELOR'S  PAGE 


To  the  membership  at  lari>e: 


B 


I^IiTHREN:— W  hatever  the  reason  that  prompts  one  to  join  our 
Order,  that  same  reason  should  dictate  his  continuance  as  a  member. 

We  call  a  suspended  member  an  "absent  brother"  because  we 
know  he  has  taken  all  of  our  sf)lemn  obligations,  and  when  he  became 
a  member  of  our  fraternal  family  at  the  time  of  his  initiation,  he  was  sincere 
in  his  promise  to  keep  them  sacred,  and  we  hope  and  we  pray  that  at  some 
near  future  time  he  will  see  the  light  and  return  to  the  fold. 

A  suspended  member  severs  his  connection  with  our  Order,  but  that 
is  not  all.  He  clogs  the  machinery  of  his  Council,  distracts  and  disturbs 
the  good  and  faithful  members,  upsets  the  calculations  of  the  membership 
committee,  causes  the  secretary  untold  trouble  in  keeping  separate  account 
of  suspensions,  and  above  all,  places  his  beneficiary  in  jeopardy  because  he 
may  die  during  his  period  of  suspension,  in  which  event  she  recovers  noth- 
ing from  the  Order. 

The  question  naturally  comes  to  those  who  are  in  good  standing;  "did 
he  have  permission  from  his  beneficiary  to  become  delinquent?"  Evidently 
he  forgot  the  sacredness  of  his  contract  with  wife,  mother,  sister  or  daughter, 
to  first  consult  with  them  before  lapsing.    If  it  takes  two  to  make  a  con- 
tract binding,  it  logically  follows  that  it  takes  two  to  terminate  or  change  it. 

It  is  presumed  that  in  joining  our  Order,  he  desired  full  protection,  both  in  a  fraternal  and  beneficial 
manner.  His  membership  certificate  and  his  insurance  policy  that  goes  with  it  calls  for  full  protection,  and 
our  Order  backs  up  its  contracts  to  the  letter. 

A  delinquent  member  is  in  fact  a  suspended  member,  and  too  many  beneficiaries  have  learned  to  their 
deep  sorrow  that  they  were  thoughtlessly  left  out  by  their  beloved  husbands,  fathers,  sons  or  brothers. 

When  a  member  suspends  himself,  he  simply  throws  his  investment  away,  and  while  that  is  every  man's 
privilege  if  he  has  more  than  he  needs,  he  has  no  right  to  cause  the  secretary  of  his  Council  to  have  night- 
mare,— which  you  know  causes  sleepless  nights — nor  place  himself  in  a  position  where  he  may  never  again 
have  the  benefits  he  has  paid  for.  Suspended  members  lose  all  the  benefits  they  have  already  paid  for,  which 
again  is  their  privilege;  but  they  have  no  moral  or  ethical  right  to  leave  their  beneficiaries  unprotected — and 
this  evidences  the  fact  that  they  do  not  realize  the  dependence  of  their  families  upon  their  help  and  support. 

Some  suspensions  come  about  through  the  forgetfulness  of  the  member  to  pay  assessments  and  dues  on 
time.  To  overcome  this,  pay  them  TODAY,  then  you  will  know  TOMORROW  that  it  has  been  done.  Play 
"Safety  First."  Other  suspensions  are  caused  by  overpursuasicn  on  the  part  of  the  application  writer  who 
does  not  go  into  detail  with  his  prospective  candidate  in  the  matter  of  cost  at  the  time  of,  and  after  initiation. 
To  pursuade  an  eligible  commercial  traveler  to  join  our  Order  who  cannot  afford  the  expense,  is  downright 
sinful.    Make  your  aim  GOOD,  RELIABLE,  ABLE  and  PERMANENT  members. 

The  greatest  number  of  suspensions  occur  during  the  early  period  of  membership.  Is  this  because  the 
new  member  does  not  attend  the  meetings  of  his  Council  after  his  initiation,  or  is  it  because  of  lack  of  knowl- 
edge regarding  the  benefits  and  privileges  the  Order  provides? 

If  proposers  would  look  after  the  new  members  they  have  secured,  instruct  them  for  a  short  period,  en- 
courage them  to  attend  the  Council  meetings  and  help  them  in  their  committee  work,  I  believe  it  would  re- 
duce the  number  of  suspensions  considerably.  Teach  the  new  members  the  lessons  of  Unity,  Charity  and 
Temperance,  and  the  cardinal  virtues  that  go  with  them;  you  yourself,  have  faith  in  your  Order,  support 
as  it  deserves  to  be  supported,  practice  what  you  teach,  then  watch  it  flourish,  prosper  and  grow. 

At  times  our  Order  is  subjected  to  unjust  criticism.  This  criticism  is  voiced  by  former  members  who 
became  disgruntled  and  allowed  themselves  to  be  suspended.  They  take  great  pleasure  and  delight  in 
"knocking"  our  Order.  In  such  cases  we  must  consider  the  background  of  human  nature.  In  justice  to 
our  Order,  it  should  be  judged  from  within,  and  not  by  the  weeds  it  has  pulled  and  flung  out  of  its  garden. 

Sincerely  and  fraternally, 


St.  Louis,  November  1,  1922. 


Supreme  Counselor. 
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jpreme  Counselor,  FRANK  J.  ROESER,  218 
So.   7th  St.,  St.  Louie,  Mo. 

ipreme  Junior  Connaelor,  W.  J.  SULLIVAN, 
Chicairo,  IlL 

ipreme  Past  Counielor,  C.  V.  HOLDERMAN, 
Nashville,  111. 

ipreme  Secretary,   WALTER   D.  MURPHY, 
Columbua,  Ohio. 

ipreme  Treasurer,  J.   C.  NESBITT.  Colum- 
bus, Ohio. 


SUPREME  COUNCIL 

Supreme  Conductor,  W.  D.  MOWRY,  Kansas 

City,  Kans. 
Supreme  Page,  FRED  L.  WRIGHT,  Milwaukee. 

Wis. 

Supreme    Sentinel,    SAM    T.    BREYER.  Sad 

Francisco.  Calif. 
Supreme  Chaplain,  S.  S.   MORSE,   St.  Louis. 

Mo. 

Supreme    Surgeon,    DR.    EARL    W.  EUANS. 

Columbus,  Ohio. 
Supreme    Attorney,    JOHN    A.  MILLENER. 

Columbus,  Ohio. 


Supreme  Auditor.  CHAS.  A.  HEBBRARD,  Co- 
lumbus, Ohio. 

Sample  Case  Editor.  CHAS.  H.  SMITH.  Co- 
lumbus, Ohio. 

Supreme  Executive  Committee — LOUIS 
WIRTH.  Cincinnati,  Ohio;  CHAS.  A.  HEB- 
BARD,  Columbus.  Ohio;  D.  P.  McCARTHY, 
Fostorla,  Ohio;  GEO.  F.  BROWN,  Lexington. 
Kj. 

Thirty-sixth  Annual  Session  Supreme  CouD- 
ell  opens  Tuesday,  June  26.  1921,  at  10  a.  m. 


COMMITTEES  OF  THE  SUPREME  COUNCIL 


STATE  OF  THE  ORDER  COMMITTEE. 
;.  J.  MARTIN,  221  1st  Natl.  Bk.  Bldg..  Hous- 
ton, Texas. 

.  A.  PRITCHETT,  20  So.  7th,  Terro  Haute, 
Ind. 

HAS.  H.  ABBOTT,  120  8.  Fulten.  Auburn, 
N.  Y, 


JURISPRUDENCE  COMMITTEE. 
P.   A.   PATTERSON,   2612   W.   Chestnut  St, 

Altoona,  Pa. 
HUGH  H.  DORAN.  819  N.  Washington  St, 

Ottnmwa,  Iowa. 
A.  G.  MacEACHRON.  1241  tSth  St..  Detroit. 
-  Hieh. 


AUDITING  COMMITTEE. 
LEONARD    M.    GRAVES.    P.    0.    Box  1206. 

Providence,  R,  I. 
A.  C.   KENNEDY.   1288   So.   High,  Freeport, 

IlL 

H.  S.  SPIVEY,  2400  Gains  St..  Little  Rock, 
Ark. 


OHIO — Grand  Counselor,  D.  H.  Rupert,  R. 
.  D.  No.  4,  Portsmouth,  Ohio;  Grand  Secre- 
iry,  R.  F.  Somerville.  P.  O.  Box  847,  Day- 
in;  Thirty-fourth  Annual  Session  at  Toledo, 
hio,  June  8-9.  1928. 

MISSOURI — Grand  Counselor,  Mason  Smith. 
128  Michigan  Ave.,  Kansas  City,  Mo.:  Grand 
seretary.  R.  J.  Claflin,  Box  604.  Carthage. 
hirty-Becond  Annual  Session  at  Jefferson 
ity.  Mo.,  June  1-2,  1928. 

KANSAS — Grand  Counselor,  W.  A.  Hol- 
igsworth,  217  N.  Second,  Atchinson,  Kans.. 
rand  Secretary,  E.  P.  Bemardin,  Box  528, 
usons,  Kans.  Fourteenth  Annual  Session  at 
(dependence,   June    1-2,  1928- 

MICHIGAN — Grand  Counselor.  H.  D.  BuUen. 
14  E.  Kalamazoo,  Lansing,  Mich.;  Grand  Sec- 
tary, Maurice  Heuman,  106  E.  Wilkins,  Jack- 
in.  Mich.  Thirtieth  Annual  Session  at  Flint, 
ieh.,  June,  1928. 

TEXAS — Grand  Counselor,  J.  P.  Landry, 
'60  Franklin,  Beaumont;  Grand  Secretary, 
.  P.  Gilbert,  P.  O.  Drawer  4»i'Waco.  Twen- 
-ninth  Annual  Session  at  Beaumont.  May  11- 
!.  1928. 

MINNESOTA-NORTH  D  A  K  O  T  A— Grand 
ranselor,  W.  N.  Donaldson,  Palmette  St, 
uluth,  Minn. ;  Grand  Secretary,  J.  M.  Dresser, 
!S  Metropolitan  Bank  Bldg.,  comer  6th  an4 
!dar  Sts.,  St.  Paul,  Minn.  Thirtieth  Annual 
«sion  at  St.  Cloud.  Minn.,  June  7-8,  1928. 

NEW  ENGLAND — Grand  Counselor,  Alley 
Knight,  115  Gamage  Ave.,  Auburn,  Me.; 
rand  Secretary,  Charles  A.  Haines,  285  Grove 
.,  Melrose,  Mass.  Twenty-eighth  Annua 
Mion  at  Manchester,  N.  H,  June  7-8-9, 
'28. 

KENTUCKY-VIRGINIA-WEST  VIRGINIA. 
ARYLAND-DISTRICT  OF  COLUMBIA— 
rand  Counselor,  W.  T.  Benton,  Lexington, 
T.;  Grand  Secretary,  Geo.  F.  Brown,  830 
oodland  Ave.,  Lexington.  Ky.  Twenty-seventh 
anual  Session  at  Baltimore.  Md.,  June  14-15. 
>23. 

ILLINOIS — Grand  Counselor,  Bert  McTag- 
Jrt,  904  North  St.,  Mt.  Vernon;  Grand  Secre- 
ry,  J.  Hugh  Foster,  326  W.  Madison  St., 
licago.  Twenty-seventh  Annual  Session  at 
ton.  111.,  May  17-18-19,  1923. 

NEBRASKA — Grand  Counselor,  Glenn  Mat- 
son,  Sidney,  Nebr. ;  Grand  Secretary,  Harry 
Price,  617  N.  9th,  Beatrice.  Twenty-fifth 
onual  Session  at  Holdredge,  May  18-19,  1928. 


GRAND  COUNCILS 

MONTANA-UTAH-IDAHO — G  rand  Coun- 
selor R.  B.  Vickers,  686  W.  Mercury  St.. 
Butte,  Mont.;  Grand  Secretary,  J.  G.  H. 
Gravely.  801,  N.  18th,  Boise,  Idaho.  Twenty- 
fifth  Annual  Session  at  Provo,  UUh,  June 
7-8-9,  1928. 

WISCONSIN — Grand  Counselor,  C.  H.  Col- 
lins, 910  So.  8th  St.,  LaCrosse,  Wis.;  Grand 
Secretary,  L.  G.  Everson,  1287  1st  St.,  Mil- 
waukee. Twenty-fifth  Annual  Session  at  Madi- 
son, Wis.,  May  81-June  1-2,  1928. 

OREGON-WASHINGTON-B  R  I  T  I  S  H  CO- 
LUMBIA—Grand  Counselor.  C.  W.  Moore.  P. 
O.  Box  2209;  Grand  Secretary,  B.  W.  Hodge- 
kinson,  15th  and  Glison  St,  Portland,  Ore. 
Twenty-fifth  Annual  Session  at  Seattle,  May, 
1928. 

IOWA — Grand  Counselor,  A.  W.  McFarlane, 
416  Oak  Lawn,  Waterloo,  Iowa;  Grand  Secre- 
tary, A.  M.  Brackett.  1260  48d  St.,  Des 
Moines.  Twenty-fourth  Annual  Session  at 
Burlington.  Iowa,  June  7-8-9,1928. 

CALIFORNIA — Grand  Counselor,  J.  H.  Brtll, 
4088  Brighton  Ave.,  Oakland,  Calif.;  Grand 
SecreUry,  B.  W.  Lavelle.  2620  S  Street,  Sacra- 
mento. Twenty-fifth  Annual  Session  at  San 
Bernardino,  May,  1928. 

NEW  YORK — Grand  Counselor,  Spencer 
Rowe,  81  Maple  St.,  Oneonta,  N.  Y. ;  Grand 
Secretary,  Walter  M.  Winn,  64  Utica  St., 
Clinton,  N.  Y.  Twenty-third  Annual  Session 
at  Glens  FaUs,  N.  T.,  June  7-8-9,  1928. 

MISSISSIPPI-LOXnSIANA  —  Grand  Coun- 
selor. Alfred  Persoc,  Box  536,  Baton  Rouge, 
La.;  Grand  Secretary,  Mose  Frank,  P.  O.  Box 
843,  Shreveport,  La.  Twenty-third  Annual 
Session  at  Hatticsburg.  Miss.,  Third  Fri.  and 
Sat,  1928. 

COLORADO — Grand  Counselor,  C.  J.  Dawe, 
118  E  2nd  St..  Trinidad,  Colo.;  Grand  Secre- 
tary, Ira  J.  Schnars,  1487  Cleveland  Place, 
Denver,  Colo.  Twenty-second  Annual  Sessiaa 
at   Denver,  June  8-9.1928. 

TENNESSEE — Grand  Counselor,  Sam.  I. 
Bolton,  2502  Belmont  Blvd..  Nashville,  Tenn.; 
Grand  Secretary,  J.  D.  Hardin,  530  Pine  St. 
Twenty-second  Annual  Session  at  Morristown, 
June  7-8,  1923. 

INDIANA — Grand  Counselor,  P.  E.  Burhaus,' 
Elkhart,    Ind.;   Grand    Secretary,    Albert  A. 


Dicks,  1608  Chastnnt  8t,  Terra  HanU.  Twen- 
ty-second Annual  Session  at  Elkhart,  Ind, 
May  18-19,  1928. 

PENNSYLVANIA— Grand  Counselor,  Rich 
Reeder.  121  1st,  Butler,  Pa.;  Grand  Secretary. 
Chas.  W.  Frey,  110  S.  Jared  St.,  Du  Bois,  Pa. 
Twentieth  Annual  Session  at  Butler,  June  8-9. 
1928. 

GEORGIA-FLORIDA — Grand  Counselor  J. 
B.  Thornton,  c-o  Talmadge  Bro.,  Athens,  Ga. ; 
Grand  SecreUry,  F.  W.  Theiling,  1985  Walton 
Way,  AugusU,  Ga.  Eighteenth  Annual  Ses- 
sion at  Jacksonville,  Fla.,  May,  1928. 

ALABAMA — Grand  Counselor,  R.  O. 
Mitchell.  408  E.  Clinton,  Hunts  ville,  Ala.; 
Grand  Secretary,  M.  J.  Robertson,  Box  911, 
Birmingham.  Eighteenth  Annual  Session  at 
Montgomery,  May,  1928. 

THE  CAR0LINA8 — Grand  Counselor.  Sims 
McDowell,  Charleston,  S.  C. ;  Grand  Secre- 
tary, A.  H.  Snider.  Box  68.  Salisbury,  N. 
Car.  Seventeenth  Annual  Session  at  Greens- 
boro, N.  C,  June.  1928. 

NEW  JERSEY-DELAWARE— Grand  Coun- 
selor, P.  N.  Thorpe,  17  Clark  St.,  Glen  Ridge, 
N.  J.;  Grand  Secretary,  Chas.  H.  Egeln,  1281 
Springfield  Ave,  Irvington,  N.  J.  Sixteenth 
Annual  Session  at  Asbury  Park,  N.  J.,  June 
8-9,  1928. 

ARKANSAS — Grand  Counselor,  D.  E.  Shap- 
ard,  614  Greenwood.  Ft.  Smith;  Grand  Secre- 
tary, Robert  E.  Gray.  2804  N.  1  St.,  Ft.  Smith, 
Thirteenth  Annual  Session  at  Little  Rock. 
May,  1928. 

MANITOBA-SASKATCHEWAN  -  ALBERTA 
— Grand  Counselor.  Thos.  Fox,  Suite  8,  Soaa- 
merfeld  Bk.,  Saskatoon,  Sask, ;  Grand  Secre- 
tary, W.  H.  McKibbin,  2148  Angus  St.,  Re- 
gina.  Sask.  Twelfth  Annual  Sessien  at  York- 
ton,  Sask,  June  7,  1928. 

SOUTH  DAKOTA — Grand  Counselor,  R.  L. 
Wilson,  307  So.  State  St.,  Aberdeen,  S.  D. ; 
Grand  Secretary,  N.  J.  Lund,  Rapid  City. 
Twelfth  Annual  Session  at  Sioux  Falls,  S.  D, 
June,  1923. 

OKLAHOMA — Grand  Counselor,  B.  C.  Un- 
derbill, Medford,  Okla.  Grand  Secretary,  Kiah 
Hodges,  410  So.  5th  St.,  Clinton.  Seventh  An- 
nual Session  at  Medicine  Park  4th  Thurs.-  Fri.- 
Sat,  May.  1923. 
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Financial    Statement    for  the 
Month  of  September,  1922 

Cash  balance,  Auifust  31,  1922  $540,082.24 

Receipt*. 

Vtouw 

Apnlications.—  $  1,422.00 

Calls  for  aBsesBmentB   1 0, 1 9 1 .00 

Supplies   438,07 

Interest  (daily  bal.)   1,001.28 

Interest  (bonds)   4,77,5.7.0 

Fines..  _   107.2.'-) 

Rent   20.00 

Suspense   '.   444.12 

Sample  Case    3,262.70 

Donations    4.00 

Premiums    86.49 

Ray  of  Hope   20.00 

Miscellaneous    7.30 

Total  Receipts   27,899.96 

$.508,582.20 

Disbursements. 

Death  Fund—  $  8,850.00 

Disability  Fund    44,609.70 

Gen'l  Expense  Fund   10,218.53 

W.  &  O.  Fund   0,744.00 

Total  disbursements  $  70,482.29 

Cash  Bal.,  September  30, 1922  $492,099.91 

Cash  in  office   1.500 

GENERAL  EXPENSE  FUND. 
Disbursements. 

Salaries,  officers'  $  1,338.00 

Sal.  &  fees.  Sup.  &.  Sub- 
ordinate Surgeons'   822.50 

Salaries,  employes'   2,055.48 

Legal  exp.  (litiKation)   570.00 

Investigating  claims  _  349.34 

Office  expense   142.82 

Supplies,  office  exp  461.38 

Trav.  expense  (officers') 

and  committee    1,097.73 

Postage,  exp.  &  phone....  041.81 

House  expense.-   406.02 

Official  publication   0,123.27 

Refund  to  Secretaries   392.35 

Council  supplies   518.39 

Furn.  &  Fixtures —   4.50 

Exp.  F.  J.  C.  Cox— Chief 

Agent   140.00 

Advertising  &  Printing...  26.80 

Expense  Supr.  Counselor  8.75 

Espense  Supr.  Council..-  459.39 

Miscellaneous  account....  54.00 

$  10,218.53 

DISBURSEMENTS  WIDOWS'  AND  ORPHANS- 
FUND. 

To  bene6ciaries._  $  0,738.00 

Refunds  of  application...  6.00 

6,744  00 

AMOUNT  IN  RESERVE  FUNDS. 

Cash  Death  Res.  Fund....$  10,966.58 

Cash,  Dis.  Res.  Fund......  9,745.58 

Cash,  W.  &  O.  Reserve 

Fund.-   144.10 

Bonds,  Dis.  Res.  Fund....  666,900.00 

War     Savings  Stamps, 

Disability  Res.  Fund...  999.02 

War  Savings  Stamps, 
Death  Res.  Fund    997.74 

Bonds,  Death  Res.  Fund  157,200.00 

Bonds,  Widows'  and  Or- 
phans' Res.  Fund   62,000.00 

908,953.02 

OWNED  BY  W.  &  O.  FUND  RESERVE. 
(Donated.) 

First  Liberty  Loan.—  $  100.00 

Second  Liberty  Loan   100.00 

Fourth  Liberty  Loan   100.00 

War.  Sav.  Certificates—  1,670.00 
U.  S.  Treas.  Sav.  Certif's  100.00 

2,120-.  00 

Real  Estate,  Supreme 
Headq'rs,  acquired  ap- 
praised value  $  14,295.00 

INDEMNITY  DISBURSEMENTS. 

Death  and  Dis.  claims  paid  from  Jan- 
uary 1, 1922,  to  October  1, 1922  $  603,551.14 


Total  Disbursements  froni  Death  and 
Disability  Funds  from  date  or  or- 
ganization to  October  1,  1922...   10,510,102.16 

WIDOWS'  AND  ORPHANS'  FUND  DISBURSE- 
MENTS. 

Total  Disbursements  fronj  Widows' 

and  OnAans'  Fund  toOct.  1,  1922....  974.272.43 

MEMBERSHIP. 

Number  of  applications  approved  from 

Jan.  1,  1922,  to  Oct.  1,  1922  7,798 

Total  menibership  September  1,  1922  105,099 


QmaUcw 


Second  Division. 

Northwestern.  No.  72    825 

Providence,  No.  07   762 

Golden  Gate,  No.  80    703 

Des  Moines,  No.  116    723 

Portland,  No,  103  -   708 

Saginaw,  No.  43     731 

Cincinnati,  No.  2   674 

Kansas  City,  No.  19   653 

Seattle,  No.  83     658 

Cadillac,  No.  143     660 


U.  C.  T.  MEMBERSHIP  BY  GRAND  JURIS- 
DICTIONS. 

March  August 

1922  1922 

Ohio                                            10,628  10,639 

Missouri.                                         3,092  3,713 

Kansas  „                                 4,040  3,998 

Michigan                                            4,0.58  4,558 

Texas                                                 2,4.50  2,438 

Minnesota-N.  Dak  _    7,049  7,440 

New  England                                   8,829  8,894 

Ky.-Va.-W.  Va.-Md                          6,635  6,583 

Illinois                                              6,546  5,425 

Nebraska                                        2,390  2,369 


CHANGE  OF  BENEFICIARY. 

Have  you  become  married 
since  you  Joined?  Has  your 
beneficiary  died?  Or  for  any 
other  reason,  do  you  wish  a 
change  made  in  your  benefi- 
ciary? This  matter  is  more 
important  than  many  of  the 
members  seem  to  reahze. 
Look  up  your  certificate  and 
see  who  is  named  as  benefi- 
ciary. If  you  want  a  change 
made,  make  application  at 
once  to  your  Secretary-Treas- 
urer for  the  proper  form. 
Lack  of  attention  to  this  mat- 
ter has  caused  many  heart- 
aches to  those  left  behind  by 
members. 


Montana-Utah-Idaho                        1,288  1,313 

Wisconsin                                       5,233  5,192 

Oregon-Wash  .-B.  C                           1,931  1,954 

Iowa                                                 5,302  5,285 

CaUfornia.                                          3,381  3,517 

New  York                                         7,879  7,938 

Mississippi-Louisiana                           1,293  1,267 

Colorado                                             668  659 

Tennessee  -  -                1,720  1,607 

Indiana                                             3,620  3,576 

Pennsylvania                                      5,889  5,900 

Georgia-Florida                                 1,664  1,029 

Alabama                                           819  794 

The  Carolinas-                                  2,233  2,277 

New  Jersey-Delaware                          811  814 

Arkansas                                      -■    1,130  1,117 

South  Dakota                                  1,210  1,198 

Man.-Sask.-Alta                              2,173  2,076 

Oklahoma..-                                      1,290  1,257 

Supreme                                              107  212 

Total..—  106,242  105,699 

THE  TWENTY  LEADERS. 
First  Division. 

March  August 

1922  1922 

Flower  City,  No.  203  -  —.1,005  1,002 

Minneapolis,  No.  03..._  -  _...1,660  1,570 

Worcester,  No.  136..   1,484  1,465 

Saintly  City,  No.  50   —.1,416  1,345 

Milwaukee,  No.  54    1,231  1,205 

Columbus,  No.  1_  -  1,170  1,144 

St.  Louis,  No.  26.   _   1,129  1,135 

Los  ADgeles,  No:  82   — .  778  969 

Indianapolis,  No.  4  —            874  861 

Boston,  No.  44                                742  781 


DEATHS  OF  THE  MONTH. 

The  following  members  of  the  Order  were  rep<j 
to  the  Sujjreme  Secretary  during  the  month  of 
September,  1922,  as  having  passed  to  Internal  (.ity 
Council: 

Ben  Block  and  8.  Morgenthau,  members  of  Cin- 
cinnati Council,  No.  2,  Cincinnati,  Ohio. 

Austin  Rockhold,  member  of  Gem  City  Council, 
No.  3,  Dayton,  Ohio. 

E.  P.  Reynolds,  member  of  Buffalo  Council,  No 
7,  Buffalo,  New  York. 

Louis  Newberger,  member  of  Philadelphia  Coun- 
cil, No.  16,  Philadelphia,  Pa. 

B.  B.  Bingford,  member  of  Kanawha  Council,  No. 
21,  Charleston,  W.  Va. 

Wm.  Gardner  and  W.  J.  Harney,  members  of  St 
Louis  Council,  No.  26,  St.  Louis^  Mo. 

Oscar  W.  Fitch,  member  of  Wichita  Council,  No 
39,  Wichita,  Kans. 

W.  W.  Herold,  member  of  Sedalia  Council,  No 
47,  Sedalia,  Mo. 

P.  Foley,  member  of  Milwaukee  Council,  No.  54 
Milwaukee,  Wis. 

John  E.  Hurley,  member  of  Jackson  Council,  No 
57,  Jackson,  Mich. 

J.  H.  Keatley,  member  of  Minneapolis  Council 
No.  63,  Minneapolis,  Minn. 

Benj.  H.  Courtney,  member  of  Grand  Forki 
Council,  No.  64,  Grand  Forks,  N.  Dak. 

J.  L.  Rent,  member  of  Covington  Council,  No 
73,  Covington,  Ky. 

W.  Y.  Eaton,  and  F.  O.  Long,  members  of  Pitts- 
burgh Council;  No.  77,  Pittsburgh,  Kans. 

Geo.  W.  Price,  member  of  Oregon  Council,  No 
84,  Portland,  Oregon. 

J.  C.  Underwood  and  F.  F.  Scott,  members  o 
Knoiville  Coimcil,  No.  91,  Knoxville,  Tenn. 

R.  E.  Shepard,  member  of  Spokane  Council,  No 
92,    Spokane,  Wash. 

J.  A.  Parmer,  member  of  Quincy  Council,  No.  93 
Quincy,  111. 

A.  B.  Simonson,  member  of  Capitol  Council,  N< 
95,  Springfield,  lU. 

R.  S.  Harper,  member  of  Portland  Council,  No 
103,  Portland,  Maine. 

H.  Hallenbeck,  member  of  Peoria  Council,  No 
112,  Peoria,  lU. 

Robt.  Dobbins,  and  J.  A.  Gardner,  members 
New  York  CouncU,  No.  114,  New  York.  N.  Y. 

J.  P.  Wagoner,  member  of  Omaha  Council,  No 
118,  Omaha,  Nebr. 

John  E.  Troy  and  Clarke  Rose,  members  of  Mod 
damin  Council,  No.  122,  Sioux  City,  Iowa. 

S.  L.  Mead,  member  of  Cadillac  Council,  No.  143 
Detroit,  Mich. 

George  Trusdell,  member  of  Freeport  Counci 
No.  157,  Freeport,  lU. 

J.  P.  Jacobs,  member  of  Altoona  Council,  Nc 
ISO,  Altoona,  Pa. 

Adelbert  H.  Bishop,  member  of  Oshkosh  Council 
No.  190,  Oshkosh,  Wis. 

E.  J.  Gelroy,  member  of  Chautauqua  Council 
No.  202,  Jamestown,  N.  Y. 

Simon  Feinbloom,  member  of  Flower  City  Council 
No.  203,  Rochester,  N.  Y. 

Nick  Wills,  member  of  Pine  Bluff  Council,  No 
204,  Pine  Bluff,  Ark. 

E.  Oberderfer,  member  of  Bloomington  Counci 
No.  214,  Bloomington,  111. 

Edwin  H.  Osborne,  member  of  Erie  Council,  No 
210,  Erie,  Pa. 

C.  D.  Shaw,  member  of  Elmira  Council,  No. 
Elmira,  N.  Y. 

George  Leavy,  member  of  Greenville  Coimcil,  Nc 
271,  GreenviHe,  Texas. 

W.  H.  S.  BrowTi,  member  of  Carthage  Council 
No.  281,  Carthage,  Mo. 

W.  A.  Goyer,  member  of  Watcrtown  Council,  No 
291,  Watertown,  S.  Dak. 

Wm.  A.  Egloff,  member  of  Hudson  Council,  Ni 
340,  Hudson,  Wis. 

A.  L.  Moyer,  member  of  Conestoga  Council,  N( 
342,  Lancaster,  Pa. 

W  H.  Smithson  and  Martin  Tumqmst,  membe 
of  Stillwater  Council,  No.  347,  Stillwater,  Minn. 

J.  D.  Dowd,  member  of  Kingston  Council,  Ni 
356,  Kingston,  New  York. 

J.  E.  Angus,  member  of  Tiffin  Councd,  No.  351 
Tiffin,  Ohio. 
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E.  1'..  Carey,  iiioinbor  of  Vuii  Wert  Couni'il,  No 
30,  Vbii  Wert,  Ohio. 

D.  J  MucDougal,  inenilier  o(  lrf>well  t'ouncil,  Nu 
lA,  I.owrll,  Mans. 

V.  J  Ciroves,  ineiiilier  of  Ottawa  Council,  No 
H),  Ottnwa,  Knns. 

Eilw  1).  Leniockg,  iiieiiiber  of  Charlogtoii  Council, 
o.  400,  ClinrlcHton,  8.  C. 

C.  T.  Iliiihop,  niembtT  of  Klipn  Council,  No.  41'^, 
Isin.  111. 

Jaa  O.  Haven,  member  of  Mt.  Vernon  Co\incil, 
o.  4.'>7,  Mt.  Vernon,  N.  V. 

GcorKc  A.  Hucklin,  nicniber  of  Marble  City 
juncil.  No.  401,  Itulliind,  Vt. 

Win  T  BriBtol,  member  of  Marion  Council,  No. 
;2,  Marion,  Ind. 

0.  M.  Stanton,  member  of  Carroll  Council,  No. 
,3,  Carroll,  Iowa. 

P.  V.  Vaugbnn,  member  of  Durham  Council,  No. 
8,  Durham,  N.  C. 
minor  H.  Laurence,  memb«r  of  Concord  Council, 
Concord,  N.  H. 


Tip*  on  Selling. 

Never  say,  "Well,  I'll  call  again 
ext  week."  Name  the  day  and  hour 
3U  can  call.  If  the  time  is  all  right 
ith  the  prospect,  ask  him  to  put  it 
n  his  calendar,  that  no  mistake  is 
lade.  Show  him  you  place  a  value 
ri  your  time,  and  he  will  not  feel  he 

throwing  his  away  in  talking  to  you. 

Take  it  from  me,  it's  bad  business 
I  take  anyone  with  you  when  expect- 
ig  to  close  a  sale,  for  they  are  sure 
I  "spill  the  beans."  If  they  do  not 
ly  something  they  shouldn't  say 
ght  at  the  wrong  time,  it's  ten  to 
le  they  will  get  a  foot  hung  in  the 
ispidor,  or  kick  over  the  waste-paper 
jsket. — Maykel  Auto  Co.  in  Max- 
ell-Chalmers News. 


Lost. 

Dorothy  had  been  warned  by  her 
other  not  to  play  in  the  road,  which 
as  very  muddy.    Several  times  Doro- 


Sales  Talks  That  Sell  Goods 

Practical  directions  for  successful  salesmanship  based  on 
30  years'  experience.  One  copy  50c,  three,  $1.25,  12, 
$4.50.  Satisfaction  guaranteed.  No  chance  to  lose.  Coin 
or  stamps. 

Sample  Case,  638  N.  Park  St.,  Columbus,  O. 


thy  disobeyed,  and  had  to  be  brought 
in  and  cleaned  up. 

At  last,  exasperated,  her  mother  ex- 
claimed: "Dorothy,  I'll  give  you  one 
more  chance.  If  you  play  in  the  road 
again  I  shall  have  to  put  you  to  bed." 

The  child  went  out  again,  but  in  a 
short  time  appeared  at  the  door,  wet 
and  bedraggled. 

"Well,  mother,"  she  remarked  in  a 
tone  of  cheerful  resignation,  "I've  uscmI 
up  my  last  chance!" — [Pittsburgh  Chroii- 
iclc-Tclcgraph. 


PILES 


A  Sure  Winner. 

"I  can  tell  without  asking  whether 
John  has  won  or  lost  at  poker  the  minute 
he  comes  home." 

"How?" 

"If  he  has  lost  he  throws  his  pants 
across  the  foot  of  the  bed.  If  he  has 
won  he  puts  them  under  his  pillow." 


DON'T  BE  CUT 

Until  You  Try  This 
Wonderful  Treatment 

My  internal  method  of 
treatment  ia  the  correct  one,  and  is  eunctionod 
by  the  best  informed  phyeicians  and  surgeons. 
Ointments,  salves  and  other  local  applications 
give  only  temporary  relief. 

If  you  h«»e  pile*  In  any  form  write  (or  a  FREE 
sample  of  fagm't  Pile  Tabtmtt  and  you  will  bleu* 
the  day  that  you  read  tbia.    Write  today. 

E.  R.  Page    348B  Page  BIdg.,  Marshall.  Mich. 


MONEY 

fald  the  firat  of  every  month  to  our  aaleamea 
(or  orders  (or  duplicate  or  triplicate  sales  books. 
Quality  hish — price  low.  I(  you  wish  to  increase 
rour  income  write  (or  our  offer  to  salesmen.  Girs 
raferenoe  and  (uli  partioulara  as  to  past  ezperieoe* 
%Dd  territory  wanted. 


DIXIE  SALESBOOK  COMPANY. 
Bwiferd.  VlrcUtU. 


GoldenOpportunityfor  the  Boys 

Worcester,  Mass.,  September  11,  1922. 

Editor  The  Sample  Case, 
Columbus,  Ohio. 

Dear  Brother  Smith: 

THE  Gordon  J.  A.  Hargrave  Series  running  in  The  Sample  Case 
are  most  instructive  and  helpful  to  salesmen.  The  writer  knows, 
because  he  has  been  following  that  system  of  selling  for  thirty 
years  or  more.  Character  analyzing  is  necessary  in  making  success- 
ful sales.  The  writer  has  traveled  half  a  million  miles,  and  has  talked 
with  all  manner  of  men  and  women.  If  young  salesmen  will  study 
the  Hargrave  Series  until  the  lessons  become  a  fixed  habit  of  selling,  the 
character  analyzing  will  come  as  an  intuition  with  them.  It  is  help- 
ful to  bring  this  knowledge  to  the  fore  with  renewed  activity,  and  Mr. 
Hargrave  is  doing  it.  For  those  who  will  absorb  it,  and  apply  it  un- 
der standingly ,  it  is  golden. 

Robert  Greenlaw. 


I 
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ASSESSMENT  No.  170 

(Fifth  for  1922) 

Dated  ()cU)»>er  15,  1922. 
EipircB  NovcmlMjr  14,  1922. 

Failure  to  pay  this  asBCHBrncnt  by  above 
named  date  as  well  as  all  Council  dues, 
forfeits  your  claim  for  indemnity. 

IN  ORDER  TO  FILE  A  VALID 
CLAIM,  notice  of  the  accident  must  be 
sent  to  Walter  D.  Murphy,  Supreme 
Secretary,  Columbus,  Ohio,  WITHIN 
20  DAYS. 


articles  are  all  good  and  tiiuely  and,  as  a  whole, 
the  publication  is  one  of  the  bfHt  found  today  on  the 
newsdealer's  rack.  Let's  asnint  Brother  Smith  in 
every  way  possible  and  one  of  the  beat  ways  that 
I  know  of  is  to  get  subscriptions. — (C.  R.  V.) 


RNIA 


To  members  of  Arkansas  jurisdiction: 

Below  is  the  way  our  watch  contest  is  coming. 
Those  that  have  written  four  or  more  applications: 

C.  L.  Drake,  9;  C.  E.  Weldon,  9;  H.  N.  Peek,  7; 
C.  R.  Vance,  4;  W.  O.  Dritt,  4;  D.  E.  Shapard,  4. 

Boys,  the  fall  season  is  here  and' the. time  to  get 
new  members  is  now. 

One  member  that  Il'know  of  wrote  five  applica- 
tions on  September  23  and  two  on  September  30. 

Twenty  member  of  Arkansas  Jurisdiction  have 
wTitten  52  applications,  or  at  least  that  many  have 
been  initiated  since  May  10,  1922. 

Fayetteville  initiated  4;  Ft.  Smith,  17;  Jonesboro, 
9;  Little  Rock,  11;  Pine  Bluff,  1;  Texarkana,  10. 

Six  members  have  written  37  of  the  52  applications. 

By  my  next  letter  to  members  of  Arkansas  juris- 
diction I  hope  to  report  that  Brothers  Spivey,  Rudi- 
sell,  Burlingame,  Robt.  E.  Gray,  Chas.  McCatherine, 
L.  A.  Gaines.  Robt.  Hogg,  Hubert  Stone,  Walter 
Hinton,  Ralph  Buckley,  Cecil  Wade  and  many 
others  have  returned  from  their  summer  vacations 
and  are  now  ready  to  put  in  full  time  writing  applica- 
tions for  the  good  old  U.  C.  T. 

Your  Grand  Counselor  has  had  two  invitations 
to  attend  other  Councils  during  the  month  of  October 
but  has  had  to  decline  on  account  of  the  visit  of  our 
Supreme  Secretary  Walter  Murphy  coming  on  the 
same  date  to  Ft.  Smith  Council. 
Let's  go  some  more; 

DAVID  E.  SHAPARD, 
Grand  Counselor  of  Arkansas. 

Fort  Smith. — Well,  the  fall  season  is  here  and  old 
No.  86  is  getting  down  to  real  honest  work.  We  will 
meet  twice  a  month  now  beginning  with  this  month. 

The  Ladies'  Auxiliary  have  reorganized,  or  rather, 
have  picked  up  where  they  left  off  in  the  early  summer 
and  with  Mrs.  W.  B.  Hendrix  as  President,  the  work 
will  be  carried  along  with  the  energetic  spirit  that 
characterizes  all  of  her  work.  She  will  be  assisted 
by  a  corps  of  women  who  always  show  interest 
in  anything  that  is  for  the  good  of  the  traveling 
salesmen. 

We  are  anticipating  with  pleasure  the  visit  of 
Supreme  Secretary  Walter  D.  Murphy  on  October 
28,  and  it  is  to  be  hoped  that  we  will  have  a  class  of 
at  least  fifty  for  initiation  at  that  time.  At  the 
last  meeting  of  the  Council  we  learned  -nith  regret 
that  Brother  Murphy  had  lost  his  good  wife.  The 
sympathy  of  the  entire  Council  goes  out  to  Brother 
Murphy  in  his  great  loss  and  the  Order  of  United 
Commeicial  Travelers  has  lost  a  valued  friend  and  a 
wise  counselor. 

The  editor  of  Sample  Case  is  certainly  to  be  con- 
gratulated on  having  brought  the  magazine  up  to 
its  present  high  standard  and  it  is  with  pride  that 
we  open  the  publication  and  see  the  many  new  ad- 
vertisers that  have  selected  this  as  their  medium  of 
sending  a  message  to  the  more  than  a  hundred  thou- 
•and  readers  in  the  United  States  and  Canada.  The 


Golden  Gate. — Again  the  commercial  travelers 
are  on  thejmap.  1'he  directors  of  the  California 
Industries  exposition  have  given  us  space,  free  of 
charge,  to  show  the  people  of  the  West  just  what 
U.  C.  T.  means  to  the  traveling  men.  This  is  in 
appreciation  of  our  record  day  of  last  year,  and 
Travelers'  Day  this  year  will  be  October  21.  Frona 
the  outlook,  we  are  going  to  exceed  our  last  year's 
record.  That  is  going  some.  We  are  going  to  have 
a  parade,  band  and  everything,  a  public  wedding 
and  prizes  and  extraordinary  stunts.  Leon  Munier 
is  chairman  of  the  day  and  he  has  picked  out  a  live 
committee  from  all  the  traveling  men's  organizations 
on  the  coast,  giving  them  all  a  chance  to  help  boost 
the  cause  of  our  fraternity.  Our  booth  at  the  exposi- 
tion will  be  a  fairyland  with  the  "Ray  of  Hope" 
as  a  background.  We  are  going  to  have  a  radio 
station  by  which  to  receive  orders.  With  our  935 
members  behind  the  big  day,  it  sure  will  be  a  success. 

The  U.  C.  T.  is  sure  a  popular  factor  in  civic  affairs 
here.  Our  Sam  T.  Breyer  is  a  director  of  the  Chamber 
of  Commerce  and  a  leader  of  all  the  big  civic  drives, 
and  he  never  forgets  to  mention  the  fact  that  he  is 
representing  the  U.  C.  T.  of  A.  Sam  believes  in 
advertising  the  Order. 

Our  luncheons  at  Marquard's  Cafe  are  getting  to  be 
as  popular  as  those  of  the  Rotary,  Kiwanis,  Ad 
Clubs  and  other  organizations.  We  have  some  lead- 
ing citizen  address  us  at  each  lunch,  music  and  other 
forms  of  entertainment.  The  local  newspapers  give 
us  lots  of  publicity  and  the  Order  gains  thereby. 

Our  Secretary,  Barney  Hirschberg,  had  a  delight- 
ful visit  with  Admiral  Eberlee  of  the  Pacific  Fleet, 
as  a  part  of  The  S.  F.  Naval  Committee  to  see  that 
the  rocks  in  the  Golden  Gate  were  blown  sky-high. 
It  was  recommended  that  Barney  blow  the  rocks 
out  himself,  thus  saving  the  government  all  the  money 
cost  for  the  job. 

Jack  Shea,  secretary  of  the  California  Hotelmen's 
Association,  thinks  so  much  of  the  traveling  men 
that  he  has  gone  to  Washington  to  help  the  boys 
with  their  mileage  bill.  That  is  real  cooperation  and 
we  hope  that,  when  Jack  meets  with  Clink  and 
Murphey  in  the  Capitol,  they  wiU  be  able  to  impress 
on  the  high  commissioners  the  necessity  of  the  mile- 
age book  as  well  as  doing  away  with  the  Pullman 
surcharge — another  war-time  evil. 

Pop  JudeU  is  on  his  way  to  Europe.  He  surely 
is  hitting  the  high  spots. 

Say,  fellows,  isn't  The  Sample  Case  some  mag- 
azine? Don't  you  feel  proud  of  the  fact  that  it  is 
your  own  magazine  How  many  subscribers  did 
you  bring  in? 

If  it  isn't  worth  one  dollar  a  year  membership  in 
our  Order,  it  isn't  worth  a  dime. 

The  union  picnic  held  at  Boyes  Springs  was  some 
picnic.  Ask  any  of  the  bunch  that  went  along 
Oakland  Council  led  in  attendance,  Sacramento 
was  second,  Stockton  was  a  good  third.  George 
P.  Hughes,  the  chairman,  was  fourth  and  Golden 
Gate's  twenty-one  led  in  the  noise-making  with  their 
popular  songs. 

We  are  getting  ready  for  the  commercial  travelers' 
ball  to  be  held  on  New  Year's  eve  at  the  million  dollar 
Civic  Auditorium.  This  is  another  one  of  the  big 
events  put  over  by  Golden  Gate's  members. 

Keep  your  weather  eye  open  for  that  big  theatre 
pzrty  to  be  held  in  November.  It  is  going  to  be  some 
event,  let  us  tell  you. 

The  boys  are  working  hard  to  put  over  the  absent 
voters  law  in  California.  This  is  one  of  the  most 
important  bills  ever  presented  to  the  citizens  of 
CaUfomia  and  is  fostered  by  our  Grand  Covmcil. 
Don't  forget  to  tell  the  other  feUow,  when  he  asks. 


"What  good  U  the  U.  C.  T.  for  me  "  just  why 
want  this  bill  to  get  through.  That  is  only  one 
our  fine  points. 

We  will  hold  initiation  once  a  month  only  after 
this  date  as  the  first  meeting  of  each  month  will  b* 
a  business  meeting  only.  This  will  give  us  more  time 
to  play  and  a  chance  to  get  home  before  breakfaRt 

They  say  war  is  hell,  but  our  Secretary  says  t)i  > 
it  is  nothing  compared  to  trying  to  have  the  membi  i 
pay  their  assessments  on  time.  And  the  old  questioi 
comes  up  again:    Why  do  they  do  it 

One  last  word:  Get  that  subscriber.  Get  a  mem 
bcr.  Pay  your  assessments  promptly.  It's  danger 
ous  to  wait.— (Optimist.) 

Oakland. — On  September  9.  Grand  C 
Brill  instituted  a  new  Council  at  Santa  Rosa.  Brotl 
er  Brill  has  been  trying  for  a  long  time  to  get 
Council  started,  as  this  section  of  the  state  was  ' 
much  in  need  of  a  U.  C.  T.  Council.    The  Gr« 
Counselor,  accompanied  by  Brother  Crellin,  : 
visit  to  San  Diego  Council  on  October  14,  and  1 
Los  Angeles  Council  on  October  21.  It  is  to  be  hop 
that  the  Grand  Counselor  will  soon  be  able  to  i 
that  the  Reno  Council  has  been  formed.  A 
many  Brothers  from  Oakland  will  appreciate 
Brother  Lewis  recently  returned  from  a 
fishing  trip  and  has  some  wonde.-ful  stories  to 
about  the  "big  ones"  but  he  also  mentions  that  th 
were  a  few  small  ones  in  the  lake. 

A  word  of  good  news  recently  reached  us  fro 
Arizona  that  Brother  Opendal  was  very  much  ii 
proved  in  health. 

The  Boyes  Spring  picnic  is  now  history.  Thi 
feeling  of  those  who  missed  it  sbotild  be  one  of  reg 
Without  a  doubt  it  was  one  of  the  best  U.  C.  T 
affairs  ever  held  in  northern  California.  As  usual 
Oakland  led  in  the  amount  of  members  attending 
They  always  do  and  always  will.  However, 
Stockton  Council  go  all  the  baseball  honors.  It 
very  much  regretted  that  over  half  of  our  tearn  dil 
not  attend  the  picnic,  so  a  number  of  substitutei 
had  to  be  put  into  the  game  with  the  result  thai 
Stockton  defeated  us.  Just  at  the  beginning  of  (" 
game  a  message  was  received  from  the  captain  of  < 
team.  Brother  Goss,  expressing  his  disappointmen 
at  not  being  able  to  be  on  the  job,  as  he  and  Brother 
C.  and  H.  Dohrman  had  an  appointment  with 
"would-be  man"  named  Smith,  in  the  southern  par 
of  the  state.  It  has  since  been  learned  that 
trip  was  only  partly  successful. 

A  delegation  visited  San  Jose  Council,  Septembe  ' 
21,  and  were  royally  entertained.  Brothers  Watkia  r 
Goss  and  Wright  were  the  official  entertainers  froB  ' 
Oakland.  They  did  their  part  very  well  and  shouk  l 
be  again  selected  whenever  the  occasion  dema 
it.  The  brothers  also  brought  home  with  them  ah 
twenty-five  applications  to  the  Oakland  Bagme«|-: 

Brother  Lewis,  of  the  House  Committee,  t 
announced  that  there  will  soon  be  another  big  thea 
party  and  is  also  planning  on  a  Country  Store  nig 
which  will  be  an  evening  devoted  to  the  ladies. 

The  Membership  Committee  under  the  lead 
ship  of  Brother  Hirsch  reports  that  Borchard 
"Blue  Team"  is  in  the  lead.   The  leaders  of  the  otl  _ 
teams  are  hard  at  work  on  new  members  and  iti  . 
a  safe  bet  that  the  contest  will  be  close.   Last  Jtf  ^ 
Sacramento  won  from  us  in  membership  gain  but  tb| 
will  have  to  step  on  the  gas  this  year.   We  will  tM 
their  prize  up  to  them  the  latter  part  of  Octohl 
and  in  return  for  the  prize  and  to  show 
fellowship  in  the  organization  they  plan  to  give  OD 
members  and  wives  who  visit  them  a  wonderft 
goose  dinner. 

The  best  meeting  during  the  month  of  .Septembt 
was  on  Friday,  the  14th.  The  House  Comn 
worked  hard  for  this  night  and  it  was  a  crsdit  t 
see  the  way  so  many  of  the  boys  supported  then 
At  this  meeting  Brother  Coffee  Schmidt  complaine 
that  some  one  had  taken  his  Mullarky  special  priii  , 
But  Ed  was  a  good  sport  and  said  if  the  other  fello' 
needed  it  worse,  he  was  welcome  to  it.  Brotht 
Da\-is,  of  the  Grievance  Committee,  was  given 
very  grave  complaint  against  a  San  Jose  cigar  stM 
that  was  doing  harm  to  the  traveling  men.  If  anyfln 
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knoounced  that  suiiper  wns  ready.  Kverybudy  wua 
on  deck  (or  this  purt.  The  ladies  of  the  U.  C.  T. 
rlube  deaervo  praise  fur  tliu  manner  in  which  tliry  hud 
arrnngpd  t)ii».  Mrs.  Gibbons,  Mrs.  8niith,  Mrs. 
O'Connors,  Mrs.  Ilofnian  and  their  assistants  rurried 
out  this  part  without  u  liitch.  There  were  plenty  of 
rhickens  (fried,  of  course),  fine  potato  salad,  pickles, 
olives,  deviled  egKs,  sandwiches,  coffee,  etc.,  and  thi» 
was  topped  ofl  with  ice  oroam  and  coke. 

Autos  were  in  readiness  and  everybody  was  taken 
to  our  hall  and  the  crowd  enjoyed  dancing  and  cards. 
This  was  followed  by  more  eats  in  the  banquet 
room,  ice  cream,  cake  and  cofTce  being  served. 

Members  of  St  Joe  Council  thanked  Kansas  City 
Council  for  the  good  time  shown  them  and  stated 
they  had  to  leave  for  their  return  trip  to  .St.  Joe. 

Brother  L.  Gibbons,  chairman  of  our  Transpor- 
portntion  Committee,  said  that  autos  were  in  waiting 
to  take  the  visitors  to  the  interurban  station,  and  thus 
ended  a  perfect  day. 

Grand  Conductor  Burger,  of  St.  Joe,  was  acclaimed 
the  winner  in  the  prijc  waits. 

Kansiui  City  Council  has  been  doing  some  fine 
work;  we  have  intialions  or  reinstatements  at  every 
meeting,  and  we  take  up  the  Hnrgruve  lectures  at 
our  meeting  and  have  discussions  of  them. 

We  also  have  talks  on  trade  conditions.  There  are 
no  dull  moments  at  our  sessions.  Come  up  and  get 
the  beneGts  of  being  a  member  of  a  live  Council. 
-(Joe.) 

St,  Louis— St.  Louis  Council,  No.  26,  held  the  first 
September  meeting  on  the  2d,  with  a  very  small  at- 
tendance and  about  half  the  officers  present.  We 
initiated  one  and  reinstated  one  at  this  meeting. 

We  held  our  second  meeting  on  the  10th,  with  a 
good  attendance  of  members  and  most  of  the  ollicers. 
We  initiated  one  at  this  meeting. 

Brother  John  M.  Deanc,  Chairman  of  the  Grand 
Legislative  Committee,  was  a  visitor  and  spoke  at 
length  on  the  Widows'  and  Orphans'  feature  of  ou. 
Order. 

Supreme  Counselor  Frank  J.  Uoeser  related  some 
of  the  incidents  that  happened  on  his  Canadian 
trip,  where  he  attended  the  International  Federation 
of  Commercial  Travelers'  Organizations  as  a  dele- 
gate. He  also  informed  the  body  of  the  institution 
of  Hamilton,  Ontario.  Council,  No.  640,  at  which 
he  officiated. 

September  1,  we  lost  one  of  our  live  wire  members, 
who  passed  away  suddenly.  Brother  Richard  F. 
Rassfeld  was  loved  by  all  who  knew  him  and  his 
absence  from  Council  meetings  will  be  noticed. 
He  leaves  a  wife,  who  is  a  member  of  St.  Louis  Tem- 
ple, No.  3,  Ladies'  Auxiliary,  and  two  sons,  Russell 
and  Kenneth.  The  sympathy  of  the  cnitre  bo<ly  is 
extended  to  the  bereaved  family.— (Snipe.) 
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Holdrege. — Holdrege  Council,  No.  213,  met  in 
regular  session,  September  16,  and  say,  boys, 
you  who  were  not  there  will  never  know  what  you 
missed.  We  had  one  candidate  for  initiation  and  he 
proved  to  be  good  material.  We  had  a  nice  attend- 
ance but  only  about  half  of  what  it  should  have  been. 
Our  Entertainment  Committee  was  instructed  to 
go  ahead  and  give  a  dance  and  I  have  since  heard 
they  expect  to  put  on  a  masquerade  in  our  big  city 
auditorium  about  the  19th  of  October.  Our  Senior 
Counselor  is  doing  fine  and  he  is  surely  a  pusher. 
Let'a  all  get  there  and  help  him. — (W.  C.  S.) 

Omaha. — Omaha  Council,  No.  118,  met  as 
usvial  September  9.  D.  D.  Campbell,  J  F  Dugdale, 
and  H.  F.  Bellman  crossed  the  burning  sands. 

Brother  Wm.  Alexander  gave  us  a  talk  on  his 
trip  to  the  Grand  Council,  and  the  royal  time  he 
had  while  there. 

Talks  were  also  made  by  Brother  F.  P.  Walker, 
Ben  Milder,  and  the  new  candidates. 

Now  that  we  have  cooler  weather,  our  attendance 
at  meetings  should  get  back  to  normal.  It  is  your 
organization,  brothers,  and  the  U.  C.  T  of  Omaha 
will  be  what  the  sum  total  of  the  individual  member- 
ship make  it.  At  the  September  meeting  there 
were  a  few  more  than  the  officers  present.  This 
is  not  as  it  should  be.  The  faithful  officers,  and 
A  few  others,  always  present,  need  the  inspiration 
of  your  presence,  at  the  monthly  meetings.  Wake  up, 
brothers;  let  us  get  back  to  the  rousing  meetings 
—the  kind  that  makes  you  go  out  and  feel  like 
you  want  to  write  half  a  dozen  applications. — • 
(D.  F.  O.) 


It  pays  to  be  a  U.  C.  T. 


Somerville,  Mass.-  <tiir  regular  mccling  of  Si-fy- 
tenibcr  1(1  was  very  well  attended,  demonstrating 
that  our  ollicers  will  be  well  supported  in  their  excel- 
lent work  the  coming  year. 

One  candidate  01c  Olson,  was  made  a  brother, 
after  a  difTuult  trip  through  the  mysteries  of  our 
ritualistic  forms. 

Our  Fair  Committee  reported  progress,  and  it 
looks  now  as  if  this  event  will  be  the  one  in  our  his- 
tory. All  brother  Councils  are  invited  to  attend. 
Complimentary  tickets  will  be  given  to  any  U.  C.  T. 
presenting  himself  on  the  dates  announced,  Novem- 
ber 24  and  2.'),  afternoon  and  evening,  Hofl's  Audi- 
torium, Davis  Square,  Sonierville.  We  expect  many 
of  our  Grand  oflicera  to  be  present. 

Brother  I'eler  O.  Berry  won  the  twenty-five  dollar 
prize  at  our  award.  Brothers  Colings,  Grant  Kaul- 
beck  and  I  ander  were  also  recipients  of  cash  prizes. 
The  capital  prize  of  fifty  dollars  was  won  by  a  parly 
unknown  to  us. 


RUFE,  OUR  PORTER,  SAYS— 


WEN  SOME  FOLKS  WANTER 
MAKE  'SCUSES  FUH  DEY 
MEAN-NESS     DEY  5AYES 


Sixteen  enthusiastic  brothers  journeyed  by  auto 
to  Manchester,  N.  H.,  September  30,  and  were  met 
there  by  Brother  Tom  Kaulbeck.  After  a  jolly 
hour  at  a  banquet  served  at  "Roy's  Grill,"  we  went 
directly  to  the  U.  C.  T.  lodge  room,  where  we  wit- 
nessed as  fine  a  demonstration  of  ritualistic  work 
as  we  have  ever  seen.  At  10;30  p.  m.,  the  ladies 
of  Manchester  Council  served  a  lunch  in  the  banquet 
hall. 

Mayor  Geo.  E.  Trudell  spoke  to  us  on  the  advance- 
ment of  U.  C.  T.'ism,  and  also  on  live-wire  plans  to 
put  Manchester  on  the  map  as  a  great  con%-ention 
city.  Several  numbers  of  No.  467  were  asked  to 
say  a  few  words. 

We  all  arrived  in  Somerville,  early  Sunday  morn- 
ing. 

A  return  visit  by  Manchester  Council  is  eagerly 
anticipated  — (J.  R.  B.) 

Wollaston,  Mass.— Wollaeton  Council,  No.  594, 
held  its  first  fall  meeting,  September  16,  and  from 
the  way  the  members  turned  out,  it  looks  as  if  we 
were  starting  out  on  another  one  of  our  successful 
years.  Senior  Counselor  Carter,  who  has  been  in 
Santa  Monica,  Calif.,  has  written  that  he  expects 
to  be  back  in  Wollaston  the  latter  part  of  October 
and  is  looking  forward  to  officiating  at  the  November 
meeting  of  the  Council. 

Three  new  members  joined  our  Council  this  month, 
and  we  are  pleased  to  welcome  Brothers  Witte, 
Brown  and  Eocca.  We  also  had  a  transfer,  Brother 
Bunker,  who  comes  to  us  from  Concord,  N.  H. 

It  had  been  planned  that  the  large  cup  which 


Wollaston  Council  won  at  the  Springfield  convention 
was  to  have  been  presented  at  this  September  meet- 
ing, but  the  cup  has  been  returned  to  the  factory  for 
relinifhing  and  engraving,  and  the  beautiful  trophy 
will  undoubtedly  be  presented  at  either  the  October 
or  November  meeting. 

Wollaston  Council  has  certainly  something  to 
be  proud  of,  to  win  the  largest  cup  that  has  ever  been 
presented  at  any  District  conventii;n. 

The  Council  is  planning  on  holding  a  series  of 
dances,  sUrting  the  third  Saturday  iu  October,  anri 
we  look  for  the  support  of  every  luefMher  of  the 
Council  to  make  them  a  succesi.  Junior  Counselor 
Calloway  is  making  extensive  plans  for  another 
U.  C.  T.  show  to  be  presented  some  time  after  the 
first  of  the  new  year. 

We  misted  Brothers  Marshall  and  Coward,  and 
also  the  refreshments  which  they  usually  provide. 

We  are  starting  in  our  fall  season  with  bright  pros- 
pects and  the  scribe  contemplates  giving  the  mem- 
bers more  helpful  information  as  thencoson  progresses. 

Wollaston  Council  is  planning  to  send  some  visiting 
delegations  to  the  various  Councils  around  New 
Kngand  this  year,  and  we  welcome  visiting  Brothers 
at  any  time.  Our  Council  meetings  are  held  in  Odd 
Fellows  Hall,  opposite  the  Wollaston  Itailroad  Sta- 
tion, the  first  Saturday  of  each  month,  where  lively 
doings  can  be  enjoyed  from  the  stroke  of  the  gong 
until  midnight  —(J.  D.  2d.) 

Haverhill,  Ma««.— Haverhill  Council,  No.  418, 
held  their  regular  meeting,  September  29,  Past  Sen- 
ior Counselor  Gardner  in  the  chair,  in  the  absence  of 
St-nior  Counselor  Turner.  Many  points  and  ideas 
were  discussed  for  the  good  of  the  Council.  Informal 
meetings  of  the  members  are  to  be  held  between 
regular  meetings  to  discuss  plans  to  increase  member- 
ship and  bring  out  more  members. 

The  committees  on  new  and  larger  rooms  have 
promised  good  things  in  the  near  future,  and  are 
planning  to  get  the  aid  of  the  Ladies'  Auxiliary  in 
their  new  quarters. 

Your  correspondent  was  one  of  the  three  hundred 
and  fifty  salesmen  who  were  guests  of  the  Worcester 
Salt  Company  on  their  recent  trip  from  Greenfield 
to  Portland;  ho  was  pleased  to  meet  many  U.  C.  T. 
men  from  all  New  England  and  had  many  proofs 
that  the  numbers  are  increasing  everywhere  — 
(F  C.  I.) 

Providence,  R.  L — The  regular  September  meet- 
ing opened  with  a  good  attendance.  Several  of  the 
old-timer»  who  have  been  summering  down  the  river, 
were  back  in  their  old  corners.  How  they  did  buzz 
about  that  Springfield  convention,-  It  is  now  under- 
stood that  thoee  who  missed  that  missed  one  of  the 
best  ever.  Great  praise  is  still  being  handed  out  to 
the  now  defunct  1922  Committee  of  67. 

The  (tro  cups  (not  one,  if  you  please),  that  the  writer 
claimed  in  June  we  would  bring  back,  were  on  ex- 
hibition and  much  admired. 

A  strong  feeling  prevails  that  the  Manchester 
convention  in  June,  1923,  will  find  Pro^-idonce 
Council  well  represented.  Past  Counselor  Fred  E. 
Wing,  Jr.,  Chairman  of  the  1923  Manchester  Com- 
mittee, has  already  started  the  ball  rolling  for  a 
large  fund,  with  another  big  carnival  at  Rhodes, 
with  new  features  and  the  donating  of  a  dandy 
business  getter,  in  the  form  of  one  of  America's 
leading  cars,  a  Chevrolet  utility  coupe. 

The  membership  contest  promises  to  be  a  very 
spirited  affair.  Great  care  is  necessary  in  sending  in 
the  names  of  candidates.  "Quality  not  quantity" 
is  the  slogan.  Each  team  is  captained  as  follows: 
Officers,  Edmund  A.  Pigeon;  Past  Counselors,  Edgar 
W.  Jenney;  married  men,  Chas.  Condon;  single  men, 
A.  Robt.  Hirons;  A.  M.  O.  B.,  John  Deveraux. 

To  date  the  1923  Convention  Committee  is  com- 
posed of  Fred  E.  Wing,  Jr.,  Chairman,  Earle  B. 
Chase,  Ed.  A.  Pigeon,  Chas.  Condon,  Thomas 
Delaur,  Henry  Sacs,  Clif  Mitchell. 

A'arious  plans  are  being  discussed  in  regard  to 
raising  funds  for  our  new  home.  It  can  be  and  will 
be  done. 

A  splendid  report  on  the  doings  of  the  thirty-fifth 
annual  session  of  the  Supreme  Council  at  Columbus 
was  given  by  our  efficient  Secretary-Treasurer, 
Leonard  M.  Graves. 

The  Social  Committee,  under  the  leadership  of 
Edward  McGrady,  has  planned  a  series  of  entertain- 
ments for  the  winter  meetings  that  will  keep  up 
interest  and  spirits. — (Chris.) 


NEW^JERSp'-DEtAWARE 


Paterson. — Paterson  Council,  No.  440,  Septem- 
ber meeting  was  a  fair  starter  for  the  winter  season. 
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llvfrybody  bad  a  good  time,  and  Hahn  and  Glover 
put  the  eatB  over  the  boardd  in  good  Btylc. 

I^cster  Mortimer,  our  new  member,  went  home 
with  the  umbrelln.  Some  lucky  fcllowl 

Jinimio  nobertBon,  Captain  of  the  bowling  team, 
roiiorted  the  allcya,  balls,  and  ping  are  ready.  All 
wo  need  is  the  bowlers.  Come,  ye  fellows,  and  have 
a  good  time. 

Grand  Counselor  Thorp  Btti<l  a  real  salesman  is 
one  who  has  a  atcndy  eye,  a  steady  nerve,  a  steady 
tongue  and  steady  habits.  He  will  bo  loved  by  hie 
fellow  traveler  if  he  makes  him  a  mcndier  of  our  good 
Order. 

The  official  visit  of  our  Grand  Counselor  and  his 
official  family  will  be  in  March,  our  thinl  jirlhday. 

Let's  get  ready  for  the  big  party;  reserved  seats 
can  be  secured  at  our  annual  dance  in  February. 

Senior  Counselor  Ilaring  said  last  March  let^s 
make  it  a  hundred  for  Ilarring.  lie  has  done  his 
I)art,  so  it  behooves  us  to  do  our  part.  Say  it  with 
new  members.  December  2,  1922  is  the  date  for  the 
rally. 

We  will  strive  to  put  thirty  new  members  in  440 
at  the  Rally  then  we  can  Stop,  look,  think. 
Come  out  November  24. 

Tell  your  wife  the  Christmas  tree  party  will  be 
December  22. — (Jazz.) 

Jersey  City,  N.  J.— Jersey  City  Council  held 
their  September  meeting  on  the  30th  and  it  was  the 
best  session  they  have  had  for  some  time.  Fifteen 
members  were  out  and  every  one  enjoyed  the  evening 
and  were  pleased  that  they  had  attended. 

One  candidate  was  given  the  acid  test  and  with- 
stood it  in  good  style.  He  came  through  with  flying 
colors  and  is  now  ready  to  travel  with  the  best  of 
travelers. 

Brother  Nairn  reported  with  one  application  and 
promised  to  have  him  out  for  the  October  meeting. 

Tickets  were  received  from  Essex  Council  for  their 
dance  to  be  held  on  October  16  and  our  Secretary 
sold  quite  a  lot  of  them,  and  Jersey  City  will  be  well 
represented  at  same. 

A  report  was  rendered  by  the  chairman  of  the 
Rally  Committee  on  the  meeting  held  in  Newark 
September  20  and  several  members  spoke  on  this 
rally  urging  that  efTorts  be  made  to  have  a  good  show- 
ing at  same. 

Five  members  of  Jersey  City  Council  motored  to 
Plainfield  September  23  on  the  invitation  of  Grand 
Counselor  Thorpe  to  accompany  him  on  his  visit 
to  Plainfield  Council.  Those  making  the  trip  were 
Brothers  Potterton,  Noble,  Howley,  Reich  and 
Golden,  and  we  had  a  very  pleasant  trip  and  enjoyed 
our  visit  greatly. 

At  our  next  meeting  we  will  be  honored  by  a  visit 
from  Grand  Conductor  Owens  of  Essex  Council,  who 
is  to  visit  us  as  a  representative  of  Grand  Counselor 
Thorpe.    We  want  a  good  turnout  to  welcome  him. 

Don't  forget  the  pledges  several  of  us  have  signed 
to  get  new  members  for  Grand  Counselor  Thorpe, 
and  if  you  have  not  heard  of  his  new  slogan,  ask 
him,  the  next  time  you  meet  him,  the  meaning  of 
I.  Y.  C.  P.— D.  K.— (C.  K.  G.) 

East  Orange.— Suburban  Council  held  its  regular 
meeting  September  9.  The  meeting  was  opened 
promptly  at  8  p.  m.  by  Senior  Counselor  J.  Kent. 

There  was  a  goodly  attendance,  including  Past 
Grand  Counselor  Sears  of  Cliff  Council,  who  made  a 
very  strong  appeal  for  loyalty  and  cooperation  in  the 
local  Councils  as  well  as  the  entire  jurisdiction. 

As  we  held  no  meeting  in  August  and  this  was 
the  first  meeting  for  the  fall,  several  matters  of 
importance  were  discussed.  Among  which  was  the 
grand  rally  night  to  be  held  in  Newark,  N.  J.,  De- 
cember 2.  As  this  will  be  the  second  annual,  it  is 
hoped  all  the  mem.bers  of  Suburban  will  get  at  least 
one  new  member  (as  per  their  pledge)  for  this  great 

The  following  is  the  committee  from  Suburban 
to  work  with  the  other  Councils  on  the  rally:  C. 
Fred  Burt,  Chairman;  Howard  Elliott,  and  C. 
Clees,  Jr.,  and  Brother  Knowles. 

On  November  11  we  are  to  hold  our  anniversary 
meeting  and  consolidate  with  Past  Grand  Counselor's 
Night,  the  chairs  to  be  filled  by  the  "Old  Guard" 
and  the  work  of  the  degree  team,  headed  by  our  own 
Grand  Counselor,  Phil.  Thorpe. 

Be  sure  to  come  out  to  this  big  night,  to  celebrate 
our  anniversary  and  see  how  the  Past  Grand  Coun- 
selord  handle  the  job. 

The  Entertainment  Committee  intends  to  have  a 
Ladies'  Night  before  or  after  the  December  rally 
and  hope  also  to  have  some  good  stuff  to  put  over. 

Come  out,  fellows,  to  the  next  big  meeting  on 
Saturday,  November  11,  and  have  a  good  time  on 
our  birthday.— (F.  S.  S.) 

Newark. — Now  that  the  summer  is  over  and 
all  the  members  of  Essex  Council,  No.  317,  have 


returned  from  their  vacations,  they  have  »et  <iowu 
a  big  program  for  the  coming  seanon. 

At  our  September  meeting,  which  was  held  on  the 
10th,  wo  heard  report*  of  the  Entertainment  Com- 
mittee, and  also  the  Rally  Committee.  Looks  like 
a  big  night  for  New  Jersey-Delaware  crowd  on  De- 
cember 2,  Rally  night. 

With  the  fine  outline  of  afTairs  that  brother  "Jim" 
Ryan  has  planned,  it  is  going  to  bo  one  big  night. 
Anything  Jim  ha«  hi«  hand  in  always  goes  over  very 
Btrong. 

We  had  the  pleaBure  of  having  w  ith  ub  Grand  Page, 
C.  K.  Golden,  of  Jersey  City  and  Pant  Grand  Coun- 
selor, of  Jersey  City  and  Past  (J  rand  Counselor 
F.  B.  Poterton,  also  of  Jersey  City.  Both  gave  us 
interesting  chats  on  the  good  of  the  Order. 

Ebscx  will  start  off  the  season  with  a  dance  at 
the  West  End  Club  at  Newark,  October  21. 

A  membership  campaign,  which  has  been  in  prog- 
ress a  short  time,  has  all  the  Essex  boys  on  the  jump. 
We  will  try  hard  to  put  through  fifty  candidates 
at  the  rally  on  December  2.  With  the  boys  all  work- 
ing hard,  it  looks  as  though  wo  will  do  it 

Step  on  the  gas,  Essex,  and  we  will  double  our 
membership.— (F.  M.  E.) 


N  E  W^O  R  K 


Binghamton.— The  regular  meeting  of  Parlor 
City  Council,  No.  227,  was  held  on  the  third  Satur- 
day in  September  in  the  Council  rooms  at  the  Hotel 
Bennet.  Senior  Counselor  Turrell  was  in  the  chair 
and  opened  the  meeting  on  time,  as  he  intends  to 
live  up  to  his  promise  of  starting  the  meetings  on 
time.  The  officers  showed  up  in  good  form  and  nearly 
all  answered  to  their  names. 

The  reports  of  several  standing  committees  were 
heard.  The  report  of  Walter  Jones  as  Treasu/er  of 
the  Convention  Committee  was  one  of  the  finest 
ever  listened  to  on  our  floor.  The  Convention  Com- 
mittees were  discharged  with  a  standing  vote  of 
thanks  from  the  Coimcil  for  their  excellent  services 
rendered  and  we  only  hope  that  our  next  convention 
in  Binghamton  will  be  as  ably  handled. 

Brother  Harry  Bates.  Chairman  of  the  festivities 
of  the  year,  gave  a  very  interesting  talk  on  the 
elaborate  arrangements  for  the  series  of  dances  and 
our  clam-bake. 

Our  first  annual  clam-bake  was  held  at  Heart 
Lake.  Friends,  families  and  members  to  the  num- 
ber of  one  hundred  fifty  attended  the  affair.  Cars 
took  the  throng  to  the  scene,  leaving  Binghamton 
at  noon.  The  bake  was  ready  promptly  at  three 
o'clock.  Bedford  Leighton  and  Jay  West  eliminated 
every  one  else  in  the  clam-eating  contest.  The  race 
proved  to  be  a  tie  until  Beddie  finally  managed  to 
have  capacity  for  one  more  clam  than  Jay  could 
stow  away.  "Dutch"  Hetaling,  single  handedly, 
won  the  pop-drinking  contest,  winning  the  celluloid 
bottle-opener.  Within  five  minutes  he  was  hidden 
from  view  by  a  forest  of  pop  bottles  around  him. 
Charlie's  Dodge  demonstrated  his  prowess  with  the 
rope  and  trimmed  both  sexes  a-skipping  the  hemp. 
Herbe  Bardnt  gave  an  imitation  of  Primrose's  soft 
shoe  dance.  Jay  West  showed  his  heels  to  the  men 
entered  in  the  fifty-yard  dash  and  carried  the  prize 
away.  Mrs.  Jay  West  was  the  best  guesser  as  to  the 
number  of  seeds  contained  in  the  pumpkin  and  also 
carted  away  a  prize.  The  potato  race  for  the  chil- 
dren was  carried  off  by  Robert  Turrell  with  his  sister 
Doris  TuiTell  as  close  second.  Mrs.  RajTnond 
Johnson  threw  the  ball  the  longest  distance  in  the 
ball-throwing  contest.  She  also  won  first  prize  in 
the  heel  and  toe-walking  contest.  Little  Ed.  Jarvis 
won  the  paper  mouth-organ  when  he  successfully 
reached  the  high  notes  in  the  selection  rendered  by 
our  Peerless  Quartet.  "Doma"  Tturell  stages  a 
life-sa-^ang  exhibition  on  the  lake  as  well  as  showing 
off  his  ability  as  an  oarsman.  The  dance  followed  the 
field  sports,  music  being  furnished  by  the  Harmony 
Trio.  Counselor  Hall  gave  several  exhibitions  of  the 
Cubanola  Glide  diiring  the  Paul  Jones. 

Our  next  meeting  will  be  held  in  Owego  on  the 
third  Saturday  of  October.  We  will  start  from  the 
Hotel  Bennett  at  two  o'clock  sharp  on  that  after- 
noon. Plenty  of  cars  will  be  on  hand  to  take  all 
desiring  to  go.  There  will  be  something  doing  from 
the  moment  we  arrive  in  Owego  until  the  final  curtain 
according  to  our  Entertainment  Committee.  We 
expect  a  large  class  in  Owego  and  are  taking  several 
candidates  from  Binghamton.  We  desire  to  have  at 
least  one  hundred  attend  this  meeting  and  can  assure 
every  one  of  a  very  enjoyable  time.  Show  your 
U.  C.  T.'ism  by  being  counted  among  those  present. 
— (F.  C.  G.) 


Rochester. — Flower  City  Council,  No.  203,  got 
away  to  a  flying  Btart  at  their  first  meeting  of  the 
fall  and  winter  season,  September  30.  Twenty-two 
candidates  were  uhown  the  mysteries  of  U.  C.  "T.'ism 
and  we  also  had  five  reinstatements.  Some  of  the 
applicants  had  been  voted  on  favorably.  We  held 
an  adjourned  meeting  on  October  3  and  initiated 
eleven  candidates,  making  a  membership  at  the 
present  of  an  even  1,700,  One  of  the  incentives  for 
getting  a  candidate  during  August  and  September 
was  a  free  ticket  to  a  clam-bakc  October  7,  at  Brother 
Brighman's  cottage  at  Forest  Lawn  on  Lake  Ontario. 
AH  of  us  who  know  "Brig"  know  what  a  real  host 
he  can  be,  and  as  the  writer  won  a  ticket,  he  in  feeling 
happy  and  looking  forward  to  a  great  time. 

October  6  was  a  big  night  in  Auburn  Council, 
No.  2(i7,  with  Supreme  Secretary  Murrjhy  as  guest 
of  honor.  A  large  delegation  will  attend  from  Flower 
City  Council.  All  those,  who  have  made  the  trip 
in  the  past  years,  know  what  a  real,  live  bunch  of 
entertainers  the  Au))um  boys  are. 

On  October  14  the  second  dancing  party  of  the 
Council  will  be  held  in  the  Council  rooms,  and  every 
second  Saturday  during  the  winter  months  dancing 
parties  will  be  held,  and  Chairman  Abe  DeSmit  is 
surely  putting  on  some  parties  this  year.  He  has 
planned  for  something  different  at  each  party. 

A  few  old-timers  were  quite  noticeable  at  the 
September  meeting.  "Mother"  Cummings,  and  his 
side  kick,  Davey  Williams,  were  there.  Dave  with 
his  ever-present  newspaper  and  "mother"  with  a  few 
new  stories  from  Punxsutawaney.  Bill  Rowley, 
Sr.,  the  champion  U.  C.  T.  member-getter,  and 
William  Henry  Horton  were  back  again  in  the  job. 
Brother  Jack  Beckwith,  one  of  the  oldest  rnenibtrs 
of  the  Council  came  up  to  say  good  luck  to  all  the 
boys  as  he  was  leaving  the  city,  to  locate  in  Denver, 
Colo. 

It  was  a  snappy  meeting  and  ended  by  the  Enter- 
tainment Committee  serving  light  refreshments. 
"Are  you  there,  Mike?"  If  you  didn't  see  this  at 
the  September  meeting,  come  up  to  October  28,  at 
which  time  he  will  be  at  the  Council  meeting. — 
(Mully.) 

Jamestown. — Chautauqua  Council,  No.  202, 
met  in  Odd  Fellows  Temple  September  16  at  7:30 
p.  m.,  after  their  summer  vacation.  Two  candidates 
were  obligated. 

After  a  short  business  meeting  the  meeting  ad- 
journed to  enable  the  members  and  their  families 
to  dance  until  12  p.  m.  Huming's  orchestra  fur- 
,  nished  the  music.  All  had  a  delightful  time. 

"This  winter  the  Council  will  hold  a  series  of  dances, 
and  card  parties  for  the  members  and  their  friends. 

The  Council  held  their  annual  picnic  in  Harring- 
ton's Grove  east  of  Frensburg  in  August.  It  was 
attended  by  a  large  crowd  and  everyone  had  a  fine 
time.  Races  and  sports  of  all  kinds  were  held  and 
also  two  ball  games,  one  for  the  ladies,  and  one  for 
the  gentlemen.  Ice  cream,  coffee,  lemonade,  and 
candy  were  distributed  by  the  Council. 

Chautauqua  Council  is  out  to  increase  its  member- 
ship this  winter  and  we  are  going  to  add  at  least  100 
new  members  by  February  1,  1923. — (J.  T.  M.) 

Brooklyn. — Saturday  evening,  September  9, 
Brooklyn  Council,  No.  165,  held  its  256th  regular 
monthly  meeting.  Quite  a  number  of  the  boys  turned 
out  to  usher  in  the  new  season.  The  Council  will 
have  a  very  busy  and  prosperous  period. 

Two  out  of  town  U.  C.  T.'s,  Chas.  B.  Coke,  of 
Oklahoma  Council,  No.  70,  and  A.  P.  Grass,  of 
Kanawha  Council,  No.  21,  dropped  in  to  pay  us  a 
visit,  and  expressed  their  intention  of  transferring 
to  our  Council  Immediately,  so  impressed  were  they 
with  our  home-like  gathering. 

There  is  an  unmistakable  spirit  at  Brooklyn  Coun- 
cil meetings,  which  can  be  found  at  few  others. 
The  very  atmosphere  is  permeated  with  that  friendly 
charitable  feeling  that  reminds  one  of  his  own  fireside 
at  home. 

Most  of  our  "regulars"  were  on  hand.  "Pop" 
Reuter  had  to  attend  a  block  party  and  his  absence 
was  greatly  felt. 

That  the  U.  C.  T.  has  done  a  big  thing  towards 
putting  us  further  in  the  lead  against  kindred  organ- 
izations, by  doubling  our  indemnity  in  regard  to 
railroad  accidents,  was  reflected  by  the  attitude  of 
the  Councilors;  thus  enabling  us  to  sell  our  member- 
ship and  insurance  as  the  best  policy  in  North  Amer- 
ica. 

You  are  asked  to  rally  to  the  support  of  old  No. 
165,  that  we  may  continue  to  be  the  best  Council 
in  New  York. 

Out  of  town  brethren,  members  of  other  Coxmcils, 
are  cordially  invited  to  drop  in  at  our  gatherings  and 
meet  the  boys,  and  see  what  they're  missing.- 
(G.  G.  P.) 


NOVEMBER 
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Auburn. — Auburn  Council,  No.  2f)7.  aroused  from 
its  slumbers  and,  with  wide-open  eyes  started  its 
fall  eampaign  for  increased  membership,  with  a 
vigor  that  bids  fair  to  carry  it  to  its  goal  of  second 
place,  at  least,  in  the  Grand  Council  of  the  state. 
It  is  now  occupying  fourth  place,  and  we  are  anxious 
to  see  it  grow  and  flourish. 

The  evening  festivities  began  with  one  of  Auburn 
Council's  famous  dinners  at  0:30,  and  there  were 
present  at  this  dinner  nearly  150  U  .  C.  T.  men,  includ- 
ing in  the  number  fifteen  members  of  Flower  City 
Council,  who  came  seventy  miles  to  greet  the 
Supreme  Secretary,  Walter  D.  Murphy.  Geneva 
Council  sent  a  delegation  of  something  Uke  fifteen 
or  twenty;  Syracuse  council  was  well  represented; 
Rome  council  had  a  delegate,  also  Elmira  Council. 

After  the  dinner,  the  Brothers  repaired  to  the 
Council  chamber  and  a  class  of  thirteen  candidates 
were  introduced  into  the  mysteries  and  beauties  of 
our  Order.  The  work  was  performed  by  the  regular 
officers  of  the  Council  and  with  no  opportunity  for 
reading  the  ritual,  because  the  only  light  in  the  room 
was  a  small  light  located  over  the  altar.  This  necessi- 
tated their  having  the  work  letter-perfect.  The  candi- 
dates seemed  greatly  impressed  and  after  they  had 
been  declared  members.  Supreme  Secretary  Murphy 
gave  them  a  good  talk  that  hit  not  only  the  newly 
elected,  but  the  older  members  of  the  Order,  calling 
their  attention  to  the  contract  they  had  made  with 
themselves  inasmuch  as  this  is  the  Order  of  each 
individual  member,  and  therefore  they  were  violating 
their  obligation  to  each  other,  and  their  loyalty  to 
themselves,  when  they  violated  a  contract  that  was 
of  such  vital  importance  to  themselves  and  their 
families. 

Past  Supreme  Counselor  Tate  of  Utica  was  with 
us  and  Grand  Counselor  H.  Spencer  Rowe  of  Oneonta 
shared  the  honors  of  being  our  prominent  guests, 
with  Brother  Murphy,  also  Winn  and  Norton  of  the 
Grand  line  officers.  It  was  a  wonderful  meeting  and 
gave  much  inspiration  to  our  members  as  well  as 
putting  our  membership  over  the  400  mark. 

The  Chairman  of  our  Grand  Promotion  Committee, 
Thomas  Nichobon,  member  of  Flower  City  Council, 
Arthur  J.  Killip  the  President  of  the  National  Secre- 
taries' Association,  the  Senior  Counselor  of  Flower 
City  Council,  No.  203,  James  White,  who  is  at  the 
head  of  the  largest  Council  of  commercial  travelers 
in  the  Supreme  jurisdiction  numbering  more  than 
1,700  members,  and  also  WilUam  O'Brien,  Senior 
Counselor  of  Central  City  Council,  at  SjTacuse. 
These  helped  to  add  dignity  and  honor  to  the  occa- 
sion, and  from  the  impressiveness  of  the  work, 
done  by  the  officers  of  Auburn  Council,  No.  267,  it 
u  tafe  to  B«y  that  not  only  our  own  members,  but 


fach  of  the  viwton),  went  awny  bettor  l'.  f  .  T  men 
from  having  been  present  and  seen  the  spirit  mani- 
fested in  the  earnestness  with  which  the  officers 
performed  their  duties. — (G.  11.  M.  C.  H.) 


Fostoria. — Unity  Council,  No.  229,  held  its 
regular  meeting  September  30. 

One  candidate  was  taken  into  the  Order.  It  being 
no  one  else  but  Frank  Adams  who  took  the  ride, 
and  said  he  liked  it.  Frank  is  well  known  by  all  and 
he  made  an  excellent  candidate.  Now  we  want  some 
more  like  him  for  the  October  meeting,  as  the  team 
has  promised  to  make  things  lively. 

A  committee  was  appointe<i  some  time  back  to  get 
some  new  paraphemalis,  and  they  have  already  got 
some  and  tried  it  out.  Jesse  Green  is  an  artist  at  this 
kind  of  work  and  he  tried  out  the  new  one  on  Adams 
and  it  worked  fine.  Much  credit  is  due  Jesse  for  this 
work. 

Quite  a  crowd  was  present  and  a  lively  time  was 
had.  After  which  a  delicious  luncheon  was  ser%ed 
by  a  committee  composed  of  Messrs  Green,  Welly 
and  Scheilds.  All  voted  that  they  were  experts  at 
the  feeding  stunt. 

Several  very  interesting  talks  were  given  by  some 
of  the  able  members. 

We  intend  to  have  some  real  times  this  fall  and 
those  that  don't  come  will  surely  miss  something. 

Let's  all  get  busy  and  make  old  I'nity  Council, 
No.  229,  a  real  one.  We  can  do  it.— (D.  C.  H.) 

Columbus. — Regular  meeting  of  Columbus  Coun- 
cil, No.  1,  was  caHed  to  order  at  2:30  p.  m.,  September 
9.  This  being  our  first  meeting  in  our  campaign 
for  new  members,  we  started  off  with  a  nice  class  of 
twenty-five,  two  reinstatements  and  three  transfers. 
While  this  was  not  as  large  as  some  of  the  classes 
we  expect  to  have  this  winter,  it  was  a  real  class  of 
Knights  of  the  Grip. 

The  officers  are  to  be  congratulated  on  the  way 
they  put  the  work  on.  As  usual.  Brother  Jacob  Rice 
scored  in  highest  honors  in  number  of  members  in 
this  class,  but  some  of  the  other  boj-s  are  going  to 
make  Uncle  Jake  step  some  before  the  winter  is  over. 

Brother  Fred  Tamireuther,  Chairman  of  Enter- 
tainment Committee,  and  his  committee  started 
in  well  by  the  wonderful  lunch  they  sen-ed.  All 
members  had  better  take  warning  and  not  miss  the 


n.eetings  as  ••T.„,n>"  and  his  con.mittce  have 
promised  some  great  surprise*  for  us  this  ye«r. 

Columbus  Council  is  endeavoring  to  make  this 
one  of  her  most  successful  years,  and  to  this  end 
18  putting  on  a  .Membership  Campaign  and  is  offer- ' 
ing  some  interesting  pritee,  and  hopes  every  mem- 
ber wiU  take  an  interest  in  thU  campaign.— (.Mike 
and  Ike.) 

Fore.t  City.— Our  campaign  for  1,000  members  is 
on.  Lvery  member  should  cash  in  on  one  of  our 
prizes. 

At  our  last  meeting  we  had  seven  applications  and 
one  reinstatement. 

Are  you  boosting  The  Sample  Case? 

We  expect  to  have  some  very  distinguished  Broth- 
ers for  our  November  meeting  and  all  try  to  be  there 
on  our  rally  day  meeting,  November  18,  1:30  p  m  • 
ball  and  dmne.  at  Hotel  Winton. 

The  Entertainment  Committee  has  a  good  pro- 
gram. Any  Brother  out  of  employment  keep  in 
touch  with  Secretary  Johnson. 

Tom,  the  cheese-buyer  at  the  Wiedeman  Co  ,  has 
been  appointed  Keeper  of  the  Scroll  for  Forrest  City 
Council. 

Oscar  has  an  order  in  for  glad  hands  for  all  workers. 
Business  conditions  look  for  the  better  and  all 
Brothers  can  get  one  application  before  December 

Senior  Counselor  Milder  has  gone  into  the  clothing 
business. — (W.  F.  H.) 

Cleveland.— Euclid  Council,  No.  421,  reconvened 
after  the  summer  vacation,  September  23,  with  a 
slam  and  a  bang.  The  attendance  was  very  satis- 
factory to  the  officers  who  were  all  present  and  on 
every  hand  the  greatest  of  enthusiasm  prevailed. 

Three  candidates  were  balloted  on  and  elected 
Earl  Edward  Kely,  Rocky  River,  Ohio;  Edward  f' 
Miller,  2049,  W.  85  St.,  both  representing  the  Luct- 
kemeyer  Co.,  and  Frank  F.  Mauser,  314  W.  52  St 
representing  Bloch  Brothers  Tobacco  Co.  Four  old 
members  found  the  error  of  their  ways  and  applied 
for  reinstatement  to  the  fold.  Like  the  prodigal 
son  they  were  given  a  cordial  welcome.  Through 
the  efforts  of  our  Secretary-Treasurer,  Mac,  the  list 
of  delinquents  have  materially  decreased.  With  the 
coming  of  fall  and  winter  everj'body  feels  the  need 
of  protecting  their  families  and  themselves  and  at 
the  same  time  participating  in  the  dances  and  parties 
that  are  to  be  held  during  the  coming  months. 
Due  to  the  fact  that  our  Senior  Counselor,  E.  D. 
Wolaver,  will  be  away  more  or  less  the  rest  of  his 
term,  having  just  formed  a  new  business'connection 
known  as  the  Burns-Wolaver  Co.,  Incorporated; 
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and  cannot  kIvc  the  attention  to  Council  afTuim  the 
office  requires,  tendered  his  reeiKnation,  which  wan 
accepted.  I'ago  Herb  NcbbbI  also  reaigncd,  tut  liin 
busincBs  tal<cB  him  out  of  the  city,  preventing  him 
from  attcndinp;  tlio  ini-ctine.  We  all  regret  the  con- 
(litionti  for  hotli  are  good  men. 

One  of  tlio  oldoBt  memberB  in  the  Couniill  put  in 
his  appearance  for  the  firBt  time  in  many  moons, 
S.  A.  Schwartz,  and  became  so  enthusiastic  during 
tlic  meeting  that  he  promised  to  attend  every  meet- 
ing the  balance  of  the  term.  A  communication  wos 
read  by  our  flecrotary  from  the  Ladies'  Auxiliary, 
SunBhino  Club  division,  inviting  the  members  to 
become  interested,  which  they  did  by  liberally  con- 
tributing to  the  fund,  which  is  used  to  purchase 
flowers,  fruit,  etc.,  for  the  unfortunate  members  who 
are  ill  or  have  met  with  an  accident,  bo  bringing  to 
thom  sunshine,  fraternal  love  and  sympathy. 

On  September  20  the  Executive  Committee,  con- 
sisting of  WilBon,  Steltcr,  Berry,  Macllroy  and  Caul- 
kins,  met  and  appointed  the  following  officers  to 
fill  those  vacancies  caused  by  resignationB.  Junior 
Counselor  Walter  Berry  to  become  Senior  Counselor, 
Conductor  Earl  Hungcrford  to  become  Jr.  Coun- 
selor, Page  R.  J.  Haley  to  become  Conductor  and 
Sentinel  C.  N.  Soule  to  become  Page.  The  office 
of  Sentinel  was  left  open  for  further  conBidcration. 

The  Grand  Council  has  set  our  quota  at  100  new 
members.  Let  each  and  every  one  of  U8  make  it  a 
point  to  secure  an  application  for  the  next  meeting. 
Remember  the  more  good  we  do,  the  happier  we 
will  be,  and  that  every  man  we  in  terest  in  our  Grand 
Order,  we  have  not  only  done  him  a  good  term  but 
his  family  as  well. — (Skibo.) 

Akron. — The  regular  meeting  on  September  16 
was  fairly  well  attended.  Two  applications  were 
presented  for  membership. 

Brother  John  H.  Tceple  was  reported  on  the  sick 
list  with  pneumonia,  which  proved  fatal,  he  being 
called  across  the  Great  Divide  after  an  illness  of 
five  days.  Two  hours  after  his  death  the  bene- 
ficiary was  in  possession  of  the  cash  payable  to 
members  of  Akron  Council's  Mutual  Benefit  Asso- 
ciation. Brother  John,  as  he  was  familiarly  known, 
had  been  connected  with  the  well-known  cigar  job- 
bing firm  of  J.  M.  Doran  &  Co.  for  more  than  twenty- 
five  years. 

Brother  Kid  well  Curry,  suffering  from  appendi- 
citis, was  removed  to  the  city  hospital  on  the  20th 
to  undergo  an  operation.  From  last  reports  he  is 
getting  along  very  nicely. 

Now,  boys,  get  ready  for  a  big  fall  and  winter 
campaign,  which  is  to  be  started  at  our  next  meet- 
ing. Get  your  nnndidntes  lined  up  early.  Don't 
wait  for  next  year.  The  Grand  Council  has  set 
our  quota  for  the  fiscal  year  at  100. 

A  special  effort  should  be  made  by  all  members 
to  get  after  every  eligible  in  the  city  to  bring  our 
membership  up  to  .500  by  April  1.  Keep  the  em- 
blem of  the  Order  in  sight.  It  stands  for  the  best 
and  only  Order  in  the  world  composed  of  one  class 
of  men.- — (Heinle.) 

Akron. — The  Ladies'  Auxiliary  was  entertained 
in  July  by  Mrs.  W.  H.  Lewis  and  Mrs.  E.  A.  Cramer 
at  the  Lewis  home.  The  day  being  very  warm  no 
business  session  was  held  and  the  social  feature  of 
the  afternoon  was  the  lawn  party. 

The  August  meeting,  with  a  picnic  luncheon  at 
the  home  of  Mrs.  H.  W.  Smith  at  Atwater,  was  an 
all-day  affair  and  well  attended.  After  luncheon 
the  "bunch"  was  "kodaked." 

August  22  was  a  red  letter  day.  The  ladies 
chartered  a  Goodyear  bus  and  a  jolly  crowd  went 
to  Cleveland  to  spend  the  day  at  Euclid  Beach. 

The  latter  part  of  the  month  Mrs.  E.  A.  Shutt's 
home  was  the  scene  of  a  pleasant  afternoon  party, 
having  Mrs.  Blanche  Garmen  Shook,  (recently 
wedded)  as  honor  guest.  She  was  presented  a 
Koltex  rocker  from  the  Auxiliary. 

Then  came  the  September  dinner  party,  Mrs.  H. 
C.  Hoover  and  Mrs.  H.  A.  Palmer,  hostesses,  at 
the  home  of  the  former. 

A  happy  windup  of  our  out-of-doors  gatherings 
for  the  season,  was  the  "corn  and  weiner"  roast  at 
the  Gammater  cabin  (Gammater  game  reseire). 
It  was  another  red  letter  day,  with  seventy  in  attend- 
ance and  a  regular  good  time  was  enjoyed  by  all. 
— (Squiz.) 

Newark. — Newark  Council,  No.  274,  met  on  the 
usual  third  Saturday  of  September.  We  had  a  fair 
attendance. 

Brother  Roley  occupied  the  chair.  It  was  very 
natural  to  see  him  occupjing  the  position  of  Senior 
Counselor  in  which  he  served  so  well. 

The  regular  procedure  of  business  was  quickly 
attended  to,  and  we  had  the  pleasure  to  initiate 
three  members,  .\shcraft,  Gogal  and  Brunner. 

The  new  members  were  jolly  fellows  and  passed 
the  ordeal  of  initiation  with  becoming  credit  and 


were  glad  when  it  wan  through  to  testify  their 
pleasure  to  be  recognized  as  members  of  the  great 
U.  C.  T.  family. 

It  wa»  decided  to  notify  each  member  by  card  of 
the  October  meeting,  the  third  Saturday  in  October, 
and  at  7:30  p.  m.  promptly,  when  there  is  to  be  a 
real  Council  meeting,  the  Program  Committee  is  to 
provide  attractive  features  that  will  pull  every 
member  to  the  meeting  to  utiirt  a  fall  push  for 
interest  after  summer  relaxation. 

We  want  to  impress  on  the  officials  to  make  a 
real  effort  to  be  on  hand,  and,  if  lawfully  detained, 
to  call  up  some  brother,  and  notify  their  inability 
to  be  present,  then  each  member  to  feel  it  is  an  obli- 
gation of  responflibility  to  come  to  share  the  pleasures 
and  activities  of  the  Council. 

The  sure  way  to  kill  any  movement  is  to  keep 
away  and  let  the  other  fellow  do  the  work.  We  are 
a  class  of  boosters  and  pushers  on  the  road.  Give 
the  Council  the  same  attention  to  make  it  go. — 
(R.  N.) 

Mansfield. — Mansfield  Council,  No.  13,  held  an 
interesting  and  profitable  meeting  September  9. 
Brother  Lew  Gutzwilcr  was  appointed  to  fill  the 
unexpired  term  of  Sentinel,  and  Brother  Frank- 
haviser  was  advanced  to  Page. 

One  brother  was  reinstated,  one  candidate  initiated 
and  one  applicant  balloted  on. 

Brother  Marion  Cline  has  opened  a  fine  and 
home-like  hotel  at  the  corner  of  Third  and  Diamond 
Streets,  called  the  Fairview. 

The  next  regular  meeting  was  to  be  held  the  third 
Saturday  of  October,  instead  of  the  second  Saturday, 
on  account  of  Brothers  Snapp  and  Wolf  being  in 
Columbus. 

Please  send  the  names  of  any  prospective  candi- 
dates to  Brother  J.  W,  Kennedy,  73  Penn  Ave.,  or 
J.  P.  Snopp,  60  Venumon  Ave. 

Our  quota  for  this  year  is  forty  members,  so  be 
sure  to  get  busy. — (J.  E.  N.) 

Portsmouth. — River  City  Council,  No.  11,  held 
their  regular  monthly  meeting  September  30; 
eighteen  applications  were  balloted  upon  favorably 
and  six  more  were  received  and  referred  to  a  com- 
mittee for  investigation,  which  means  that  we  will 
have  a  very  jolly  party  at  our  next  meeting  "in 
October.  The  Entertainment  Committee  were  in- 
structed to  have  the  fatted  lamb  ready  for  this  meet- 
ing and  invitations  were  ordered  sent  to  our  good 
neighboring  Councils  at  fronton,  Chillicothe  and 
Huntington,  so  we  are,  "all  set"  for  a  real  old- 
fashioned  meeting  in  October. 

Senior  Counselor  Foster  appointed  Brothers 
Slattery,  Anderson  and  Withrow  to  report  at  our  next 
meeting  as  to  the  advisability  of  holding  a  minstrel 
in  the  near  future. 

Senior  Counselor  Foster  very  successfully  worked 
a  surprise  on  Past  Counselor  Edw.  J.  Gims;  the 
Senior  Counselor  asked  Past  Counselor  Montavon  to 
take  the  chair  and  Brother  Montavon,  in  a  very 
neat  speech,  presented  Brother  Gims  a  Past  Coun- 
selor's jewel:  and,  in  spite  of  his  surprise.  Brother 
Gims  responded  in  a  very  nice  speech  of  acceptance. 
Brother  Gims  has  been  a  faithful  worker  for  old 
River  City  for  the  past  twenty-five  years,  and  he 
is  still  ready  and  willing  to  do  anything  to  advance 
the  interests  of  the  Council.  If  we  just  had  a  whole 
flock  of  Eddie  Gim's,  we  would  have  the  best  council 
in  the  Supreme  jurisdiction,  but  since  there  is  only 
one  Eddie  wc  are  going  to  confine  this  to  the  Grand 
jurisdiction  and  be  contented. 

Ex-Secretary  J.  D.  Bridges  is  get'ing  along  fine 
after  his  illness  a  few  weeks  ago.  Jack  says  you  can't 
keep  a  good  man  down. 

Secretary  M.  J.  Ruggles  is  working  very  hard  to 
have  a  class  of  fifty  for  our  next  meeting.  He  says 
we  ought  to  get  them  easy.  And  if  some  of  us  don't 
hurry  up  and  bring  in  some  applications  he'll  have 
the  whole  class  all  by  himself. 

Brother  J.  B.  Kochhiser,  who  has  been  located 
here  for  the  past  fifteen  years  for  Johns-Mansville 
Co.,  has  been  transferred  to  Fort  Wayne,  Ind. 
Everybody  was  sorry  to  see  him  go,  because  there 
never  was  a  more  popular  "Knight  of  the  Grip" 
Chan  Barney.  Luck  to  you,  Barney,  remember  our 
latchstring  is  always  out  down  this  way 

Brother  A.  J.  Slattery,  who  for  the  past  several 
years  has  been  local  salesman  for  Armour  & 
Co.,  recently  organized  the  Portsmouth  Provision 
Co.  Brother  "Slat"  is  a  hustler  and  his  many 
friends  know  that  this  new  venture  will  be  a  success 
under  his  management. — (W.) 

Toledo. — Perhaps  the  biggest  service  any  member 
of  Toledo  Council,  No.  10,  can  render  to  the  Council 
is  to  secure  at  least  one  new  application  for  member- 
ship in  our  great  Order.  If  it's  good  enough  for  you,  it 
ought  to  be  equally  as  good  for  that  friend  of  yours 
who  is  also  a  traveling  man.  If  it's  impossible  to  get 
to  the  meetings  on  the  first  Saturday  of  each  month 
in  Valentine  Hall,  you  can  manifest  your  interest  by 


seudiug  in  an  application  instead.  Will  you  do  that 
this  month.  Brother?   If  you  go,  we'll  growl 

Chas.  E.  Grossman  has  been  appointed  Chairman 
of  the  Entertainment  Committee  and  the  committee 
announces  the  first  of  a  series  of  winter  entertain- 
ments in  the  form  of  a  dance  to  be  held  in  Valentine 
Hall,  Saturday,  November  IS.  This  is  for  members, 
their  families  and  prospective  members.  You'll 
have  a  good  time,  good  music  and  refreebraenta. 
A  Christmas  party  in  December  and  probably  a  card 
party  in  January  arc  coming  events.  Are  you  in  on 
them7-(C.  E.  O.) 
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Vancouver,  B.  C. — The  boys  of  Vancouver 
Council,  No.  284,  are  surely  readers  of  the  Sample 
Case  all  right,  and,  if  there  is  no  news  in  the  Novem- 
ber issue,  I  am  afraid  the  scribe  will  be  amongst 
those  not  present. 

In  my  last  letter  I  made  a  few  remarks  about  the 
picnic,  which  was  slated  to  take  place  on  September 
26,  but  alas,  the  good  intentions  were  all  wrong. 
The  cauBe  for  calling  off  the  picnic  was  cold  rain  or 
cold  weather,  or  aomelhinq  it  has  been  rumored 
around,  however,  that  it  might  have  been  "Kold- 
feetitis." 

We  have  a  number  of  members  out  of  employ- 
ment, and  if  any  member  of  any  council  anywhere 
knows  of  any  system  in  operation  whereby  a  L'.  C. 
T.  in  need  of  employment  may  get  information  and 
help  to  land  the  necessary  position,  he  might  for- 
ward the  particulars  to  the  Secretary  of  Nc  284, 
for  his  information. 

The  winter  session  will  soon  be  on  us  and  the 
boys  are  looking  ferward  to  the  open  nights.  Here's 
hoping  we  will  have  some  dandy  ones. — (Scribe.) 

Portland,  Ore. — At  the  regular  meeting,  held  by 
Oregon  Council,  No.  84,  which  was  postponed  from 
the  last  Saturday  in  June  to  September  23,  all 
officers  filled  their  stations. 

Our  old  quarters  has  been  changed  from  the 
Portland  Hotel  to  the  Knights  of  Pythias'  Hall, 
where  we  have  a  large  and  spacious  hall. 

Council  No.  84  is  starting  with  more  push  and 
pep  than  has  ever  been  displayed  before,  and  one  of 
the  first  things  in  order  is  to  hold  a  noon-<lay  luncheon 
at  one  of  our  popular  cafes  every  Wednesday.  This 
is  a  grand  idea,  as  it  gives  the  boys  a  chance  to  meet 
one  another  more  often  and  get  acquainted,  also, 
any  visiting  member  in  our  city  has  the  opportunity 
of  being  at  home  and  seeing  OMi  boys,  and  we  wish 
every  member,  or  visiting  member,  to  join  with  us 
in  making  this  a  large  gathering. 

The  recent  sudden  death  of  Brother  George  W. 
Price,  Page,  has  caused  much  sorrow  among  the 
members. 

It  is  with  pleasure  wc  announce  that  we  have, 
several  new  grip-luggers  who  are  going  to  be  put 
over  the  road  at  our  October  meeting. 

The  Membership  Committee,  which  has  recently 
been  appointed,  and  who  by  the  way  are  live  wires, 
has  several  more  members  on  file  and  they  expect 
to  round  up  and  be  ready  for  the  largest  class  of 
new  members  that  Council  No.  84  has  seen  for  some 
time.  Good  luck,  boys.  Keep  it  up;  that  is  what 
we  want — lots  of  push  and  pep — the  more  members 
the  merrier. 

We  are  glad  to  see  the  Ladies'  Auxiliary  are  show- 
ing so  much  enthusiasm  in  forming  a  committee  for 
entertainment  this  fall  and  winter. 

We  have  not  forgotten  the  splendid  dances  they 
gave  last  winter,  which  were  certainly  enjoyed  by 
everyone  and  we  certainly  are  with  you  to  a  member 
in  making  this  winter  a  huge  success.  There  is 
one  thing,  boys,  we  cannot  get  along  without  the 
ladies,  so  let  \is  give  them  o>ir  full  and  earnest 
support.— (W.  McK.) 

Tacoma,  Wash. — Tacoma  Council,  No.  124,  has 
just  started  a  campaign  for  new  members.  Our  aim 
is  to  increase  the  membership  of  this  Council  by 
twenty-five  per  cent. 

The  last  meeting  was  one  of  the  li\'est  in  many 
months  and  the  Entertainment  Committee  anneunce 
that  all  meetings  during  the  winter  months  will  be 
full  of  pep.  They  state  that  they  will  spring  a 
surprise  at  each  meeting,  the  nature  of  which  will 
be  kept  a  secret,  so  that  it  wnll  be  necessary  to  attend 
the  meetings  to  know  what  is  going  on  at  all  times. 

A  number  of  attractive  window-signs  are  being 
made  to  be  placed  in  several  hotels  in  the  city  and 
vicinity,  giving  the  dates  and  place  of  meetings  of 
Tacoma  Council,  No.  124. 
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Secretary  H.  A.  Thompson  la  reading  naniea  of 
upplicanta  for  memherahip  at  each  meeting  ami 
clii8Bea  of  candidates  are  becoming  members  at  each 
meeting. 

The  newly  elected  officers  of  this  Council  have 
iiieiiioriarti  their  rituals  and  meetings  are  run  off  in 
snappy  form. 

It  is  the  desire  of  Senior  Counselor  Wolfe  to  make 
our  meetings  so  interesting  that  members  will  feel 
that  they  can  not  afTord  to  misa  any  of  them. 

Ofhcera  of  Council,  No.  124,  announce  that  a 
hearty  welcome  is  always  given  visiting  brotbera. 
-(W.  L.  C.) 

Seattle,  Wash. — The  regular  meeting  of  Seattle 
Council,  No.  83,  was  held  September  16,  and  was 
called  to  order  at  7:30  p.  m.  by  Senior  Counselor 
I'aul  T.  Kennedy,  in  order  to  dispose  of  the  bunineas 
meeting,  so  as  to  be  ready  for  the  big  dance  which 
was  scheduled  for  0  p.  m. 

The  subject  of  securing  a  meeting-place  mora 
centrally  located  was  discussed.  It  is  believed  a 
hall  nearer  the  center  of  the  business  section  of  the 
city  would  tempt  many  members  living  in  the  out- 
lying districts  to  attend  our  meetings,  who  have 
found  it  rather  diflieult  to  do  so  under  present 
arrangements.  A  committee  has  been  appointed  to 
investigate  and  report  at  the  October  meeting. 

After  an  enthusiastic  business  meeting  the  large 
doors  to  the  dancing  auditorium  were  thrown  open 
and  every  one  enjoyed  the  fine  music  provided  by 
the  orchestra,  as  well  as  the  delicious  punch,  all  of 
which  had  been  arranged  for  by  Counselor  T.  J. 
Pruden,  who  had  full  charge  of  providing  the  even- 
ings entertainment.  This  is  not  the  first  successful" 
affair  of  this  kind  pulled  off  by  Brothre  Pruden,  and 
it  looks  like  he  has  inherited  a  life-long  job. 

Another  interesting  feature  of  the  evening, 
particularly  to  the  ladies,  was  the  lecture  by  Senior 
Counselor  Kennedy,  covering  the  many  superior 
features  of  U.  C.  T.,  as  well  as  his  interesting  delivery 
of  the  Ray  of  Hope  lecture  illustrated  with  lantern- 
slidea.— (C.  L.  S.) 


Philadelphia. — Here  are  just  a  few  words  for 
every  member  of  our  Council  who  made  his  business 
to  be  somewhere  else  except  at  the  Council  meeting 
on  October  7.  We  are  sure  that  if  you  only  knew 
what  was  going  to  happen,  you  would  have  been  on 
the  job  early.  For  instance,  there  was  an  extra  big 
crowd,  several  new  candidates,  who  produced  a 
barrel  of  fun,  and  at  the  end  of  the  big  show  our 
good  ladies  served  us  delicious  fried  oysters  and  other 
appetijing  things. 

'\Vc  were  particularly  favored  by  having  Grand 
Counselor  Reeder  with  us.  Thia  is  his  first  vi<sit  and 
every  man  in  the  room  was  greatly  impressed  with 
the  splendid  manner  in  which  he  addressed  us. 
He  made  an  earnest  appeal  for  a  greater  membership 
in  Philadelphia,  and  could  see,  no  reason  why  this 
increase  should  not  take  place  if  the  real  effort  was 
put  forward.  It  was  evident  that  Brother  Reeder's 
address  caused  every  man  in  the  room  to  feel  that 
he  had  fallen  down  on  the  job.  Our  Grand  officer's 
visit  will  not  be  forgotten. 

It  looked  good  and  it  made  us  very  happy  to  see 
Past  Counselor  George  HofT  in  the  room.  George 
has  not  been  with  us  for  a  long  time.  We  came 
across  him  in  Harrisburg  entertaining  a  lot  of 
order-takers  in  the  hotel  lobby.  We  got  him  aside 
and  told  him  about  the  nice  happenings  around  the 
Council,  so  George  got  on  the  job.  Lew  Bremer  also 
came  around. 

As  to  Robert  Morris  Hotel,  it  is  still  unfinished. 
For  this  reason  we  cannot  give  you  much  informa- 
tion on  the  club-room  subject.  The  committee  is 
Working  hard  and  just  at  the  moment  everything  is 
completed,  you  will  be  advised  as  to  just  what  is 
what.— (H.  M.  H.) 

Williamsport. — On  October  7  Williamsport 
Council,  No.  350,  placed  another  prominent  notch 
of  pride  upon  the  advancement  of  its  local  organiza- 
tion. The  day  had  been  set  apart  for  the  opening 
of  an  extensive  fall  and  winter  campaign,  plans  did 
Dot  fall  short.  In  fact  the  program  was  quite  ex- 
tensive, it  being  necessary  to  devote  both  the  after- 
noon and  evening  to  the  occasion. 

The  afternoon  session  comprised  only  the  regular 
business  meeting,  in  which  many  interesting  sugges- 
tions were  submitted  in  reference  to  the  fall  and 
winter  activities.  At  the  evenine  assembly  Past 
Counselor  Charles  Schultz,  also  President  of  the 
West  Branch  Traveler's  Club,  was  given  a  short 
the  recess  of  the  Council,  to  submit  his 


plans  for  the  coming  Williamspo.t  Food  Fair,  the 
Council  co-operating  with  said  club  in  the  promotion 
of  the  show  because  of  the  fact  that  every  member 
of  the  local  Council  io  a  luoinber  of  the  West  Branch 
organiiation.  Brother  .Scliult*  presented  final 
details  and  plana  on  the  fair,  stating  that  i)raciirally 
all  booths  had  been  sold,  and  that  there  would  be  at 
least  twelve  more  than  last  year,  another  section  of 
the  large  armory  to  be  unwI  for  said  purpose;  In  con- 
cluaion,  he  rtated  that  every  Brother  should  consider 
this  his  show,  luppor*  the  Chairman  on  the  com- 
mittee on  which  he  is  appointed,  and  aim  fo.-  a  better 
fair  than  that  of  last  year.  Don't  forget  the  date, 
en'.ire  week  beginning  November  13. 

The  Council  again  re8ume<l  its  work  and  the 
degiee  team,  led  by  B  other  Clifford  Price,  acting 
as  Senior  Counselor,  who  upon  acquiring  their 
respective  positions,  presented  a  very  neat,  as  well 
as  attractive  appearance,  in  new  tuxedos,  and  the 
work  presented  was  surely  a  matter  of  pride  to  any 
Council,  five  candidates  having  been  eeco.-ted  upon 
the  mysterious  trip.  Brother  Schults  presented  the 
"Ray  of  Hope"  in  his  usual  impressive  manner. 

Williamsport  Council  greatly  enjoyed  the  visit 
of  Charles  F.  Bromley  from  Elmira,  N.  Y.,  No. 
236. 

Our  Entertainment  Committee  was  in  evidence, 
upon  the  conclusion  of  our  meeting,  giving  us  a 
splendid  buffet-luncheon  with  lots  of  ice-cream  and 
several  good  social  features.  They  are  now  prcpnr- 
intf  for  the  November  meeting,  so  don't  miss  the  ko<xI 
time  that  nearly  sixty  of  your  Brothci  travelers 
enjoyed  on  this  event.  Vour  presence  encourages 
your  Senior  Counsclo.,  and  those  who  arc  trying  to 
bring  your  Council  to  the  front.  That  other  date  is 
November  13. — (M.  F.  W.) 


There  was  a  young  lady  named  Astor, 

Whose  clothes  fit  her  just  like  a  plaster 

When  she  tried  to  sneese. 

She  felt  a  cool  breeie. 

And  she  knew  there  had  been  a  disaster. 

— ICIippe<l. 


Warren— The  regular  October  meeting  was  callc<l 
to  order  by  the  Senior  Counselor.  Three  officers  were 
absent  and  about  1 40  members.  Were  you  one  of  the 
absentees  and  may  we  ask  why  you  were  not  at  the 
meeting  Brothers,  you  are  missing  something  when 
you  miss  these  mee.ings.  Why.  the  talk  given  by 
Brother  C.  A.  Strong  on  his  hardest  sale  when  he  was 
with  the  Jacobs  Machine  Co.,  was  worth  any  man's 
time. 

Frank  Cosmano  was  initiated  into  the  mysteries 
of  the  Order  in  full  form.  Although  the  degree  team 
was  somewhat  crippled  by  the  absence  of  some  of  the 
members,  the  work  went  along  finely,  more  so  by  the 
asitistance  of  Brother  Byron  Olski  at  the  piano.  It 
surely  added  to  the  work  to  have  music  and  we  hope 
Brother  Olski  will  favor  us  oftener. 

At  the  close  of  the  meeting  cigars  were  passed  by 
the  Refreshment  Committee. 

The  Senior  Counselor  placed  much  stress  on  the 
importance  of  each  member,  carrying  a  copy  of  The 
Sample  Cose  the  balance  of  this  month  and  sell  every 
traveling  salesman  with  whom  they  come  in  con- 
tact and  who  is  not  a  member  of  the  U  C.  T.  a 
subscription.  Boys,  one  issue  is  worth  the  price  of  a 
whole  years'  subscription.  Don't  you  agree  with  me? 
Well,  then,  why  don't  you  go  out  and  sell  them. 
It  seems  too  bad  that  the  Editor  who  is  giving  us 
such  a  wonderful  magazine  does  not  get  the  coopera- 
tion of  the  men  of  the  Order.  We  know  it  is  only 
carelessness  on  the  part  of  the  members  so,  boys,  let's 
show  Brother  Smith  that  Warren  Council  is  with 
him  to  a  man  and  that  we  appreciate  the  magazine 
he  is  giving  us.  Don't  forget  to  put  a  copy  in  your 
grip  right  now  before  you  read  another  word  and  then 
use  it  to  get  new  subscriptions. 

Boys,  if  we  get  the  fellows  who  are  not  already 
in  the  Order  to  read  The  Sample  Case,  it  won't  be 
very  long  before  they  will  make  application  for 
membership  to  the  Order.  Boys,  take  this  seriously. 

Next  meeting  is  November  4.— (H.  A.  F.) 

Wilkes-Barre.  WUkes-Barre  Council,  No.  426, 

will  hold  a  Class  Day  at  the  Knights  of  Pythias  Hall 
on  the  second  Saturday  of  October,  at  which  time 
they  will  initiate  a  class  of  twenty.  Scranton 
Council  are  expected  to  be  there  in  a  body  as  guests 
to  witness  the  initiation,  and  it  is  expected  that  this 


will  prove  one  of  the  most  interesting  meetings  in 
the  history  of  th  Wilkes-Barre  Council. 

Smce  the  installation  of  our  new  officers.  No  426 
has  made  some  fast  strides  and  the  interest  shown 
by  the  Brothers  and  the  attendance  at  the  regular 
meetings  is  very  gratifying.  One  of  our  principal  • 
aims  IS  to  initiate  as  many  as  possible  on  every 
meeting  night,  and  it  has  been  some  time  since  we 
lisd  a  meeting  without  an  initiation.  It  shows  that 
the  spirit  that  prevails  among  our  members  is  very 
iiery. — (Mac.) 

Warren.-Eightcen  jolly  travellers  journied  to 
Kane,  Pa.,  .September  16,  to  initiate  a  class  of  can- 
didates into  the  mysteries  of  U.  C.  T  ism 

Due  to  the  unavoidable  absence  of  the  Senior 
Counse  or,  the  meeting  was  called  to  order  by  Past 
Counselor  A.  M.  Peterson,  who.  by  the  way,  got  the 
class  of  five  candidates  lined  up  More  power  to 
you,  Pete! 

From  the  beginning,  which  was  a  grand  supper 
served  by  the  Rebekah  Lo<lge  of  Kan^  to  th^end 
the  Degree  of  Yellow  Dog,  tfce  whole  meeting  was 
a  howling  success. 

Th«  class  consisted  of  G.  A.  Gunnarson,  W.  F 
Ritz,  who  was  elected  and  installed  as  keeper  of 
the  Roll  for  the  ensuing  term,  John  Hinnell  H  G 
Bently,  and  W.  A.  Kebbler 

Councilor  Killmore  of  DuBoise  Council  and 
District  Deputy  J.  R.  Wolf  were  dUtinguished 
guesth,  also  Councilor  Roberts  of  Chautauqua 
i^ouncU,  all  of  whom  gave  very  interesting  addressee 
Brothers  Mount  and  C.  A.  Strong  also  responded 
with  very  fine  talks. 

Everyone  voted  it  the  best  time  ever— (H  A. F.) 
Wllll.m.port.— Our  fall  and  winter  activities 
begun  October  7,  with  an  afternoon  and  evening 
session  at  which  we  initiated  a  large  class  of  candi- 
dates; business  and  degree  work  in  the  afternoon 
continue<l  degree  work  followed  by  a  social  session 
in  the  evening.  Senior  Counselor  Hamm  U  starting 
an  aggressive  U  C.  T.  rerival,  and  the  spirit  of  our 
presiding  officer  is  working  through  the  entire 
membership. 

Our  quota  is  lOO  new  mcml>ers  this  fiscal  year 
and  every  member  is  in  earnest  to  reach  this  goal' 
The  .Social  Committee  has  arranged  many  attrac- 
tive features  for  the  season,  including  dancing,  card 
parties,  oyster  suppers  and  famUy  gatherings  for 
a  general  good  time.  I  must  not  neglect  to  mention 
our  newly  organized  quartet,  which  will  be  a  prom- 
inent fetaure  at  all  gatherings.— (Correspondent.) 

Pittsburgh.— Fort  Pitt  Council,  No.  171,  has  as 
Its  guest  our  beloved  past  Grand  Counselor  and 
District  Deputy,  Wm.  (Billy)  C.  Baum.  at  our 
September  9  meeting.  He  was  greeted  with  a  large 
attendance,  eight  initiates,  one  transfer  and  one 
reinstatement.  The  officers  were  in  evening  dress 
for  this  occasion  as  a  mark  of  respect  for  him. 

His  Ulks  were  very  instructive,  and  we  appre- 
ciated hU  coming  so  well  that  he  promised  that  he 
would  make  a  visit  at  every  meeting  until  the  Grand 
Council  meeting  in  June.  He  wants  our  Council 
to  be  the  best  and  strongest  in  this  jurisdiction,  and 
we  can  do  it  for  him  by  a  little  effort  on  the  part  of 
the  members.  Since  our  double  indemnity,  while 
a  passenger  on  a  railroad  train,  or  should  one  die 
after  ninety  days  from  a  railroad  accident  while  a 
pa8.senger.  we  will  allow  $12,600,  so  you  see  it's 
worth  the  efforts  of  the  members. 

At  our  October  meeting,  we  formed  a  ladies' 
auxiliary.  The  ladies  can  be  of  real  help  to  this 
Council,  and  keep  the  members,  who  seem  to  think 
there  are  from  60  to  90  days  to  a  month,  from  being 
delinquent.  It  costs  money  to  be  continually 
"dunning"  the  members  for  the  big  things  we  give 
for  the  small  cost  of  about  five  cents  per  day. 

The  sincere  sympathy  of  our  Council  goes  out  to 
Past  Senior  Counselor  Harry  M.  Steepleton,  who 
suffered  the  loss  of  his  beloved  wife.  Proper  reso- 
lutions were  passed  in  extending  our  sympathy  to 
him 

Beginning  with  Assessment  No.  171,  we  will  send 
out  but  four  assessments  next  year  of  $3.00  each, 
instead  of  the  $2.00  every  two  months,  and  we  are 
sure  this  will  be  better  for  all,  for  the  total  cost  of 
but  $16.00  will  be  the  same. 

Don't  forget  the  change  of  address  of  the  Secre- 
tary to  2657  Perryville  Avenue,  in  case  yon  have 
not  received  my  card. — (A.H.B.) 

SOUTH  DAKOTA 


Watertown. — That  was  some  duck  feed  we  had 
after  the  regular  Council  meeting  which  was  opened 
at  7:30,  with  forty  members  present,  and 'each  and 
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rU  enthusiBBtic.  About  9:30  the  members  and  their 
familieii  aiwcmblcd  around  the  banquet  table  and 
enjoyed  a  very  bountiful  spread  provided  by  tlie 
EntertKinmeni  Committee,  which  wae  headed  by 
"Uttlo"  Jesse  Welsh,  chairman.  Senoir  Counselor 
Zcrwas  presided  at  the  board,  and  others  called  on 
were  Brothers  Don  Livingston,  C.  B.  Tannye  and 
IL  B.  BoBsert  for  a  talk.  Each  responded  with  a 
line  that  was  not  only  very  interesting  but  of  value 
educationolly.  After  the  banquet  dancing  was  the 
entertainment  until  the  close. 

Watertown  Council  has  started  the  organisation 
of  a  Ladies'  Auxiliary,  and  the  Senior  Counselor 
appointed  Mrs.  Sumner  E.  Thompson,  Mrs.  H.  A. 
Evans,  and  Mrs.  O.  W.  Buckendorf  a  committee  of 
three  to  start  the  ball  rolling.  Turn  out.  Brothers, 
to  our  meetings  and  enjoy  them  with  us.  We  are 
going  to  have  some  hummers. — (Uncle  Fuller  ) 


NOVEMBER 


^  T  E 
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Beaumont.— What  promises  to  be  one  of  the 

most  active  and  beneficial  civic  organizations  in 
Beaumont  was  launched  October  0  when  sorne 
twenty-five  traveling  men  and  their  guests  met  in 
the  main  dining  hall  of  the  Crosby  House  to  discuss 
the  proposition  around  the  banquet  board.  The 
new  organization  will  be  known  as  the  Salesman's 
Luncheon  Club,  composed  of  the  near  500  travel- 
ing men  in  Beaumont  who  are  members  of  the 
U.  C.  T.  Fred  N.  Jarnogin,  who  presided  at  the 
meeting,  stated  that  the  club  would  take  an  active 
part  in  civic  affairs,  working  in  conjunction  with 
the  chamber  of  commerce  and  similar  organizations. 

Joe  Landry,  Grand  Counselor,  said  that  he 
hoped  the  organization  would  play  an  important 
part  in  the  affairs  of  Beaumont,  East  Texas  and 
West  Louisiana  in  the  future.  He  declared  that  the 
traveling  men  should  be  identified  with  all  move- 
ments for  the  uplift  of  the  city  both  commercially 
and  socially.  Mr.  Landry  then  kept  his  audience 
in  an  uproar  with  some  of  his  choice  stories. 


WI 
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Wanted— Loyalty  Lecture 

At  the  Supreme  Council  ses- 
sion in  1921  it  was  suggested 
thai  a  lecture  on  Loyalty  be  in- 
corporated in  our  ritual.  At 
the  session  in  1922  a  commit- 
tee was  appointed  to  revise  the 
ritual  and  the  committee  would 
be  glad  to  have  any  member 
interested  submit  a  lecture  or 
make  suggestions  in  refererux 
to  a  lecture  on  Loyalty.  The 
chairman  of  the  Committee  on 
Ritual  is  Brother  J.  C.  Lee, 
Hastings,  Nebraska,  to  whom 
all  communications  should  be 
addressed. 


LaCrosse.— -The  Entertainment  Committee,  T. 
E.  Dobbins,  Chairman,  N.  Larson  and  J.  T.  Engelke, 
did  themselves  proud  in  what  they  gave  us  October 
14.  Several  State  officers  were  present  and  gave  us 
some  real  messages  for  the  good  of  the  Order.  Mem- 
bers from  Winona,  Minn.,  and  Sparta,  Wis.,  Councils 
were  present.    We  were  glad  to  have  them  with  us. 

The  work  of  putting  the  candidates  through  the 
tunnel  and  over  the  oridge  was  very  good.  Our 
pride,  Eddie  Steinmetz,  surely  inspired  all  with  the 
"Ray  of  Hope." 

The  ladies  have  effected  an  organization  to  be 
known  as  the  U.  C.  T.  Ladies'  Club,  with  Mrs. 
Chas.  Collins,  President;  Mrs.  A.  W.  Larson,  Treas- 
urer; Mrs.  J.  T.  Engelke,  Secretary;  and  Mrs.  George 
Kingsley,  Social  Chairman.  The  ladies  surely  are 
going  to  make  LaCrosse  Council  do  things  this  year. 
What  will  prevent  the  boys  from  coming  to  meetings 
the  rest  of  the  year  when  they  can  bring  the  wife 
or  sweetheart  with  them?  Every  meeting  is  planned 
to  be  a  good  one,  in  both  business  and  social  ways. 
— (O.J.A.) 

Milwaukee.— Brother  R.  M.  Schweiger  has  pur- 
chased the  Dadd  Drug  Store  on  the  east  side  and  is 
having  new  fixtures  installed. 

M.  G.  Burns  has  quit  the  road  and  is  now  owner 
of  a  nice  butcher  shop  at  Cederburg. 

R.  C.  Tabbert,  who  formerly  sold  tires  out  of 
Milwaukee,  has  now  located  in  the  insurance  busi- 
ness at  Denver,  Colo. 

Past  Counselor  Pollock  gave  the  boys  a  surprise 
when  he  came  to  the  meeting  of  October  7.  He  now 
resides  in  Newport  News,  Va.  We  are  always 
glad  to  see  him. 

November  18  is  set  as  the  day  for  the  big  booster 
meeting  of  Milwaukee  Council,  and  for  every  mem- 
ber who  brings  in  a  candidate  for  this  date  both  he 
and  the  candidate  will  have  a  big  supper  at  the 
expense  of  the  Council.  Come  on,  fellows,  the 
more  the  better. 

Supreme  Page  F.  L.  Wright  and  Past  Grand 
Counselor  W.  H.  Schnell  have  resigned  from  the 
Entertainment  Committee  and  their  places  have 
been  filled  by  F.  E.  Schmidt  and  J.  T.  Conway,  who 
are  to  be  the  right-hand  bowers  of  Hans  Meidings. 

For  the  month  of  December  we  are  to  have  Past 
Counselors'  Night  and  Advancement  Night.  Both 


nights  will  be  looked  forward  to  as  the  big  nights 
in  December. 

The  annual  ball  this  year  will  be  held  the  Friday 
after  Thanksgiving,  as  has  been  the  custom  for  the 
last  three  years.  We  look  forward  to  a  big  crowd 
at  this  aflair. 

Beginning  January  1,  the  assessments  are  to  be 
$3.00  each  instead  of  S2.00.  This  does  not  mean 
that  your  insurance  will  cost  any  more,  as  they  will 
only  issue  one  assessment  of  $3.00  every  three 
months,  instead  of  one  every  two  months  at  $2.00. 
This  new  plan  will  save  the  Order  money  in  both 
postage  and  printing,  and  also  save  the  suspension 
lists  for  the  Councils,  as  you  will  only  pay  four 
times  a  year  instead  of  six.  Don't  get  excited  when 
you  get  your  notice  January  for  $3.00. 

What  a  fine  Christmas  present  The  Sample 
Case  would  be  to  some  of  your  friends  that  are 
not  members  of  the  Order,  or  wrho  are  not 
eligible  to  membership.  Our  magazine  should 
have  a  subscription  list  of  more  than  200,000, 
and  with  the  help  of  all  we  will  be  able  to  get 
them.  When  we  get  that  number,  look  out 
for  the  best  magazine  in  the  country. 

Brother  Al  Deleport,  an  old-time  member  of 
Milwaukee  Council,  passed  away  on  September  28. 
He  had  been  on  the  sick  list  for  the  last  year  or  so. 
He  had  a  host  of  friends  in  the  city,  who  will  mourn 
his  death. 

L.  C.  Hochtritt  is  very  much  alive  in  California. 
We  received  a  circular  the  other  say  with  his  picture 
in  it  and  telling  about  what  a  good  Page  he  is  making 
in  Sacramento  Council. 


Paul  Walton,  better  known  m  Paul  Waldyogel, 
is  now  located  in  Portland,  Ore.  He  says  he  likes 
it  there. 

Brother  Sam  Stein  bag  just  returned  from  a  trip 
across  the  ocean,  where  he  has  been  for  the  last 
three  months  buying  goods  for  his  importing  store 
in  the  Arcade.  He  says  that  things  are  getting 
better  across  the  pond. 

Former  Secretary  E.  A.  Seelman  had  a  very  narrow 
e«cape  from  being  killed  the  other  day.  While  in 
the  factory  looking  over  some  pipes,  one  of  them 
fell  and  struck  him  on  the  head,  cutting  quite  a 
gash  in  his  head,  and  the  doctors  say  that  if  it  had 
stnick  a  few  inches  higher  we  all  would  be  walking 
slowly  after  Ernie. 

The  Secretary  had  a  very  pleasant  dream  the 
other  day  when  he  dreamed  that  every  one  of  the 
1,200  members  all  paid  their  assessment  on  time  and 
he  did  not  have  to  suspend  any  one.  Tliat's  too 
goo<l  to  be  true. 

Once  more,  give  our  Sample  Case  a  year's  sub- 
scriiition.  It's  a  goo<i  time  to  line  up  non-members 
before  the  a'lvance  in  price  to  $1.&0  the  first  of  the 
year.  You'll  get  a  good  commiision  for  yourself 
and  help  the  U.  C.  T.  as  well.— (L.G.E.) 

Ashland. — Chequarnegon  Council,  No.  24!>,  held 
its  annual  picnic  at  Prentice  Park,  September  16. 
A  large  and  enthusiastic  crowd  was  on  hand  to 
partake  of  the  splendid  dinner  furnished  by  the 
ladies  of  the  Council. 

The  afternoon  wai  spent  in  games,  baseball  and 
the  like. 

Prentice  Park  is  situated  about  two  miles  from 
the  city,  and  consists  of  one  hundred  sixty  acres  of 
almost  virgin  forest,  on  the  bank  of  beautiful  Che- 
quamegon  bay.  It  has  abundance  of  the  finest 
water,  furnished  by  five  large  flowing  springs.  It 
has  splendid  camping  sites,  some  with  fire-places 
for  cooking,  making  it  an  ideal  spot  for  tourihts  to 
spend  a  night,  or  a  week.  Fine  roads  and  paths 
are  being  built  all  through  the  grounds,  and  a  large 
pavilion  is  being  erected  especially  for  the  use  of  the 
guests  of  the  park. 

Our  Council  is  in  a  flourishing  condition,  and  with 
the  winter  meetings  just  starting  we  expect  to  in- 
crease our  membership.— (J.  C.) 

Superior. — Superior  Council,  No.  333,  held  a 
rousing  good  meeting  September  16,  initiating  one 
candidate,  and  made  arrangements  for  a  smoker 
and  lunch  for  October  21,  to  get  the  boys  all  out  and 
ready  for  our  November  booster  meeting,  which 
will  be  held  on  Saturday,  November  18.  We  expect 
to  have  quite  a  class  of  candidates. 

Senior  Counselor  Hystrom  is  full  of  pep,  and  gets 
all  the  boys  up  on  their  toes.  He  has  all  of  his 
committees  at  work,  and  the  degree  team  is  working 
overtime  getting  ready  for  the  big  rush. 

Chester  H.  Kurd,  our  new  Secretary,  is  a  real 
live-wire  and  goes  at  his  work  like  an  old  hand. 

N.  L.  Gill  was  appointed  a  member  of  the  Ex- 
ecutive Committee  to  fill  the  vacancy  caused  by  the 
resignation  of  Brother  Hurd,  who  resigned  to  take 
the  Secretaryship. 

Everything  is  going  fine. — (C.  M.  G.) 


The  Most  Complete  and  Comprehensive  Book  on 


RADIO  UP  TO  DATE 

Includes:  Elementary  Electricity  for  Radio  beginners,  Dynamo-Electric  Machinery,  I 
Radio  Circuits,  Electro-Magnetic  Waves,  Transmitting  and  Receiving  Apparatus,  ' 
Crystal  Detectors. 

Radio  Telegraphy,  Radio  Telephony 
and  Vacuum  Tubes 

All  explained  in  one  compact  text-book,  and  in  language  that  every  one  can  understand. 
For  Radio  Beginners,  Amat«ur8,  Operators  and  Class  or  Club  use.  Free  from  commercial 
or  professional  bias. 

ONE  correct  design,  ONE  page  of  reliable  data,  ONE  correct  formula,  pays  for  the  book 

in  reduced  construction  cost. 

THINK  right!       BUY  right!       BUILD  right! 

Contains  352  pages,  filled  with  real  Radio  meat,  268  diagrams  and  illustrations;  attrac- 
tively and  durably  bound  in  full  cloth ;  size  4  1-2x7  1-4  inches. 

Latest  and  best  book  published  $1.50  postpaid. 

The  Sample  Case  Columbus,  Ohio. 


It  Pays  to  be 
a  U.  C.  T. 


OH.  boys,  boys,  when 
you  have  had  an  ac- 
cident such  as  I  have 
experienced,  when  you  have 
suffered  untold  agonies  as 
I  have,  when  you  have 
hiin  on  your  couch  of 
torture,  when  all  has  been 
dark  before  you,  when  you 
have  wondered  if  you  were 
ever  going  to  be  yourself 
again  or  if  you  were  going 
to  be  a  cripple  for  life,  it 
is  then  that  you  appreciate 
what  it  means  to  be  a 
member  of  such  a  fra- 
ternity as  that  of  our  be- 
loved order,  the  United 
Commercial  Travelers  of 
America. 

God  knows  I  do  not 
want  any  of  you  to  receive 
such  a  blow  as  came  to 
me  practically  out  of  a 
clear  sky.  In  the  best  of 
my  manhood  and  strength, 
walking  along  the  street  at 
peace  with  the  world, 
happy  and  contented,  I 
was  laid  low  in  suffering, 
perhaps  never  again  to 
be  the  same  old  Jim  you 
all  knew.  Slipping  on  a 
street  car  rail,  I  had  the 

muscles  and  tendons  torn  from  my  right  knee  cap 
at  the  tissue,  as  well  as  loosening  the  cartilage  in 
my  left  knee,  yiave  had  nine  doctors,  all  of  whom 
said  they  had  never  seen  a  case  like  mine.    I  have 


Membership  limited  to  men 
actually  engaged  in  wholesale 
selling 


JAMES  MAITLAND 


tried  successively,  osteopaths,  christian  science  and 
spiritual  mediums,  vapor,  Swedish  and  Russian 
baths  with  little  progress  toward  recovery,  as 
only  God  and  His  great 
mercy  could  give.  During 
all  this  time  it  was  the 
good  fellowship  of  true 
fraternity,  the  visits  and 
personal  handclasps  of  the 
boys,  the  beautiful  flowers 
which  came  to  my  bedside 
and  the  knowledge  that  in 
the  dear  old  U.  C.  T.  I 
possessed  friends  who  were 
indeed  friends  when  in 
need.  The  insurance  I 
would  receive  through  my 
certificate  of  niemlx-rship, 
made  me  feel  that  life  was, 
after  all,  worth  living. 

Boys,  boys,  don't  let 
your  assessment  lapse 
even  for  a  day,  an  hour, 
or  even  for  a  minute,  for 
you  do  not  know  what  is 
before  >ou  nor  how  soon 
\ou,  too,  may  suffer  as  I 
have  done. 

I  want  to  express  my 
gratitude  to  the  boys  of 
Cadillac  Council,  though 
words  never  can  tell  how 
great  that  gratitude  is. 

If  I  ever  get  where  I 
can  be  anything  like  I 
need  to  be  in  strength, 
there  is  nothing  I  would  not 
do  to  further  the  interests 
of  the  greatest  order  ever  conceived  by  man. 
Boys,  God  bless  vou. 

Fraternally  yours,  JAMES  MAITLAND, 
August  4,  1922.  2143  Linden  St.,  Detroit 


$12^600  if  Killed  in  Railway  Coach 

Only  Order  With 

Widows'  and  Orphans'  Fund 


I  Write  NOW  for  full  particulars  to 

■   WALTER  D.  MURPHY,  Supreme  Secretary,  Columbus,  Ohio 
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N  O  V  E  M  B  E 


RECOMMENDED  HOTELS 

and  HOTEL  NEWS 


NOTICE  TO 

TRAVELERS 

The  hotels  in  this  list  are  recom- 
mended as  givine  service  worth  the 
money.     No  others  will  be  accepted. 

This  Hotel  Directory  is  recommend- 
ed to  the  general  traveling  public,  as 
hotels  that  are  endorsed  by  Commer- 
cial Travelers.   

This  Magazine  goes  every  month  to 
126,000  Commercial  Travelers  in  ev- 
ery part  of  the  United  States  and 
Canada,  who  are  using  hotels  every 
day. 


ARKANSAS 


HOTEL  MARION 

Marion  Hotel  Company,  Proprielori 
0.  W.  Everett,  Manager 
LITTLE  ROCK       -  ARKANSAS 

ONTARIO,  CANADA 


The  Carls-Rite  Hotel,  Toronto 

The  n»me  »1  thli  h»tel  was  eolnod  frm  the  B»me« 
•f  Ifesirs.  Carroll  *  Wright.  PrjprlettM  the 
Walker  Heuse.  Mr.  CarroU.  the  Prealdent  the 
Carls-Bite  C».,  Is  toe  *t  the  •Ideit  memben  af  the 
U  C.  T.  In  Canada,  and  li  dUeetlj  la  ecntral  *t 
the  Carla-Klte.  a  madem  hotel  with  eieellent  ap- 
palntmenu.  One  tf  the  Ineat  eQulpped  hetelf  la 
Rates:  Americaa  plaB  SB  per  day  op; 
$2.5»  per  day  up. 
HERBERT  (DOC.)  MiCARTY, 


THE  WALK 

ER 

HOUSE 

r<ra»llini 

Sht?  ' 
to.  WRIG 

thi'.'T»td.*oJ^ndi) 
IT  •CO..  PropriolofJ. 

CALIFORNIA 


Bak< 


THE  REYNOLDS. 

sfleld's    most    up-to-date  and 
Commercial  hotel. 


THE  TEGELER. 

Owned  and  operated  by  Charles  B.  Hamilton 
New  London,  Conn. 


Up-to-date  hotels  are  subscribing  for  Th« 
Sample  Case,  so  they  can  have  a  copy  to  leava 
in  commercial  traveler  gnaat  room*.  Hat*,  at 
(jnantitT  anhacrlptloTia 


NEW  HOTEL  CARDS 
Kum-on-Inn,     New  Bethle- 
hem, Pa. 
Maple  Shade  Inn,  Pulaski,  Va. 

Fort  Selby,  Detroit. 
Waranoke  Hotel.   South  Man- 
chester, Conn. 


BUSY  SEASON  IS  ON. 


Return  of  Prosperity  Brings  Hustlers 
Back  to  Hotels;  Many  on 
the  Road. 


With  the  return  of  normal  business 
hotels  generally  are  enjoying  their  busy 
season.  Probably  more  commercial  trav- 
elers are  on  the  road  this  fall  than  have 
been  out  since  the  war.  Manufactur- 
ers, wholesalers  and  jobbers  are  sending 
out  every  available  man  who  can  sell 
goods. 

Hotels  advertising  in  The  Sample 
Case  are  getting  wider  advertising  than 
simply  through  the  magazine,  because 
the  boys  talk  about  the  hotels  which  pa- 
tronize their  magazine.  It  is  a  time  when 
live- wire  hotel  managers  do  some  husthng 
themselves  to  get  the  big  end  of  the  trav- 
eling salesmen's  business.  In  no  other 
way  can  they  get  such  good  results  as 
through  the  only  National  commercial 
travelers'  magazine. 

Every  man  who  wears  a  U.  C.  T.  but- 
ton is  authorized  to  obtain  advertising 
from  hotels. 


'GOING  UP. 


A  Hotel  Clerk  Who  Brings  Business 
by  Service;  Not  All  Like  Him. 


NOTICE  TO 

HOTEL  MANAGERS 

Members  of  the  U.  C.  T.  are  author- 
ized to  solicit  advertisements  for 
The  Sample  Case  Hotel  Directory, 
euid  we  shall  appreciate  your  coopera- 
tion with  them. 

WARNING — In  case  cash  payment 
is  made  at  the  time  of  giving:  order, 
make  all  checks  payable  to  THE 
SAMPLE  CASE,  Columbus,  Ohio. 
DO  NOT  PAY  MONEY  OR  GIVE 
CHECKS  TO  ANY  PERSON  NOT 
PERSONALLY  KNOWN  TO  YOU. 


CONNECTICUT 


MOTEL  BONO 
THE  BONDMORE 
BOND  ANNEX  HOTEL 

The  tKrccmodcm-l^tttft. 

of  Hartford. Corwrv,  iirvd«i* 
agemant  tf 
HARRY  S.BONO 


The  Mohican  Hotel 

New  London,  Conn. 
F.  B.  Walker,  Manaotr 

All  rooms  with  bath 


South  Manchester,  Conn. 
WARANOKE  HOTEL 

Try  our  restaurant  special  lunch 
Rates  SI. 50  and  up.  Samuel  Davidson,  Pre 


DISTRICT  OF  COLUMBIA. 


Facing  the  U.  S. 
Capitol  Grounds 


Every  Mode 
Improvem 


HOTEL  DRISCOLL 

Washington.  D.  C 
A  High  Class  Hotel  Near  ths  Union  Stal 
».  P.  OHBELLO,  Manaeer. 

European  Plan  American  J 

Prom  $1.50  From  14 


Down  at  Atlantic  City  in  one  of  the 
very  newest  and  largest  hotels  is  a  junior 
clerk  who  fairly  radiates  good--nall  and 
consideration  for  guests.  Last  season  he 
leading  was  a  "bell-hop."  When  he  was  asked  to 
perform  a  service,  he  actually  acted  as  if 
it  was  a  great  pleasure  for  him  to  do  it; 
when  he  had  performed  the  service,  he 
acted  as  if  the  mere  doing  had  been  re- 
ward enough  for  him.  As  clerk  he  is 
polite  and  courteous  without  bubbling 
over;  he  has  a  smile  that  is  going  to  take 


FLORIDA. 


HOTEL  PALMS 
West  Palm  Beach,  Florida 

Summer  Month — European  Plan 
Winter  Months — American  Plan 
The  Hotel  where  you  are  cordially  wele«M 
during  the  busy  winter  months  as  well  M 
summer,  where  the  rate  is  always  unifori 
fair.  Just  the  place  for  week  end  rest  P 
fine  surf  bathing. 

D.  G.  BINION,  Manager 


It  pays  to'be'a  U.  C-  T. 


NOVEMBER 

FLORIDA— Continued 


"OASIS  OF  WKST  FLORIDA" 
SAN  CARLOS  HOTEL 
Pensaeola 
Headquarters  for 
Oar  FricD'^a,  the  Travcllns  Men 


GEORGIA 


Hotel  Callahan 

Bainbridge,  Ga. 

American  Plan 


ILLINOIS. 


^njoij  ijOurChicaqo  disit  at  the 

MORRISON  HOTEL 

'    *  THE  HOTEL  OF  PERPECT  SERVICE*^ 

and  the 

q-ERRACE  GARDEM^ 

■  CHICAGO'S  WONDER  RESTAURANT  ll 

IN  THE  HEART  OF  THE  LOOP 


Rates: 


1000  Rooms 
Each  with  bath  • 

$2.50,  $3.00,  $3.50,  $4.00, 
$5.00  and  up. 


THE  HOTEL  BERRY 

MARQUETTE,  IOWA 

European  Plan.  Rooms  $1.2.5  and  up.  Newly 
nfinished — Moderate  pricea.  All  rooms  outside 
exposure.    Running  water  and  baths. 

18  Passenger  Trains  in  all 
Directions 


KANSAS 


In  the  Heart  oj 
Wichita 

In  the  heart  of  Wichita— with- 
in a  itep  of  the  theatres  and 
busy  business  districts — the 
Hotel  Lassen,  Kansas'  finest 
hotel.  Here  stop  theexperienci  d 
travelers  who  have  learned  that 
in  Wichita  there  is  a  guest  house 
which  equals  the  best  in  the 
United  States  in  service,  accom- 
modations and  cuisine,  yet 
which  has  rates  on  a  scale  to 
■uit  the  whole  travelins  public. 


43  Room*  with  LaTatory  - 
M  Rooms  with  Priyate  Bath 
104  Rooms  with  Prirato  Bath 
46  Rooms  with  PriTate  Bath 
U  Rooms  with  Private  Bath 

7  Rooms  with  Privat*  Bath 
14  Rooms,  Bath,  Twin  Beds 
S8  Rooms.  Bath,  Twin  Beds 

33  Combination  Sample  Roi 
94.60  per  day,  up 


\tj/eaiJ:f  Lvrn^ndij Stops  at  ihr  Lsisen 


HOTEL  LASSEN 

WICH ITA  KANSAS] 


him  a  loii>j  ways  and  ho  hIiows  o.xtraordi- 
nary  interest  in  his  allotted  work.  Un- 
less he  changes,  it  is  safe  to  predict  that 
he  will  be  heard  of  in  a  big  way  within  tlic 
h  ^ar  future. 

Clerks  arc  apt  to  become  either  too 
piinhing,  too  indifferent  or  too  mechanical. 
After  a  few  years,  it  all  seems  to  be  the 
same  to  them.  The  same  kind  of  people 
a.sk  the  same  kind  of  questions,  the  same 
complaints  arc  made  about  the  same 
troubles  and  the  same  long  and  short 
sliifts  probably  get  on  every  clerk's 
"nerves."  He  can  overcome  all  of  this 
monotony,  however,  by  close  ob.servance 
and  continually  studying  tlie  situation. 
If  every  guest  presents  to  him  a  new  |)rob- 
lem  in  human  nature,  if  he  can  size  up 
quickly  a  man  when  he  steps  up  to  the 
desk  and  if  he  can  understand  every 
complaint  and  work  out  a  remedy  for  it, 
whether  it  is  in  his  line  of  work  or  not, 
then  the  job  isn't  going  to  be  half  as  tire- 
some as  it  otherwise  will  get  to  be. 
(Hotel  Operation. 

FORT  SELBY,  DETROIT. 

"Exceptional  advantages  and  uncom- 
mon conveniences"  are  as.sured  travelers 
visiting  Detroit  by  the  management  of 
the  Fort  Selby  Hotel.  Convenient  to 
rail  and  water,  with  400  rooms,  ever>- 
one  with  running  ice  water  in  it,  servidor 
service.  The  Fort  Selby  may  well  l>e  re- 
garded as  one  of  the  finest  hotels  in  that 
city  of  good  hotels.  Read  the  ad  under 
Michigan  Hotels. 

MAPLE  SHADE  INN. 

Manager  C.  R.  Ford  has  i.s.sucd  his 
ultimatum  to  employes  of  the  Maple 
Shade  Inn,  Pulaski,  Va.,  that  special 
attention  must  be  given  commercial 
travelers.  With  home  cooking  and  com- 
fortable rooms,  Manager  Ford  has  a  hotel 
to  draw  commercial  travelers.  See  the 
ad  Virginia  heading. 


"KUM-ON-INN." 

Lucky  is  the  man  on  the  road  who.se 
business  calls  him  to  New  Bethlehem.  Pa. 
R.  O.  Condon  is  giving  the  boys  a  real 
home-comfort  hotel  in  Kum-on-Inn. 
His  "cuts"  are  especially  recommended 
by  the  boys  who  have  registered  there. 
You'll  find  his  card  under  the  Pennsyl- 
vania heading. 


THE  FAIRMONT. 

The  Fairmont,  at  Parkersburg,  W. 
Va.,  continues  to  be  popular  with  the 
boys  on  the  road.  With  rates  from  SI. 25 
to  $4.00.  it  fits  the  pocketbook  of  every 
traveler.  The  excellent  cafe  and  lunch- 
room service  is  an  especially  attractive 
feature.  The  Fairmont  uses  Sample 
Case  service  to  keep  itself  before  com- 
mercial travelers. 


WYOMING,  MULLENS,  W.  VA. 

W.  D.  Wren  is  giving  the  traveling 
public  good  service  in  the  Wyoming 
Hotel,  Mullens,  W.  Va.  His  service 
appeals  especially  to  the  traveling  sales- 
men, tired  out  with  a  hard  day's  work. 
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KANSAS— Continued 


HOTEL  BROADVIEW 

Wichita,  Kansas 

Every  room  with  a  bath  at  $i;.50  per  day. 
20  sample  rooms  at  $5.00  r>er  day. 
Servidor  service.  Roof  garden. 


MAINE 


The  Nonantum 

Kennebunkport,  Main* 

The  Thacher 

Biddeford,  Maine 
F.  BRIDOER,  Owner  and  MaDa««r 


MICHIGAN 


Hotel 

Fort  Shelby  Detroit 

LAFAYETTE    BLVD.,    AT   FIRST  ST. 

Traveling  salesnien  find  execptional  ad- 
vantages and  unconinion  convenience*  in 
this  400-  room,  fireproof  hotel — outstanding 
among  Detroit's  6nest.  Ser\ndor  SerN-ice. 
Day  and  night  valet.  Running  ice  water 
in  every  room.  Moflerately-priced  cafe  and 
coflee  shop.  Convenient  to  rail  and  water 
terminals.  M.  C.  depot  cars  stop  close  by . 
Rates  i)er  day:  $2  and  up. 

Double,  $3  50  and  up 
E.  H.  LERCHEN,  Jr.  SETH  E.  FRTIMIRE 

Secretary-Treasurer  Manafer 


MINNESOTA 


BEST  IN  THEIR  CITY 


Saulpaush  Hotal 
Hotel  Winona 
Hotel  Feirmonl 
Cook  Cafeteria 


Mankato.  Minn. 
Winona.  Minn. 
Fairmont,  Minn 
Rocheater,  Minn 


ROBERTS-KARP  HOTEL  CO.,  Prap* 
Art  Roberts  and  Ted  Karp 

We  strive  to  please 

NORTH  CAROLINA 


Traveling  Men 

TAKE  NOTICE 

We  have  remodeled  and  refurnished  our 
Hotel,  and  added  both  private  and  public 
bath  rooms. 

We  have  reduced  our  rates  aa  follows: 
Nice  rooms  with  running  water  at  $1.25 
to  $1.50. 

Nice  rooms  with  running  water  and  private 
baths  $2.00  to  $2.50. 

The  Hotel  is  located  in  the  center  of  the 
business  district. 

All  modem  conveniencee.  Best  rooms  in 
the  City. 

We  have  arranged  with  the  Country  Club 
so  that  guests  spending  week  ends  may  have 
privileges  of  Golf  Linfa  and  Club 
HOTEL  FORD 
Salisbury,  N.  Car. 
F.  N.  McCabbioa  and  C.  P.  Wharton,  Prorneta 
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NOVEMBE 


OHIO 


HOTEL  DESHLER 


Broad  and  High  St* 

COLUMBUS,  OHIO 

Best  Locatioa 
and  Serrice 
60 

Sample  Room* 
3  ReitauranU 
Moderate 
Price* 

400  Room* 
Ratei$2.50  . 


Hotel  Argonne 

Lima,  Ohio 

ISO  all  oatslde  roomi,  and  150  bathi ; 

cIrculatinK  Ice  water  throughout  the 
houae, 

Ezoellent  Cuiaine;  with  high  olaea  Bervioe 
at  modern  prioee. 

Rates  $2.00  up 

Sample  Room*  Sanitary  Barber  Shop 

Wm.  Haefner,  Manager 


HOTEL  MARTING 

FIREPROOF 
IRONTON,  OHIO. 

Opened  to  the  Public  September  10,  191 1 
128  Roomi,  98  with  Private  Bath. 
Ratea,  $1.B0  and  up 
C.  H.  McCLUNG,  Manager. 


Hotel  Jefferson 

L.  E.  DAMRON,  Proy. 
A  Strictly  Commercial  Hotel 

Spring  and  High  Sta. 
COLUMBUS,  OHIO 


HOTEL  STAR 

Eur<^ean. 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water. 
Ratea,  $1.00  up. 

Three  blocks  from  Union  Station. 
Thomaa  H.  Campbell,  Mgr. 


Fireproof 

HOTEL 
COLUMBUS 

At  Columbus 

E.  D.  (Eddy)  Sullivan 


Modem 
$1.50 

to 
13.00 

R.  R.  Warner 


THE  CHITTENDEN 

Leading  Commercia  I  Hotel  m  Colambnt,  OIm 
European  Plan — Abiolately  Fireproof. 
Moderate  Pricea — Coffee  Shop  in  eanneetloa 
N.  A.  COURT,  Manager 


Marlon,  Ohio 


Hotel  Marlon 


Snrepean  Plan. 
Dining  room  nnder  new  management  a  la 
carte  aervlee.  W.  G.  Hinihall.  Prop. 


HARRY  BOND'S  HOTELS. 

Travelers  visitinjf  Hartford,  Conn., 
find  in  Harry  Bond's  hotels  comfort, 
convenience,  and  Horvice.  Hotel  Rond, 
The  Rondmore,  and  Bond  Annex  scale 
prices  to  suit  any  necessity.  All  are 
specially  adapted  to  t  he  use  of  comjnercial 
travelers.  The  Hartford  U.  C.  T.  Coun- 
cil is  strong  for  Harry  Bond  and  his  three 
hotels. 


PENNSYLVANIA 


SAN  CARLOS,  FLORIDA, 

"Here's  to  our  friends,  the  traveling; 
salesmen,"  is  the  standing  toast  of  th'; 
manager  of  the  San  Carlos,  Pensacolu 
Fla.  The  service  makes  an  appeal 
that  keeps  the  boys  "coming  back  for 
more,"  writes  Dan  Frye. 


ETNIER  MANAGES  THE  CAINE. 

H.  W.  Etnier  has  taken  over  the  man- 
agement of  The  Caine,  Thornville,  Ohio. 
He  has  given  it  a  thorough  housecleaning 
and  every  room  is  spick  and  span.  Broth- 
er J.  C.  Mahoney  writes  that  commercial 
travelers  are  given  mighty  good  service 
by  Manager  Etnier. 


NEW  PANTALL,  PENNSYLVANIA. 

The  New  Pantall,  Punxsutawney,  Pa., 
is  now  operated  by  one  of  the  U.  C.  T. 
boys.  Charley  Snyder  is  a  member  of 
Groundhog  Council,  No.  612,  and  was 
on  the  road  eighteen  years  as  a  salesman 
for  Dayton  shoes.  Of  course  in  that 
length  of  time  he  has  "registered"  his 
allotted  number  of  "kicks"  on  hotel 
accommodations,  so  here  is  where  he 
puts  over  a  "kickless"  hotel  of  his  own. 
The  New  Pantall  has  seventy  rooms, 
with  hot  and  cold  water,  and  beds  "like 
your  mother  used  to  make."  The  dining 
room  is  run  al  la  carte.  Read  the  New 
Pantall  card  under  the  Pennsylvania 
heading. 


THE  STAR,  COLUMBUS,  OHIO. 

It  is  interesting  to  go  into  the  Star 
Hotel  in  Columbus,  Ohio,  just  to  see  the 
crowds  that  register  there.  Of  course, 
there  is  a  reason  for  the  crowd  every 
night.  Thomas  Campbell,  the  manager, 
knows  what  the  travehng  public  wants, 
and  he  gives  it  to  them.  If  you  wish  to 
try  The  Star  service  it  might  be  well  to 
wire  for  reservation. 


A  SUGGESTION 
A  hotel  manager  has  written 
to  ask  that  commercial  trav- 
elers who  register  at  hotels 
recommended  by  The  Sample 
Case  will  tell  the  hotel  man- 
ager that  they  read  his  ad  in 
this  magazine.  In  this  way  it 
will  give  the  hotel  man  a  cor- 
rect idea  of  what  it  means  to 
him  to  use  The  Sample  Case 
Service.  ^  Unless  he  knows 
from  what  travelers  tell  him, 
no  hotel  manager  can  esti- 
mate the  great  good  such  ad- 
vertising is  doing  his  hotel. 


THE  LYCOMING 

WILLIAMSPORT,  PA. 

F.  Lett«B 


A  modem  Fireprot 
Hotel  oper* 
Europeen  Plaa 

A  Hotel  with  Con 
fort  and  Refinemer 
combined  w 
Moderate  Charge 

Our  References  a 
Those  who  ha' 
Guests. 


KUM-ON-INN 

The  real  hotel  for  the  traveling  men 


Don't  divorce  your  wife  be- 
cause filie  can't  coolt.  Kat 
here  and  keep  her  for  a  pet. 


R.  G.  Condron,  Prop. 

NEW  BETHLEHEM,  PA, 


NEW  PANTALL 

Punxsutawney,  Pa. 

A  70-room  dwelling  place  for  commercial  trave 
ers,  run  by  a  U.  C.  T.,  who  anticipates  yoi 
wants.  Hot  and  cold  running  water  in  ever 
room.    Dining  room  a  la  carte. 

Charles  Snyder,  Proprietor. 


I  THE  MOORE 

n  Joseph  H.  Stem,  Proprietor 

I  LNDIANA,  PA. 

I  Opposite  P.  R.  R.  Station 

S  {S.50  and  $4.00  with  Bath.  American 

a  Plan.  Newly  Decorated  and  Furnished 

a  Throughout.    Hot    and    Cold  Running 

a  Water  in  each  Room. 

=  WHERE  ALL  U.  C.  T.  MEN  STAY 


THE  CAPITAL  HOTE 

Main  and  Walnut  Streets 
JOHNSTOWN,  PA. 
$3.(0  to  $4.00  American  Plan 
ttaks  our  Hotel  your  Home  while  in  Johnal 
««vi  IN  NATION 

1*/  U.li  .M.    IN  DECORATION 
wV  nill'    IN  RECREATION 
f  f  111  i         IN  EXPECTATION 
So,  what  mora  can  yon  ask  for 


HOTEL  WEBER 

Sam  R.  Weber,  Prop. 
Lancaster,  Pa. 

100  Rooms  for  U.  C.  T.  Travelers 


"HOTEL  UPDEGRAFF" 

European  Plan  Williamspn 
Commercial  Traveler*  Home 

Club  Breakfasts,  25c  up;  Combination  Luncheons  3 
Evening  Dinners.  75c  and  $1.0  0. 
Rooms  with  running  water,  S2.00; 
with  bath,  S2.50. 
VERY  LARGE  SAMPLE  ROOMS 
Rates  Very  Moderate 
Polite  and  EfBclent  Serrlce,  Food,  Best  Market  an( 
son  Offera 

Under  Personal  Direction  of  CHAS.  WEING. 

Prop,  and  Mgr.;  BARNEY  STAIB.  Asst.  Mgr. 


}  V  E  M  B  E  R 


INNSYLVANIA— Continued.  

Imperial  Hotel 

Reynoldsville,  Pa. 

Everything  for  U.  C.  T.  Comfort 
— and  — 
"Where  you  (eel  at  home" 
■opean  plan  Dininit  Rooms 

—REMEMBER— 
We  check  out  mcaU. 
Centrally    locatcil   for   hraull  towns. 

[E  PARK  HOTEL   Willuunsport,  Pa. 

Commercial  Travelers  Home 
"ree  tTan«portatlon  between  hotel  and  R.  R. 
mi  with  hot  and  cold  water,  $2.00  ap.  Free 
of  detached  ahowen  and  bath.  Roomi  with 
/ate  bath  t8.00  ap.  Rebate  Friday,  Saturday 
Sunday  (for  two  or  thraa  eonaeentlve 
).  Quick  lunch.  Grill  and  Dining  Room 
h  popular  prices. 

Ibarles  Duffy  Owner  and  General  Manager 
IKCAN  HOTEL.  Bread  to*  New  Si.,  B.lM.h.in,  P. 
UMroial  M«n'i  Iloai» — L>r(«  Air»  Hoaini — JuuotioD  ol 
[yoU«y».  Uunnios  W*Ut,  B*thi,  Hoonu  En  BulU.  Oarac*. 
.marolal  lUtM,  BtablLna,  Am*rlo*D  PUo.  Kutopmo.  lUtM 
lit  You.  nar.  Dinina  Room.  Urill.  On*  Bundrad  Caou 
lb  of  .Mrrioa  lor  m  Dollar. 

J.  It.  BRYDEN  and  H.  E.  CAWLEY.  Propi.  

THE  DIMELING 

Central  Penna's  Hotel 

Headquarters  for  till  U.  C.  T.  Boys 
CLEARFIELD,  PA. 
M.  A.  McGinnis,  Manager.   


ine,  Pa.      The  New  Thomson 

U.  C.  T.  HEADQUARTERS 
:h  Class  Service  Reasonable  Prices 

le  NEW  FALLON  HOTEL 

LOCK  HAVEN,  PA. 
1  nome  of  the  Commercial  Travelers.  Rates : 
erican  Plan,  ti  up;  European  Plan.  $1.7i  up 
■aga  In  connection. 


;ranton 


Hotel  Casey 


islntely  Fireproof.     European  Plan.  Rat*> 
tZ.60   up.     Hotel   Casey  Company. 

>rk,  Pa.  Hotel  Brook 

J.  A.  RING,  Prop, 
■opean  Plan  125  Rooms 

SHENANGO  HOUSE 

Sharon,  Pa. 
TEXAS 


E  TEXAS,  Fort  Worth,  Tcxaj. 

)0  Rooms — 600  Baths — Kates  from  $2.00 
E  ST.  ANTHONY.  San  Antonio,  Texas 
JO  Rooms — 500  Baths — Rales  from  $2.00 
MENGER,  San  Antonio,  Texas 

)  Rooms — 200  Baths — Rates  without  bath,  $1.50, 
bath,  from  $2.00  . 


VERMONT 


FuUerton  Inn 

Chester,  Vermont 

Varmoot'i  Nawaat  and  ona  ol  it'i  Baat  HoUli 
Op«i  all  yaar 
own  gardan  Oaraaa  oonnaotw) 

ETary  room  with  runnlns  watar  or  Batb 
vleu  Plan  Misimum  RaU  (4.00 

Wm.  ).  CaaalB,  Prop,  and  Mgr. 

NNINGTON,  Vt.  THE  PUTNAM 

i^aternal    Greetings,    Brother  Councilor 
C.  H.  STAFFORD,  Prop. 


VIRGINIA 


HOTEL  RICHMOND 

RICHMOND,  VA. 

Comar  Bth  and  Grace  Straeta 
"FIRK  PROOF" 
Headquarters  for  U.  C.  T. 
W.  I.  HOCKXTT,  Manasat 


THE  MARTING,  IRONTON,  OHIO. 

Manager  McClung  is  making  The 
Marling,  at  Ironton,  Ohio  a  popular 
place.  It  has  become  the  popuhir  mcet^ 
ing  place  of  the  boys  on  the  road.  It  is 
reported  that  so  sure  are  sales  managers 
that  their  salesmen  in  that  territory  will 
register  at  The  Marling  that  they  send 
mail  in  advance  of  information  of  exact 
date  of  arrival. 


THE  WALKER,  ONTARIO. 

The  Hotel  Walker,  Toronto,  Ontario, 
is  a  comfortable  and  homelike  j)lace, 
which  pleafies  all  commercial  travelers. 
It  is  American  and  European  in  plan, 
and  rates  are  reasonable. 


Other  Hotel  News 


Fresno's  New  Hotel. 

The  now  hotel  being  built  in  Fresno, 
Calif,  by  the  Sunmaid  Hotel  Corpora- 
tion will  be  called  the  Californian,  the 
name  selected  through  prize  contest. 
It  will  have  2.50  rooms.  The  location  is 
at  Van  Ness  Avenue  and  Kern  streets, 
the  investment  to  be  about  a  million 
dollars,  the  management  to  be  under  the 
direction  of  H.  W.  Lake  and  Albert 
Bettens. 


Cafeterias  Train  Waitresses. 

A  restaurant  man,  commenting  face- 
tiou.sly  on  the  cafeteria,  referred  to  the 
"daily  parade"  to  meals,  and  the  cafeteria 
as  "a  training  school  for  waitresses" — 
the  loading,  carrj  ing,  and  unloading  of 
trays  affording  a  practical  experience  in 
this  line  of  work,  that  develops  in  course 
of  time  from  the  raw  to  the  expert  in 
table  service.  It  seems  that  waitresses 
are  more  plentiful  now  than  formerly, 
and  the  cafeteria  is  given  the  credit  of 
makin,j  them. 


Remodeling  Alabama  Hotels. 

The  Molton,  Birmingham,  Ala.,  is 
being  remodeled  at  a  cost  of  $25  000. 
The  McGee,  Hunlsville,  Ala.,  is  also  un- 


"he  Sample  Case  Hotel  Department  brings  busi- 
B  to  hotels. 


Every    man    who    wearM  a 

U.  C.  T.  embletn  is  authoriMed 
to  iet  hotel  advertising  for 
The  Sample  Case.  Members 
of  the  Order  are  urged  to  see 
to  it  that  all  hotels  in  their 
territory  are  represented  in 
this  magasine.  To  have  space 
in  The  Sample  Case  meant 
that  a  hotel  is  recommended 
by  a  commercial  traveler,  not 
only  to  other  salesmen,  but  to 
the  general  public.  It  is  doing 
hotels  an  injustice  to  not  call 
their  attention  to  this.  Kind- 
ly remember,  every  hotel  in 
your  territory  should  be  rep- 
resented in  The  Sample  Case. 
Get  advertising  rates  from 
your  Secretary. 


THE  SAMPLE  CASE  eS 
VIRGINIA— Continued 


MAPLE  SHADE  INN 

Pulaski,  Va. 

Sjiecial  attention  given  to  Commercial  Men. 
Gooil  food,  well  cooked. 
Comfortable  rooms. 

C.  R.  FORD,  Manager. 


WEST  VIRGINIA 


The  Fairmont 

Fairmont,  West  Virginia 

A  new,  modem,  fireproof  hotel  eondaeted  oa 
European  Plan  with  ratea  fraai  tl.tS  to  14. 
Excellent   Cafe  and   laneh   roem  aervloa. 


WISCONSIN 

HOTEL  GILPATRICK 

MILWAUKEE 

First  to  Reduce  the  Cost  of  Travel. 
"NEW  BATES" 

Room  with  hot  and  cold  water  $1.60 

Room  with   bath,   tub  or  shower  „.  2.00 

Room  with  bath,  tub   2.60 

The    United    Commercial  Travelers" 
Headquarters. 
The   Worth   While  Hotel  In  Milwaukee 


dergoing  enlargement  and  remodeling. 
At  Tuscaloosa  the  Birchfield,  with  fifty 
rooms  has  been  opened. 


Broadway,  Monett,  Mo. 

The  popularity  of  the  Broadway,  Mo- 
nett, Mo.,  has  created  a  demand  for  more 
rooms,  80  it  is  to  be  remodeled  and  vir- 
tually rebuilt. 


Opens  The  Cambridge. 

J.  F.  Jaekcls  announces  the  opening 
of  the  hotel  at  Cambridge,  Iowa,  for- 
merly known  as  the  Commercial.  He 
has  changed  the  name  to  the  Cambridge, 
has  had  the  house  completely  over- 
hauled, repainted,  rooms  refurnished 
and  the  building  made  homelike  and 
comfortable. 

The  dining  room  was  opened  for  the 
first  time  on  September  17. 


"Kick"  Is  a  Favor. 

"One  of  the  things  that  we  pay  great 
attention  to  is  complaints,"  says  E.  C. 
Eppley,  of  the  Eppley  chain  of  hotels. 
"We  have  the  idea  that  a  complaint  is  a 
valuable  piece  of  information.  Il  tells 
us  something  important  about  our  busi- 
ness which  we  possibly  do  not  know, 
and  we  are  always  glad  to  get  the  news. 

"A  complaint  is  about  the  same  thing 
as  a  fire  alarm.  It  shrieks  out  a  warning 
that  our  business  is  in  danger  at  some 
point.  The  'fire'  may  be  only  a  puff  of 
smoke,  or  grass  burning  on  the  premises, 
but,  if  left  unchecked,  it  may  flare  up 
into  a  conflagration. 

"Sometimes  the  alarm  is  false,  but 
that  can  be  determined  only  by  investi- 
gation. You  never  saw  a  fire  chief  aid- 
ing this  point  wnth  the  fire  bell  or  guess- 
ing that  maybe  the  fire  wasn't  serious. 
No,  sirree!   He  is  down  the'"pole,  into  his 


NOVEMBED 


Salesmen— 


The  J.  P.  Gordon  Company,  largest  manufacturers  of  automobile  fabric 
goods,  including  advertising  Tire  Covers,  want  [)roven,  capable  salesmen 
to  take  permanent  charge  of  several  excellent  territories. 

To  call  on  automobile  trade  and  large  advertisers. 

Territory  is  small;  salesmen  are  home  every  week  and  often  every  night 
or  two. 

Salesmen  travel  in  their  own  automobiles  and  must  be  able  to  finance 
themselves. 

In  fact,  we  virtually  offer  capable  men  a  chance  to  get  into  business  f<jr 
themselves. 

If  you  are  capable  of  earning  $6,000  to  $10,000  per  year  and  can  con- 
vince us  of  this  fact,  write  us  full  particulars  in  first  letter.  Men  must 
be  of  highest  character  and  furnish  bond  with  the  surety  company. 

Salesmen  who  are  now  holding  positions  and  are  earning  $6,000  to  $10,- 
000  per  year  and  wish  to  earn  more  or  desire  to  change  for  some  personal 
reasons,  do  not  hesitate  to  write  us  at  once. 

J,  P.  Gordon,  President 

THE  J.  P.  GORDON  COMPANY,     COLUMBUS,  OHIO 


rig  and  off,  clang,  bang,  lickefy-split 
to  the  scene  of  the  fire! 

"In  handling  a  complaint,  the  first 
t  iling  we  do  is  to  thank  the  guest  with  the 
grievance  for  giving  us  an  opportunity 
to  adjust  it.  Then  we  do  adjust  it  to 
the  guest's  own  satisfaction  as  far  as  it 
is  humanly  possible  to  do  so. 

"Occasionally,  the  guest  is  in  error, 
but  that  does  not  change  the  fact  that 
he  was  actuated  by  a  friendly  motive  in 
getting  the  point  to  our  attention  and  is 
entitled  to  thorough  satisfaction.  Most 
complaints  come  from  our  friends  and 
from  people  who  have  an  interest  in  us 
and  know  that  in  this  organization, 
'When  a  Guest  Complains,  He  is  Doing 
ris  a  Favor.'  " 


Fortissimo. 

Myron  had  learned  to  sing  several 
little  songs,  and  his  grandpa  always 
played  the  piano  while  he  sang  them. 

One  evening  we  had  company,  and 
after  a  while  he  was  asked  to  sing. 
Grandpa  played  as  softly  as  he  could  so 
the  child's  voice  would  be  heard  above  the 
liiano. 

They  got  in  the  middle  of  the  song, 
when  the  youngster  stopped  singing  and 
yelled  out,  "Hey,  grandpa,  give  her  more 
gas!" — [Western  Christian  Advocate 
(Cincinnati). 


All  men  are  created  equal,  but  some 
of  them  soon  get  over  it. — Preston  M. 


Are  You 
That  Man? 


'T'HE  man  for  whom  everj^  employer 
of  men  is  searching  everywhere  and 
always  is  the  man  who  will  accept  the 
responsibility  for  the  work  he  has  to  do, 
says  Gifford  Pinchot,  who  will  not  lean 
at  every  point  upon  his  superior  for  addi- 
tional instructions,  ad\^ce  or  encourage- 
ment. 

There  is  no  more  valuable  subordinate 
than  the  man  to  whom  j-ou  can  give  a 
piece  of  work  and  then  forget  about  it, 
in  the  confident  expectation  that  the 
next  time  it  is  brought  to  your  attention 
it  will  come  in  the  form  of  a  report  that 
the  thing  has  been  done.  When  this 
self-reliant  quality  is  joined  to  execu- 
tive power,  loyalty  and  common  sense, 
the  result  is  a  man  whom  you  can  trust. 

On  the  other  hand,  there  is  no  greater 
nuisance  to  a  man  hea%dly  burdened  with 
the  direction  of  affairs  than  the  weak- 
backed  assistant  who  is  continually 
trying  to  get  his  chief  to  do  his  work  for 
him  on  the  feeble  plea  that  he  thought 
the  chief  would  like  to  decide  this  or 
that  himself.  The  man  to  whom  an 
executive  is  most  grateful,  the  man 
whom  he  will  work  hardest  and  value 
most,  is  the  man  who  accepts  respon- 
sibility willingly. 


Objections. 

The  following  were  some  of  the  argu 
ments  printed  in  a  New  England  pape 
in  1816  against  gas  illumination  of  cit- 
streets.  They  represent  the  best  an< 
most  serious  thought  at  that  time. 

(1)  A  theological  objection.  Artificia 
illumination  is  an  attempt  to  interfer 
with  the  divine  plan  of  the  world  whicl 
had  pre-ordained  that  it  should  be  dari 
during  night-time. 

(2)  A  medical  objection.  Em  ana 
tions  of  illuminating  gas  are  injurious 
Lighted  streets  will  incline  people  t< 
rem.ain  late  out  of  doors,  thus  leadinj 
to  increase  of  ailments  by  colds. 

(3)  A  moral  objection.  The  fear  o 
darkness  will  vanish  arui  drunkennes 
and  depravity  increase. 

(4)  Police  objection.  Horses  will  b< 
frightened  and  thieves  emboldened. 

(5)  Objection  from  the  people.  I 
streets  are  illuminated  every  night,  suel 
constant  illumination  will  rob  festivi 
occasions  of  their  charm. 


A  Notable  Spot. 

An  officer  was  showing  an  old  ladj 
over  the  battleship. 

"This,"  said  he,  pointing  to  an  inscrib 
ed  plate  on  the  deck,  "is  where  our  gal 
lant  captain  feU." 

"No,  wonder,"  replied  the  old  lady 
"I  nearly  slipped  on  it  myself." 


\Miat  can.  a  woman  do  that  will  mab 
a  horse  go,  a  dog  come,  and  a  man  stay' 
Make  a  noise  like  a  kiss. 


NOVEMBER 


MK.N  S  \\1;aII  IIATS  i,„U  clothing  snlwiiiion  can 
wouri'  uii  exorllunt  Bido  lino  Uiut  iu  solil  fr<ini  illuB- 
triit.il  cntaloguo  l.y  writing.    Perfection  Co.,  415 
S,.   WolU  St.,  Chicago. 
(►I.i-K. 


AGENTS  WANTED. 


AdKNTS— <'rcw  men,  novelty  men,  (Jloo-Pcn,  a 
50c  niuoiliifto  (ountiiin  pen.     Kverybody  buys  on 
»trntion.    Write  for  big  profit  plan.  Gloo- 
'ine  St.,  New  York. 


del 

IVn  <■■...  5(1-E  EI 

C75-NI  

At;l;NTS-  »ti()  to  »J0()  a  Week,  Free  Haniples. 
t.olil  hittn  Letters  for  Store  and  Office  WindowH. 
Hin  demand.  Liberal  offer  to  Kenerid  aKcntB.  Me- 
faljic^j.etter  Co.,  431  V.  No.  Clark  St.,  Chicago. 

»1(;  M0NI:Y  and  fast  SAUCS.    Kvery  owner 
bu.va  Gold  Initials  for  his  auto.    You  charge 
nialio  $1.35.   Ten  onlers  daily  easy.    Write  for  par- 
ticulars and  free  Bamples.     American  Monogram 
Co  ,  Dept.  48.  East  Orange,  N.  J. 

884-11^  ^  

MONKV  back  guarantee  makes  Premier  Sharr)ener 
fastcBt  seller.  Hundreds  getting  rich.  You  can. 
w  rite  Premier  Mfg.  Co.,  817  E.  Grand  Blvd.,  De- 
troit, Mich. 

71.S-M.  

TlO  m'LL  TIMES  selling  foo<l.  People  must  eat. 
I'cilenil  distributors  make  big  money;  t.'i,000  yearly 
and  uj).  No  capital  or  experience  needed ;  guaranteed 
sales;  unsold  goods  may  be  returnc<l.  Your  name 
on  packages  buikis  your  own  business.  Free  Samples 
to  customers — Repeat  orilcrs  sure;  Exclusive  ter- 
ritory. Ask  Now;  Federal  Pure  Food  Co.,  Dept.  50, 
Chicago. 

77.VM.  

WI')  W.XNT  men  and  women  who  are  desirous  of 
iiiaking  S2;>,00  to  $200.00  per  week  clear  profit  from 
the  start  in  a  permanent  business  of  their  own. 
Miti-lioU's  Magio  Marvel  Washing  Compound  washes 
clothes  spotlessly  clean  in  ten  to  fifteen  minutes. 
One  hundred  otherusesin  every  home.  Nothing  else 
like  It.  Nature's  mightiest  cleanser.  Contains  no 
lye,  lime,  acid  or  wax.  Free  Samples  make  sales 
easy.  Enormous  repeat  onlers — 300%  profit.  Ex- 
clusive territory.  We  guarantee  sale  of  every  pnck- 
agc.  Two  other  "sight  sellers"  and  sure  repeaters 
give  our  agents  the  fastest  selling  line  in  the  country. 
No  capital  or  experience  require<l.  Baker,  Ohio, 
made  $(500  last  month.  You  can  do  as  well.  .Sen.i 
for  I'Yee  Sample  and  proof,  h.  Mitchell  &  Co.,  Desk 
7S,  1302-1314  E.  6l8t.,  Chicago,  111. 
770-M. 


AOENT.S,  Distributor*,  Energetic  men  every 
city  can  earn  $.00  to  $100  weekly  selling  new  lino 
householil  specialties.  Start  at  once;  largo  demand; 
so  I  on  Bight,  llig  Threo  Money-Makcr  sent  free: 
BcUing  instructions,  folders  furnished.  The  Fernald 
Company  North  East,  Pa. 

S-N.   

LIVE  SAI,i;s.\IEN  to  employ  sub-agents  seUing 
line  food  product.  Hig  profits.  Permanent,  exclu- 
sive, unlimited.  Advertising  provided.  Washington 
UOiTji'l"'^'  Taeoma,  Wash. 

AGENTS— Beautiful  Con.pletc  New  Line  Combina- 
tion  Toilet  Article  Sets— .Magnificent  Display  Boxes 
—sells  instantly  now  until  X'mus.  Tremendous 
Profits.  lOxelusive  territory.  Foster  Reid  Factories, 
A  2001  Mango,  Chicago. 


U!)X-M. 


27,000  KKCOUDS  guaranteed  with  one  Everplay 
Phonograph  needle;  new  different;  cannot  injure 
records;  $10  daily  easy.  Free  sample  to  workers. 
Evcnday,  Desk  1114  McClurg  Bldg.,  Chicago. 


987-M. 


LARGE  SIlIItT  MANLFACTl.KKR  wants  Agents 
to  sell  complete  line  of  shirts  direct  to  wearer.  Ex- 
clusive patterns.  Hig  values.  Free  samples.  Madi- 
son Mills  503  Broadway,  New  York. 

997-M.  

$75  00  Wl:i;iCl.Y  CCJ.M .missions.  Coin  money. 
(05)  newest  Household,  Automobile  Specialties 
"Just-(Jut."  Every  Home,  Garage,  Automobilist, 
Accessory  Store  instantly  buvs  (1)  to  (100).  Nfv 
Money.  No-Eiperienco  neetfwl.  Exclusive  Terri- 
tory Going  Fast.  Write  quick  for  FREE  SAMPLES. 
Factory  (D)  Box  404,  Hartford,  Conn. 


We  have  hundreds  of  in- 
quiries to  our  classified  ad  in 
The  Sample  Case.  I  appre- 
ciate the  value  of  this  maga- 
zine and  it  is  a  pleasure  to 
me  to  give  you  this  reference. 
— Barnard  Slater,  Louis  Fried- 
man Wholesale  Clothing  Co., 
New  York  City. 


Hapid-Wa.sh  '     Best  product  of  Its  kind.  Make 


product    

$40  to  $75  weekly.    Write  for  proof.   A.  X.  Britton 
Co  ,  East  Orange,  N.  J. 
904-M. 


AGl.NTS — Our  soap  and  toilet  article  plan  is  a 
wonder.  Get  our  free  sample  case  offer.  Ho-Ro-Co., 
103  Locust,  St.  Louis,  Mo. 
92.S-M  

AGENTS.  Sell  King  Grip  Patch.  Vulcanizes  in 
Fifteen  seconds.  No  Cement.  No  Heat.  Postal 
brings  Particulars.  Sixty  Cents  Brings  Dollar  sixe. 
Sample.  King  Grip  Patch  Co.,  Dept.  P,  1341  So. 
Broadway,  St.  Louis,  Mo. 

921-M.  

POLMET  POI-ISHING  CLOTH  CLEANS  ALL 
MET.\LS  LIKE  MAGIC.  SELLS  FAST  AT  25 
CENTS.  SAMPLE  FREE.  GALE  &  CO.,  1517 
EDINBORO  ST.,  BOSTON. 

756-M.  

FAST  SELLING  auto  necessity.  Tremendous 
demand.  Sell  Car  Owners  or  Dealers.  Send  $2.00 
for  sample  washer.  Cataract  Auto  Washer  Co., 
Dept.  C,  Topeka,  Kans. 

880-M.  

CLARKE  made  $18  an  hour  seUing  vestpocket 
windshield  cleaner  needed  by  every  autoist,  motor- 
man,  engineer;  one  rub  keeps  glass  clear  24  hours; 
60,000  sold;  amazing  proposition  free.  Security 
Mfg.  Co.,  Dept.  641,  Toledo,  Ohio. 

843-M.  

RISK  a  postal  and  learn  how  to  start  profitable 
business  without  capital  or  experience.  $00  weekly 
easy.  Silvering  mirrors,  refinishing  tableware, 
reflectors,  plating.  Complete  outfit  furnished. 
International  laboratories.  Dept.  42,  309  Fifth  Ave., 
New  Y'ork  City. 

839-M.  

AGENTS  WANTED— Splendid  profits  introducing 
the  w  onderful  newly  patented  Sun  Automatic  Spark 
Regulator — eliminates  all  Timer  Trouble.  Gives 
proper  spark  automatically  for  every  speed  of  the 
motor.  More  power  and  greater  mileage  at  less 
cost  on  either  rough  or  smooth  roads  or  when  climb- 
ing hills.  Prevents  carbon.  Does  away  with  use  of 
epark  lever.  Back-kick  impossible.  Outlasts  all 
other  Timers.  Fully  guaranteed.  Sold  on  30 
days'  trial.  Auto  Sun  Products  Co.,  Dept.  B.  Cin- 
cinnati, Ohio. 

974-M.   

AGENTS — A  new  thing.  Going  like  wild  fire. 
Every  woman  wants  one.  "Rub  Less"  rubber  wash 
board.  Washes  cleaner  in  1-3  less  time  with  half 
the  rubbing.  Easy  on  hands  and  finest  fabrics. 
Cannot  break  or  rust.  Guaranteed  for  two  years. 
Write  at  once.  Federal  Rubber  Goods  Co.,  Akron, 
Ohio. 
967-M. 


AGENTS— Big  Profito,  no  competition.  Make 
$5.00  to  $15.00  daily  selling  our  beautiful  Scripture. 
Text  Calendars.  Agents  now  selling  from  10,000  to 
50,000  yearly.  Write  now.  Messenger  Pub.  Co  . 
Dept.  137.    314  West  Superior  St.,  Chicago,  111. 

98.VM.  

WANTED  AGENTS  I'rotect-O-Mats  with  name 
inlaid;  proven  big  seller  exceptional  opportunity; 
territory  going  fast.  Write  Jackson  <lc  Co.,  249  West 
34th,  New  York. 

960-M.  

AGENTS  $8  a  day.  Take  orders  for  Blue  Ribbon 
Cutlery  Set.  Stainless  steel.  Guaranteed.  We  de- 
liver and  collect.  Pay  you  daily.  Big  demand. 
Easy  to  take  orders.  No  capital  needed.  Write 
for  sampJe  outfit.  Parker  Mfg.  Co.,  Cutlery  1387, 
Dayton,  Ohio. 

948-M.  

SELL  Cataract  Auto  Washers.  Tremendous  de- 
mand. Selling  Fast.  Handsome  Profits.  Send  $2.00 
for  sample.  Cataract  Auto  Washer  Co.,  Dept.  C. 
Topeka,  Kansas. 

881-M.  

CREW  MAN.\GERS  AND  GENERAL  AGENTS: 
Newest  Model  Aluminum  Accelerator  for  passenger 
autos.  You  pay  20  cents  and  sell  it  for  50  cents,  the 
standard  price,  giving  you  150%  profit.  Combina- 
tion for  use  of  man  or  woman.  Handsome,  cannot 
rust.  Feather-weight  model.  Will  make  you  both 
money  and  friends  which  means  repeat  orders 
FREE  SAMPLE  will  be  mailed  if  requested  on  your 
letterhead.  A  few  territories  open.  Apply  quicJcly 
if  you  want  the  speediest  seller  you  have  handled  in 
your  whole  business  career.  ALLOY  FOUNDRY  & 
MACHINE  CORP.  Dept.  S.  C.  New  RocheUe, 
N.  Y. 
938-M. 


J         Our  ad  in  The  Sample  Case  * 

(  Classified     Service,     we     are  { 

J  pleased  to  state,  brought  very  * 

t  satisfactory    results.  —  C.    H.  * 

J  Nindorf  American   Litho-  * 

(  graphing  &  Printing  Co.,  Des  ' 

*  Moines,  Iowa.  t 
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$5  to  $1.5  Daily  Easy— Introducing  New  Style 
Guaranteed  Hosiery.  Must  wear  or  replaced  free 
JNo  capital  or  cxporienco  requirwl.  Just  show 
samples,  write  ordem.  Your  pay  in  advance.  We 
deliver  and  collect.  Elegant  outfit  furnishc<I  all 
colors  and  gra<lcs  including  silks— wool  and  heathers. 
936-.M  •  "^"'  ^''""'"""li.  Ohio. 

AGEN  IS— Sign  Market  Directory  Free.  Showing 
trh}'.lL  the  sigf 


SILK!  EX  II(WI1;rY  .MILLS,  320  Fifth  Ave  ,  New 
\  ork  are  olTcring  the  best  proposition  on  the  market 
940-'?"'*"'*       Kuarantced  sUk  hosiery  to  consumers. 

AGENTS  AND  CANVASSERS:  7  piece  Imlies'  or 
SV"^*  Combination  Toilet  Set,  25  ccnu,  sclU  for 
iii^cr^M'.'l'"'  i?*^^^''"^"'  ^"^^  particulars, 
HLDSONIA  SOAP  WORKS.  275  Greenwich 
■Street,  Now  York  City. 

9.37-M.  

AGENTS— $«  to  $12  a  day  easy.  2.>0  Lightweight 
last  selling,  popular  price<f  necessities,  food  Bavors, 
perfumes,  soaps,  toilet  preparations,  etc.  Agent's 
outfit  free  Write  today— quick— now.  American 
OmJI""  American  Bldg.,  Cincinnati. 

H74^L  

]5'0 H'-P'S   fastest   agent's  seller.     300%  profit. 
Needed  in  every  home  and  store.    Establish  perma- 
"""'"ess     Premier  Mfg.  Co.,  817  E.  Grand 
Blvd  ,  Detroit,  Mich. 

774-M.   

I  SE  INSYDE  TYRES  in  your  casings  and  get 
from  3  to  .>  thousand  miles  more  seri'icc.  Positively 
prevent  punctures  and  blowouts.  I  sed  over  and  over 
again.  Low  price<l.  Big  money  saver.  AgenU 
wuntc<l.  Write  for  terms.  American  Accessories  Co 
B-78.3.  Cincinnati,  Ohio. 
920-.M. 


 ACCOUNTS  WANTED.  

WANTED — Factor>-  Unes  on  commission.  Mon- 
tana .Snappy  .Men's  Furnishings  preferred.  Any 
goo<l  Bide  line.   C.  W.  Anderson,  Plentywood,  Mont 


 BUSINESS  OPPORTUNITIES.  

FREE— FOR.MILA  CATALOG,  LABfJRATOR- 
lES  BOYLSTON  BUILDING,  CHICAGO 

527-K.  

S.\Li  ;SMEN — AGENTS — Unusual  opportunity,  $.50 
to  $125  weekly.  Semi-automatic  Double  Vaccup 
Washers,  easily  attached  to  tub.  No  cleats  or  posts; 
air  pressure  and  suction.  Superior  to  power  machines 
in  many  wa>-8.  Easily  carrie<l;  sells  on  sight.  Guar- 
anteed success.  Selling  plans,  a<lverti»ing  free. 
Extremely  liberal  terms.  Write  Burlingame  Mfg. 
Co  ,  Dept.  5,  .Syracuse,  N.  Y. 

S84-M.   

"INVESTING  FOR  PROFIT"  is  worth  $10  a 
copy  to  any  man  who  intends  to  invest  any  money, 
however  small,  who  has  money  investeil  unprofitably, 
or  who  can  save  $.5  or  more  per  month,  but  who  hasn't 
learned  the  art  of  investing  for  profit.  It  demon- 
strates the  Real  earning  power  of  money,  the  knowl- 
edge financiers  hide  from  the  mas.ses;  it  reveals  the 
enormous  profits  they  make  and  shows  how  to  make 
the  same  profits.  It  explains  how  stupendous  for- 
tunes are  made  and  why  they  are  made;  how  $1,000 
grows  to  $22,000.  To  introduce  our  magazine  write 
us  now,  and  we'll  send  it  Six  Months  Free.  Address 
Investing  for  Profit,  20  W.  Jackson  Blvd.  Dept.  C. 
94.  Chicago. 

95I-M.   

START  YOUR  OWN  BUSINESS.  Practical  work 
ing  plans  of  15  profitable  business  enterprises  which 
can  be  started  in  small  way  without  exjjcrience. 
Every  successful  business  is  development  of  good 
idea.  Send  for  "Book  of  Business  Opportunity" 
today.  Price  $1 .  Cardon  Co.,  2nd  Floor,  296  Broad- 
way, New  York. 
969-M. 

 MISCELLANEOUS.   

BE  AN  AUCTIONEER.    Make  big  money.  No 
capital  required.    Send  for  large  Free  illustrated 
catalogue   Now.     Reppert's  Auctioneering  School. 
Decatur,  Indiana. 
11-N. 

DISTRICT  MANAGERS  WANTED. 

"SAIv-ADE,"  the  new  food  product  is  just  out  and 
ready  for  our  National  selling  campaign.  Great 
consumer,  satisfaction  guarantees  enormoxis  con- 
tinual repeat  orders.  Territorial  Managers  wanted 
immediately.  JIust  conduct  mail  order  business, 
and  manage  Agents  and  Salesmen.  We  want  the 
type  of  men  who  are  satisfied  only  with  large  earnings. 
"To  men  of  this  sort  we  offer  a  man's  sized  income, 
unlimited  opportunity  for  development  and  an 
assured  future.  Write  or  wire  immediately  Vice- 
President,  Fruit  Valley  Corporation,  Rochester,  New 
York. 

17S-M.  

MAN  or  woman  to  manage  Radio  business  in  all 
counties  of  United  States.     Will  earn  $5,000  for 
hustlers.    Educational,  Box  505  East  End  Pitts- 
burgh, Pa. 
966-M. 
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PIANS  (or  poultry  Iioubck!   All  Btylos  IfiO  IlluHtra- 
tioiiH;  Hooret  of  Kottini?  winter           and  copy  of 
"Tho  Full  Kkk  BiiBket."    Hond  25  contB.  Inland 
Poultry  Journal,  Dept.  84,  IndianapolliB,  Ind. 
947-M.  


KTIORIJNCi  V.  UVCK.  Hi  YKAHH  KKdlS  I  I  .1!  I . I ) 
VATIONT  Attorney,  Suite  7,  (129  I''  St  .  N.  W,  W^i^l,- 
iuKtoii,  D.  C.  (Imiuirios  auHWcred  promptly.) 

1)70-  

"^"""HvlArrU  FACjrU^RI  NG^IN  FORM  ATJ 
MlTsALKSM  AN~1  X/N'T  YO'IJ  WA  NT  TO  JOVION- 
TUAIJ.Y  C.K'l'  Ol'K  OF  TIIK  ROAD?  Start  a 
Miitiufiu  txirinK  KiiKiiieBS  of  your  own  with  a  BHiall 
inv<«t..u-nt  a..<l  wiiteli  it  Krow.  Stan.p  bringH  valu- 
able literature  relative  to  my  Guaranteed  Manu- 
facturer's Formulas  for  makini?  latebt  and  Uest  bcl- 
ing  SpocialticB  in  all  lineB.  No  Machinery  Ncces- 
sary,  InvcBtmcnt  Small.  I've  been  20  years  Btartrng 
othenj  on  the  road  to  Success.  Leading  large  and 
small  Manufacturers  everywhere  are  my  clients 
Highest  Itefcrenccs.  Henry  1^.  Miller,  Manufactur- 
ers' C'hcmibt,  Tampa,  Florida. 
870-M. 


Husband  by  Proxy. 

In  Russia  a  passport  is  a  valuable 
possession  and  a  person  holding  one 
of  these  papers  can  make  capital  out 
of  it.  Foreigners  thus  equipped  are 
often  bribed  to  enter  into  a  marriage 
which  lasts  until  the  border  ia  reached 
in  order  to  help  women  out  of  the  coun- 
try. This  service  often  commands  a 
nigh  rate  and  they  are  escorted  into 
Poland,  Roumania  or  Germany  and 
there  the  "couple"  part.  Turks  have 
the  privilege  of  taking  four  women  with 
them  and  the  trip  over  the  border  is  to 
them  therefore  very  profitable.  A  legal 
complication  has  arisen  over  the  posses- 
sion of  a  Baku  beauty  whose  husband 
intrusted  her  to  a  foreigner  to  get  her 
out  of  the  country,  but  during  the  trip 
the  latter  fell  desperately  in  love  with 
her  and  has  claimed  her  as  his  own  and 
has  the  records  of  a  court  in  Russia  to 
substantiate  his  claims  where  the  woman 
declared  that  she  was  the  wife  of  the 
foreigner. 

Allaying  Suspicion. 

"Mother — " 
"Yes,  Ethel—" 

"Will  you  do  something  for  me?" 
"What  is  it?" 

"I  wish  you  would  buy  me  a  rolling 
pin." 

"Why  don't  you  buy  one  yourself?" 

"Oh,  you  know  Jim  and  I  have  only 
been  married  a  few  weeks  and  the  store 
man  might  think  we  were  not  getting 
.long  all  right." 


$5  to  $10  a  Day 
EXTRA 

U.C.T.  Brothers,  write  me  quick 

You  can  muko  hit  money  frorn  now 
on  till  XniiM.  iiellinc  aa  »ide-lin<>  from 
<:olor<!(l  plioton  our  wonderful  linn  of 
Toy  Kriifl,  Wooden  Art  Toyn.  Abso- 
lutely now.  no  competition,  eclln  liite 
wililliro.     Credit   for   repeat  ordem. 


EASTERN  PRODUCTS  CO. 

HARRISBURG  PENNA. 


Radio 
Industry 


22  Years  Ago. 

Nobody  wore  a  wrist  watch. 

Nobody  had  appendicitis. 

Nobody  wore  white  shoes. 

Nobody  sprayed  orchards. 

Nobody  knew  about  radio. 

Most  young  men  had  "livery  bills." 

Farmers  came  to  town  for  their  mail. 

Many  people  read  by  the  candle  or 
kerosene  light. 

The  heavens  were  not  full  of  man-birds. 

Nor  the  seas  alive  with  underwater 
boats. 

The  hired  girl  drew  one-fifty  a  week 
and  was  happy. 

Young  men  learned  trades  at  S.")  per 
week. 

The  butcher  "threw  in"  a  chunk  of 
liver. 

The  merchant  "threw  in"  a  pair  of 
suspenders  with  every  suit. 

Nobody  listened  in  on  the  telephone. 

There  were  no  electric  meters. 

Nobody  observed  a  sane  Fourth. 

Straw  stacks  were  burned  instead  of 
baled. 

Publishing  a  newspaper  was  not  a 
business,  it  was  a  dueling  game. 

There  were  no  Bolshevists  nor  "isms." 

The  safety  razor  had  not  introduced  the 
clean-shaven  f  ace. 

"Equipped  with  gas"  was  a  prominent 
line  in  flats-to-let  advertisement. 

Office  folks  didn't  know  about  a  fan 
in  the  summer  time,  and  ice  water  was 
a  treat. 

Many  folks  retired  at  9  p.  m.  and  rose 
at  5  in  the  morning. 
(Times  have  changed.) 


"This  is  a  foine  country,  Bridget. 
Sure  it's  generous  everybody  is.  I 
asked  at  the  postoffice  about  sindin' 
money  to  me  mother,  and  the  young 
man  tells  me  I  can  git  a  $10  money 
order  for  tin  cents.   Think  of  that,  now.' ' 


QUESTIONABLE  promotions  in  th 
radio  industry  have  led  the  Nei 
York  Better  Business  Bureau  to  make  i 
study  of  the  present  status  and  of  thi 
hopes  for  the  future  of  that  industry 

The  bureau  gives  the  following  stat*;; 
ments  as  the  conclusions  which  it  haf 
made  as  a  result  of  its  study: 

"While  the  future  demand  for  radio 
8up7)lie8  is  expected  to  be  considerable, 
following  the  summer  season  dullness, 
there  is  no  indiction  that  the  demand 
will  be  abnormal.  Dealers  and  jobbers 
have,  in  general,  adequate  stocks  on 
hand  and  manufacturers  already  estab- 
lished have  caught  up  with  the  demand. 
On  deppendable  trade  authority,  it  can 
be  said  that,  today,  there  is  no  shortage 
of  radio  apparatus  for  amateur  use,  and 
none  is  anticipated,  because  factories 
already  in  production  will  be  able  to 
fill  orders  promptly.  Literally  thou- 
sands of  new  companies  have  been  ine 
porated,  within  the  present  year,  to 
manufacture  radio  apparatus. 

"No  one  can  predict  with  any  great 
degree  of  certainty  the  extent  to  which 
radio  enthusiasm  on  the  part  of  amateurs, 
or  its  uses  in  commerce,  will  stimulate 
and  sustain  demand  for  apparatus  and 
parts.  It  is  anticipated  that  progress 
will  take  place  along  broad  lines  in  the 
distribution  of  educational  and  market 
information — development  depend- 
ing  largely  on  improvements  in  broad- 
casting and,  to  some  extent,  in  receiving, 
apparatus.  It  appears  that  commercial 
use  of  radio  will  be  limited,  and  of  a 
kind  which  may  supplement  and  extend 
rather  than  compete  with,  as  promoters 
of  radio  stock-jobbing  schemes  claim, 
the  present  public  service  of  telegraph 
and  telephone  systems. 

"The  development  of  radio  at  present 
is  in  the  hands  of  substantial  business 
men  who  are  interested  in  its  sane  prog- 
ress. These  men  have  their  feet  on  the 
ground  and  are  neglecting  no  oppor- 
tunity to  advance  this  new  art  and  in- 
dustry. Improvements  are  being  madt 
scientifically  by  trained  men  speciaUzini 
in  research  work.  It  is  possible  that 
unattached  inventors  and  professions; 
promoters  may,  by  chance,  preseni 
opportunities  of  merit  to  small  investors 
but,  in  such  event,  the  public  shouk 
know  that  these  enterprises  are  subjec 
to  much  more  than  normal  business  haz' 
ards  and  risks. 


A  travehng  man  went  into  a  Southen 
restaurant  for  his  dinner  and  after  look 
ing  in  disgust  over  the  meagre  menu 
he  inquired  of  an  ancient  darkey 
shuffled  forward  to  take  his  order: 

"Well,  Sam,  have  you  frogs'  leg 
today?" 

"No,   sah;   no   sah,"  protested 
darky,  "it  am  jez  de  rheumatiz 
makes    me    walk    dis    way."— [Sout^ 
western  Salesman. 


A         ( )!>!>( )irri!Nn'v 


V  HIGH  GRADE  LINK /or  HIGH  GRADE  SALESMEN 

An  unusual  opportunity  for  men  capable  Not  a  gold  mine  but  a  real  oppor- 
of  selling  general  retail  and  drug  stores        tunity  to  earn  a  great  deal  of  money 

3^  Continental  Line  Sells! 


NATIONALLY  AD\'1':RT1SLD  YOUR  OWN  TLRRITORY 

FAVORABLY  KNOWN  HOUSK  A  LIBERAL  COMMISSION 

DEPARTMENT  FINANACES  WEEKLY  EXPENSES  AD- 

ITSELF  VANCED 

WE  HELP  THE  DEALERS  ANNUAL  BONUS 

For  a  very  few  first  class  salesmen  this  is  an  opportunity  that  will  probably  never  again  be  repeated.  We 
seldom  advertise  in  this  way  for  men,  but  revision  of  territories  leaves  some  unusually  good  openings  in 
several  states  and  our  business  season  is  just  starting.  We  give  our  men  real  co-operation.  Renaler,  acom- 
paratively  new  man  in  Montana,  writes: 

"The  co-operation  you  give  is  beyond  anything  I  have  ever  known. 
Your  national  advertising  and  your  advance  mail  help  me  tre- 
mendously. I  get  credit  for  my  orders — never  abuse.  There  is  no 
club  over  my  head — just  a  friendly  hand  outstretched  to  help  me  on." 

Write  Immediately!  Tomorrow  May  Be  Too  Late! 

THE  CONTINENTAL  COMPANY,  1920  Euclicl,  Clevoland,  Ohio 


THE  "U"  BOOK 

Selling  One's  Self  from  $10 
a  Week  to  $100,000  a  Year 

Notwithstanding  your  present  ability,  you  can  undoubtedly  increase 
your  efficiency — your  money  earning  capacity,  and  consequently,  get  more 
enjoyment  out  of  life.  This  "U"  Book  contains  the  essence  of  a  S20.00 
course,  including  chapters  on  The  Mental  Law  of  Sale — Getting  Attention — 
Conviction — Mental  Telepathy — Personality — Suggestion  and  Argument — 
Auto  Suggestion — Will  Power — Personal  Magnetism — Memor\- — Meeting 
Objections — Letter  \\Titing,  and  man>'  other  interesting,  as  well  as  instruc- 
tive, chapters. 

In  comparison  with  what  this  book  candoforyou,  its  price  is  insignificant. 

Order  the  "U"  Book  now,  Selling  One's  Self  from  $10  a  Week  to 
$100,000  a  Year— today. 

Price,  $1.50 

SEND  ORDER  WITH  REMITTANCE  TO 

THE  SAMPLE  CASE  -  -  -  COLUMBUS.  OHIO 


How  "^uld  15u  Introduce 
This  Newcomer? 


/F  you  were  the  hoaless  of  a 
dinner  party  and  your  out-of- 
town  guest  arrived  rather  late, 
how  would  you  present  him? 
Would  you  introduce  him  to 
all  at  once?  Would  you  intro- 
duce him  to  the  person  in  whose 
honor  the  dinner  is  given?  Would 
you  take  him  to  each  guest  in- 
dividually?    Which  is  correct? 

THE  man  who  would  be  cultured,  well- 
nmunered,  and  tlio  woman  who  would 
possess  that  coveted  j/ift,  of  cIiMiin,  must 
cultivate  the  art  of  iiit  ro'lm  i  ion  I 'or  lie  who 
can  create  a  pleasant  iini"  i  Ik  m-  lictwecn 
strangers,  who  can  nKil.r  ci ,ii  \  i  i  :il ion  run 
smoothly  and  plc'i.sant ly,  (lislin^^ui.shes  him- 
self as  a  person  of  brcedinK. 

Every  (l:i.\-,  in  l>i.lh  the  business  and  social 
worlds,  occasion  aiiscs  for  the  introduction. 
Perhaps  it  is  a  business  ac(|uaintance  who  de- 
sires to  meet  your  brother.  Perhajjs  it  is  a 
friend  who  woiild  like  to  meet  another  friend. 
The  next  time  you  introduce  two  people, 
notice  whether  the  fooling  you  create  is  friendly 
and  pleasant  or  whether  it  is  uncomfortably 
strained. 

Let  us  pretend  that  you  are  at  the  club  with 
Mr.  Jones,  a  young  friend.  There  you  meet 
elderly  Mr.  Blank.  In  introducing  your  two 
friends,  would  you  say  "Mr.  Blank,  let  me 
present  Mr.  Jones,"  or  "Mr.  Jones,  let  rne 
present  Mr.  Blank."  If  Mr.  Blank  is  the 
cultured,  well-bred  gentleman  he  seems  to  be, 
would  he  say,  "Pleased  to  vieet  you?"  AVhat 
would  be  the  correct  thing  for  him  to  say? 

As  he  is  an  old  friend  of  the  family,  you  take 
Mr.  Blank  home  for  dinner.  But  your  sister 
has  never  met  him.  Would  you  say,  "Mr. 
Blank,  this  is  7ny  sister.  Rose,"  or  "Rose,  this 
is  Mr.  Blank."  Is  it  correct  for  Mr.  Blank 
and  Rose  to  shake  hands?  If  she  is  seated, 
shall  Rose  rise  and  acknowledge  her  brother's 
introduction? 

Later  in  the  evening  you  go  with  Mr.  Blank 
to  the  theatre.  In  the  lobby,  Mr.  Blank 
recognizes  some  friends  of  his  wife,  and  he 
greets  them.  You  have  never  met  the  ladies; 
never  spoken  to  them.  Should  you  lift  your 
hat,  or  merely  nod  and  smile? 

In  the  box  at  the  theater  is  Mrs.  Blank  with 
several  friends.  Mr.  Blank  presents  you — do 
you  shake  hands  with  the  ladies?  Do  you 
bow  to  Mrs.  Blank?  Would  you  use  any  of 
these  expressions:  "How  do  you  do?"  "pleased 
to  know  you,"  "Delighted." 

Ordinary,  haphazard  introductions  are  as 
ungraceful  as  they  are  ungratifying.  If  cor- 
rectly tendered,  the  introduction  becomes  a 
graceful  and  becoming  art.  To  be  able  to 
introduce  correctly  is  to  command  the  respect 
and  honor  of  all  with  whom  vou  come  in 
contact. 

How  Do  You  Ask  a  Lady 
to  Dance? 

One  breach  of  etiquette  in  the  ballroom 
condemns  you  as  a  hopeless  ^Tilgarian.  One 
little  blunder  and  people  begin  to  wonder 
whether  you  are  such  a  tremendous  success 
after  all! 

If  you  are  truly  a  gentleman  your  gallantry 
will  distinguish  you  in  the  ballroom.  If  you 
are  a  cultured  woman,  your  grace  and  delicacy 
will  make  you  the  envy  of  less  charming 
women.  The  ballroom  is,  without  doubt,  the 
ideal  place  to  impress  by  one's  culture  and 
refinement. 

Let  us  pretend  once  again  you  have  taken 
your  fiancee  to  a  dance.  The  first  few  dances 
were  hers,  of  course.    But  for  the  fourth  you 


decided  to  ask  a  young  lady  who  happens  to 
be  a  wall-flower,  to  share  with  you. 

How  do  you  ask  the  other  young  lady  to 
dance?  Wliich  are  the  correct  and  which  the 
inoorroctfcjnns?  ( 'an  you  make  the  young  lady 
feel  happy  and  at  ease,  or  will  she  feel  un- 
comfortable and  embarrassed? 

The  music  ceases  and  you  must  return  to 
your  fiancee.  Do  you  find  another  partner 
for  the  young  lady  you  have  been  dancing 
with?  Do  you  escort  hor  back  to  her  seat? 
What  is  the  proper  thing  to  do;  to  say? 

And  the  woman  at  the  dance.  What  shall 
.she  wear?  May  .she  under  any  condition  ask 
for  a  dance?  May  she  refuse  to  dance  with- 
out reason?  "Wliat  shall  the  young  girl  who 
is  not  asked  to  dance  do? 

Both  the  man  and  woman  must  know  the 
etiquette  of  the  ballroom — must  know  just 
what  to  do  and  what  to  say.  It  is  the  badge 
of  culture  and  refinement,  and  not  even  pov- 
erty can  hide  it. 

What  Shall  I  Wear  Tonight  ? 

You  have  asked  yourself  that  question  many 
times.  "What  shall  I  wear  to-night."  Whether 
you  are  a  man,  or  a  woman,  it  is  utterly  essential 
that  you  wear  only  what  is  perfect  in  taste  and 
correct  according  to  the  etiquette  of  the  occasion. 
What  does  a  man  wear  to  an  afternoon  dance? 
What  does  a  woman  wear?  What  is  worn  to  the 
evening  entertainment?  to  the  wedding?  to  the 
funeral?  Do  you  know  what  a  Tuxedo  is?  When 
is  it  worn?  We  will  pretend,  once  again,  that  you 
are  invited  to  an  important  afternoDn  function. 
What  would  you  wear?  I,  the  high  siUc  hat  correct? 
And  if  your  sister  accompanies  you,  what  should 
she  wear? 

The  world  is  a  harsh  judge.  It  judges  you  by 
what  you  wear  even  more  severely  than  by  what 
you  do  and  say.  If  you  would  be  respected,  if  you 
would  be  conceded  a  success,  you  must  dress  correctly 
and  in  full  accordance  with  etiquette's  laws. 


Book  of  Etiquette 

In  Two  Comprehensive  Volumes 

The  world  demands  culture.  If  you  can  hold 
yourself  well  in  hand,  if  you  have  the  polish  and 
poise  that  come  with  the  knowledge  that  you  are 
doing  and  sa>'ing  only  what  is  absolutely  correct, 
you  will  be  admitted  to  the  highest  society.  If  you 
are  refined,  well-bred,  you  will  command  respect 
wherever  you  go. 

The  "Book  of  Etiquette"  makes  it  possible  for 
every  one  to  be  pohshed,  cultivated.  It  tells  you 
just  what  is  right  to  do,  and  wear,  and  write,  and  say 
at  all  times.  It  corrects  the  blunders  you  have 
perhaps  unconsciously,  been  making.  It  dispels  the 
doubt  that  you  may  have  had.  It  helps  you,  with 
its  rich  illustrations,  to  solve  the  problems  that  have 
been  puzzUng  you.  It  comes  to  you,  in  fact,  as  a 
revelation  toward  perfect  etiquette. 


With  the  "Book  of  Etiquette"  to  refer  to,  you 
be  without  question  cultured  in  your  dinner  etiquett*. 
You  will  know  what  to  do  and  say,  without  embar- 
rassment, when  you  overturn  a  cup  of  coff ec  on  your 
hostess's  tablecover.  You  will  know  how  to  eat 
lettuce  leaves,  and  how  to  use  your  knife  correctly. 
You  will  know  how  to  dispose  of  cherry  and  grape 
stones.  You  will  know  how  to  use  the  finger-bowl, 
and  the  napkin  with  the  case  and  grace  that  bespeak* 
culture  of  the  highest  degree. 

The  splendid  two-volume  set  reveals  to  you  the 
definite  conventions  that  the  world  demands  at  tlie 
wedding  and  the  funeral.  It  reveals  the  secTet  of 
correct  introductions  and  acknowledgments.  It  tell* 
you  how  to  word  your  calling  cards,  your  wedding 
invitations,  your  cards  of  thanks.  It  helps  you  to  be 
cultivated  and  refined  at  all  times. 

Send  No  Money! 

A  complete  and  enlarged  two-volume  set  of  the 
"Book  of  Etiquette"  is  being  offered  to  meet  the 
increased  demands.  This  new  edition  will  go  quickly. 
Each  volume  is  attractive  and  well  bound.  And  the 
two  volumes  will  be  sent  you  absolutely  free  for  five 
days. 

Are  YOU  sure  that  you  know  how  to  intrwluce  two 
people  correctly?  Do  YOU  know  your  dinner  eti- 
quette so  well  that  you  can  dine  with  the  most 
cultured  people  of  your  acquaintance,  and  be  thor- 
oughly at  ease?  Do  YOU  know  just  what  is  right 
to  do,  and  say  and  wear,  and  write  on  every  occasion? 

You  will  find  invaluable  aid  in  this  splendid  two 
volume  Book  of  Etiquette.  You  will  want  to  keep  it 
handy  where  you  can  refer  to  it  again  and  again.  Send 
for  your  set  now — just  the  coupon  will  do — and  dis- 
cover for  yourself  how  much  there  really  is  to  know 
in  the  world  of  good  society. 

Don't  delay.    Send  the  free  examination  coupon 
for  your  set  today.    Examine  it.    Read  a  chapter 
here  and  there.    Keep  the  books  and  read  them  for 
five  days.    Then  when  you  find  that  they  are  tl 
two  most  interesting  and  instructive  books  you  ev 
read,  send  us  only  $3.50  in  complete  payment  ai 
the  set  is  yours.   Or,  if  you  are  for  any  reason  n 
satisfied,  return  them  and  you  won't  owe  us  a  cet 
Mail  the  coupon  now!    It  costs  you  nothing  to  di 
cover  for  yourself  how  delightful  and  how  valuab 
the  "Book  of  Etiquette"  is!     Nelson  Doubledajr, 
Inc.,  Dept.  10210,  Garden  City,  New  York. 

NELSON  DOUBLEDAY,  Inc. 

Dept.  10210,  Garden  City,  New  York 

Without  money  in  advance,  or  obhgation  on  n 
part,  send  me  the  Two  Volume  set  of  the  Book 
Etiquette.    Within  5  days  I  will  either  return  tl 
books  or  send  you  $3. .50  in  full  pajTnent.  It  is  under- 
stood that  I  am  not  obliged  to  keep  the  books  if  ™ 
am  not  deUghted  with  them. 


(Please  write  plainly) 


Address     -  — 

□ Check  this  square  if  you  want  these  books  » 
the  beautiful  full  leather  binding  at 
dollars,  with  5  days'  examination  pri\-ileges. 
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Ira  Judson  Foster,  A.  M.,  D.  Sc.,  Prcsident-Treasurer- 
Director  General.  Mr.  Fo.ster,  as  Author,  Editor  and 
Actor,  requires  but  little  mention. 

Lawrence  Johnston,  Vice  President-Secretarj'.  Mr. 
Johnston  i.s  an  International  Actor,  of  pronounced  ability  ; 
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MAZJ")AsnKA  PI(  TTRKS  (  'ORPORATIOX  are  Pro- 
ducers. Distributors  and  Managers — Stage  and  Screen, 
representing  the  heart  and  soul — THE  PUBLIC  MIXD. 


1).  n.  S.,  Leading  San  Francisco 
i-iiic-s  man  and  property  owner. 
I  at.  M.  Sc.,  Chemist  and  Bacteriol- 
;  \orth  Pacific  Dental  College,  Port- 

Jreyon. 

Advisory  Board 

Gardner  Rossman.  Consulting  Engineer.  Scotch 
,  X.  J.  and  Xew  York  City. 

.Mortimer  .Mien    Financier,  Bank  Director  and 
ir'-i-ertN-  owner,  Billings,  Montana. 
\r  I  i       '    M  D  ,  1",  A.  C.  S.,  General  Surgeon: 
iid  Seattle,  R.  R.  Electric  Building, 

a    Author.  Lecturer  and  Dramatic 

ger,  Pathe  Exchange,  Inc., 

and  Studio  Owner,  San  Fran- 
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Capitalization:     One  Million  Dollars 

All  Stock  Common.         Par  Value  $10.00 
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MAZDASHEA  PICTURES  CORPORA- 


.  return  vour  money  upon  request  for  Stock, 
first  subscribers  up  to  $2,50,000,00  and  the 
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The  Sample  Case 


CHAS.  H.  SMITH,  Editor  and  Manager 
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In  this 

Tin'  Poirer  of  Your  Voice   7 

\//.  I  fan/rave  Sends  Christmas  Greetings  9 

Here  art'  two  artic'les  which  ev<'ry  uuiii  wlio  sells  ^oods 
w  ill  liiul  filled  wit  h  f^riiins  of  gold. 

llnu'inq  on  Scrip  Tickets   II 

liilerstato  Commerce  Commission  holds  another  speiiiil 
session  with  railroad  mileage  still  under  consideration. 

Turn  Failure  into  Success    12 

I),  p.  KLLIS  strikes  resounding  chord  that  will  throw 
pep  into  selling. 

Wu'chasinq  AgenCs  Approach  13 

DAVIS  15.  GRAY  contributes  another  of  his  telling 
articles  in  this  series  which  will  interest  every  buyer, 
as  well  as  salesmen. 

'Backstop''  for  Salesmen  14 

(;K()R(JK  WILLIAMS  STRONG  springs  something 
new  for  Sales  Managers.  It  is  well  worth  while  to 
read  this. 

'Salesman's  View  of  Buyer   15 

BKRTRAM  LEBHAR  gives  authorized  interview  with 
William  Maxwell,  one  of  the  leading  business  men  of 
the  United  States. 

jet  Bed  Meat  into  Action  16 

GEORGH  W.  SANDERSON  is  the  man  who  wrote 
"Filling  a  He-Man's  Job"  in  the  July  number  of  The 
Sample  Case.    Mustard  and  pepper  in  his  articles. 

'Yes,  We  are  Buying  Now"..  17 

\n  editorial  on  the  business  situation  at  present  and  tlie 
outlook  for  1923. 

4  Day  with  the  Boad  Agents  18 

WEINER  OF  WOOSTER  is  no  highwaymen's  associ- 
ate, but  he  can  get  human  interest  into  his  reflection 
from  life  on  the  rails. 

M5  C  K — Gripping  Bomance  of  Great  South- 
west   19 

Ira  Judson  Foster's  great  story,  published  herein  in  ad- 
vance of  its  being  filmed.  Do  not  miss  this  delightful 
serial. 

Unusual  Tales  of  Christmas    22 

ANANIAS'  FIRST  COUSINS  will  entertain,  as  well 
as  amuse,  in  these. 

Death  Stalks  Christmas  Eve    23 

D.  J.  O'CONNELL  proves  that  truth  is  stranger  than 
fiction  in  this  story,  which  you  can't  stop  reading  till 
you  finish  it.    It's  a  corker. 


number 


Bancher's  Christmas  Dinner   24 

THE  CALll'll  touclies  the  heart-strings  in  this  Christmas 
story  from  th(!  (Johhin  Gate. 

Tabasco  Sauce  with  Chili  Con     25 

When  W  ILLIAM  J.  RAM  lakes  his  typewriter  in  hand 
he  makes  il  liiiin.  The  jolly  old  soul  was  in  fine  fettle 
when  he  found  this  in  his  typewriter. 

Making  a  Phenomenal  Success  26 

A  happy  editor  has  a  few  words  to  say  about  the  present 
and  future,  and  about  this  magazine  in  particular. 

Bernards  of  Achievement  27 
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The  Science  of  Selling 

The  Science  of  Selling  Weekly  Letter  Service  is  the  only  plan 
in  the  world  that  deals  with  the  two  main  factors  of  any  sale, 
namely:  yourself  and  the  buyer.  It  clearly  describes  the  buyer's 
"buying  characteristics."  It  shows  you  how  to  correctly  "size 
up"  your  prospect.  It  shows  the  correct  appeal  which  must  be 
made  if  you  want  to  increase  your  sales. 

Sales  Manager 

Do  you  want  to  increase  the  ability  of  your  salesmen  to  sell  more  prospects  and  increase 
each  customer's  business,  flevclop  good-will,  friendship,  confidence?  Inquire  for  s[x?cial 
price  on  your  sales  force.    Kindly  state  number  of  salesmen  empUiyed  when  writing. 

TABLE  OF  CONTENTS  OF  SCIENCE  OF  SELLING  WEEKLY  SERVICE 

1  The  ONLY  WAY  to  be  a  "MASTER  SALESMAN"— A  SUCCfc:SS 
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Special  Holiday  Offer. 

Insure  a  50%  increase  in  your  sales  for  1923  by  using  S.  O.  S. 

Mail  $26.00  today  for  entire  year's  Ser\'ice.    If,  during  Decem.ber,  we  receive  o\-er: 
100  orders  your  cost  will  be  only  S23.40;  you  receive  a  rebate  of  S  2.60 
200  orders  your  cost  will  be  only   20.80  you  receive  a  rebate  of  5.20 
300  orders  your  cost  will  be  only    18.20 ;  you  receive  a  rebate  of  7.80 
400  orders  3'our  cost  will  be  only   15.60;  you  receive  a  rebate  of  10.40 

A  Christmas  present  that  will  make  your  family  and  employer  better  satisfied  and  your- 
self  more  successful. 
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Weekly  Letter  Service 

Carefully  read  the  Table  of  Contents.  Do  you  realize  how 
much  more  you  can  sell  by  having  such  a  thorough  knowledge 
of  the  buyer?  Can  you  afiford  to  be  without  the  only  Service  that 
will  aid  you  to  sell  many  more  prospects,  also  make  every  sale 
larger? 

TABLE  OF  CONTENTS  OF  SCIENCE  OF  SELLING  WEEKLY  SERVICE 


TO  INCRKASK  IT 


(Continued.) 

21.  The  NUMBER  of  IDEAS  You  GIVE 

22.  WHAT  is  Your  INCOME?   And  HOW 
2^.  The  WAY  \ou  TALK 

24.  HOW  to  be  a  Four  Scjuare  Salesman — A  Leader 

25.  Fact  or  Theory-  -The  Only  Two  Ways  of  Presentation 

26.  The  POWER  of  The  X'Ol'CE 

27.  The  INDIVIDUAL  Who  Likes  "FLATTERY" 

28.  The  Buyer  Who  is  SUSPICIOUS  of  "PRAISE" 

29.  Are  You  a  "PARTNER"  or  a  "BUM"? 

30.  The  Prospect  Who  is  Sold  Through  the  Eye  or  Ear 

31.  CUR  or  THOROUGHBRED? 

32.  The  "SPIELER"  is  Neyer  a  "MASTER  SALESMAN 

33.  The  "QUESTIONAIRE"  Method 

34.  HOW  is  Your  SPINE? 

35.  The  Aristocrat  vs.  The  Familiar  Type 

36.  HOW  to  Develop  DETERMINATION 

37.  Showing  Whether  Quick  or  Slow  in  Decision 

38.  How  to  Keep  Your  "SUCCESS  FIRES"  Burning 

39.  The  "TALKATIVE"  Customer 

40.  The  "DUMB"  Customer 

41.  The  "MILLION  DOLLAR"  Smile 

42.  The   Buyer  Who  NEVER 

ARGUES  ,^  

43.  The    Buyer    Who    ALWAYS  J 

Wants  to  ARGUE 

44.  ARGUMENTS  KILL  SALES 

45.  The  Buyer  Upon  Whom  You 

Can  NEVER  DEPEND 

46.  The  "STUBBORN"  Buyer 
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GORDON  J.  A.  HARGRAVE, 
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Send  me  Sciem 
Plan  No.  1 


of  Selling  Weekly  Letter  Service  for  one  year  as  per 
i  4.08  enclosed, 
Plan  No.  2— $26.00  enclosed. 
Plan  No.  1 — $  4.08  per  month  for  12  months. 

Plan  No.  2 — $26.00  with  rebate  of  $2.60  per  100  Services  sub- 
scribed for  under  special  Holiday  Offer. 
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Resolutions 


Resolved,  That  I  will  not  let  another  Christmas 
find  me  without  ample  protection  for  myself 
and  my  family; 

Resolved,  That  I  will  study  why  the  U.  C.  T. 
has  acquired  the  largest  number  of  members 
in  the  shortest  length  of  time; 

Resolved,  That  if  I  find  that  Order  is  all  that 
its  members  claim  for  it,  that  I  will  at  once  make 
application  for  membership  in  the  Council  in 
my  home  town; 

Resolved,  That  even  though  I  am  carrying 
accident  insurance,  I  will  add  that  of  the  U.  C.  T. 
so  that  I  may  have  the  advantage  of  the  U.  C.  T. 
brotherhood,  which  is  the  true  fraternity  spirit; 
as  well  as  giving  protection  to  my  loved  ones 
at  home  through  the  Widow's  and  Orphans' 
Fund. 


To  all  these  I  do  solemnly  pledge  my  sacred 
word  of  honor. 


lere's  a  new  idea  in  making  a  sale 

The  Power  of  Your  Voice 

The  Wonderful  (jordon  J.  A.  Hargrave  Herein 
Strikes  Keynote  of  Success;  Human  Emotions 
are  Revealed  by  Tone  in  Speaking;  But  Keep 
Third  Vest  Button  Pushed  Forward  in  Talking 


Exclusive  to  The  Sample  Case 

By  Gordon  J.  A.  Hargrave 


"W  AVE  you  ever  realized  the 
—J  power  of  the  voice?  Do 
I  you  know  that  the  voice 
exerts  a  potent  influence 
Dn  those  with  whom  you  come 
jontact  and,  in  your  cHmb  toward 
CCESS,  is  an  aid  or  an  obstacle, 
:ording  to  the  way  you  use  it? 
i  you  have  been  constantly 
lowing  the  Law  of  Success,  the 
w  of  Energy  and  the  Law  of 
.ensity,  your  lung  capacity  and 
ir  positive  forces  are  increased  to 
;h  an  extent  that,  every  time  you 
lak,  your  voice  becomes  a  more 
«rerful  and  influential  aid  to 
ater  achievement. 

iuman  emotions  are  re- 
laled  by  the  voice.  if 
►u  will  keep  your  voice 
ider  control,  you  will 
:ep    yourself  under 

'NTROL. 

Ulow  your  THIRD  VEST 
'TTON  to  sag;  tie  yourself  in 
knot,  and  notice  how  the 
rce  goes  back  into  the  throat, 
living  a  hollow,  unconvincing 
und — how  you  stutter  and 
Utter  as  you  give  your  sales 
^k. 

How,  sit  straight,  push  out 
iar  THIRD  VEST  BUTTON, 
ad  notice  how  the  voice  comes 
et — full,  round  and  pleasant, 
»th  a  richness  that  shows  the 
pwer   behind    it,    because  in 

ishing  out  the  THIRD  VEST 
ITTON  you  become  a  positive 
Uvidual. 

lou;er  in  Controlled  Voice 

l\ery  successful  individual  you 
;e  ever  known  has  possessed 
)W,  controlled,  well-pitched  voice. 


whidi  suggested  the  force  behind 
it,  and  at  the  same  time  shows  the 
power  of  control,  sureness  and  com- 
plete mastery  of  self. 

With  the  tones  of  the  voice  you 
can  induce  a  quarrel  where  there  is 
no  real  provocation  or  cause.  Talk 
to  another  in  a  high,  excitable, 
quendous  way  and  you  will  find 
that  the  voice  of  that  person  rises 
witli  yours  and  takes  on  the  same 
inflection.  In  a  few  minutes  he  is 
ready  to  jumj)  at  your  throat. 

On  the  other  hand,  with  the 
steady,  quiet,  mellowing  influence 
of  the  voice  under  full  control,  you 
can  calm  an  irritable  individual 
just  by  speaking  soothingly.  In 
this  way,  being  master  of  yourself, 
you  can  master  another. 

It  takes  two  to  make  a  quarrel- 
one  can  start  it,  but  if  there  is  on 
one  to  prolong  it,  there  is  no  quarrel. 

YOU,  AS  A  MASTER  SALES- 
MAN, MUST  NEVER  START  A 
QUARREL  WITH  YOUR  PROS- 
PECT. NOR  CONTINUE  ONE 
THAT  HE  MAY  START. 

VISUALIZE  the  stormy  ocean 
as  it  is  whipped  by  the  fury 
of  the  wind.  The  harder  the  wind 
blows  the  more  violent  the  waves 
become.  Ships  are  dashed  to  pieces; 
life  and  property  are  lost,  and 
constant  danger  threatens. 

The  simple  expedient  of  pouring 
oil  over  the  waters  around  a  ship 
is  well  known  to  mariners.  As  the 
oil  spreads  the  water  is  calmed  and 
the  wind  is  powerless  to  make  the 
waves  within  this  radius  arise  to 
heights  of  destruction. 

If  a  storm  arises  with  your  pros- 
pect you  can  pour  oil  on  the  troubled 


waters  and  save  the  situation.  To 
do  this  you  merely  control  yourself, 
your  voice,  and  your  rnauner.  The 
other  person,  seeing  this,  will  soon 
calm  down  and,  instead  of  making 
an  enemy,  as  would  have  been  the 
case  if  the  quarrel  had  continued, 
you  have  found  a  friend. 

The  Buyer  may  think  he  has 
cause,  and  often  does  have  just 
cause,  for  disagreeing  and  arguing 
with  you.  Liken  the  cause  in  the 
Buyer's  mind  to  the  wind,  which 
is  the  cause  of  the  lashing  waves. 

To  weather  the  gale  and  save 
your  ship  from  the  storm-tossed 
waves  takes  a  clear  brain  and  a 
steady  manner.  As  an  experienced 
mariner,  in  other  words,  a  Master 
Salesman,  you  will — by  your  con- 
trolled manner  and  soothing  voice — 
pour  oil  upon  the  waves  of  temper 
and  calm  the  prospect,  which  re- 
sults in  saving  the  good  ship 
"Bigger  Business." 

Keep  the  metallic  ring  out  of 
your  voice.  I  have  had  men  w^ho 
were  trying  to  sell  tell  me  they 
thought  the  quick,  decisive,  metallic 
voice  indicated  SUCCESS.  It  does 
not.  It  shows  a  cold,  unsympa- 
thetic person,  and  an  individual 
of  this  type  can  never  make  a 
big  success. 

Avoid  Loud  Tone 

The  loud,  burly  voice  indicates 
the  loud,  uncouth  bragging  indi- 
vidual. This  type  makes  a  big 
splash  and  at  first  may  get  away 
with  some  business,  but  he  will  not 
be  a  "repeater."  As  soon  as  he 
becomes  known  he  is  regarded  with 
disgust.     He  will  never  make  a 
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HuccoHS,  bocauso  tlie  world  has  do 
us(!  for  l)ra{j;^;artH,  nor  coarse  Hjuiak- 

A  weak  voice  denotes  a  weak 
individual — one  lacking  in 
strength  both  mental  and  physi- 
cal, and  without  the  courage  of 
his  own  convictions.  This 
type  must  consciously  guide 
that  THIRD  VEST  BUTTON 
so  that  he  may  develop  more 
power. 

ANY  TIME  YOU  KKKL  THAT 
YOUR  VOICE  HAS  (;ONE  BACK 
ON  YOU,  REALIZE  THAT  AT 
THAT  MOMl'iNT  YOU  HAVE 
ALLOWED  YOUR  PROSPECT 
TO  OVERRULE  YOU.  HE  HAS 
BECOME  THE  MASTER  AND 
YOU  HAVE  BEEN  MASTERED. 

Push  out  vour  THIRD  VEST 
BUTTON,  lift  your  chest  wall, 
make  your  head  set  straight  on 
your  shoulders,  forget  yourself. 
Think  of  how  much  you  are  doing 
for  the  other  person,  and  if  your 
THIRD  VEST  BUTTON  is 
more  prominent  than  that  of  your 
prospect  you  again  become  Master. 

TAKE  some  exercises  for  the 
cultivation  of  the  voice,  so 
you  can  develop  a  richer,  rounder 
and  more  mellow  tone.  I  would 
advise  you  to  procure  a  pitch-pipe, 
such  as  a  music  teacher  uses  in 
school—  one  with  a  Low  C  pitch,  and 
culivate  your  voice  from  this  Low 
C. 

One  of  the  best  exercises  I  can 
give  you  for  a  round  development 
of  the  voice  is,  first — ^push  out  your 
THIRD  VEST  BUTTON  as  far 


as  it  will  go,  then  lift  your  chosl 
wall  as  high  as  can  be,  tlien — 

Toning  the  Voice 

Take  each  one  of  the  consonants 
in  the  alphabet  in  turn  and  coimect 
it  with  a  vowel.  For  instance,  start 
with  the  vowel  "a"  and  add  it  to 
each  of  the  consonants,  as  "ba," 
"ca,"  "da,"  etc.  Tomorrow,  take 
the  vowel  "e"  and  do  the  same,  as 
"be,"  "ce,"  "dc,"  etc.,  continuing 
in  tliis  way  with  all  the  vowels  and 
consonants. 

The  more  you  follow  this  exercise; 
th(!  more  pleasing  and  the  more 
nuillow  the  tones  of  your  voice  will 
become.  In  this  you  will  develop 
an  asset  of  distinction,  individuality 
and  pcrsonalitv  invaluable  to  SUC- 
CESS. 

Keep  the  high,  shrill  tones  out  of 
your  voice.  They  denote  nervous- 
ness and  a  nervous  disposition  is  a 
great  stumbling-block  in  the  path 
of  your  progress.  Such  tones  will 
always  irritate  your  listener  and  no 
one  cares  to  be  so  irritated  for  any 
length  of  time. 

LET  YOUR  VOICE  PRO- 
CLAIM THE  MAN.  THE 
QUIET,  STEADY,  CONTROLL- 
ED VOICE  IMMEDIATELY 
GIVES  THE  IMPRESSION 
THAT  YOU  ARE  STEADY  AND 
CONTROLLED. 

A  pleasing  richness  of  the  voice — 
round,  mellifluous  tones  will  show 
a  degree  of  care,  thoughtfulness  and 
cultivation  that  will  react  favorably 
and  stamp  you  a  superior  man  of 
refinement,  appreciation  and  con- 
sideration. 


The  irritable,  nervous  custoi 
whose  stridfMit,  harsh  tones  regi^ 
his  disapproval,  displeasure  or  ( 
agreement  with  you  and  your  pni 
sition,  is  ashamed  of  his  irascibil 
when  you  have  answered  hiin 
your  calm,  controlled  voice. 

Th(!  man  who  wants  to  fuss 
argu(i  finds  little  fufil  with  wh 
to  kindle  his  antagonism,  and 
ruffltid  sensibilities  are  immediat 
sootlusd  when  you  show  him  by 
mastery  of  your  voice  that  you 
master  of  yourself. 

PUSH  ■  OUT  YOUR  THIl 
VEST  BUTTON.  LIFT  Y01 
CHIN.  SPEAK  OUT  FEARLEi 
LY  AND  F0RC:EFULLY.  K 

YOUR  vok:e  carry  CONV] 

TION  AND  SHOW  SELF  Mi 
TERY. 

When  you  are  talking  to  y< 
prospect  or  customer  always  Ic 
squarely  at  the  root  of  his  nose. 

Never  look  into  the  eye  as  it  i 
only  makes  Mr.  Buyer  unco 
fortable,  but  does  not  put  you 
your  ease. 

When  talking  to  anyone  y< 
talk  is  much  more  convincing  wl 
you  are  in  a  position  so  that  y( 
eyes  and  voice  go  straight  to  i 
work.  So — ■ 

SIT  STRAIGHT,  WK 
PROMINENT  THIRD  VE 
BUTTON.  LOOK  SQUARE! 
AT  YOUR  PROSPECT  Wr 
LEVEL  GAZE  FOCUSED  . 
THE  ROOT  OF  THE  NOe 
RIGHT  BETWEEN  THE  EYl 
AND  MAKE  YOUR  VOICE  I 
SPIRE  CONFIDENCE  IN  YOU 
SELF,  YOUR  FIRM  AND  YOl 
GOODS. 


R.  HARGRAVE  has  an  unusual  proposition  for  The  Sample  Case 
readers.   It  appears  on  pages  4-5  of  this  issue.    Regular  readers  of  this 
Magazine,  who  started  with  the  first  of  this  series,  have  had  several 
P  months'  opportunity  to  try  it  in  their  selling.   They  know  its  efficiency.  New 

§  readers  will  have  to  order  back  numbers  of  the  course  from  Mr.  Hargrave  him- 

f  self,  as  so  great  has  been  the  demand  that  every  number  of  The  Sample  Case 

i  containing  this  Super-Salesmanship  Series  has  been  sold.  The  Gordon  J.  A .  Har- 

f  grave  Super-Salesmanship  Series  will  continue  as  a  special  feature  of  The 

i  Sample  Case  Service  for  Salesmen  during  the  coming  year.    The  best  is  yet 

i  to  come.    New  readers  can  begin  at  any  time,  as  each  article  is  complete  in  it- 

i  self.  But  the  whole  Series  constitutes  such  a  vast  knowledge  of  Character  Analy- 

I  sis  that  interested  persons  will  wish  to  have  it  in  book  form,  supplied  only  by 

I  Mr.  Hargrave  himself. 
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.0  The  Sample  Case  readers  Mr.  Hargrave 

Sends  Christmas  Greetings 


or  revision  prohibited,  violaiUtns  rigoroutly  prosecuted. 


WISH  to  join  with  your  f^ood 
firm  in  wishing  you  a  vory 
Mony  Christmas.  May  all 
e  joy  and  glafl'^ess  of  the  holi- 
,y  season  bo  yours. 
Last  voar  when  finishing  the  last 
iture  of  my  SUPER  SALES- 
ANSHIP  Club,  a  salesman  who 
iS  in  the  four  thousand  dollar 
/ear  class,  arose  and  said:  "Gentle- 
an,  this  Christmas  should  be  the 
ightest  and  happiest  we  have 
er  known,  and  it  will  be  to  those 
10  sincerely  appreciate  and  apply 
r.  Hanj;rave's  Scientific  Laws  of 
JPER-SALESMANSHIP. 

AST  YEAR  WE  WERE 
ROPIN(;  AND  TRUSTING  TO 
JE  HIT  OR  MISS  METHOD. 
)METIMES  WE  SOLD,  SOME- 
MES  WE  DID  NOT.  WE  DID 
3T  KNOW  THEN  WHY  WE 
D  OR  WHY  WE  DID  NOT,  AS 
E  DID  NOT  HAVE  THE  DEFI- 
TE  DATA  TO  GUIDE  OUR 
LES  TALKS,  AS  WE  NOW 
WE. 

'My  wife  and  children  all  feel 
)  efTect  of  'The  Law  of  Success.' 
5  are  a  home  united  in  the  slogan 
'The  Protruding  Third  Vest 
tton,'  and  I  will  say  that  we 
w  start  the  day  right  and  finish 
the  same  way. 

'I  never  go  in  to  see  a  customer 
«r  without  my  Third  Vest  Button 
ng  more  prominent  than  my 
)spect's  and  instantly  feel  the 
3ct  of  superiority.  I  have  a  more 
jn,  positive  mind  than  he  has, 
irefore  he  cannot,  while  I  am  in 
s  position,  stump  me  on  my 
iposLtion.  I  tell  you,  fellow  club 
mbers,  the  results  have  been 
raculous;  my  business  has  in- 
ased  over  fifty  per  cent. 
'I  am  now  always  a  thoroughbred 
iause  I  am  always  straight.  1 
/er  lean,  lounge,  nor  sprawl  when 
im  trying  to  sell.  The  sale  is 
most  important  part  of  my 
/'s  work,  therefore  I  am  con- 
ntly  after  it  and,  like  the 
roughbred,  I  command  respect 
1  attention.  I  will  confess  that 
Qetimes  in  the  past  I  allowed 
self  to  shmip  and  join  the  order 
er  class  because  I  let  my  body 
■ve,  but  not  now. 
'This  is  the  happiest  Christmas 
tave  ever  had.  Hereafter  each 
us  will  be   happier  and  more 


prosperous  because  we  have  just 
started  to  go  ahead.  So  boys, 
watch  me  in  the  future." 

This  year's  income  of  the  sales- 
man who  made  the  above  remarks 
is  over  twenty  thousand  dollars. 
Surely  a  good  reason  for  joy  and 
thanksgiving. 

YOU  CAN  INCREASE  YOUR 
CAPACITY  AND  YOUR  IN- 
COME. YOU  WILL  DO  SO  IF 
YOU  RELIGIOUSLY  APPLY 
THE  LAWS  OF  SITER-SALES- 
MAXSHIP. 

Stumbling  in  the  Dark 

If  you  are  after  more  sales  and 
largei  sales  showing  a  good  fair 
profit,  why  stumble  along  in  the 
dark?  You  are  receiving  the  guid- 
ance to  the  right  road  and  only 
road  to  leadership  in  knowing 
SUPER-SALESMANSHIP.  If 
you  really  wish  to  be  a  sure  fire 
leader,  you  will  learn,  apply  and 
cash  in. 

Make  your  main  Christmas 
present  to  yourself  and  your 
most  loved  ones  a  firm  resolve 
that  you  will  be  a  Super-Sales- 
man. 

Again  I  wish  you  a  verj-  Merry 
Christmas  and  all  the  happiness  of 
this  wonderful  holiday  season. 

Stick  out  your  Third  Vest  Button 
with  me;  let  us  grip  hands  and  look- 
ing (!ach  other  in  the  eye  say  a 
"Very  Mcrr^'^  Christmas  to  you." 

This  is  your  season  for  increased 
business,  you  will  increase  your 
business  in  direct  proportion  to  the 
amount  of  head  work  you  do — be 
a  SUPER-SALESMAN  and  analyze 
and  read  studiously  all  the  Service 
for  Salesmen  in  The  Sample  Case. 

Do  you  know  why  your  propped 
is  in  business'^ 

The  two  main  material  sides  of 
Life,  are  the  commercial  and  the 
social;  and  your  prospect  is  in 
business— 

either  for  BUSINESS  SUCCESS 
or  for  LOVE  OF  HOME  AND 
FAMILY. 

THE  Blond  is  the  Business  type. 
He  wants,  first  of  all,  to  achieve 
SU  CCESS  in  a  business  way.  There- 
foi"e,  you  will  gain  his  interest  very 
quickly  by  giving  him  ideas  that  will 
help  him  in  his  business. 

"HOW  IS  BUSINESS?" 
SHOULD  BE  YOUR  GREETING 


TO  MR.  BLOND  TO  SECURE 
FAV{)RABLE  ATTENTION. 

The  Blond  aspires  to  leadershij). 
Take  mental  note  of  the  majority 
of  our  leaders,  past  and  present,  in 
politics,  finance  and  conmierce,  and 
you  will  note  that  over  ninety  per 
cent  of  these  leaders  are,  and  have 
been,  of  the  Blond  type. 

The  distinctly  blond  races  have 
been  the  explorers  of  the  globe 
and  are  by  far  the  biggest  colonizers 
of  the  world. 

Not  only  is  the  Blond  a  leader, 
but  he  is  a  pioneer  in  all  fields  of 
endeavor.  Because  of  his  variety- 
loving  mentality  and  a  certain  lack 
of  hearthside  interest,  and  becaiise 
he  has  many  ideas  constantly  going 
in  aiul  out  of  his  mind,  it  is  only 
natural  that  ho  should  allow  his 
activities  greater  latitude  and  ven- 
ture into  new  and  varied  enter- 
prise. 

LOVE  AND  AFFECTION  ARE 
NOT  SHOWN  BY  COLOR. 

Therefore,  because  the  Blond  is 
the  business  type,  it  does  not 
necessarily  follow  that  he  has  no 
place  in  his  life  for  the  home  and 
family  ties  of  love  and  affection. 

Color  shows  only  the  number  of 
ideas  going  through  the  brain  within 
a  specific  length  of  time  nnd  the 
(inolions  which  control  and  govern 
the  natural  habit  and  thought  that 
prompt  his  business  activity. 

Stressing  the  Blond  Buyer 

A  salesman  selling  paper  related 
how  his  business  greatly  increased 
when  he  started  to  be  SCIEN- 
TIFIC by  appealing  to  his  Blond 
prospects,  showing  how  much  more 
impressive  and  distinguished  the 
l)uyer's  stationery  would  look  which 
would  naturally  give  the  impression 
of  greater  Inisiness  success  if  his 
best  bond  was  purchased. 

THE  BLOND  WANTS  BUSI- 
NESS SUCCESS.  HE  WANTS  TO 
BE  A  LEADER.  SHOW  HIM 
HOW  YOU  CAN  HELP  HIM  IN 
BUSINESS. 

While  the  Blond  bends  his 
energies  along  commercial  lines  for 
the  sake  of  Business  Success,  the 
Brunet  is  concerned  with  business 
pursuits  for  the  sake  of  his  family 
and  social  success. 

You  may  be  interested  in  the  fact 
that   there    are    verv   few  blond 
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business  moii,  who  havo  ;i  picture 
of  their  wives  or  the  fuinily  iulorning 
their  desks  perliaps  uhf)iit  20%; 
half  of  thein  have,  no  doubt,  f^ivcn 
the  picture  of  tiie  wife  a  conspicuous 
place  in  order  to  square  themselves 
at  home. 

A  certain  blond  might  have  the 
prettiest,  cutest,  brif^htest  child  in 
the  world  and  know  it,  but  he  will 
not  wish  to  discuss  even  this 
interesting  topic  during  business 
hours. 

If  his  wife  should  visit  him  in  his 
office,  he  will,  no  matter  how  much 
he  loves  her,  pay  her  scant  attention 
while  his  business  interests  claim 
him. 

If  the  wife  is  a  Blond,  she  has  only 
made  the  call  because  of  some 
business  intention;  whereas,  if  she 
is  a  Brunct,  her  visit  to  her  husband 
has  most  likely  been  prompted  by 
sentiment. 

It  is  not  wise  to  ask  the  Blond  if 
he  is  married,  or  to  inquire  about 
his  wife,  as  Mr.  Blond  might  grow 
suspicious  and  wonder  what  prompts 
your  inquiry.  At  any  rate,  though 
he  might  answer  you  with  civility, 
he  will  be  mentally  remarking,  "I 
wish  this  man  would  get  down  to 
business." 

When  you  are  trying  to  sell  the 
Blond,  you  will  make  a  serious 
mistake  and  one  that  will  cost  you 
many  sales,  if  you  do  not  confine 
your  talk  to  the  commercial  aspects 
of  your  proposition  and  allow  the 
social  amenities  small  consideration. 

THE  BLOND  ASPIRES  TO 
BUSINESS  LEADERSHIP:  HE 
WANTS  TO  MAKE  A  BUSINESS 
SUCCESS:  HE  IS  FORGING 
AHEAD,  PRIMARILY  BE- 
CAUSE OF  HIS  KEEN  EN- 
THUSIASM FOR  THE  "GAME" 
ITSELF. 

Give  him  all  the  new  ideas  you 
can,  that  will  be  useful  to  him  in 
the  working  out  of  his  commercial 
problems,  and  he  will  remember 
you;  your  stock  as  a  real  salesman 
will,  in  his  estimation,  soar  above 
par,  for  you  have  made  the  correct 
appeal. 

IF  you  really  wish  to  be  a  bigger 
producer,   a    Master  Salesman, 


you  must  know  your  goods,  you  must 
know  yourself,  and  you  must  know 
your  customer.  You  must  appeal 
to  your  prospect  in  his  own  way, 
regardless  of  your  inclinations  arifl 
temperament. 

Talk  Business 

In  talking  to  a  Blond  Buyer 
recently,  I  asked  him  which  sales- 
man of  those  who  were  calling  on 
him  regularly  lie  liked  best,  and  to 
which  house  he  gave  the  most  of 
his  InisiTioss.  He  replied  that  he 
thought  his  patronage  was  pretty 
evenly  distributed. 

He  had  no  difficulty  in  deciding 
which  of  the  salesmen  he  liked  best, 
and  gave  me  his  name  and  also  the 
name  of  the  house  for  whom  he 
was  selling.  He  said  "I  like  this 
man  because  when  he  comes  in  he 
immediately  gets  down  to  business 
— doesn't  take  up  much  of  my  time. 
Every  time  he  calls  I  get  such  a 
fund  of  new  ideas  that  I  can  use 
right  in  my  business,  that  I  am 
always  glad  to  see  him. 

I  also  asked  which  salesman  he 
disliked  the  most.  He  replied  that 
he  didn't  actually  dislike  any,  but 
there  was  one  man  whom  he  con- 
sidered was  the  biggest  "simp"  he 
had  ever  had  to  deal  with. 

I  then  told  him  I  wanted  to  check 
up  on  these  three  things,  to  find  out 
if  the  salesman  he  called  a  "simp" 
was  not  a  brunet;  if  the  salesman 
he  liked  was  not  a  blond;  and,  if 
in  reality,  he  were  not  giving  the 
bulk  of  his  business  to  the  house 
represented  by  this  blond  salesman. 

He  could  not  at  the  moment  recall 
the  "Color"  of  the  two  men,  but 
agreed  to  make  mental  note  of  it 
the  next  time  they  called. 

Shortly  after  this,  we  were  dining 
together  and  he  laughingly  corro- 
borated my  foregone  conclusions. 
He  had  discovered  that  the  sales- 
man he  considered  a  "simp"  was  a 
deep  brunet;  that  the  salesman  he 
liked  best  was  a  decided  blond. 

Much  to  his  own  surprise  he  found 
out  that  74%  of  his  business  was 
going  to  the  house  represented  by 
this  blond  salesman,  while  the 
brunet  whom  he  did  not  like  was 


getting  less  than  half  of  1%.  Tli 
was  because  he  himself  was  a  blorj 
The  blond  salesmen  appeal  to  In 
because  of  similarity  in  tempci 
merit. 

ALWAYS  remember  you  nni 
sell  yourself  before  ymi  c; 
(!V(!r  hope  to  sell  your  goods,  regar 
less  of  what  you  are  selling.  Eve 
living  being  is  successful,  no  matt 
what  he  or  she  is  doing,  in  dire 
proportion  to  his  or  her  ability 
sell  self;  and,  in  the  selling  of  se 
the  idea  that  self  represents 
naturally  sold. 

So  your  success  in  life  will  1 
in  direct  proportion  to  the  Wi 
you  apply,  and  the  amou: 
of  your  application,  of  supc 
salesmanship. 

The  '^Balanced"  Buyer 

The  individual  who  is  neith 
blond  nor  brunet,  is  a  balaiw 
The  harder  it  is  for  you  to  determi 
"color"  of  a  person,  the  less  y 
have  to  think  about  him,  for 
Color  indications  he  is  neither  o 
thing  nor  the  other,  therefore, 
blend  and  balance  of  all. 

The  Blond  will  not  hold  a  grud 
against  one  as  will  the  Bninet,  1 
with  his  many  and  superficial  id( 
he  will  readily  change  his  men 
viewpoint  and  will  quickly  forg 
Whereas,  the  concentrative  Brun 
with  few  ideas,  will  not  so  eas 
let  go  of  any  one  of  them,  and  wh 
he  once  gets  sore  at  you  he  will 
inclined  to  harbor  that  resentme 

The  Blond  is  the  effervesw 
type.  He  is  up  in  the  clouds  _c 
day,  and  the  next  wants  to  dig 
hole  in  the  ground  and  pull  1 
hole  in  after  him.  One  day  he 
going  to  buy  the  City  Hall,  and  t 
next  day  he  wonders  to  w^hich  po 
house  he  will  go. 

WHENEVER  YOU  MEET  I 
INDIVIDUAL  WHO  IS  E 
CIDEDLY  BLOND,  REALIl 
THAT  HE  MUST  HAVE  ^lAI 
NEW  IDEAS  AND  THESE  NE 
IDEAS  MUST  BE  ABOUT  BUI 
NESS. 

Yours  for  a  Protruding  Th 
Vest  Button  Christmas. 
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Oral  argument  in  another 


Hearing  on  Scrip  Tickets 

Interstate  Commerce  Commission  Meets  in 
November  for  Last  Open  Session;  Travelers 
Submit  Brief  Rebutting  Carriers'  Contention 


ICx(  liisi\c'  to  The  Sample  Case 

By  David  K.  Clink 

Chairman    Railroail  Committee 
International  Federation  Commercial  Travelers 


THE  last  open  session  of  the  Inter- 
state Commeroe  Committee  in  its 
hearings  in  the  matter  of  scrip 
tickets  for  commercial  travelers 
was  held  in  Washington,  D.  C, 
November  15.  On  that  date  the  entire 
Commission  heard  oral  argu- 
ments, and  the  case  now  stands 
submitted  for  the  consideration 
of  the  Commission.  At  what 
time  a  decision  will  be  made  can- 
not be  forecast. 

After  a  decision  has  been 
reached,  the  carriers  and  repre- 
sentatives  of  the  traveling 
salesmen  will  hold  a  conference 
to  consider  rules  and  regulations 
governing  scrip  tickets. 

Interested  parties  were  given 
until  November  6  to  file  opening 
briefs,  and  reply  briefs  were 
filed  by  November  13.  The 
brief  submitted  by  the  Railroad 
Committee  of  the  International 
Federation  of  Commercial  Travel- 
ers is  largely  in  rebuttal  of  con- 
tentions already  set  up  by  the 
carriers. 

The  brief  agrees  with  tlic 
carriers  in  asking  that  a  scrip 
coupon  book  be  issued,  eliminat- 
ing from  consideration  the  old 
form  of  mileage  book  so  long  in 
use. 

Dissent  is  stressed  against  the 
carriers'  contention  that  there 
should  be  no  reduction  of  present 
rates.  Attention  is  called  to  the 
big  reduction  in  wages  that 
has  been  made  by  the  railroads 
among  employes;  to  the  published 
reports  of  net  earnings  of  more 
than  the  six  per  cent  provided 
by  the  Transportation  Act,  and, 
where  such  six  per  cent  has  not 
been  made  by  some  carriers,  it  is 
shown  that  it  is  due  to  mis- 
management and  not  to  generally 
prosperous  conditions. 

Salesmen  Out  of  Work. 

Attention  is  called  to  the  reduction, 
made  by  manufacturers  and  wholesalers 
in  the  number  of  their  salaried  salesmen, 
restricting  their  territories,  while  sales- 
men on  commission  have  been  driven 
from  the  road  by  present  excessive  rail- 
road rates.  With  the  issuance  of  a  uni- 
versal interchangeable  coupon  ticket  at 
the  discount  suggested  results  will  be  the 
rcenii)lnyment  of  thou.sands  of  trnvoling 


salesmen  now  idle;  and,  with  a  ticket  such 
as  suggested,  salesmen  will  travel  more 
miles,  a  benefit  to  the  passenger  depart- 
ment, and,  through  sales  made  by  such 
men,  an  increase  in  freight  revenues. 
Several  pages  of  the  i)rief  are  taken  up 


DAVID  K.  CLINK 

Chairman  of  the  Railroad  Committee  of  the  International 
Federation  of  Commercial  Travelers,  uho  with  Halter  D. 
Murphy,  Supreme  Secretary  of  the  U.  C.  T.,  represented  that 
organization  in  the  various  meetings  with  the  Interstate  Com- 
merce Commission  in  hearings  held  with  reference  to  scrip 
tickets  for  traveling  salesmen. 


in  rebuttal  of  other  contentious  set  up 
by  the  carriers.  The  brief  concludes  with 
this  statement: 

Weakness  in  Carriers'  Contention. 

"The  carriers  profess  to  believe  that  a 
reduced  scrip  rate  would  not  increase 
the  use  of  transportation,  while  admitting 
the  reduced  fare  round  trip  tickets  do  in- 
crease their  revenue,  citing  the  case  of 
only  one  Western  railroad  to  i)rovc  their 
contention. 


"Maybe  we  suggest  that  this  one  isolat- 
ed case  is  hardly  a  fair  basis? 

"Experience  has  taught  us  that  while 
equipped  with  a  mileage  book  at  a  reduc- 
tion of  thirty-three  and  one-third  per  cent 
.us  formerly,  the  traveler  would,  at  a  con- 
servative estimate,  increase  his 
travel  mileage  by  fifty  per  cent. 
As  a  matter  of  fact  the  carriers 
admit  that  no  record  of  a  statis- 
tical nature  has  been  kept  to 
accurately  determine  the  status 
of  the  mileage  ticket,  as  a  factor 
in  jiassenger  revenues,  and  the 
contention,  that  should  the  Com- 
mission decide  in  favor  of  busi- 
ness interests  it  would  seriously 
affect  passenger  revenues,  is  pure- 
ly theoretical  and  unreliable. 

"Surely  even  the  carriers  will 
not  be  likely  to  claim  that  a 
reduction  in  price  causes  a  reduc- 
tion in  sales!    .    .  . 

Insist    on    Thirty-three  and 
One-third   Per   Cent  Re- 
duction. 

"We  dissent  from  the  conten- 
tion that  no  charge  be  made  in 
the  present  denomination  of  scrip 
tickets  and  rate  of  fare,  and 
recommend  that  $100  worth  of 
scrip  be  a  minimum  and  obtain- 
able at  a  discount  of  thirty-three 
and  one-third  per  cent,  and  urge 
that  rules  and  regulations  be  left 
to  a  conference  of  all  parties  in 
interest  after  the  Commission 
has  rendered  its  decision.  We 
also  urge  a  non-transferrable 
form  of  ticket. 

"The  carriers  lay  great  stress 
on  what  they  term  'discrimina- 
tion,' if  a  scrip  ticket  should 
be  issued  at  a  reduced  rate. 

"This    contention   is   so  far- 
fetched it  hardly  seems  necessary 
to  point  out  any  of  the  many 
forms   of  transportation  which 
are   even   more  'discriminating.' 

"The  'scalping  evil'  is  liberally  quoted 
by  the  witness  in  combating  the  issuance 
of  the  scrip  tickets.  Why  should  the 
scrip  ticket  be  any  more  susceptible  to 
manipulation  than  any  other  form  of  low- 
er price  transportation  now  in  use,  and  of- 
fering greater  inducements?  If  the  low- 
priced  excursion  and  tourists'  tickets  are 
fully  protected,  the  scrip  ticket  can  be 

(Continued  on  page  43.) 
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Any  ambitious  man  can 


Turn  Failure  Into  Success 

Training  is  as  Necessary  to  a  Salesman  as  to  a 
Lawyer  or  Physician;  Men  Adapted  to  Brain 
Work  or  Manual  Labor  Unfitted  to  Sell  Goods 


Kxclusive  to  The  Sample  Case 

By  D.  P.  Ellis 

Representing  Macbeth-Evans  Glass  Company 
Chicago,  Illinois 


<'^Tr^IIE  fact  that  you  have  made  a 
I  failure  in  one  job  is  nothing  of 
I  which  you  siiould  he  ashamed, " 
writes  ]'rof.  Herman  Schneider, 
Dean  of  the  College  of  Engineering 
and  Commerce  at  the  University  of 
Cincinnati,  in  a  recent  magazine  article. 
"There  are  few  men  who  can  make 
more  than  the  mediocre  success  in 
work  for  which  they  are  not  suited. 
Your  failure  is  a  hopeful  thing,  if  you 
analyze  it.  It  is  a  definite  indication  that 
you  are  probably  well  e(iuipped  to  handle 
another  job  of  exactly  opposite  charac- 
teristics." 

The  eminent  scholar  goes  on  to  show 
what  is  being  done  in  the  w-ay  of  special- 
ized training  for  men  in  the  University  of 
Cincinnati.  The  gist  of  his  article  is  that 
every  man  should  put  himself  in  com- 
petent hands  for  character  analysis  to 
discover  wherein  he  will  be  a  success,  and 
follow  that  advice. 

That  article  strikes  a  particularly  re- 
sponsive note  in  me.  I  have  felt  for  years 
that  there  were  many  misfits  in  our  pro- 
fession, as  well  as  in  most  others.  Until  I 
read  Professor  Schneider's  article,  1  did 
not  know  that  there  was  a  school  in  this 
country  where  a  young  man  is  studied  by 
his  instructors,  and  guided  into  the  way 
of  getting  into  the  line  of  work  for  which 
his  natural  talents  tend  to  make  him  most 
efficient. 

No  doubt  there  are  many  men  on  the 
road  whose  inner  urge  to  be  selling  some- 
thing was  so  strong  that  it  could  not  be 
resisted.  The  chances  are  a  hundred  to 
one  that  those  men  are  successful.  As  a 
general  rule,  however,  I  believe,  the  apti- 
tude a  young  candidate  for  the  road  may 
have  for  selling  is  not  given  the  serious 
consideration  it  should  have.  It  is  too 
often  outside  influences,  which  have  de- 
cided what  line  of  work  he  shall  pursue. 

If  he  has  gone  to  work  in  a  wholesale 
house  as  an  errand  boy  or  stock  boy,  and 
finally  come  up  through  the  different  de- 
liartments,  becoming  conversant  with  the 
line  of  merchandise  his  firm  handles,  and 
their  business  method,  he  is  given  a  ter- 
ritory and  directed  to  draw  some  expense 
money  and  go  out  and  see  what  he  can  do. 

He  is  usually  given  a  year  or  so  to  show 
whether  or  not  he  can  sell  goods.  If  he  i^ 
moderately  successful,  he  will  be  allowed 
to  keep  the  territory.  On  the  other  hand, 
if  he  is  unable  to  show  as  large  a  volume  of 
sales  as  the  territory  formerly  produced, 


he  will  likely  be  asked  to  look  around  for 
another  job;  or,  if  his  firm  is  not  too  cold- 
blooded, he  may  ))e  given  an  opportunity 
to  take  some  inside  position. 

In  either  case,  he  has  registered  as  a 
failure.  He  himself  feels  it.  It  reacts 
negatively  ag;iinst  every  ambition  he  may 
entertain. 


The  fundamental 
theory  of  salesman- 
ship is  based  on  the 
ability  of  the  man 
who  is  selling  to  read 
the  reactions  of  the 
man  who  is  buying, 
when  certain  mental 
stimulus  is  applied. 
Older  salesmen  have 
learned  this  through 
the  hard  school  of  ex- 
perience, punctuated 
by  mistakes  and  lost 
sales.  Young  Sales- 
men have  to  give 
this  deep  study. 


This  is  unfair  to  him.  Had  his  natural 
talents  been  applied  in  the  right  direction, 
he  would  have  been  a  success  from  the 
start.  The  year  which  he  has  put  in  dem- 
onstrating that  he  was  not  cut  out  for  a 
salesman  is  a  direct  loss  to  him,  and  will 
probably  show  a  financial  loss  to  his  firm. 

SALESMANSHIP  has  been  termed  a 
science.  Whether  it  has  attained  the 
right  to  the  dignity  of  this  term,  as  yet, 
may  be  debatable,  but  I  do  think  it  .should 
be  ranked  as  a  profession;  at  least,  some- 
thing more  than  a  mere  job. 

There  is  a  certain  amount  of  theory  in 
.salesmanship  the  same  as  there  is  to  en- 


gineering, law  or  medicine.  -Men  spend 
several  years  at  school  studying  the  the- 
ory applicable  to  a  given  profession  be- 
fore starting  in  as  a  practitioner.  If  a 
young  man  can  acquire  the  theory  of 
salesmanship  in  school,  either  after  or  be- 
fore he  has  obtained  the  necessary  knowl- 
edge of  the  line  of  merchandise  he  chooses 
to  sell,  he  will  have  a  great  advantage 
over  the  youth  who  has  not  had  the  ad- 
vantage of  a  systematic  course  of  train- 
ing in  the  application  of  the  rules  which 
govern  every  sale.  To  observe  the  work 
of  a  senior  salesman  for  a  few  days  or  a 
week  is  not  enough  today.  He  must  ap- 
I)ly  the  rules  of  selling  every  time  he 
writes  an  order,  but  too  frequently  the 
road  man  of  the  old  school  does  not  realize 
that  he  is  applying  any  rules,  or  which 
one  is  being  brought  into  plaj'  during  the 
different  stages  of  the  sale. 

The  fundamental  theory  of  salesman- 
ship is  based  on  the  ability  of  the  man 
who  is  selling  to  read  the  reactions  of  the 
man  who  is  buying,  when  certain  mental 
stimulus  is  applied.  We  older  road  men 
have  gained  such  of  this  ability  as  we  pos- 
.sess  through  the  hard  school  of  experience, 
usually  punctuated  by  many  mistakes 
and  lost  sales.  That  these  mistakes  have 
been  not  only  embarrassing  to  us,  but 
costly  to  the  firms  who  employed  us,  goes 
without  saying. 

There  are  some  who  hold  that  no  school 
of  mere  theory  can  teach  anything  of 
value,  that  experience  is  the  only  thing 
of  any  worth,  but  I  am  not  yet  ready  to 
agree  with  this  view. 

A  minister  might  start  to  preach  or  a 
lawyer  to  practice,  before  getting  an  ed- 
ucation, provided  he  was  able  to  get  a 
licenise;  but  he  would  not  go  far.  The 
minister  would  soon  find  himself  relegated 
to  the  small  hamlet  in  the  back  woods, 
and  the  lawyer  considered  a  shyster  by 
others  in  his  profession.  They  would  not 
be  able  to  keep  pace  with  those  men  who 
have  been  educated  in  the  theory  and 
rules  of  theology  and  jurisprudence. 

Neither  will  the  salesman  of  the  next 
generation  be  able  to  keep  his  place  in  the 
race  unless  one  of  two  things  happen  to 
him.  He  must  be  such  a  natural-born 
salesman  that  it  is  second  nature  for  him 
to  persuade  others  to  buy  from  him,  or  he 
must  take  the  slower  and  more  tedious 
course  of  learning  the  rules  and  applying 
them  day  after  day  until  it  has  become 
(Continued  on  page  35.) 
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N  THE  first  four  Trade  Ahuse  Let- 
TB  ters  I  have  frankly  diseussed  several 
1  of  the  important  phases  of  the  daily 
life  of  the  purchasing  agent.  Al- 
though I  promised  to  start  Trade 
Abuse,  No.  ."),  on  the  faults  and  char- 
acteristics of  the  salesmen  who  call  upon 
you  every  day*  I  l)elieve  there  is  still  one 
more  important  matter  to  be  discussed 
concerning  the  purchasing  agent.  There- 
fore, we  will  consider  "The  Approach"  as 
our  Trade  Abuse  Letter,  No.  T). 

A  great  deal  has  been  written  about  t  he 
salesman's  a))jiroach.  Take  up  any  book 
written  about  salesmanship,  or  look  uj) 
any  course  in  salesmanship,  and  you  will 
be  interested  to  note  the  apparent  em- 
phasis which  authors  place  upon  the  prop- 
er approach  of  the  salesman. 

Now,  Mr.  Purchasing  Agent,  how  is 
your  approach? 

Perhaps  you  do  not  quite  understand 
what  I  mean  by  your  approach.  1  am 
asking  you  to  look  at  it  from  another 
angle.  Just  what  kind  of  an  approach 
have  you  to  your  office?  Do  you  under- 
stand what  I  mean? 

I  Have  you  a  special  approach  or  en- 
i  trance  or  reception  room  to  your  purchas- 
ing department  or  is  there  a  general  in- 
formation bureau  connected  with  your 
firm?  Have  you  ever  thought  of  the  first 
impression  or  reception  to  your  visitors? 

To  begin  with,  there  arc  purchasing 
agents  of  all  kinds,  as  you  all  know — 
those  who  hold  titles  of  General  Purchas- 
ing Agent,  Purchaser  of  Supplies.  Di- 
rector of  Purchases,  etc.,  etc.,  having  de- 

Ipartments  of  various  sizes  with  many  as- 
sistants and  clerks. 

Did  you  ever  consider  why  the  purchas- 
ing departments  of  the  larger  firms  or 
corporations  are  separated  from  the  other 
departments  and  placed  under  the  juris- 
diction of  the  general  purchasing  agent? 
I  believe  this  is  due  to  the  character  of  the 
work  which  must  be  transacted  in  the 
purchasing  department. 

Stop  and  think  about  the  daily  work 
in  an  average  purchasing  department; 
you  will  appreciate  the  constant  inter- 
ruptions which  occur. 

W'eW  does  any  purchasing  agent  know 
I  lie  constant  ringing  of  the  telephone, 
delivery  of  parcel  post  and  express  j):)ck- 
ages  and  the  .stream  of  salesmen  and  vis- 
itors coming  in  all  the  time. 


By  Davis  B.  Gray 

Chairman  of  Better  Methods  r«inniittee  of 
PurchasiriK  Agents'  Ass'n  of  Northern  California 


VA^^^'  from  the  larger  purchasing 

■*■  departments  down  to  the  buyer  who 
has  a  desk  and  one  stenographer,  but  the 
point  I  wish  to  bring  out  is  the  same,  viz.: 
the  aluise  of  "The  Approach." 

The  visitor  approaches — if  a  sales- 
man, or  in  fact  any  visitor,  calls  at  your 
office  to  see  von.  how  luudi  red  tape  docs 


With  the  constant 
changes  in  American 
business,  a  visitor  to 
your  office  today,  in 
the  capacity  of  sales- 
man, or  some  minor 
position,  tomorrow 
may  be  an  executive, 
or  a  man  in  power, 
who  will  be  in  a  po- 
sition to  favor  your 
company  with  con- 
siderable business, 
because  of  a  pleasing 
reception  you  have 
given  him. 


he  have  to  go  through  before  he  has  the 
honor  of  seeing  you?  Does  he  have  to 
go  to  a  general  information  department 
when  he  asks  to  see  you?  Is  this  informa- 
tion department  in  the  hands  of  an  office 
boy  who  is  only  on  the  job  half  the  time, 
or  is  there  a  girl  telephone  operator  chew- 
ing gum  in  charge? 

Did  you  ever  have  the  experience  of 
standing  on  one  foot  looking  through  a 
small  glass  opening  at  this  telephone 
girl?  First  you  stand  on  one  foot  and 
then  on  the  other,  watching  her  plug  in 
the  many  lines  while  she  never  gives  you 
so  much  as  a  look. 

Did  you  ever  go  into  an  open  office 


which  has  no  general  infortnation  deiiart- 
ment?  You  go  up  to  a  nice,  broad 
counter  and  everyone  near  the  counter 
glances  up  with  a  look  of  curiosity,  and 
then  glance  at  each  other  with  the  un- 
concerned lr)ok  of  "Let  Cieorge  do  it." 
After  pacing  up  and  down  this  broad 
counter  many  times,  you  finally  get  up 
nerve  enough  to  call  over  to  the  nearest 
clerk,  "Is  Mr.  Doe  in?"  ^'ou  receive  an 
evasive  answer — "Try  Rofjin  704."  You 
go  to  Room  704,  knock  on  the  door  and 
poke  your  head  inside  cautir)usly.  The 
girl  in  this  little  outer  office  looks  at  you 
as  if  you  were  indeed  an  intruder  or  a 
burglar  of  some  kind.  Of  course,  if  you 
have  |)lenly  of  time  and  lots  of  patience 
you  no  doubt  will  find  your  man,  but 
there  are  many  who  turn  away  in  disgust. 


'X'HE  writer  has  visited  some  wonder- 
fully  up-to-date  and  well  equipped 
reception  and  information  bureaus  in  this 
locahty.  If  you  have  not  visited  any 
of  the  efficient  and  well-conducted  re- 
ception lobbies,  by  all  means  do  so. 
I  have  in  mind  one  which  impre.ssed  me 
on  my  first  visit.  It  is  indeed  a  pleasure 
to  step  out  of  the  elevator  into  a  nicely 
furnished  lobby.  A  desk  is  placed  not 
far  away  and  behind  this  desk  sits  an  at- 
tractive looking  young  lady.  She  im- 
mediately rises  and  advances  to  meet 
\ou  with  a  pleasant  smile.  You  are  at 
once  made  to  feel  that  you  are  welcome. 
In  fact,  there  is  an  atmosphere  of  w-elcome 
about  the  place.  This  young  lady  im- 
mediately communicates  with  Mr.  Doe's 
office  over  the  dictograph  on  her  desk  and 
finds  out  that  he  can  see  you  at  once. 
She  then  calls  a  very  clean-cut  looking 
office  boy  (whom  you  had  not  noticed 
when  you  came  in,  but  who  was  sitting 
at  another  desk),  who  ushers  you  into  the 
private  office  of  Mr.  Doe.  If  you  should 
have  to  wait  in  this  lobby,  there  is  a  large 
table  in  the  center  of  the  room,  well  cov- 
ered with  magazines  and  periodicals  and 
there  are  plenty  of  confortable  chairs. 


IF  Y'OUR  purchasing  department  has 
its  own  outer  reception  room,  or  if  the 
salesmen  simply  approach  a  counter 
in  your  own  department,  see  to  it  that 
they  get  prompt  attention  and  are  not 
kept  standing  first  on  one  foot  and  then  on 

(Continued  on  page  35.) 
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FIVE  years  ago,  before  I  became  a 
director  in  mj'  company,  I  was  its 
sales  manager,  having  gone  to  that 
position  from  salesman  on  the 
road. 

We  employed  twenty  salesmen.  I 
knew  my  own  territory  intimately, 
but  I  knew  nothing  of  the  other  terri- 
tories. Sales  were  not  so  good  as  I 
thought  they  should  be. 

To  ascertain  conditions  generally 
whenever  I  got  time  I  would  go  out  over 
the  territory  of  some  of  the  salesmen.  I 
first  assured  the  salesmen  that  I  was  in 
nowise  butting  into  their  territory,  but 
only  acquainting  myself  with  their  cus- 
tomers and  conditions  generally.  The 
boys  at  first  resented  my  intrusion,  but 
when  they  learned  what  my  mission  was 
—cooperation — they  heartily  fell  in  with 
my  plans. 

The  salesman  was  simply  to  introduce 
me  as  head  of  the  sales  department,  on  a 
tour  of  information,  then  go  ahead  and 
make  his  sales  talk  the  same  as  if  I  were 
not  with  him. 

Increased  sales  followed.  Every  man 
of  them  was  glad  to  have  me  along.  Cus- 
tomers were  interested  in  the  house,  be- 
cause the  head  of  its  most  important  de- 
partment visited  them. 

Traveling  in  pairs  has  an  especial  value 
in  breaking  in  new  territorj',  even  if  it 
adds  to  the  expense.  When  dealers  feel 
that  they  are  talking  to  the  head  of  an 
important  department  of  the  house  they 
buy  from,  thej'  give  fewer  of  the  lame  ex- 
cuses for  not  buying. 

It  helped  the  salesman,  as  it  made  him 
appear  to  be  a  big  man  in  his  house,  be- 
cause of  an  official  visit  from  the  head  of 
his  department. 

So  far  as  I  have  been  able  to  learn,  this 
is  not  a  custom  with  sales  managers,  but 
I  can  assure  you,  from  practical  experi- 
ence, that  it  will  build  up  sales. 

I LIKEWISE  found  it  of  service  in 
some  instances  to  send  two  men  in- 
stead of  one.  That  may  at  first  appeal 
as  sending  two  to  do  the  work  of  one, 
but  this  was  not  my  experience.  My 
critics  will  find  it  as  easy  to  lose  a  big  sale 
with  one  man  as  it  is  with  two— a  whole 
lot  easier. 

Many  a  salesman  will  run  up  against 
two  buj-ers.  Partners  in  nearly  every 
business  will  fire,  at  a  double  angle,  que.s- 


tions  into  a  salesman.  It  makes  an  em- 
barrassing situation  for  any  salesman  to 
face  two  obstreperous  individuals,  and 
such  cases  are  quite  common. 

In  other  instances,  a  salesman  has  to 
meet  with  a  group  of  department  heads, 
or  make  his  talk  to  a  Board  of  Directors. 
In  cases  of  this  kind  I  found  it  the 
height  of  economy  to  send  two  men,  or  go 


Traveling  in  pairs 
has  its  advantage  in 
opening  new  ter- 
ritory, even  if  it  adds 
to  the  expense. 
When  dealers  feel 
they  are  talking  to  a 
head  of  department 
they  give  sales  man- 
ager fewer  of  the 
lame  excuses  they 
hold  in  reserve  for 
salesmen. 


with  one  of  them  myself.  In  fact,  I  have 
assisted  a  salesman  on  many  an  occasion, 
when  he  told  me  in  advance  of  what  he 
would  be  up  against,  in  landing  fat  orders 
where  my  presence  alone  added  prestige 
to  the  salesman. 

No  matter  how  good  a  salesman  may 
be,  he  cannot  be  expected  to  overcome 
all  objections  raised  by  a  group  of  pros- 
pects. 

Again,  the  best  of  salesmen  may  be  a 
little  deficient  in  some  one  or  another  de- 
tail of  a  sale.  Salesmen  are  human  be- 
ings, not  demi-gods.  We  have  to  take 
into  consideration  the  human  element  in 
our  salesmen. 

Yet  again,  buyers  differ.  A  slow,  old 
fellow  may  think  a  salesman  is  trying  to 
rush  him  into  buying,  and  resent  it  as  a 
possible  subterfuge  for  passing  him  the 
buck.    Without  realizing  that  he  is  doing 


so,  the  rapid-fire  salesman  is  creating  a 
solid  resistance  in  the  mind  of  that  man. 
In  such  a  case  the  sales  manager  may  call 
on  the  prospect  and  have  a  "visit"  with 
him,  taking  time  to  talk  to  him  that  the 
salesman  might  feel  was  wasting  his  firm'a 
time. 

A  NOTHER  thing  that  .1  regularly  do 
to  help  my  salesmen  is  to  back  them 
up  with  letters  of  a  friendly  nature  to  cus- 
tomers and  prospects.  In  these  letters'I 
make  it  a  rigid  rule  to  boost  the  salesman 
in  that  territory  in  every  way,  in  order 
to  raise  him  in  the  estimation  of  custom- 
ers and  prospects.  Salesmen  for  our 
house  are  men  above  the  average  is  the 
tenor  of  every  such  letter  I  .send  out. 

The  higher  estimate  you  can  cre- 
ate of  your  salesmen  and  their  im- 
portance to  your  house,  the  higher 
the  customers  will  value  their  state- 
ments. Too  much  stress  cannot  be 
laid  on  this  statement. 

Another  thing,  I  found  it  did  not  pay 
my  house  to  write  bull-dozing  letters  to 
the  salesmen  themselves.  Neither  did  I 
find  it  paid  us  to  give  them  flattery  and 
undue  praise. 

There  is  a  happy  medium  which  I  tr\ 
to  find  in  my  letters  to  salesmen.  If  a 
man  is  falling  down  on  his  territorj-  I  tell 
him  so,  and  ask  why.  If  he  continues 
to  lose  business,  which  we  have  a  right 
to  expect  from  his  territory,  I  mj-self  go 
over  his  territory  with  him.  I  am  then 
in  a  position  to  know  exactly  whether  the 
fault  is  that  of  the  salesman  or  of  condi- 
tions over  which  he  has  no  control. 

If  a  salesman  makes  a  good  record,  I 
unhesitatingly  tell  him  so.  It  encourages 
him  to  try  to  do  better.  All  of  us  are 
human,  and  like  to  be  appreciated.  I 
have  salesmen  who  will  work  their  heads 
off  for  me,  if  I  give  them  a  word  of  en- 
couragement, but  who  slump  off  into  the 
dumps  if  they  get  a  knock-out  letter  from 
me. 

It  pays  to  treat  salesmen  as  if  they  are 
human  beings  and  not  slaves.  I  get  the 
best  results  from  cooperating  with  them, 
and  lose  money  for  my  firm  whenever  I 
antagonize  a  first-rater. 

MANY  sales  managers  will  protest 
that  they  have  no  time  to  go  on 
jaunts,  and  that  their  employer'-  would 

(Continued  on  page  49.) 
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T  IS  not  often  that  the  store  buyer 
is  given  an  opportunity  to  see  him- 
self as  he  appears  through  the 
sophisticated  eyes  of  the  men  who 
sell    him    merchandise.  Human 


Mi 


like  a  paradox,  hut  here  is  the 
Maxwell  explained  his  viewpoint: 

"When  you  buy,  aren't  you  selling 
your  dollars  for  the  other  fellow's  mer- 
chandise?   Isn't  it  the  function  of  every 


nature  is  vain,  and  nobody  realizes  this    store  buyer  to  sell  his  employer's  dollars 
more  than  the  veteran  salesman.    Con-    to    the    greatest    possible  advantage? 
sequently  the  latter  isn't   inclined   to    (live  tlint  thought  a  little  consideration, 
quarrel  with  his  bread  and  butter 
by  giving  expression  to  his  real, 
honest-to-goodness    t  h  o  u  g  h  t  .s 
about  buyers  in  general,  when  it  is 
so  much  more  profitable  to  prac- 
tice the  arts  of  dissimulation  and 
adroit  flattery. 

Yet  it  is  obvious  that  a  frank 
revelation  from  such  a  source 
would  be  of  constructive  benefit 
to  a  good  many  who  are  identified 
with  the  purchasing  end  of  retail 
merchandising. 

It  was  with  this  thought  in 
mind  that  the  writer  recently 
sought  an  interview  with  a  man 
who  is  probably  better  qualified 
than  any  other  authority  in  the 
United  States  to  discuss  the  store 
buyer  from  the  viewpoint  of  the 
salesman.  William  Maxwell, 
president  of  the  William  Maxwell 
Institute,  special  sales  counselor 
to  a  number  of  leading  corpora- 
tions, and,  until  recently,  first 
vice  president  of  Thomas  A. 
Edison,  Inc.,  has  for  more  than  a 
quarter  of  a  century  made  an 
expert  study  of  the  mental  pro- 
cesses and  the  personal  idiosyn- 
crasies of  buyers.  As  a  salesman 
he  has  come  in  contact  with 
thousands  of  men  and  women 
who  do  the  purchasing  for  retail 
establishments,  while  as  a  sales 
executive  and  a  trainer  of  sales- 
men, he  has  successfully  capital- 
ized those  contacts  by  work- 
ing out  a  sales  technique  designed 
to  give  the  seller  the  advantage  of  every 
weakness  presented  by  the  opposing  side 
of  a  sales  transaction. 

Buying  is  Form  of  Selling. 

One  of  the  greatest  of  these  weak- 
nesses, in  the  opinion  of  Mr.  Maxwell, 
consists  of  the  failure  of  a  good  many 
retail  buyers  to  realize  the  fact  that  buying 
is,  after  all,  only  another  form  of  selling — 
that  the  buyer,  in  the  last  analysis,  is,  or 
ought  to  be,  a  salesman.    This  may  sound 


Smiih  Card  Cner  Hotel  Waldorf-Aatoria.. 
WILLIAM  MAXWELL 
One  of  America's  greatest  business  experts,  and  President 
of  the  William  Maxwell  Institute. 


and  j'ou  will  probably  agree  that  it  sums 
up  in  a  few  words  all  that  there  really  is 
to  retail  buying. 

"If  every  store  buyer  could  be  made 
to  realize  that  he  is  a  salesman — and 
when  I  say  'he,'  I,  of  course,  mean 
to  include  the  buyers  of  both  sexes — 
there  would  undoubtedly  be  a  big 
improvement  in  retail  merchandis- 
ing and  there  would  be  a  great  deal 
less  hiring  and  firing  of  buyers  than 
there  is  at  the  present  time. 


"Consider,  for  instance,  one  type  of 
buyer  which  is  not  at  all  uncommon — 
the  bullying  buyer,  who  seems  to  take 
delight  in  being  nasty  to  the  men  who 
come  to  sell  him  merchandise.  Of 
course,  he  can  get  away  with  it,  but, 
looking  upon  buying  as  a  phase  of  sell- 
ing, does  this  attitude  pay?  Is  it  good 
salesmanship? 

"There  is  nothing  to  prevent  a 
salesman  from  being  discourteous, 
or  grouchy,  when  he  calls  on  his 
trade,  but  you  never  hear  of  its 
being  done.  The  salesman  may 
be  afflicted  with  a  bad  liver,  or 
defective  digestive  apparatus,  but 
he  is  wise  enough  to  conceal  these 
defects,  so  far  as  they  affect  his 
disposition  while  out  selling  goods. 

"Why,  then,  shouldn't  the 
buyer  exercise  a  similar  amount  of 
self-restraint  while  he  is  selling 
his  employer's  dollars? 

"We  will  concede  that  it  is  a 
much  easier  problem  in  salesman- 
ship to  sell  dollars  than  to  sell 
merchandise.  The  store  buyer 
doesn't  have  to  worry  about 
not  having  any  market  for  his 
dollars,  even  though  his  personal- 
ity isn't  an  agreeable  one,  or  his 
treatment  of  his  'customers'  all 
that  it  might  be.  Nevertheless, 
courtesy  will  pay  the  buyer  in 
the  long  run,  just  as  it  will  pay  the 
men  on  the  other  end  of  a  sales 
transaction. 

"The  visiting  salesman  may 
maintain  a  meek  attitude 
while  being  bullied  or  affront- 
ed, but  he  has  his  ways  of 
getting  even — more  ways  than 
a  good  many  buyers  of  the 
bullying  type  probably  dream 
of. 

"You  can  be  sure  that  when 
he  happens  to  have  an  unusual 
bargain  to  offer,  the  salesman  isn't  going 
to  take  it  to  the  buyer  who  is  habitually 
discourteous  to  him,  if  he  can  possibly  dis- 
pose of  it  elsewhere.  You  can  be  equally 
sure  that  when  a  salesman  has  valuable 
information  to  pass  out  among  his  friends 
in  the  trade — and  such  information  not 
infrequentl}'  comes  into  the  possession  of 
the  knights  of  the  road — he  isn't  going  out 
of  his  way  to  share  his  knowledge  with  the 
grouchy  buyer.    On  the  other  hand,  the 

(Continued  on  page  40.) 
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Here  you  are,  shrinking  violet, 

Get  Red  Meat  Into  Action 

Have  a  Swelled  Head  (Jver  Your  Own  Importance, 
if  you  Will,  it  will  Make  you  Mc^re  Aggressive; 
They  Conquer  who  Believe  They  Can — Go  to  it. 

Written  for  The  Sample  Case 

By  George  W.  Sanderson 

with  the  Village  Blacksmith  Folks, 
Watertown,  Wisconsin 


SOME  short  time  ago  a  firm  decided 
to  advise  the  public  they  needed 
more  iron  in  their  blood.  You  have 
seen  the  ads.  Incidcntly  they 
moved  an  enormous  amount  of 
slow-selling  raisins,  in  five-cent  packages, 
too.  Lately  we  have  been  led  to  believe, 
from  certain  matters  brotight  to  our 
attention,  that  iron  isn't  the  only  tonic 
some  folks  need.  We  have  in  mind  a 
salesman  or  two  who  require,  not  iron, 
but  Red  Meat. 

There  is  no  such  thing  as  overcon- 
fidence.  There  is  no  set  place  or  satura- 
tion point  to  be  reached  in  self-esteem. 
The  salesman  who  does  not  imagine  he 
is  just  about  the  niftiest  thing  out  on 
his  territory — a  star — is  to  be  pitied. 

Don't  prate  to  me  about  the  disgust 
you  have  for  a  swellhead, — by  comparison 
a  studied  or  assumed  modesty  is  an 
underhanded  and  contemptible  thing, 
and  has  no  standing  in  the  mind  of  the 
smart  business  getter. 

Don't  tell  me  of  that  itching  desire 
you  have  to  give  the  swellhead  a  swift 
kick.  I  have  observed  that  the  action 
seldom  accompanies  the  statement;  there 
is  a  reason;  the  swellhead  feeds  on  Red 
Meat,  he  anticipates  and  welcomes  with 
a  relish  the  prospect  of  a  battle — is  an 
experienced  and  accomplished  bruiser  in 
a  jam,  mental  or  otherwise,  and  knows  it. 
So  do  you,  for  usually  he  is  a  great  little 
press  agent. 

Babe  Ruth  is  a  fine  example  of  the 
modest,  shrinking  violet — yes  he  is-NOT 
— the  reticent  youth;  the  sweet  singer 
of  his  own  songs  in  the  daily  press, 
unendingly  proclaiming  that  no  doubt 
exists  in  his  mind  that  he  is  the  greatest 
hitter  that  ever  lived.  The  belief  helps 
him:  it  isn't  overconfidence;  there  is 
another  name  for  it,  every  star  has  its — 
Kipling  called  it  "Guts." 

Virgil  said,  "For  they  conquer  who 
believe  they  can."    It's  the  truth. 

Football  coaches  know  this  and  teach 
it  to  their  players,  until  they  go  around 
with  their  chests  puffed  out,  heads  up 
in  the  air,  and  seek  to  walk  on  all  grid- 
iron creatures.  We  have  wondered  in 
amazement  at  some  of  the  things  we  have 
seen  mediocre  teams  do,  only  possible 
because  they  were  obsessed  with  the  idea 
that  they  were,  individually  and  col- 
lectively, of  superman  calibre;  and  we 
have  seen  them  kick  the  tar  out  of  teams 
vastly  their  superior  mentall}'  and  physi- 
callv. 


The  stars  whose  names  have  lived 
long  in  song  and  story — look  them  over. 
There  isn't  a  book-i)ressed,  fragile  flower 
among  them.  Among  our  noted  Presi- 
dents why  is  it  the  name  of  Roosevelt 
is  linked  with  the  two  other  greatest? 
They  say  when  Ty  Cobb  broke  into  the 


Babe  Ruth  is  a 
fine  example  of  the 
modest,  shrinking 
violet  type — yes  he 
is — NOT — the  sweet 
singer  of  his  own 
songs.  The  swell - 
head  feeds  on  red 
meat,  he  anticipates 
and  welcomes  with 
a  relish  the  pros- 
pect of  a  battle. 
Every  star  per- 
former has  it.  Kip- 
ling calls  it  "Guts." 


is  today  a  deserving  first-ranker  among 
the  world's  notables. 

Supremacy  is  built  in  the  mind;  it  is 
psychologic.  Iloratius  single-handed  held 
the  bridge.  American  Marines, — doff 
your  hat — greatly  outnumbered,  not  only 
whipped  the  Kaiser's  finest  shock  troops 
to  a  frazzle,  but  changed  the  tide  and 
trend  of  events  along  the  whole  battle 
front. 

Overconfident  or  swellheaded — 
Forget  It! 

Do  likewise;  cultivate  aggressiveness. 
Don't  stop  there.  Fire  out  of  mind  all 
matters  pessimistic.  Fill  your  dome  up 
to  over-flowing  with  the  idea  of  your 
firm's  and  your  own  greatness  and  impor- 
tance. Sure,  you  will  get  a  beating  once 
in  a  while — what  of  it? 

Carry  that,  "I've  got  something  on  the 
other  fellow"  around  with  you.  Get  the 
mental  drop  on  him,  the  buyer — he's 
your  meat — feed  on  him. 


Big  League  he  knew  full  well  that  the 
fair  Goddess  of  Fortune  would  fall  in 
love  with  him,  that  his  soul  was  filled  to 
repletion  with  the  knowledge  of  his  own 
greatness  and  irresistibilitj%  and  yet  this 
egotistic  Georgian  is  conceded  to  be  the 
greatest  player  our  national  game  has 
produced.  Overconfidence — away  with 
you. 

Helen  Keller,  handicapped  from  child- 
hood by  a  combination  of  afHictions,  any 
single  one  of  which,  had  it  befallen  an 
ordinary  human,  would  have  been  excuse 
and  reason  enough  for  sending  them  to 
the  rear,  back  among  life's  unfortunates 
— the  dependants — has  not  only  fought 
her  way  up  step  by  step  in  order  that  she 
would  be  on  an  equal  footing  with  those 
to  whom  Nature  has  been  more  'generous 
but  has  long  since  passed  that  point  and 


CALLED  AS  EXPERT. 


Gordon  J.  A.  Hargrave  Qualifies  in 
Analyzing  in  Notorious  Murder  Case. 

As  a  character  analyst,  Gordon  .J.  A. 
Hargrave,  whose  wonderful  series  on 
Super-Salesmanship  are  a  regular  feature 
of  The  Sample  Case,  has  attained  such 
prominence,  that  he  has  become  a 
national  character. 

Recently  he  was  called  to  Mineola, 
N.  Y.,  to  make  a.  character  analysis 
of  Creasy,  the  man  charged  with  the 
murder  of  Edith  Lavoi,  a  case  which 
has    attracted    Nation-wide  attention. 

He  was  sent  by  the  New  York  Ameri- 
can, one  of  the  foremost  newspapers 
in  America,  and  his  reading  of  Creasy 
has  been  syndicated  and -will  be  sold 
to  other  newspapers  through  the  King 
Syndicate. 

Mr.  Hargrave's  analysis  of  the  char- 
acter of  Creasy,  from  a  reading  of  his 
mentality  by  this  eminent  scholar, 
will  likewise  likely  be  used  in  the  trial 
of  that  famous  case. 


Education  Defined. 

An  educated  person  is  one  who 
knows  what  he  wants,  knows  where 
to  get  it  when  he  wants  it,  and  knows 
how  to  use  it  after  he  gets  it. — Slatler 
Salesmanship. 


Unless  vou  serve,  vou  don't  deserve. 
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General  outlook  for  1923 


Yes,We  Are  Buying  Now" 

Marked  Activity  in  All  Lines  and  Retailers 
Making  Quick  Turn-Overs;  Intrinsically  Sound 
Basis  Makes  P^orecast  Assuredly  Gratifying 


Written  for  The  Sample  Case 

By  Charles  Holeman  Smith 


MARKED  activity  is  evident  in 
all  branches  of  the  retail  trade. 
The  closing  months  of  the  year 
show  the  most  favoral)le  con- 
ditions obtaining  for  some  time. 
Business  advices  from  all  parts  of  the 
United  States  and  Canada  indicate  con- 
tinued good  business. 

The  fundamental  conditions  underly- 
ing the  forward  movement  of  business, 
which  began  with  the  ending  of  the 
strikes  last  summer,  are  intrinsically 
sound. 

In  consequence,  retailers  are  giving 
more  attention  to  reserve  stocrks.  Buyers 
are  pla<'ing  large  orders  for  future  deliv- 
ery. This  report  comes  not  alone  from 
buying  centers,  but  from  the  men  on 
the  road. 

The  general  industrial  situation  has 
undergone  marked  improvement,  and  is 
said  to  be  the  best  since  the  Spring  of 
1920.  Consumers,  as  a  whole,  are  more 
prosperous  and  are  spending  more  money. 

The  year  ends  with  labor  fully  em- 
ployed. There  is  a  demand  for  skilled 
and  unskilled  labor.  There  is  an  urge  iu 
some  quarters  for  the  lifting  of  the 
embargo  on  foreign  immigration,  but 
this  demand  comes  from  a  source  sus- 
piciously suggestive  of  a  desire  to  cut 
the  wage  scale  of  American  labor,  and  is 
not  arousing  enthusiasm. 

Powerful  factors  in  the  business  situa- 
tion are  tending  to  restrain  any  develop- 
ments which  may  promise  a  repetition 
of  expansion  on  a  scale  comparable  to 
that  of  1919  and  1920.  It  is  unfortunate 
that  American  business  has  to  be  held 
within  restraint  to  maintain  a  safe  basis, 
but  the  general  buying  public  is  prone  to 
two  extremes,  either  withholding  buying 
or  overconfidence. 

Retailers  as  a  rule  have  learned  that 
the  greater  the  turn-over  the  less  the 
expense  and  the  greater  the  net  profit. 
Hence  buying  by  retailers  is  largely 
based  on  the  ability  to  make  a  quick 
turn-over. 

In  some  industries  comparatively  little 
betterment  was  noted  until  Novem- 
ber, and  in  some  instances  sales  are  still 
restricted.  But  no  measure  for  hasten- 
ing readjustment  in  all  lines  should  be 
tolerated,  for  the  general  safety  of  the 
business  world.  It  is  better  for  all  busi- 
ness, in  the  long  run,  that  recovery  from 
the  depression  should  proceed  gradually 
enough  for  the  establishment  of  durable 
bases,  rather  than  overreaching  expan- 


Mana^inK  Editor  of  this  Magazine 

.sion  in  a  few  lines  should  further  disturb 
the  processes  of  orderly  readjustment. 

L^'URNACE  manufacturers  report  a 
•  decidedly  good  business  this  Fall, 
with  Winter  prospects  better  than  ex- 
pected. 

Paper  box  makers  report  the  Autumn 
business  good  with  encouraging  outlook 
indicating  1!»2H  will  l)c  an  exceptional 


Powerful  factors 
are  tending  to  re- 
strain any  develop- 
ment of  a  repetition 
of  the  boom  expan- 
sion of  1919-1920, 
and  hold  conditions 
on  a  safe  and  sane 
basis.  Reports  from 
widely  different  lines 
show  a  general  con- 
dition of  increasing 
sales. 


year.  This  is  an  industry  closely  con- 
nected with  many  other  industries 
which  use  the  output,  so  that  the  paper 
box  industry  reflects  good  business  in 
many  other  lines. 

Garment  makers,  for  both  men  and 
women,  have  had  a  good  Fall  trade  with 
the  outlook  for  the  coming  season  the 
best  since  1920.  Especially  good  has 
been  the  cloak  and  overcoat  business. 

In  music  and  musical  supplies,  gen- 
erally looked  upon  as  luxuries  and  among 
the  first  to  feel  a  depression,  reports  in- 
dicate a  business  equal  to  that  of  1919 
and  1920,  M'ith  indications  for  a  splendid 
Winter  business.  The  same  is  true  in 
jewelry  and  queensware. 

Exporters  and  importers  report  bus- 
iness on  the  up-grade.  Not  rapid,  but 
with  a  healthy  growth;  conditions 
steadily  improving  and  future  looks 
bright. 


Knitting  mills  show  marked  improve- 
ment in  conditions  with  orders  ahead  to 
keep  them  busy  for  months  ahead. 
Te.\tile  mills  send  in  the  same  report. 

Commission  merchants  are  optimistic 
and  look  for  continued  increase  during 
the  Winter,  with  an  unusually  bright 
Spring  outlook. 

Drugs  and  chemicals  show  a  good  de- 
mand with  increasing  orders.  Same  with 
furniture  and  house  furnishing  lines. 

The  shoe  industry  shows  marked  im- 
j)rovement,  with  factories  running  full 
force;  many  which  had  shut  down  on 
account  of  conditions  in  1921  have  re- 
opened with  a  good  business. 

Hardware,  especially  builders'  supply 
lines,  enjoyed  a  big  Fall  business,  with 
continued  prosperity  ahead  assured. 

Grocery  lines  show  the  most  marked 
improvement  with  the  employment  of 
heads  of  families. 

T^O  SUM  it  up,  it  is  safe  to  say  that 
A  conditions  have  greatly  improved 
over  this  time  last  year,  and  are  likely 
to  be  still  better  during  the  coming  year. 

The  business  community  at  large  is 
in  a  state  of  genuine  encouragement  as 
a  result  of  the  visible  betterment  already 
in  effect,  and  manifestlj'  gaining  in  a 
very  definite  way.  This  assembly  of 
information  in  the  foregoing  has  been 
made  up  from  actual  business  reports 
and  is  authentic. 

Commercial  travelers  have  every  rea- 
son to  feel  the  most  hopeful  optimism 
for  1923. 

r\N  EVERY  side  indications  are  that 
^  the  business  tide  is  rising;  the  re- 
ceding tide  had  carried  out  most  of  the 
derelicts  that  were  threatening  business, 
and  the  incoming  tide  is  rising  higher 
and  higher,  with  promise  of  fair  sailing 
for  all  of  next  year. 

The  Fourth  Federal  Reserve  Bank 
review  of  business,  and  this  is  largely 
the  same  report  made  by  other  Federal 
Reserve  Banks,  who  have  a  close  insight 
into  business  conditions  generally,  makes 
this  statement: 

"Were  it  possible  to  sum  up  in  four 
words  the  expressions  of  our  many  cor- 
respondents in  the  district  they  would 
be,  'We  are  buying  now,'  "  the  review- 
says. 

An  analysis  of  76  basic  materials 
shows  that  48  are  higher  today  than  they 
were  a  year  ago,  according  to  the  review. 

(Continued  on  page  42.) 


)B    THE    SAMPLE  CASt 


DECEMBER 


We've  all  been  throui^h  this 


A  Day  With  the  Road  Agents 

Salesmen  Seldom  "Ride  Pullman"  hence  have 
Opportunity  to  Study  Human  Nature  as  it  is; 
Shows  Itself  in  Day  Coaches  and  the  Smoker 


To  THE  ordinary  man  — and 
woman— traveling  entails  so 
much  hardship  that  it  is 
dreaded  and  avoided  if  it  is 
at  all  possible.  The  many  prep- 
arations, the  long  tedious  journeys,  the 
many  inconveniences  away  from  home 
retard  any  impulse  for  the  usual  stay-at- 
homer  to  "leave  the  family  hearth.  With 
the  man  who  makes  a  living  by  traveling, 
it  is  entirely  different. 

The  "road  agent"  after  a  while  begin.s 
to  love  the  experience  of  covering  the 
vast  spaces.  He  is  imbued  with  a  sort 
of  wanderlust  and  oft  times,  when  op- 
portunities present  themselves  whereby 
he  may  become  a  stationary  citizen  of 
society,  the  old  circumambient  life  ap- 
pears most  inviting,  and  he  continues  to 
go  on  his  usual  round  from  city  to  city. 

The  true  road  agent  very  seldom 
"rides  Pullman,"  but  as  a  rule,  he  chooses 
the  stuffier  but  more  democratic  coaches. 
One  of  the  first  requisites  and  qualifica- 
tions of  the  successful  seller  of  goods 
being  the  ability  to  read  character,  he  is 
naturally  a  student  of  human  nature  and 
psychology,  hence  he  likes  to  sit  back 
quietly  and  watch  the  different  types  of 
persons  who  are  traveling  in  the  coach 
with  him. 

OVER  across  the  aisle  he  may  be 
keenly  observing  the  big,  burly  man, 
whose  breast  is  rising  and  falling  in 
unison  with  the  tune  of  his  Gargantuan 
snores.  With  the  eyes  closed  in  sleep, 
the  slight  covering  of  veneer  is  taken  off, 
and  the  true  character  of  the  man  is  ap- 
parent. All  the  greed,  voluptuousness 
and  ignorance  is  displayed  as  though 
under  a  spotlight  to  the  keen  analytical 
gaze  of  the  traveling  man. 

A  little  further  down  are  seated  a 
young  couple,  incessantly  talking  away 
with  their  ever  interesting  but  unimpor- 
tant chatter.  They  are  both  young. 
She  is  pretty;  he  is  good  looking,  with  a 
sort  of  shiftiness  of  the  eyes  which  im- 
mediately brings  a  suspicion  to  the 
watcher's  mind  as  to  what  the  relations 
of  the  two  might  be.  Are  they  married 
or  just  a  couple  of  friends  who  have  met 
accidently?  Perhaps  they  are  lovers. 
Maybe  they  are  total  strangers,  who 
have  started  a  railway  acquaintance. 
And  so  through  a  thousand  conjectures 
the  traveling  man  goes  as  he  watches  the 
two;  until  finallv,  by  the  slightest  move- 
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ment  or  glance  or  word,  some  one  or 
other  guess  may  be  confirmed. 

Then  his  attention  may  be  attracted 
by  a  pale-faced  young  man,  who  sits 
huddled  up  in  his  seat  entirely  im- 
mersed in  a-  book.  He  has  the  look  of 
the  voracious  novel  reader  and  is  no  more 
aware  as  to  his  whereabouts  than  a  dead 
man  would  be.  Totally  oblivious  of  his 
surroundings,  his  eyes  are  fastened  to 
the  tremendously  interesting  page  he  is 
reading  and  the  shadows  of  his  face 
reflect  the  effects  that  the  author's 
thoughts  are  making  on  his  mind.  The 
traveler  out  of  curiosity  rises  from  his 
seat,  ostensibly  to  get  a  drink  of  water, 
but  in  reality  to  get  a  peep  at  the  book 
that  rouses  such  whole-hearted  interest 
in  the  youth.  Expecting  to  see  some 
tale  of  the  wild  and  wooly  West,  or 
perhaps,  the  Adventures  of  Spider  Mc- 
Gee;  he  is  astounded  to  find  that  it  is 
some  classic  book,  Uke  the  Discourses  of 
Epictetus,  or  the  Meditations  of  Marcus 
Aurelius,  or  Montaigne's  Essays  or  even 
the  Ethics  of  Aristotle. 

He  goes  back  to  his  seat,  pitying  him- 
self because  he  finds  it  so  difficult  to  get 
interested  in  the  light  reading  of  a  modern 
magazine  on  a  moving  train,  while  this 
boy  finds  the  keenest  enjoyment  in  read- 
ing the  deepest  kind  of  literature. 

Then  there  are  the  different  types  that 
share  the  seat  that  the  road  agent  is 
occupying.  For  instance,  there  is  the 
young  chap  who  gabs  away  by  the  hour 
about  things  of  which  he  knows  abso- 
lutely nothing.  He  loquaciously  chatters 
away  about  the  different  places  he  had 
been — places  to  which  the  road  agent 
had  been  a  thousand  times  and  knows 
from  A  to  Z  and  backwards. 


LOOK  in  Your  Mirror— 
an  introspection 
analysis  of  character ; 
Reward  for  Fighters — a 
New  Year  self-starter — 

These  will  be  Gordon  J. 
A.  Hargrave's  feature 
articles  in  January  num- 
ber of  The  Sample  Case. 


Or  sometimes  he  may  meet  the  ex- 
ceptional types — the  ex-ball  player  or 
ex-horse  racer.  Both  talk  and  live  in  the 
past.  They  had  been  sports  and  perhaps 
idols  and  heroes  at  one  time  or  another, 
and  both  present  their  scars,  but  can 
show  no  laurels.  Their  triumphs  are 
buried  with  yesterday:  Now,  they  look 
toward  the  future  and  dread  it.  What 
a  le'sson  for  the  Ambitious! 

He  may  have  the  pleasure  or  mis- 
fortune of  sharing  his  seat  with  a  lady  of 
the  flirtatious  type,  who  with  painfully 
artificial  modesty  tries  to  inveigle  him 
into  an  adventure;  and  he — but  that's 
another  story,  as  Kipling  puts  it. 

Sometimes,  tiring  of  this  free  enter- 
tainment in  the  day  coach,  he  strolls  into 
the  smoker  to  enjoy  a  good  cigar  and 
perhaps  take  a  hand  in  a  sociable  game 
of  "high,  low  and  jack"  with  strange 
men  of  his  fraternity,  who  take  him  at 
his  face  value  and  label  him  a  good 
fellow,  a  sport  and  a  gentleman,  unless 
he  proves  himself  otherwise.  Here  again, 
he  separates  the  chaff  from  the  wheat; 
the  shark  and  cheat  from  the  man  who 
merely  plays  for  the  fun  of  it. 

WHEN  he  gets  to  his  destination  and 
starts  out  to  buck  the  buyers,  he 
finds  a  certain  zest  in  playing  the  game 
and  playing  it  fairly  and  squarely.  Here 
again  he  has  an  opportunity  to  probe 
beneath  the  thick  skin  of  humanity. 

W^hen  he  "talks  business"  to  a  man, 
he  gets  the  full  benefit  of  that  man's 
character.  He  must  cross  lances  with 
the  crook,  the  "crab"  and  the  grafter, 
and,  if  he  is  to  exist,  he  must  beat  him 
at  his  own  game  and  on  his  own  ground, 
with  all  the  advantages  on  his  opponent's 
side.  He  must  use  a  different  line  of 
strategy  with  each  prospect,  and  he  must 
not  fail  in  choosing  the  right  line  of 
offense,  for  in  no  other  line  of  life  is  the 
old  bromide  that  "it's  a  great  life  if  you 
don't  weaken."  more  true  than  in  selling 
goods.  Woe  to  the  road  agent  who 
weakens! 

He  makes  mistakes,  everyone  does. 
He  tackles  a  man,  fully  determined  to 
sell  him  or  die,  and  meets  only  with  the 
sullen  and  surly  grunts  and  rephes  of 
the  "Grouchy  Buyer,"  until  finally  he  is 
compelled  to  give  the  man  up  as  a  hard- 
shelled  crank,  when  the  man  confides  to 
him  that  his  wife  is  on  her  death-bed  and 
he  is  expecting  to  be  called  for  the  last 
(Continued  on  page  44.) 
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Introducing  Strange  Character*. 

Four-Forty-Five  Cherokee  is  a  story  of  memorable 
ihievoment,  in  which  a  little  band  of  red-blooded 
meriean  men  and  women  lived,  loved,  labored,  and 
ruKRicd  to  reach,  and  later  to  subdue,  a  vast  empire 

the  Great  Southwest  of  the  United  States.  The 
cry  dates  from  1866,  immediately  following  the 
ivil  War,  to  1896,  when  law  became  supreme  in 
/ery  section  of  this  vast  country.  It  is  a  story  of 
ipid   action,   keen   alertness,  seemingly  hopeless 


conditions,  rod  with  blood  and  reeking  with  crime 
and  evil,  yet  over  all  hangs  the  portent  of  the  Croes 
of  Christ. 

Far  in  the  background  stands  Mazdeshea,  pioneer, 
scientist,  traveler,  a  solitary  hero  who  appeared 
n>ystcriouBly  on  many  a  battlefield  of  the  Civil  War, 
giving  drink  to  the  dying  and  carrying  to  shelter  the 
desperately  wounded;  known  alike  to  Federals  and 
Confederates  as  the  Man  of  Mystery,  love<l  and 
revered  by  all  because  of  his  unselfish  love  of  mankind 


Mardeahea,  the  living  representative  of  the  Wise  Men 
of  the  East,  of  the  very  men  who  kneeled  on  that 
memorable  Christmas  Eve  one  thousand  nine  hun- 
dred and  twenty-two  years  ago  beside  the  manger  of 
the  Babe;  a  direct  descendant  of  Joseph,  the  son  of 
Jacob,  who  was  the  son  of  Isaac,  the  son  of  Abraham; 
in  whose  blood  flowed  the  ancestral  cells  akin  to  those 
in  the  Holy  Child—  from  thence  is  the  Shepherd, 
the  Stone  of  Israel" — making  him  the  champion  of 
the  Twelve  Tribes  of  I»rael 
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In  IKeO,  till!  KTeut  war  havitiK  cloacd  hiu  iiiiiiicdiuto 
liumaiiitttriaii  aftiviticB,  tliiB  Wise  Man,  leaving  Win 
myNtiTiouB  cabin  in  tlic  Ozark  MountainH  of  Mih- 
Houri,  wanflercd  wcntward,  at  the  c(jinuiand  tif  One 
to  him  unBCon,  to  make  liin  abode  in  a  country  re- 
vealed to  him  in  a  tribal  code  aH  "(Jrecn  Verdure," 
but  later  dcdicotcd  an  "The  Place  of  the  Morning 
Glow." 

In  the  life  of  Mazdcghea  ho  had  gathered  up  un- 
fathomcd  time,  but  ho  filled  it  with  infinite  love  and 
compaBsion.  The  four  nicn  who  eompoBed  the  original 
Hottlers  of  the  SoutbwCBt  where  MazdcBhea  located, 
and  of  whom  Mazdcnhea  waB  manter  and  chief, 
became  known  as  the  Big  Four,  whose  power  against 
wrong  doing,  and  whose  influence  for  righteous 
government,  an  influence  always  shrouded  in  mystery 
contribute  vividly  to  the  burning  interest  of  this 
great  story. 

Two  years  after  Mazdeshca  had  settled  in  his  new 
home  in  the  Great  Southwest,  a  son  was  born  to  him, 
antl  he  named  him  Cherry-Key.  This  son  grew  up 
to  vigorous  manhood  amid  the  wilds  of  Nature, 
himself  untarnished  by  evil. 


;vtoly  wounded 
l  id  of  battle  to 
lolin  Salvarson, 
iriiKth  of  char- 
It  was  Maz- 
lil  f;unt,  carried 
liiM  back  to  life 
iiancial  reverses 
vaa  about  to  be 


soldiers  wlKi  liacl  l.cr.i  1,-fl  „u  tl,c 

a  man  of  ediical  mn,  ..f  :ii.i.iziri('  > 
acter,  and  witli  :t  i  ^    .1 1  m  i 

dcshea  who  fouri'l  S:[l\:ii    ,1  ,| 

him  to  a  place  of  H.ilri  \  and  nursci 
and  health.    War  had  brought  its 
to  the  Salvarsons,  and  wiicii  a  son 
ooru  to  him,  John 
Salvarson,    in  his 

llome  of  MaziU-sLeu 
in  the  wil<ls  of  the 
(Jzarks.  The  cabin 
was  deserted,  but 
on  its  walls  were 
the  cabalist  signs — 
4-45-C.  K.,  below 
which  was  drawn 
the  Cross  of  Christ. 
Within  this  cabin, 
Salvarson's  son  was 
born,  and  received 
the  name  of  Salvar 

To  John  Salvar- 
son still  other  chil- 
dren were  born, 
among  them  his 
beautiful  daughter, 
Ksther.  In  seeking 
Mazdcnhea,  with 
whom  he  longed  to 
link  his  life  in  the 
noble  work  carried 
on  by  the  Man  of 
Mystery,  Salvarson 
missed  "The  Place 
of  the  Morning 
Glow"  and  won- 
dered on  to  the 
westward,  his  slow 
moving  wagon  drawn 
earthly  possessions.  ,    .,  ,. 

Arriving  in  No  Man's  Land,  Salvarson  built  him 
a  home,  patterned  after  that  of  Mazdeshea  in  the 
Ozark  Mountains,  with  the  mystic  symbols  carved 
upon  its  walls.  It  was  a  land  without  law,  belonging 
to  no  territory  or  state  of  the  Lnion  and  almost 
unknown  at  the  Nation's  capital. 

Little  wonder,  then,  that  with  the  coming  later  of 
Ted  Barlow  and  his  gang  of  outlaws,  stage  robbers, 
highwaymen,  horse  thieves,  cattle  rustlers  and 
whisky  peddlers,  that  No  Man's  Land  appealed  to 
him  as  a  place  of  refuge  against  the  pursuit  of  the 

Many  years  before  Ted  Barlow's  first  appearance 
at  the  Salvarson  ranch.  Barlow's  father  had  been 
saved  from  death  by  Mazdeshea,  and  Ted  himself 
had  been  born  in  that  cabin  far  away  in  the  Missouri 
mountains.  His  earliest  infancy  knew  the  occult 
signs  upon  its  walls,  and  he  recalled  them  with 
superstitious  reverence  that  they  meant  something 
good  to  him.  When  he  saw  those  same  signs  on  the 
home  of  John  Salvarson,  and  noted  the  simdarity 
of  design  in  the  building  to  Mazdeshea's  Ozark  home, 
he  wished  to  remain  near  them  "to  keep  his  luck  at 
top  notch,"  as  he  said  to  himself. 

But,  let's  get  to  the  story— 

SEAMED  with  deep  ravines  and 
sharp  precipitous  cliffs,  the  wild 
and  rugged  country  back  of  John 
Salvarson's  manor  suggested  to 
Ted  Barlow,  the  outlaw,  a  spot 
of  safety  from  the  pursuit  of  Federal 


iln  wlio  loiin  had  been  searcli- 
inK  for  liim.  John  SalvarHon  himBulf 
gav(!  an  air  of  respectability  to  that  wild 
country  which  would  throw  off  suspicion 
of  outlaws  harboring  there. . 

Many  was  the  "bad"  man  Beeking 
such  a  shelter.  Nature  had  done  her 
part  in  creating  that  "black  hole  in 
Nature's  beauty"  for  the  |)rotection  of 
outlaws.  Forty  miles  long  and  forty 
acres  wide,  it  offered  ample  oiiporttmity 
for  Ted  Barlow,  in  his  dream  for  organ- 
izing a  reign  of  crime,  with  himself  the 
presiding  genius.  The  only  law  of  the 
country  was  that  of  the  gun,  and  he  who 
was  quickest  to  "draw"  alone  survived. 

John  Salvarson,  himself  innocent  of 
intrigue,  suspected  no  man.  It  was  easy 
for  Ted  Barlow  to  deceive  him,  especially 
so  when  he  told  of  his  own  birth  in  the 
Mazdeshea  cabin. 

Barlow  said  he  wished  to  have  a 
"cattle  ranch  close  to  so  good  a  neigh- 
bor;" he  would  pay  well  for  the  black 
ravine.     Barlow  showed  d('c\>  affection 


The  Salvarson  Prairie  Schooner,  reaching  No  Man's  Land,  where  later  grew  Cimeron  Cif> 
Forfy  Acres. 


by 


carrying  his 


for  Salvar,  son  of  Salvarson,  and  born  in 
the  same  mysterious  cabin  in  Missouri. 

The  Salvarsons  were  lonely.  They 
wished  to  have  a  neighbor.  John  Sal- 
varson spoke  cheerily  to  his  wife  of  seeing 
bright  lights  blazing  of  nights  beyond 
the  great  hedge  that  separated  his  own 
ranch  from  the  ravine.  "Human  beings 
in  that  Forty  will  be  better  neighbors 
than  rattlesnakes  and  noxious  animals," 
he  soliloquized. 

The  deal  was  made.  Barlow  paid 
Salvarson  S4,000  for  the  Forty. 

"You  see,  neighbor  Salvarson,"  he 
triumphantly  gloated,  "I'm  payin'  you 
a  big  price,  not  because  that  Forty  is 
worth  it,  but  because  I  want  you  for  a 
neighbor.  Just  make  out  a  Old  Settler's 
Quit  Claim  Deed  and  we'll  call  every- 
thing settled." 

There  was  something  in  the  stranger's 
manner,  look,  or  general  make-up  that 
created  an  unpleasant  feeling  in  Salvar. 
Something  seemed  to  be  warning  him, 
way  down  in  his  innermost  consciousness, 
that  Ted  Barlow  was  not  what  he  claimed 
to  be.  He  felt  an  antagonism  arising 
for  which  he  could  not  account  to  himself. 


His  own  |)ur<!  soul  was  reading  beyonc 
the  surface  into  tlie  black  depths  o) 
Barlow's  mind  and  was  discovering  t 
truth  which  a  lying  tongue  would  fair 
conceal. 

As  he  was  leaving  the  room  to  attend 
his  work  outside,  Salvar's  pet  cat  slippec 
in  through  the  open  door.  l»etead  ol 
going  direct  to  make  friends  with  Bar 
low,  as  was  her  custom  with  other  stran 
gers,  she  gave  him  wide  berth.  In  w 
doing  she  stepped  too  closely  to  Ok 
Shep,  the  family  dog,  with  whom  she 
had  a  running  feud  of  long  standing 
Old  Shejj  growled  and  made  a  snap  at 
her.  In  her  haste  to  escape  him,  sh» 
sprang  onto  Barlow's  neck  and  shoulders 
The  noise  of  the  attack  brough 
Esther  Salvarson  into  the  room.  Sh( 
had  been  a  listener  in  an  adjoining  roon 
to  the  conversation,  eyeing  the  visito 
with  dislike.  In  her  effort  to  rescue  th« 
cat  and  save  Barlow  from  being  scratchec 
her  fair  arm  brushed  his  face.  The  man' 
eyes  gleamed  wickedly  at  the  touch. 
The  beautiful  girl,  just  budding  int< 
magnificen 
womanhood 
grasped  her  pe 
in  her  arms  an< 
left  the  room 
T  e  d's  wickei 
eyes  followei 
her.  His  crue 
mouth  smilei 
wickedly  as  hi 
gleaming  eye 
feasted  them 
selves  on  tha 
picture  of  inno 
c  e  n  c  e  .  He 
pure  lovelinei 
did  not  appea 
as  an  uplift  t 
his  sordid  i 
— he  loved  he 
only  after  th 
manner  of 
own  benighte- 
thoughts. 

EARLY  in  the  following  year,  not  lat 
in  the  Spring  as  he  had  announce 
that  he  would  return  to  take  possessio: 
of  Barlow's  Forty  Acres,  as  he  h» 
named  his  purchase,  Ted  Barlow 
turned.  In  the  meantime  a  railroft 
which  had  been  surveyed  onto  the  Sal 
varson  land,  had  begun  building, 
terminal  had  been  located  on  a  part  o 
Barlow's  Forty  Acres. 

With  Barlow  came  a  lot  of  low-browe 
men,  villainous  in  appearance  and  que* 
tionable  in  character,  every  man  of  thett 
Instead  of  bringing  with  them  catti 
and  material  for  stock  ranch  house.' 
they  unloaded  readj'-to-erect  building 
for  a  town. 

Be  Barlow's  character  as  it  may,  hi 
business  acumen  could  not  be  questionec 
Uneducated,  an  outlaw  and  whisk 
peddler  among  Indians,  he  was  a  man  f 
masterful  mind  and  direct  action. 

Cimeron  City  came  into  existence  oj 
Barlow's  Forty  Acres.  The  reputatio/ 
of  its  founder  attracted  to  the  litti 
frontier  town  men  of  the  vilest  typ< 
Evil  doers  from  far  di.stant  states  flocke 
to  this  town  where  law  was  unknowil 
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Cutthroats,  highwaymen,  burglars,  stage 
robbers,  horse  thieves  and  cattle  rustlers 
flocked  there  by  hundreds.  Any  man 
fleeing  from  the  law  could  find  a  haven  in 
Cimcron  City. 

Old  John  Salvarson  and  his  family 
gazed  apprehensively  at  the  Sodom  and 
Gomorrah  of  the  Great  Southwest  grow- 
ing up  adjoining  their  home.  By  his 
own  act  he  had  aided  this  crime  against 
civilization.  His  soul  sank  within  him. 
His  dream  of  creating  a  paradise  for  good 
in  the  Southwest  was  rudely  shattered 
in  this  sudden  awakening. 

Ted  Barlow  took  command  of  his 
heterogeneous  mass  of  outlaw  humanity 
and  held  it  with  a  firm  hand.  His  was  a 
nature  that  sought  command  and  he 
brooked  no  rival.  His  life's  fear  had 
been  the  law,  and  instinct  told  him 
that  the  law  which  he  so  long  had  defied 
would  sometime  reach  him. 

He  prepared  for  eventualities.  Crimi- 
nal though  he  was,  his  was  a  master's 
planning.  ^ 

Many  secret  chambers  wereTcon- 
structed  in  the  buildings  he  erected. 
In  his  own  "office"  building  there  were 
arranged  many  a  pitfall,  secret  trap 
door  in  the  floor,  and  outlet  into  sul)- 
terranean  passageway  for  escape.  Dark 
chambers,  almost  devoid  of  air,  were 
built  along  some  of  the  underground 
passages,  designated  as  "jugs"  by  Barlow. 

Among  other  secret  chambers  was  a 
small  ammonia  room,  where  fumes  of 
the  deadly  drug  would  quickly  but  silent- 
ly put  out  of  the  way  any  person  whose 
presence  was  a  menace  to  Barlow's  rule. 
"Dead  men  tell  no  tales"  was  the  slogan 
that  obtained  in  Barlow's  rough  court. 

A  steel  sheeted  balcony  was  built 
around  the  main  office  of  his  headquarters 
building.  Within  that  balcony  armed 
men  could  shoot  down  through  loop 
holes  the  members  of  any  raiding  party 
which  the  Government  might  in  time 
send  against  this  den  of  iniquity;  the 
men  with  the  guns  being  safely  protected 
behind  the  sheets  of  steel.  This  he 
facetiously  called  his  Gallery  of  Death. 

That  "office"  building  was  converted 
into  the  greatest  gambling  house  in  the 
Southwest.  Games  of  every  known  kind 
were  opened  therein.  Only  Barlow's 
most  trusted  employes  were  permitted 
to  have  charge  of  the  games. 

In  connection  was  Barlow's  notorious 
"oflBce"  were  dance  halls  where  scarlet 
women  drank  vile  whisky  and  danced 
the  night  long  with  the  drunken,  cursing 
men.  Barlow's  dance  hall  became  known 
from  the  Rocky  Mountains  to  the  Gulf 
of  Mexico. 

Murders  were  of  nightly  occurrence. 
Robbery  was  as  common  as  the  traffic 
in  fallen  women. 

Barlow's  Forty  Acres  soon  became 
known  only  as  HELL'S  FORTY  ACRES, 
ind  Ted  Barlow  continued  as  its  recog- 
aized  head.  He  was  the  King  of  Hell  s 
Forty  Acres  and  he  ruled  with  a  rod  of 
Ton.  To  dispute  his  rule  meant 
netant  death.  So  far  as  law  was  con- 
serned,  Ted  Barlow's  will  was  the  only 
aw  in  Cimeron  City.  Hell's  Forty 
icres  blazed  with  every  crime  known 
.0  the  debased  mind  of  degenerate 
nsnkind. 


The  lights  that  honest  old  John  Sal- 
varson had  been  hoping  to  see  shining 
through  his  high  hedge  fence  pained  him 
when  he  now  gazed  upon  them. 

With  hope  still  clinging  desperately, 
Salvarson  appealed  to  men  of  prominence 
whom  he  knew  throughout  the  northern 
and  southern  States.  Every  mail  carried 
out  hia  letters,  beseeching  lovers  of  law 
and  decency  to  help  in  doing  away  with 
this  F)lague  spot.  His  letters  to  members 
of  Congress  brought  back  the  reply 
that,  "Congress  has  never  given  that 
tlfection  of  the  country  any  concern  what- 
ever. For  the  present  there  is  no  likeli- 
hood of  No  Man's  Land  being  attached 
to  any  government-ruled  territory." 

With  the  coming  of  the  railroad  Cimer- 
on City  sprang  into  life  and  activity. 
Hundreds  of  working  men  connected 
with  the  railroad  were  located  there. 
Small  industries  of  various  kinds  were 
attracted  thither.  Cimeron  City  enjoyed 
a  typical  western  "boom."  But  the 
criminal  class  continued  to  dominate 
it,  and  constituted  the  greater  part  of 
its  citizenship.  It  was  the  most  infamous 
town  in  the  United  States. 

Among  the  working  men  Barlow's 
dives  attracted  them  to  their  ruin.  Their 
hard-earned  money  went  to  fill  his 
coffers.  Honest  men  became  dishonest 
through  the  contamination  of  association. 
Drunkenness  was  everywhere.  Families 
were  pauperized  and  homes  ruined. 
Instead  of  prosperity  and  happiness, 
the  families  of  manj-  of  the  townspeople 
became  subjects  of  charity.  Ted  Barlow 
was  not  slow  to  take  advantage  of  this 
condition.  Formerly  honest  men  whom 
he  could  use  to  his  own  advantage,  when 
they  lost  their  jobs  elsewhere,  he  em- 
ployed in  carrying  on  his  school  of  crime. 

To  lure  the  still  honest  men  away 
from  stores  not  run  by  Barlow's  agents, 
he  issued  scrip  good  for  cash  in  trade. 
This  was  issued  from  his  barrooms 
between  paydays  at  the  industries  and 
on  the  railroads.  In  this  way  he  was 
able  to  put  rivals  out  of  business  and 
maintain  his  own  strong  position  as  King 
of  Hell's  Forty  Acres. 

CTEADILY  the  stream  of  men  and 
^tlieir  families  from  civilization  flowed 
into  Cimeron  City.  Schools  and  churches 
appeared.  But  the  lure  of  Barlow's  hell 
holes  gained  far  more  followers  than  the 
churches.  Especially  did  Barlow  seek 
friendship  with  young  men  of  education 
and  strong  manhood.  In  them  he  sought 
to  perpetuate  himself  as  leader  of  his 
community.  Many  were  the  promising 
young  lives  suddenly  snuffed  out  by 
murder  or  dissipation  through  associating 
with  Barlow's  minions. 

The  whisky  dens  and  the  gambling 
hells  were  supreme.  All  were  owned 
by  Barlow.  Should  a  rival  start  in  busi- 
ness, he  would  disappear  to  be  never 
again  heard  of.  Murder  was  rampant. 
The  King  of  Hell's  Forty  Acres  reigned 
unchallenged. 

Among  the  strangers  to  locate  in  Cim- 
eron City  was  Elinore  Marsh,  nurse, 
missionary,  a  living  personification  of  the 
Spirit  of  the  Christ.  Strangely  out  of 
place  in  this  vilest  of  the  vile,  Elinore 
Marsh  conducted  her  work  of  caring 


for  the  helpless  families  of  Ted  Barlow's 
victims.  Like  an  angel  of  mercy  she 
visited  the  sick  and  needy,  ministering 
to  their  needs.  At  first  she  attracted  no 
attention  from  Barlow,  but  when  the 
word  began  to  pass  around  of  what 
Elinore  was  doing  and  her  praise  was  on 
the  lips  of  men  closely  connected  with 
him.  Barlow  frowned  ominously.  Was 
the  spiritual  Elinore  Mar.sh  marching 
toward  the  Anunonia  Chamber? 

So  long  as  the  lights  of  his  saloons  and 
dance  halls,  his  gambling  dens  and  houses 
of  iniquity,  remained  undimmed,  what 
cared  Ted  Barlow  for  shipwrecked 
lives  and  ruined  homes? 

^J'lTH  the  coming  of  civilization  into 
'  '  Cimeron  City  came  civilization's 
greatest  exponent— a  newspaper.  Hay 
Walton,  familiarly  known  as  Yan,  was 
sent  out  from  St.  Louis  to  establish  the 
Cimeron  City  News.  True  to  his  type, 
\\  alton  feared  no  man  and  was  true  to 
his  profession. 

Ted  Barlow  knew  the  dangers  that 
beset  his  pathway  through  publicity. 
The  moment  he  heard  of  the  coming  of 
the  newspaper,  he  put  his  ban  upon  it. 
So  complete  was  his  control  of  affairs  in 
Cimeron  City  that  few  were  the  industries 
started  there  that  he  was  not  consulted, 
and  in  which  he  was  not  a  dominating 
stockholder,  to  give  him  controlling 
voice  in  its  management.  His  accept- 
ance or  rejection  ruled  unquestioned. 

Walton  was  informed  of  the  necessity 
of  consulting  Barlow  before  venturing 
on  his  newspaper  proposition,  but  heeded 
not  the  warnings.  Backed  by  St.  Louis 
newspaper  men,  he  cared  little  for  local 
opinions  relating  to  his  business.  He 
treated  Ted  Barlow's  messengers  cour- 
teously, but  declined  their  proffers. 
Forced  to  extremities,  one  of  Barlow's 
most  trusted  emissaries  frankly  informed 
Walton  that  unless  a  Barlow  agent  was 
employed  in  the  News  office  to  censor 
the  news  it  printed  that  the  plant  would 
be  destroyed  and  its  editor  driven  hence. 
\an  Walton  laughed  at  the  agent. 
This  incensed  Ted  Barlow.  To  be 
defied  within  his  own  realm  was  an 
entirely  new  experience  for  him.  His 
anger  knew  no  bounds.  But  Barlow  was 
too  diplomatic  to  openly  show  his  anger. 
He  resolved  that  Walton  and  the  Cimeron 
City  News  must  be  gotten  rid  of,  but 
by  a  method  that  would  attract  no  out- 
side attention.  Barton  knew  his  own 
weakness,  in  being  a  hunted  man,  a 
fugitive  from  justice  in  many  sections, 
therefore,  it  behooved  him  to  work 
quietly  and  attract  no  widespread  investi- 
gation of  his  Hell's  Forty  Acres. 

In  the  meantime  John  Salvarson  had 
gone  to  Washington,  D.  C,  and  had  made 
a  personal  appeal  to  Congress  to  suppress 
Hell's  Forty  Acres.  His  recital  of  con- 
ditions there  made  a  National  sensation. 
Walton  printed  the  story  on  the  first 
page  of  the  News,  with  big  headlines. 
He  likewise  sent  stories  out  to  news 
associations,  which  were  printed  far  and 
wide. 

Ted  Barlow  was  furious. 
It  was  time  for  him  to  take  drastic 
action. 

(Continued  on  page  38.) 
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U  E  C  F.  M  U  E  K 


Rare  bits  of  holiday  cheer 

Unusual  Tales  of  Christmas 

As  Salesmen  Never  Exaggerate,  these  Gems 
Must  be  Taken  at  Face  Value,  Unquestioned; 
Anyway,  they're  Really  "Something  Different" 

Exclusive  to  The  Sample  Case 

By  Ananias'  First  Cousins 

Wuleiy  scattered  though  they  are 


FIVE  or  six  jolly  commercial  trav- 
elers were  celebrating  Christmas 
Eve  in  Chicago,  in  that  innocent 
way  so  peculiar  to  traveling  sales- 
men. In  the  round  of  stories 
which  were  told,  the  subject  of  dreams 
came  up.  Joe  Tiner,  a  butchers'  supplies 
salesman,  and  a  veteran  of  forty 
years  on  the  road,  declared  dreams 
were  sheerest  nonsense,  and  that  no 
sensible  person  would  attach  any  im- 
portance to  them.  This  led  to  a  pro- 
longed discussion,  which  ended  with 
Tiner  telling  this  story: 

"Ten  years  ago  this  happened.  I 
was  right  here  in  Chicago  at  the  time. 
It  was  on  just  such  a  Christmas  Eve 
as  this,  the  snow  blowing  and  winter 
blustery.  I  was  celebrating,  just  as  we 
are  celebrating  tonight,  in  this  self- 
same hotel.  After  our  little  party  broke 
up  I  went  to  bed  and  was  soon  sound 


"In  a  dream  I  saw  my  wife.  She  was 
thin  and  emaciated.  She  called  to  me 
and  beckoned  for  me  to  hurry  to  her. 
I  found  her  really  very  ill.  I  accom- 
panied her  to  New  Mexico,  where  she 
was  to  remain  until  her  health  was 
restored.  She  was  greatly  pleased  with 
the  mountain  scenery  there,  as  it  ap- 
pealed to  her  artistic  temperament. 
I  returned  to  the  road. 

"The  bloom  of  health  returned  to  her 
cheeks.  Her  sweet  vision  was  ever 
before  me  in  my  sleep. 

"Horrors  of  horrors — was  this  but  the 
phantasma  of  a  nightmare,  or  was  my 
deep  attachment  for  my  wife  revealing 
to  me  a  scene  that  was  actually  taking 
place? 

"She  had  wandered  far  up  a  mountain 
side,  and  was  seated  near  a  precipitous 
cliff.  Almost  at  her  feet  yawned  an 
abysmal  depth.  Creeping  cautiously 
upon  her,  with  malicious  leers  gleaming 
from  their  wicked  black  eyes,  two  swar- 
thy Mexicans  were  stealthily  approach- 
ing. She  was  to  be  kidnapped  and  held 
for  ransom;  faihng  to  obtain  it,  I  shud- 
dered for  what  might  happen  to  her. 

"Little  thinking  that  aught  could 
befall  her,  she  was  deeply  studying  the 
magnificent  beauty  of  the  scene  before 
her,  her  hand  busy  sketching  outlines 
of  it  on  a  paper  she  held  on  her  lap. 

"Far  up  the  canyon  I  saw  one  of  those 
terrible  mountain  storms  sweeping  down. 
It  was  yet  too  far  away  for  my  wife  to 
note  its  approach,  but  it  was  traveling 
with  swiftness. 


"In  helpless  horror  I  gazed  upon  what 
I  knew  was  an  impending  tragedy. 

"Closer  and  closer  drew  the  Mexicans, 
their  stealthy  footsteps  hushed  by  the 
soft  ground  over  which  they  crept. 

"Nearer  and  nearer  came  the  devastat- 
ing storm,  sweeping  everything  before 
it,  its  very  force  starting  dreadful  ava- 
lanches down  the  sides  of  the  mountains 
far  away. 

"Little  by  little  the  beautiful  picture 
was  developing  under  the  trained  hand 
of  my  wife. 

"Stealing  up  close  behind  her,  one  of 
the  Mexicans  sprang  forward  and  threw 
his  dirty  brown  hand  over  her  mouth, 
his  other  arm  pinioning  her  arms  to  her 
sides. 

"My  fury  aroused  me  into  frenzy, 
but  I  was  helpless.  She  struggled  to 
free  herself — failed,  and  fainted.  The 
two  men  were  about  to  carry  her  away 
when  their  attention  was  attracted  by 
the  increasing  roar  up  the  canyon. 

"At  that  moment  the  storm,  in  all 
its  fury,  burst  upon  them.  With  wild 
screams  the  villains  were  swept  quickly 
over  the  edge  of  the  canyon,  their  bodies 
striking  from  crag  to  crag  in  their  rapid 
descent  into  the  black  depths  below. 

"The  raging  wind  lifted  the  body  of 
my  wife,  carrying  it  up  and  up  and  up. 
It  was  lost  to  my  vision  amid  the  wild 
hurricane  of  swirling  clouds. 

"At  the  telegraph  desk  I  wired  to 
friends  to  search  for  the  body  of  my  wife, 
telling  what  I  had  seen.  The  message 
came  back  that  the  bleeding  and  terribly 
mangled  bodies  of  the  Mexicans  had  been 
found,  but  there  was  no  trace  of  the 
body  of  my  darling  wife. 

"In  my  despair  I  wept  aloud." 
"Why,  Joe,"  exclaimed  one  of  his  com- 
panions, "what  an  awful  experience. 
You  never  before  let  us  know  anything 
about  this — allowing  us  to  believe  you 
were  a  bachelor.  You  certainly  have 
our  sincerest  sympathy.  Yet,  despite 
that  appalling  experience,  you  continue 
to  insist  you  do  not  believe  in  dreams?" 

"Sure,  Mike,"  laughed  Joe.  "I  am  an 
old  bachelor,  dyed  in  the  wool.  Didn't 
I  tell  you  in  the  first  place  it  was  just  a 
dream?" 


A  Bear  of  a  Story. 

A CHRISTMAS  in  the  Rocky  Moun- 
tains was  the  most  interesting  experi- 
ence Henry  C.  Grable  ever  had.  Henry 
sells  hardware,  and  incidentally  shot- 
guns and  rifles. 


He  himself  is  a  dead  shot  and  whenever 
he  gets  opportunity  he  enjoys  a  hunt. 
Hut  to  his  story  in  his  own  words: 

"I  had  a  holiday  week  vacation  in  the 
mountains.  I  knew  two  old  silver  miners, 
who  had  a  cabin  far  up  near  the  top 
of  the  range,  and  I  started  for  there  to 
spend  my  holidays,  knowing  rare  sport 
was  ahead. 

"I  staged  as  far  as  I  could,  then  took  it 
afoot  up  the  steep  ascent  to  their  cabin. 
Knowing  provisions  were  sure  to  be 
short  and  that  it  was  a  long  tramp  after 
more,  I  bought  three  big  smoked  hams, 
some  flour,  corn  meal,  sugar,  coffee  and 
like  supplies — as  much  as  I  could  carry 
on  my  back. 

"Thus  loaded,  I  made  slow  progress 
up  the  sharp  upward  trail.  I  made 
frequent  stops  to  rest,  so  that  it  was  far 
after  nightfall  before  I  saw,  way  up  amid 
the  stunted  pines,  the  welcome  glow  of 
the  fireplace  where  my  friends  lived. 

"Before  reaching  there  I  became 
conscious  that  I  was  being  followed. 
Footsteps  sounded  among  the  leaves 
behind  me.  They  became  heavier,  and 
the  cracking  of  twigs  as  they  were  crushed 
beneath  the  feet  of  some  heavy  animal, 
came  nearer  and  nearer.  I  soon  dis- 
covered that  my  pursuer  was  not  alone. 

"Presently  an  old  she-bear,  accom- 
panied by  two  eight  months'  old  cubs, 
growled  close  at  my  heels.  ,  I  had  not 
loaded  my  gun,  and  could  not  have  used 
it  if  it  had  been  loaded,  because  it  was 
strapped  in  its  case  on  my  back. 

"Laden  as  I  was,  I  stood  poor  chance 
of  escape  in  case  the  old  she-bear  attacked 
me.  I  called  loudly  for  help,  hoping 
my  friends  in  the  cabin  would  hear  me. 

"Closer  and  closer  came  the  bears. 
I  hurried  to  my  utmost,  but  at  best  I 
was  going  slowly,  because  the  climb  was 
so  steep,  and  my  load  so  heavy. 

"The  she-bear  kept  her  nose  in  the 
air,  the  cubs  doing  the  same.  She  was 
evidently  scenting  something  and  not 
particularly  hunting  me.  Suddenly 
a  happy  thought  struck  me.  I  tore  open 
the  sack  of  provisions  and  dropped  a 
ham  to  the  ground. 

"This  saved  me.  Evidently  it  was 
the  hams  the  old  girl  had  been  smelling. 
The  three  of  them  made  short  work  of 
the  wTappings  and  fell  greedily  upon  the 
meat.  This  gave  me  ample  time  to  get 
to  the  cabin. 

"The  old  miners  laughed  at  my  exper- 
ience, but  welcomed  the  two  remaining 
(Continued  on  page  45.) 
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T  H  F  SAMP 


Truth  stranger  than  fiction 


Death  Stalks  Christmas  Eve 

Caught  Amid  Ice  Floes  on  Mississippi  River; 
Dense  Fog  and  Darkness  Add  to  Dire  Terrors; 
Fevered  Child  at  Home  Calls  Vainly  for  Papa 


[T  WAS  an  unusually  severe  Decem- 
ber for  eastern  Missouri,  a  few  years 
ago.     It    was    quite  disagreeable 
covering  my  territory,  but  farther 
North  the  cold  was  far  more  intense. 
^  had  worked  hard  the  week  before 
Jhristmas  so  as  to  get  home  on  Christ- 
las  Eve.     Thermometers  were  rcgis- 
ering  below  zero,  and  a  chilling  wind 
wept  down  from  the  North. 
Running  into  Birds  Point,  Mo.,  on 
Stormy  Lynch's"  train — a  name  fami- 
ar  to  every  commercial  traveler  who 
lakes    that    territory — he  announced 
8  we  pulled  into  the  terminal  that  the 
ransfer  boat  would  make  no  more  trips 
iat  night  across  the  Mississippi  river 
J  Cairo,  111.    Far  up  the  river  an  ice 
orge  had  broken,  and  the  heavy  floes 
ere   coming   down   stream,  sweeping 
/erything  before  them. 
It  was  j-et  early  in  the  evening,  but 
fog  hung  over  the  river,  so  dense  that 
ae  could  see  but  a  few  feet  away.  As 
ight  came  on  blackness  was  added  to 
le  impenetrability  of  the  fog. 
My   prospects  for  spending  Christ- 
as  Eve  at  home  looked  poor,  indeed. 
Lynch  offered  to  carry  his  passengers 
ick  to  Maiden,  and  detour  them  by 
ay  of  the  Thebes  bridge.    Most  of  the 
wsengers  accepted  this  kind  invitation. 
It  a  few^  of  us— and  among  the  nu  ber 
ere  some  of  us  traveling  men  who  were 
atening   home    to    spend  Christmas 
Ve  with  our  beloved  families— decided 
t  to  await  further  delay  in  making 
e  detour.     We  would  risk  the  short 
t   across    the    Mississippi,  knowing 
any  boatmen  who  would  be  glad  to 
ke  us  as  passengers  for  pay. 
Daringly   we   climbed   into   a  skiff, 
wed  by  an  old  riverman  whom  I  knew 
ite  well.    The  old  fellow  told  us  he 
d  been  making  regular  trips  all  day, 
d  could  land  us  in  Cairo  in  a  little 
Iger  than  half  an  hour. 
We  counted  noses  after  all  were  seated 
'here  were  thirteen  of  us! 
The  boatman  had  but  one  pair  of 
PS  with  which  to  pull  us. 
As  we  swung  farther  out  into  the  river 
began  to  encounter  the  ice  floes, 
ey  increased  in  numbers  as  well  as 
size  as      got  farther  and  farther  out. 

the  Missouri  side  the  stream  w-as 
tually  free  from  them,  but  when  we 
■  into  the  regular  channel  our  tiny 


Written  for  The  Sample  (  asi- 

By  D.  J.  O'Connell 

Cairo,  Illinois 


craft  seemed  doomed  for  annihilation. 

Faster  and  faster  came  the  groat 
floating  piles  of  ice,  getting  ever  larger, 
heavier,  taller. 

Following  us  has  been  another  skiff, 
larger  than  ours  and  pulled  with  two 
pairs  of  oars.  In  mid-stream  it  passed 
us  and  went  on.  Likewise,  a  fisherman, 
with  whom  I  was  well  acquainted,  using 
a  motor  boat,  rushed  alongside,  and 
asked  me  where  we  were  going.  I  told 
him  to  Cairo.  lie  ominously  shook  his 
head  as  he  speeded  on.  On  his  arrival 
at  Cairo  he  reported  that  it  was  im- 
po.ssible  for  our  boat  to  get  through  and 
that  none  o"  us  could  survive.  The 
authorities  sent  out  govermnent  rescue 
boats  from  the  life  saving  station,  but 
in  the  darkness  it  was  impossible  for 
them  to  find  us. 

nPHE  first  floes  we  had  encountered 
-■-  were  small  and  scattered  but,  as 
we  advanced,  the  great  masses  of  floating 
ice  got  so  close  together  that  we  were 
soon  surrounded  by  them. 

As  darkness  settled  down  my  brain 
became  filled  with  wild  phantasies.  The 
ice  floes  assumed  monstrous  proportions. 
They  loomed  above  me  like  great  walls, 
threatening  to  topple  over  onto  me  as 
they  swayed  in  the  water.  Like  floating 
towers  of  death,  they  appeared  to  be 
drawing  closer  and  closer  together,  until 
they  seemed  about  to  catch  our  frail 
boat  and  crush  it  and  its  occupants 
between  them. 

Our  situation  was  as  dismal  as  the 
gloom  in  the  cave  of  Polyphemus. 

Grim  despair  settled  upon  the  face 
of  every  man  of  us. 

We  were  helpless  mortals  in  the  dread 
presence  of  that  mysterious,  invisible, 
ever-to-be-dreaded  Angel  of  Death.  Old 
Charon,  ferryman  on  the  River  Styx, 
never  carried  a  more  disheartened  load. 

As  the  seconds  flew  by  the  circle  of 
ice  about  us  kept  drawing  closer  and 
closer  in  upon  us.  Our  tiny  skiff  was 
navigated  with  ever  lessening  advance. 
Our  boatman  could  no  longer  pull  it 
forward.  We  were  playing  tag  with 
Death  himself. 

Icebergs  before  us  and  behind  us  were 
crushing  into  atoms  as  they  jammed  into 
one  another.  A  mysterious  Providence 
alone  kept  our  craft  from  those  awful 
impacts.    The  roaring  of  the  crunching 


ice,  as  it  bumped  and  ground  together, 
to  react  and  bumj)  again,  with  grinding, 
cracking,  resonating  reverberations,  was 
like  an  anvil  chorus  in  the  subterranean 
shops  of  Hercules. 

I  now  noted  that  icebergs  from  the 
Xorth  were  crashing  into  icebergs  coming 
up  from  the  South.  This  puzzled  me, 
until  I  realized  that  we  had  been  caught 
in  one  of  those  eddying,  circular  currents 
caused  by  the  waters  of  the  Ohio  river 
rushing  into  the  waters  of  the  Mississippi. 

U'e  were  moving  in  a  circle,  flirting 
with  Death — and  getting  nowhere! 

Ij^ORTUNATELY,  the  ice  nearest 
^  us  was  now  beginning  to  appear 
rotten.  We  were  being  circled  back 
toward  the  Missouri  bank  and  away 
from  the  unmediate  danger  of  the  main 
channel.  The  boatman,  by  using  the 
butt  of  his  oars,  kept  the  ice  broken 
ahead  of  the  skiff  as  we  were  swirled 
toward  it. 

I  am  an  expert  swimmer,  but  to  throw 
myself  into  that  icy  water  I  knew  meant 
quick  death  from  cramps.  Besides, 
the  darkness  made  it  impossible  for  me 
to  know  whither  I  was  swimming.  It 
was  better  to  stay  with  the  craft. 

After  a  time,  that  seemed  an  eternity 
to  us,  we  came  to  a  place  in  the  river 
where  nearly  all  the  ice  had  drifted  away 
toward  the  center  of  the  channel. 

What  a  sigh  of  relief  came  to  the  lips 
of  every  man  of  us! 

During  that  fateful  time  when  we 
were  in  the  midst  of  that  ice  jam,  not  a 
word  had  been  exchanged  between  any 
of  us.  The  situation  was  too  tense. 
Silent  prayers  may  have  been  thought, 
but  none  gave  utterance  to  them. 

K  MOXG  our  passengers  was  a  man 
^  who  had  a  voice  hke  a  fog  horn, 
lu  the  midst  of  the  ice  jam  he  let  out 
several  roars  for  help  which  might  have 
awakened  the  dead  under  ordinary  con- 
ditions, so  stentorian  were  they;  but 
the  sound  was  lost  amid  the  grinding 
roar  of  the  crashing  icebergs. 

Now  that  we  were  in  quiet  waters, 
he  again  began  to  yell  for  help. 

At  first  we  heard  but  the  faint  echo 
of  his  voice  after  it  had  reached  the 
river  bank.    Undaunted,  he  continued 
to  call,  his  great  voice  seeming  to  gain 
(Continued  on  page  42.) 
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By  the  waters  of  the  Golden  Gate 

Rancher's  Christmas  Dinner 

Lonely  Man  Renews  Touch  with  a  Life  Once  His; 
Glitter  and  Splendors  of  Night-Life  Bring  Old 
Time  Lure,  but  a  Ring  Sends  him  Back  to  Ranch 

Released  to  The  Sample  Case 

By  the  Caliph 

in  San  Francisco  News  Letter 


["^llKliE  is  no  city  in  the  world 
'  wliich  has  such  a  variety  of  res- 
taurants as  San  Francisco.  From 
the  cheap  ten  cent  "feed  joint" 
in  Chinatown,  where  the  drift 
wood  and  wrecks  of  humanity  dine,  to  the 
palatial  resort  where  the  so-called  elite 
hold  sway,  with  all  the  delicately  class- 
ified intermediate  grades,  San  Fran- 
cisco has  a  full  representation. 

It  was  to  one  of  this  latter  class  that 
Henry  Gibson  repaired  for  his  Christmas 
dinner.  After  eighteen  years  of  hard 
work  on  his  ranch  he  had  amassed  suffi- 
cient to  live  upon,  and  was  entering  upon 
a  period  of  enjoyment  with  the  satisfac- 
tion that  he  had  fully  earned  it. 

As  he  entered  the  gorgeous  place, 
walked  softly  down  its  heavily  carpeted 
aisle,  and  noticed  the  snowy-clad  tables 
burdened  with  silver  and  cut  glass,  he 
felt  young  again,  and  wondered  how 
he  had  ever  forced  himself  to  submit  to 
the  privations  of  the  past. 

It  was  nearing  midnight,  and  the  shin- 
ing lights  of  this  world  new  to  him  were 
seated  at  the  different  tables.  The 
detective,  clad  in  the  height  of  fashion, 
following  perhaps  some  present  clue, 
the  sport  who  has  been  lucky  at  the  races, 
the  gilded  youth,  flushed  of  face  and 
bright  of  eye,  the  bookmaker  loud  in 
voice  and  clothes,  the  poetaster  enjoying 
his  one  good  meal  of  the  season,  the  pro- 
fessional man  for  once  mentally  relaxed, 
and  more  important  than  all,  fascinating 
women  clad  in  Worth's  latest  creation, 
passed  in  kaleidoscopic  review  before  his 
eyes,  while  the  sensuous  music  stirred 
his  emotions  in  a  manner  new  to  him. 

He  seated  himself  at  a  vacant  table,  and 
as  the  waiter,  silently  yet  with  Chester- 
fieldian  grace,  received  and  served  his 
order,  he  felt  that  it  was  good  to  live. 
Yet  a  certain  melancholy  occupied  him 
and  refused  to  be  banished.  He  thought 
of  his  mother,  dead  prematurely  with  the 
strain  and  worry  of  providing  for  a 
family;  of  the  father,  still  Uving  in  the 
quiet  village;  of  the  sister  who  had  left 
home  long  years  ago,  and  of  the  brother 
who  was  even  now  in  the  Alaskan  wilds 
following    the    golden  will-o-the-wisp. 

He  also  felt  that  he  was  awkward, 
bizarre  and  imcouth  amid  this  courtly 
multitude  who,  after  a  casual  glance  in 
his  direction,  paid  him  no  more  attention. 
He  looked  at  the  waiter  with  a  challeng- 
ing glance  as  if  to  discern  a  sign  of  le-vity 
but  the  man  was  impassive  as  a  graven 


image.  Many  of  the  guest.s  were  now 
leaving,  as  the  hour  was  long  past  mid- 
night. The  proprietor,  a  little  pugdy 
Frenchman,  noticing  the  thick  roll  of 
bills  he  had  carelessly  displayed,  ap- 
proached and  made  himself  agreeable  in 
broken  F^nglish  for  a  few  moments,  and 
then  bowed  himself  away. 

A LITTLE  later,  as  Gibson  was  dis- 
cussing his  lobster  a  la  Newburg, 
and  sipping  the  wine  that  cost  him  five 
dollars  a  bottle,  he  felt  vaguely  that  he 
was  being  scrutinized.  Glancing  around, 
he  beheld  a  lady  who  appeared  to  his 
exhilarated  senses  to  be  the  materializa- 
tion of  that  ideal  which  every  man  has 
pictured  in  fancy. 

Introductions  are  not  very  formal  or 
hard  to  obtain  in  a  French  restaurant  af- 
ter midnight,  and  a  few  moments  later 
the  two  were  seated  together. 

The  champagne  lent  him  an  aplomb 
and  a  courage  surprising  to  himself, 
and  as  the  vista  of  the  long  years  of  hard 
work  faded  away  into  nothingness,  he 
felt  a  pitying  contempt  for  his  horny 
handed  associates  of  the  past,  with  their 
simple  life,  their  long  hours  and  their 
hard  toil.  Suddenly  his  gaze  was  riveted 
by  a  plain  gold  ring  which  shone  dully 
amidst  a  half  dozen  brilliants  on  her 
delicate  hand. 

An  association  of  ideas  with  a  vanished 
past,  a  retrograde  movement  of  memory 
to  the  time  of  twenty  years  ago,  and  a 
sensation  that  he  stood  on  the  brink  of  an 
abyss,  held  him  in  its  grip. 

"Please  let  me  see  that  ring?"  he 
pleaded  huskily,  "I  admire  it  more 
than  all  the  rest,"  and  his  fair  companion, 
divining  with  the  intuition  of  the  sex 
that  something  unusual  was  the  matter, 
hesitated.  However,  she  finally  consent- 
ed, and  as  he  nervously  gripped  it,  the 
inscription,  "M.  G.  from  J.  G.,"  though 


/WISH  to  put  in  a  good  word  for 
those  mighty  good  writers  who 
have  been  doing  such  really  great 
work  in  The  Sample  Case.  I  have 
had  occasion  to  show  copies  of  the 
magazine  to  some  brainy  writers, 
and  they  speak  very  highly  of  the 
good  these  writers  can  and  do  ac- 
complish. The  Sample  Case  furn- 
ishes wonderful  food  for  thought. — 
A.  E.  Eiser,  Terre  Haute,  Ind. 


worn  and  almost  undecipherable,  burned 
itself  in  his  brain.  It  was  his  mother*! 
wedding  ring. 

A  flash  of  recognition  passed  between 
them,  an  appalling  truth  became  evi- 
dent, the  fumes  of  champagne  wert 
dissipated  as  by  an  unseen  hand,  and 
brother  and  sister  stood  in  the  limeligh< 
of  self-accusation.  The  next  morninf 
he  returned  to  the  ranch. 


OBJECTS  TO  PENALTY. 


Carriers    Impose    Unjust    Five  Per- 
Cent     Fine     on  Passengers 
Without  Tickets. 

In  connection  with  the  .scrip  ticke 
conference  with  the  Interstate  Com 
merce  Commission,  I  w'ish  to  call  atten 
tion  to  a  rank  unjustice  which  I  believi 
should  be  righted. 

It  is  the  five  per  cent  penalty,  o 
fine,  being  imposed  by  the  carrier 
on  the  public  for  not  having  railwa; 
tickets. 

It  is  the  duty  of  every  person  t 
purchase  a  ticket  before  boarding 
train,  but  when  circumstances  mak 
it  impossible  for  one  to  buy  a  ticke 
before  taking  passage,  such  passenge 
is  blameless  and  the  unjust  fine  is  ud 
fair. 

The  wTiter  recently  had  this  expen' 
ence.    He  boarded  a  train  at  a  waj 
station  east  of  AJtoona,  Pa.,  his  destins 
tion  being  Johnstown.    The  conduc 
told  him  at  AJtoona  that  if  he  did 
wish  to  pay  the  fine,  he  should  get 
that  train,  buy  a  ticket  for  his  desti: 
tion,  and  catch  the  next  train. 

Reports  from  the  Pennsylvania  - 
tern  for  1921   show  that  five  mill 
persons  boarded  trains  on  that  il 
without  tickets.    This  means  §2.50,0* 
that  that  railroad  has  unjustly  take 
from  the  public  in  the  single  instanc 
of  that  one  railroad. 

This  is  a  case  different  from  all  oth< 
lines  of  business,  in  that  cash  paymei 
gets  a  penalty  instead  of  a  discoun 
Again  I  ask,  is  it  fair? 

Commercial  travelers  with  whom 
have  talked  all  express  indignatic 
over  such  injustice  to  men  whose  liv^ 
are  spent  in  traveling,  and  I  wish  tl 
public  would  get  behind  us  in  tryii 
to  do  away  with  such  an  injustice.- 
[W.  M.  Miller,  Tyrone,  Pa. 
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Jolly  Old-Timer  Mixes 


Tabasco  Sauce  With  Chili  Con 

"Commercial  Travelers"  and  "Purchasing  Agents" 
Requested  to  Not  Read  This,  but  it's  Bear  Meat 
for  Ye  Olde  "Drummers;"  Facts,  too,  if  Rau  Savs  So 


Written  for  The  Sample  fast 

By  William  J.  Rau 


Vet( 


Salesman  of  Houston,  Texas 


E' 


VERY  time  a  fellow  attends  a 
banquet  nowadays  some  modern 
Pharisee  is  sure  to  arise  and  tell 
all    about    "the    old  DRUM- 
MERS," how  awfully  fast  ami 
xaughly  they  were;  then  he  tells  us  how 
'he    present  day  "traveling  salesmen," 
f  you  please,  has  developed  into 
paragon  of  virtue — with  a  nice 
itlle  halo  right  over  his  bushy 
lome,  and  a  pair  of  white  wing^ 
ust  ready  to  sprout. 
Let's  compare  notes  and  see 
there  really  is  sueh   a  vast 
lifferenee  between  the  old  and 
he  new. 

The  successful  salesman, 
ike  a  rubber  band,  adapts 
limself  to  his  surroundings. 

Thoy  did  it  thirty  and  forty 
ears  ago — they  do  it  today— 
uman  nature  is  alike,  whether 
be  a  salesman  or  a  merchant. 
Thirty  years  ago  the  "drum- 
lers"  used  to  congregate,  usu- 
lly  with  their  customers,  in  the 
ack  end  of  a  dingy  saloon  for  a 
ame  of  pinochle  or  skat,  or  may- 
aps  for  a  li'l  old  two-bit  limit. 
But,  we  are  more  civilized 
)day.  The  "traveling  salesman," 
ccompanied  by  the  "purchasing 
gent,"  and,  of  course,  a  few 
iends,  hie  themselves  to  a 
lodern  hotel,  and  in  room  No. 
•11-44,  amid  luxurious  surround- 
igs,  they  take  the  roof  off— ami 
16  sky  is  the  limit. 
Yes,  but  the  old  "drummers  ' 
sed  to  drink  a  lot,  someone 
louts.  YEP — so  did  the  mer- 
lants,  lawyers,  doctors  and 
'erybody  else. 

Now  let's  see  how  far  we  have 
Ivanced. 
Take  a  bottle  of  real  "Johnnie 
alker"  up  to  room  No.  4-11-44,  today, 
id  see  how  long  anything  except  the 
lor  remains  in  the  bottle — makes  no 
fference  who  is  in  the  room — merchant, 
WTer,  doctor,  or  the  chief  himself. 
Perfectly  awful  to  tell  this,  isn't  it — 
sad  hut  true! 

}VT  there  are  many  other  things 
which  have  changed  today  fully  as 
ach. 

Thirty  years  ago  we  got  up  at  four 
im.  to  catch  the  "Grape  Vine  Limited," 
"lich  generally  got  in  about  seven 
Mlock.    Nowadays  we  get  up  at  four 


a.  m.,  just  the  same,  to  start  our  (I  rusty 
Lizzie  or  Fierce  Sparrow,  and  by  good 
luck  get  off  about  three  hours  later — 
carburetor  flooded,  tire  or  two  deciding 
to  stay  flat,  and  the  like. 

"Have  we  not  advanced  some?"  you 
ask 


mowning  in  a  confircio  (wonder  who  in 
h— 1  ever  invented  that  word),  but  I'll 
ahsk  him  when  he  can  see  you." 

Presto — the  door  ojjcns  to  admit  Miss 
or  ex-Mrs.,  revealing  "Mistah  Jones" 
with  his  feet  on  a  handsome  mahogany 
de.sk.  reading  the  morning  paper — of 
course,  he  is  studying  the  market 
page;  banish  the  thought  that  it 
may  be  the  sporting  news! 

"Mistah  Traveling  Salesman" 
wears  out  the  set  of  his  pant.s 
waiting  for  "Mistah  Purchasing 
Agent,"  and  loses  time  valuable 
to  him  and  to  his  house. 

Seriously,  isn't  that  progressing 
some? 

Then,  too,  thirty  years  ago 
we  had  not  met  "Overhead." 
We  knew  all  the  jokes  about 
drummers'  expense  accounts,  but 
"Overhead"  has  been  transferred 
from  the  road  to  the  office  and 
factory — along  with  the  filing 
cabinet,  the  adding  machine,  the 
multigraph.  the  comptometer, 
the  mailing  machine,  the  brief 
case,  the  portable  typewriter — 
to  say  nothing  about  the  wall 
mai),  with  different  colored  pins 
in  it.  I  wonder  how  we  old-timers 
ever  did  .sell  any  goods  without 
all  these  first  aids. 


LISTEN 


WILLIAM  J.  RAU, 
Veteran  commercial  traveler.  Past  Grand  Counselor  of  the 
Texas  V.  C.  T.,  and  a  man  of  power  and  influence  in  the 
Supreme  Council. 


Sure  we  have. 

"Drummers"  used  to  "call  on  buyers." 
Now  "traveling  salesmen"  have  "confer- 
ences" with  PURCHASING  AGENTS. 
Isn't  that  going  some? 

Thirty  years  ago  they  had  little 
"fences"  surrounding  the  "private  oflBce," 
and  we  busted  right  in,  and  were  greeted 
with  a  "Hello,  Bill,  old  boy,  mighty  glad 
to  see  you.   What've  you  got  this  time?" 

Today  we  hand  our  little,  old  card  to  a 
small  Miss — or,  perchance,  to  a  hard- 
boiled  ex-Mrs.  depends  on  how  long  she 
has  been  there — and  she  says:  "Oh, 
why  Mistah  Jones  is  quite  busy  this 


here,  you  young 
fellows,  don't  believe  all  the 
stories  you  hear  about  the 
"naughty-old-timers."  If  you 
are  ever  fortunate  enough  to 
attend  an  annual  session  of  the 
Supreme  Council  of  the  United 
Commercial  Travelers  of  America 
you  will  find  there  honorable,  gray- 
haired  men,  who  have  been  "on  the 
road"  forty  years  or  more,  many 
more  thirty  and  twenty-five  years;  and 
every  man  of  them  is  a  credit  to  his  pro- 
fession, an  honor  to  his  countrv  and  to  our 
Order. 

They  are  the  men  who  were  turned 
loose  to  get  the  business,  because 
they  had  initiative  and  brains,  and 
ambition  did  the  rest. 

11)  UT  Charlie  Smith,  our  editor,  asked 
me  to  write  something  to  amuse  you 
in  the  way  of  a  funny  story  or  reminis- 
cences of  days  long  gone  by. 

Well,  you  know  that  within  the  last 
(Continued  on'page  43.) 
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Something  of  which  to  be  proud 


Making  a  Phenomenal  Success 

The  Sample  Case  Gets  Special  Feature  Service; 
Tra  Judson  Foster  is  One  of  Nation's  Foremost 
Writers;  Outline  of  Plans  for  the  Coming  Year 

Here  is  Christmas  cheer  for  every  reader 

Written  by  a  Happy  Editor 


MOTION  pictures  are  reeoRnized 
as  tlie  most  powerful  single 
medium  for  reaching  all  classes 
of  peojjle.  The  industry  is  the 
fourth  largest  in  the  United  States.  It 
is  the  youngest  industry  known  to  com- 
mercial life. 

A  new  company  was  organized  in  1922 
in  San  Francisco  for  the  production  of 
plays  written  by  that  peerless  writer, 
scholar,  editor,  actor  and  dramatic 
director,  Ira  Judson  Foster,  present 
managing  editor  of  the  Public  Service 
Journal.  Mr.  Foster,  by  the  way,  is  a 
member  of  long  standing  in  St.  Louis 
U.  C.  T.  Council,  No.  26,  and  is  one  of 
Missouri's  most  brilliant  products. 

For  nearly  a  year  the  editor  of  The 
Sample  Case  has  been  in  correspondence 
with  Mr.  Foster,  in  an  effort  to  obtain  for 
this  magazine  a  copyright  release  for 
printing  his  matchless  stories,  which  are 
being  or  will  be  filmed.  The  Ira  Judson 
Foster  productions  are  unequaled  in 
dramatic  interest,  filled  with  tense 
situations;  carry  one  along  from  climax 
to  climax  until  the  grand  denouement, 
when,  like  the  bursting  of  a  brilliant 
meteor,  the  end  comes  dramatically  and 
grippingly.  His  stories  are  master  pro- 
ductions. 

In  presenting  the  opening  installment 
of  "4-45  C.  K."  in  this  number  of  The 
Sample  Case,  the  editor  feels  that 
he  is  giving  his  readers  something 
of  unusual  interest.  Mr.  Foster's 
gracious  release  of  his  exclusive  copy- 
right on  these  stories  for  The  Sample 
Case  to  reproduce  them  in  printed  form, 
some  of  them  before  they  are  filmed, 
is  a  special  concession  granted  alone  to 
this  magazine,  and  as  a  tribute  of  his 
high  regard  and  love  for  the  United 
Commercial  Travelers  of  America. 

HIS  filmed  stories  will  be  featured  by 
some  of  the  greatest  screen  artists 
in  America.  The  Standard  Picture 
Corporation,  which  was  organized  to 
feature  the  Ira  Judson  Foster  produc- 
tions, is  a  million  dollar  concern,  with 
50,000  shares  of  preferred  stock,  at  an 
agreed  par  value  of  $10.00  a  share,  8% 
cumulative  preferred,  payable  semi-an- 
nually; and  further  to  issue  50,000  shares 
of  common  stock  without  nominal  or 
par  value,  the  issue  price  to  be  fixed  by 
the  Directors.  The  preferred  stock  is 
issued  only  in  units  of  five  shares,  each 
unit  providing  for  a  bonus  of  one  share  of 


Who  feels  his  readers  appreciate  his  efforts 

common  stock  without  par  value.  Hold- 
ers of  common  stock  are  entitle  to  re- 
ceive an  equal  dividend  as  preferred  stock 
only  in  the  event  that  cumulative  divi- 
dends on  all  preferred  stock  shall  have 
been  declared,  and  shall  have  become 
payable,  or  a  sufficient  sura  to  meet  .such 
payment  as  dividends  on  common  stock 
shall  have  been  set  aside. 

Tte  preferred  stock  may  be  redeemed 
within  five  years,  with  the  proviso  that 
all  8%  cumulative  dividends  on  preferred 
stock  shall  have  been  paid  to  the  stock- 
holders. In  that  event  the  preferred  stock 
may  be  recalled  at  the  affixed  price  of 
$12.00  a  share  for  such  redemption. 

After  the  third  picture  is  finished  and 
sold,  it  is  the  policy  of  the  Board  of 
Directors  to  pay  monthly  dividends. 
Eighty  per  cent  of  the  pictures  will  be 
taken  in  the  open  and  about  historic 
places  of  interest — nature's  great  studio. 

These  extraordinary  Ira  Judson  Foster 
productions  will  amaze  the  world,  as 
they  differ  widely  from  any  other  film 
stories  ever  before  screened — entertain- 
ing, educational,  dramatic,  coherent  in 
narrative,  unrivaled  in  acting,  costuming, 
scenic  settings,  history  and  tradition. 
They  give  a  radio-active  idea,  a  totally 
new  and  magnificent  conception,  of 
what  the  screen  can  do.  Science,  plus 
expert  organization  at  maximum  efficien- 
cy, and  at  lowest  possible  overhead  ex- 
pense, is  the  basis  of  operation  for  the 
Standard  productions. 

THE  present  story  in  The  Sample  Case 
is  only  the  beginning  of  a  series  of 
similar  stories,  every  one  of  intense  inter- 
est. In"4-45  C.  K."  the  scene  is  laid  at  the 
opening  of  the  Great  Southwest,  a  land 
of  living  interest  to  every  red-blooded 
American.  Many  yet  survive  who  took 
an  active  part  in  the  great  drama  of 
civilizing  the  Great  Southwest. 

While  "4-45  C.  K."  is  a  drama,  yet 
the  scenes  will  recall  to  old-timers  many 
similar  scenes  and  circumstances  which 
were  actual  western  dramas  in  real  life. 
"Cimeron  City,"  fictitious  in  name  and 
location,  is  a  replica  of  many  newly 
established  towTis  in  the  awakening  of  the 
Great  Southwest  and  the  West. 

It  was  a  happy  thought  for  the  author 
to  stage  this  remarkable  drama  in  the 
notorious  No-Man's-Land,  where  all  law 
was  unknown,  except  the  Law  of  Might 
Makes  Right. 

The  editor  of  The  Sample  Case  has 
picked  the  story  of  "4-45  C.  K."  from 


Fra  Judson  Foster's  drama,  entitled 
"Holl's  Forty  Acres."  Inaccuracy  in 
construction,  or  other  .short-coraings  ol 
the  story  as  it  appears  in  this  m'lgazine 
must  be  attributed  to  the  editor  of  The 
Sample  Case  and  not  to  Ira  Judson  Fos- 
ter, the  author.  It  was  enough  thit  he 
should  so  graciously  permit  The  Sample 
Case  to  reproduce  his  stories,  before  being 
filmed,  without  asking  him  to  rewrite 
them  in  form  sufficiently  short  to  print 
them  in  this  magazine. 

The  leading  character  who  will  feature 
this  story  on  the  screen  is  Ira  Judson 
Foster  himself,  who  appears  as  "4-4? 
Cherokee."  He  himself  is  a  product  ol 
the  Great  Southwest.  He  is  acquaintec 
at  first  hand  with  his  characters  and  theiT 
environment.  In  the  play,  he  is  the  Mar 
of  Mystery,  the  concealed  power  behind 
the  feeble  hands  of  those  who  would  fight 
for  the  cause  of  morality  and  civilization 

Another  outstanding  character  is  thai 
of  Salvar,  in  the  person  of  Emmett  Dal- 
ton,  last  of  the  once  notorious  Daltoi 
brothers.  The  Dalton  gang  made  its  1 
raid  when  it  boldly  robbed  a  bank  a1 
Cherrj^vale,  Kansas,  in  broad  daylight 
In  their  dash  to  get  across  the  line  int< 
the  old  Indian  Territory,  a  posse  came  ' 
hot  pursuit.  All,  excepting  Emmeti 
Dalton,  were  killed  by  members  of  the 
pos.se.  Emmett  was  so  desperatelj 
wounded  that  no  one  thought  he  coulc 
recover.  His  physical  condition  got  hin 
off  with  a  prison  sentence,  and  his  sub 
sequent  pardon  was  likewise  due  to  the 
same  cause.  He  has  since  become  ai 
upright  citizen  and  is  famous  as  a  screei 
actor. 

Miss  Viola  Brown,  one  of  the  raos 
beautiful  of  the  scintillating  screen  stars 
appears  in  this  production  as  ElinoP 
Marsh,  the  nurse  and  an  animated  spiri 
of  righteousness. 

Ted  Barlow,  the  outlaw,  is  character 
ized  by  Laurance  Johnson,  one  of  thi 
great  actors  in  scneendom.  Pictures  o 
the  leading  actors  will  appear  in  Thi 
Sample  Case  as  the  story  progresses. 

THESE  Ira  Judson  Foster  production 
everj'  one  of  them  a  master-stroke 
reader  interest,  wiU  constitute  but  oni 
feature  in  The  Sample  Case  Service 
its  readers  for  the  coming  year.  Th 
incomparable  Hargrave  Character  Analy 
sis  Series  will  run  through  all  of  192 
and  far  into  1924.     This  paramoun  , 
feature  appears  alone  in  The  Sampl 
(Ckmtinued  on  page  43.) 
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THE    SAMPLE    CASE  27 


A  Christmas  editorial 


Rewards  of  Achievement 

Lifting  the  Veil  from  Long  Vista  of  Years 
to  Note  Progress  of  Man;  Love  and  Happiness 
the  Goal  Toward  which  Mankind  is  Striving 

Written  for  The  Sample  Case 


By  Charles  Holeman  Smith 


IIP'TINO  the  veil  from  the  viata 
of  years  shrouded  in  the  past, 
J  one  feels  surprised  at  the  wonder- 
^  ful  progress  of  Man.  It  was 
only  a  few  short  years  ago  when 
Man  was  living  in  caves,  clothed 
in  the  skins  of  animals  he  had  killed  with 
his  club  or  a  rock,  eating  his  moat  raw — 
nnd  without  articulate  speech. 

Today  Man  stands  so  pre-eminent  in 
Nature  that  his  intelligence  seems  almost 
godlike,  when  compared  with  that  of  the 
primitive  man.  Civilization  has  had  its 
setbacks,  many  of  them,  but  its  advance 
has,  nevertheless,  been  so  pronounced 
that  one  can  but  wonder  at  it. 

With  all  that  mankind  has  achieved, 
in  view  of  his  short  past,  one  can  likewise 
wonder  what  is  to  bo  the  next  forward 
step.  To  those  who  believe  in  the  theory 
of  the  advance  of  the  human  race  from  ^n 
evolutionary  origin,  far  down  in  the  scale 
of  Nature,  anatomical  evolution  has 
ceased,  and  mental  evolution  alone  re- 
mains. The  climax  of  mental  evolution, 
then,  must  be  perfection  in  brain  develop- 
ment, so  that  Man  will,  in  the  end,  be 
a  perfect  creature,  according  to  that  line 
of  thought. 

How  has  all  this  wonderful  develop- 
ment taken  place,  and  how  will  the  still 
more  wonderful  development  follow? 

The  answer  is — through  achievement, 
love,  happiness,  and  reward. 

Success  is  not  in  piling  up  dollars. 
With  the  one  exception  of  the  comforts 
and  luxuries  possible  to  the  possessor  of 
dollars,  a  possession  which  too  often 
stops  mental  progress,  an  accumulation 
of  gold  means  no  more  in  the  history  of 
Man  than  does  the  pile  of  pink  sea  shells 
at  the  door  of  an  aboriginal  islander. 

Success  is  the  result  of  achievement. 
Place  your  ear  close  to  child  nature.  You 
will  hear  naught  of  world  ambitions  and 
confusions.  The  dream  of  budding  life 
is  for  love  and  happiness. 

The  reward  of  life  is  success  in  achieve- 
ment, which  should  bring  love  and  happi- 
ness. He  who  does  not  achieve  knows 
not  hoW'  to  love,  nor  the  true  enjoyment 
of  happiness. 

All  this  tumbled  up  old  world  needs  is 
love  and  happiness  to  make  it  a  stepping 
stone  to  a  higher  heaven. 

C  CIENCE  is  ever  trying  to  advance  the 
^human  race  not  in  the  way  of  the 
alchemists  of  old,  who  hoped  to  immortal- 


Managing  Editor  of  this  Magazine 

ize  earth  life;  but  to  do  away  with  pain 
and  suffering  and  sickness,  adding  to 
our  comforts  and  our  happiness. 

Science  is  leading  us  away  from  the 
stumbling  blocks  of  our  ancestors  into 
new  ways  of  accomplishing  everything. 
Our  far  ancient  fathers  .sat  by  open  fires 
at  the  entrance  to  their  caves.  Later, 
they  built  fireplaces  within  their  rudely 
constructed  homes,  which  were  patterned 
after  the  original  cave.  Another  step  in 
achievement  aviis  when  our  fathers  in- 
vented .stoves.  More  immediate  fathers 
enjoyed  warm  houses  heated  with  hot 
air  furnaces.  Then  came  hot  water, 
vapor,  and  natural  gas  for  heating  the 
hojne. 

What  is  the  next  step?  The  daring 
mind  of  Man,  ever  seeking  achievement, 
has  ventured  into  the  desert  wastes  to 
study  the  sun's  heat  with  a  view  of  har- 
nessing it  and  utilizing  it  within  our 
homes. 

So  it  is  with  every  other  advance  in  the 
story  of  mankind.  Step  by  step  Man  has 
added  to  his  own  comforts  and  happiness. 
The  origin  of  the  present  day  splendid 
automobile,  fitted  with  all  the  luxuries 
and  comforts  of  an  advanced  civilization, 
was  the  two- wheeled  cart  of  our  rude 
ancestors.  The  old  man  in  his  animal 
skins  had  to  have  something  with  which 
he  could  haul  his  wood  to  his  cave  fire:  to 
bring  in  the  heavj'  animals  he  had  killed 
with  his  stone-tipped  club. 

He  first  tried  dragging  it  in  on  poles, 
which  he  himself  pulled.  This  gave  him 
an  idea  for  a  sled.  For  long  years  that 
old  ancestor  labored  along  with  his  sled 
over  dry  and  rough  ground.  Finally, 
a  brilliant  idea  came  to  him.  He  carved 
out  square  holes  in  blocks  of  wood,  cut 
from  the  end  of  a  log,  and  fitted  a  piece 
of  timber  into  the  holes.  Mounting  the 
body  of  his  sled  on  those  wheels,  he 
was  the  original  founder  of  the  idea  on 
which  our  present-day  autos  and  railway 
coaches  are  built. 

By  adding  to  his  comfort  he  added  to 
his  happiness.  One  can  see  the  happy 
smile  on  the  face  of  that  hairy  old  ances- 
tor, as  he  pulled  his  first  dead  animal 
home  to  his  grinning  mate.  He  had 
achieved  success.  His  achievement  added 
to  his  happiness;  being  happy,  he  loved 
his  mate  the  more  and  hated  his  neighbor 
the  less.  He  received  a  direct  reward  in 
proportion  to  his  achievement. 

Every  lesson  gathered  from  the  ob- 


scure and  unfrequented  recesses  of  Na- 
ture whispers  of  primordial  thought. 
When  we  con.sider  the  handicaps  under 
which  our  ancient  fathers  labored,  we 
cannot  give  them  too  much  credit  for 
what  they  achieved.  The  inventors  of  the 
first  fireplace  and  the  first  wheeled  cart 
were  greater  inventors  than  the  ones  who 
gave  us  the  modern  vapor  heated  apart- 
ments and  the  automobile  and  Pullman 
coach.  Theirs  was  an  original  idea, 
pure  and  simple.  The  modern  inventors 
have  done  no  more  than  to  elaborate  on 
the  obscure  and  primitive  originals. 

TTAVE  we  advanced  anything  new? 

Has  Man  given  the  world  anything 
not  already   in   operation   in  Nature? 

What  about  our  latest  achievement  in 
science,  you  ask — the  radio  communica- 
tion? 

Why,  man,  that  has  been  in  use  by  ants 
and  cockroaches  so  long  that  its  history 
cannot  be  traced.  Not  for  long  distance 
calling,  true;  but  they  communicate  with 
their  infinitesimal  radio  antennae,  just 
as  we  communicate  with  highly  strung 
wires  for  antennae.  Man  has  only  ex- 
tended for  his  own  use  the  established 
process  of  those  despised  insects. 

Our  airplanes  are  surely  something 
new,  j-ou  suggest. 

As  old  as  the  story  of  the  first  bird; 
and  we  have  yet  far,  very  far,  to  go  be- 
fore we  reach  the  first  bird's  perfection  in 
flying. 

Even  the  bat,  most  despised  of  things 
that  fly,  has  solved  a  problem  in  vibra- 
tion movement  that  will  require  hundreds 
of  years  of  study  for  Man  to  get  its  first 
principles. 

It  is  only  as  Man  studies  Nature 
that  he  learns  how  very  little  he 
knows.  He  has  reached  only  the 
primary  grade  in  his  achievements. 

So  much  for  achievement.  What  of 
Man  himself? 

T^HAT  speechless,  low-browed,  animal- 
J-  eyed,  bewhiskered  old  granddaddy 
of  ours — who  clambered  over  the  stony 
hills,  with  a  rock  fastened  with  thongs  to 
the  end  of  a  stick  his  only  meal  ticket — 
wanted  to  speak.  His  overwhelming 
desire  was  to  communicate  with  his  mate. 
He  could  make  signs,  and  did  make  signs, 
which  she  understood;  but  that  was  not 
enough.  So  he  accompanied  his  sign 
(Contmued  on  page  44.) 
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European  Hotels  a 
Gamble  for  Guests 


Have  to  Slip  a  Bril)e  to  Get  a  Room  at  All,  and 
Favors  are  Shown  by  Attendant;  Battal- 
ion Drill  AttendvS  Departure  . 


no 


I1J5NHY  AGATE,  in  Jeweler*'  Circular 


THE  hotel  KUiw,  in  Europe  is  a  sure 
thinfr  f,'iuiil)le  jjroposition  for  the 
house.  The;  t,ni(;.sls  ahva.VH  lose. 
In  Europe  the  miiin  impor- 
tance to  a  hotel  is  not  your  en- 
trance, but  your  exit.  For  instance, 
upon  entering:  a  hotel  in  any  large 
city  in  Eurojie  you  ;isk  for  a  room  and 
one  hundred  chances  t-o  on<!  you  are 
immediately  informed  that  then;  is  not  a 
single  room  vacant  at  present.  Rut, 
here  ie  where  the  but  comes  in,  if  you  want 
to  make  yourself  comfortable  for  a  few- 
hours,  perhaps  some  one  is  leaving,  which 
means  in  pure  honest  English,  if  you 
will  slip  the  clerk  or  assistant  manager  a 
bribe,  he  will  fix  you  up. 

No  large  hotel  can  deny  it;  in  fact,  the> 
encourage  it.  The  service  in  a  large 
European  hotel  is  a  Chinese  puzzle  that 
no  one  has  been  able  to  figure  out  yet. 

Ask  the  maid  to  do  something  and  she 
says  that's  the  work  of  the  valet.  Ask  the 
valet  the  same  question  and  he  will  tell 
you  that  it  is  the  work  of  the  maid.  By 
bribing  them  both  you  get  the  page  boy 
to  do  it  and  that  means  another  tip. 

The  help  in  a  European  hotel  are  the 
greatest  stick-together, three-to-one  bunch 
in  the  world.  In  a  large  hotel  in  Berlin, 
they  have  the  page  boys  line  up  in  front 
of  the  porter's  desk  standing  according  to 
height.  If  you  go  to  the  porter  to  ask 
him  to  send  a  boy  out,  he  issues  the  order 
to  the  six-footer,  who  starts  it  down  the 
line,  stopping  at  number  three.  One  takes 
the  order  from  the  porter,  who  takes  it 
from  the  page  captain  and  number  three 
executes  it.  It  is  deUvered  in  the  same 
manner,  all  being  present,  which  means 
three  tips.  Put  your  hand  in  your  pocket 
as  you  pass  this  line,  number  one  and 
number  two  tip  their  hats,  number  three 
lights  a  match. 

The  telephone  department  works  the 
same  way.  Ask  the  telephonist  for  a 
number  and  his  assistant  makes  the  call, 
his  second  assistant  opens  the  door  of  the 
booth.    All  three  are  in  the  deal. 

The  bar  is  most  interesting.  Ask  for  a 
foreign  drink  in  the  softest  voice.  At 
once,  captain,  lieutenant  and  private  of 
the  bar  are  at  attention.  Number  one 
takes  the  order,  number  two  pours  out 
and  number  three  delivers  it. 

The  only  time  the  three  for  one  does 
not  operate  is  when  the  guest  is  leaving. 
Then  you  have  battaHon  drill  line  up, 
manager,  assistant  manager,  mail  clerk, 
head  waiter,  assistant  head  waiter,  eleva- 
tor boys,  porters  and  so  down  the  line  in 
squad  formation.  They  all  know  you 
are  going. 


The  only  one  not  present  is  the  cashier, 
and  he  is  too  busy  buying  and  selling 
foreign  money  for  which  he  charges  30 
per  cent  more  than  the  banks. 

After  you  leave  the  hotel  don't  forget 
the  door  boy,  the  door  porter  and  baggage 
man  and  a  few  rythers. 

There  is  nc  w  .i y  to  beat  this  hotel  game. 
It's  a  luiusc  n.iine  and  the  guest  always 
loses.  And  besides,  they  add  ir>  per  cent 
to  25  per  cent  on  to  your  bill  for  service. 


A   WIDELY   READ  STORY. 


"Beatte  the  Meat-Getter"  Attract* 
Nation  Wide  Attention  and  is 
Highly  Complimented. 

The  story  of  "Beatte  the  Meat- 
Getter,"  which  appeared  exclusively 
in  the  October  number  of  The  Sample 


('ase,  attracted  Nation-wide  attention. 
The  editor  has  received  letters  from 
all  parts  of  the  country  complimenting 
that  great  article.  Many  letters  came 
fro;n  editors  of  magazin<)fi  of  great 
|)rominence. 

f)n  a  recent  visit  to  Carthage,  Mo., 
the  editor  again  met  R.  T.  Greer,  the 
narrator  of  that  wonderful  story,  and 
he  gave  his  jjromise  to  give  The  Samph 
Case  another  of  his  early  day  cxijcri- 
ences,  while  associated  with  the  Indians 
of  the  Southwest,  as  cattleman  an<l 
interpreter. 

Mr.  Greer  is  a  national  character, 
a  man  who  has  made  a  record  in  develop- 
ing one  of  the  greatest  sections  of  the 
United  States  so  that  civilization  could 
find  a  foothold  there.  A  monument 
to  his  memory  would  be  none  tf»o 
great  a  tribute  for  what  he  has  done. 

Members  of  the  great  family  of  com- 
mercial travelers  in  Oklahoma  cf)uld 
do  no  more  proper  thing  than  to  foster 
such  a  project.  It  was  R.  T.  Greer 
and  his  powerful  influence  that  blazed 
the  way  for  commercial  travelers  of 
today  in  that  state. 

The  Sample  Case  will  be  glad  to  hear 
from  Oklahoma  traveling  salesmen  on 
this  jjroject. 


The  women  follow  the  fashions, 
Adopting   whatever   is  new. 

The   men    followed   abbreviated  skirts 
For  some  considerable  distance,  too. 


The  Boys  Like  This  Man 


HERE  is  a  letter  from  a  bunch 
of  salesmen  in  Chicago.  It 
was  signed  by  the  full  staff. 
After  reading  it,  turn  back 
to  page  14  of  this  number  of  The  Sample 
Case  and  note  how  this  letter  dovetails 
into  George  Williams  Strong's  article, 
"  'Backsto])'   to  Salesmen:" 

"It  is  quite  unusual  for  a  staff  of 
thirty  to  thirty-five  salesmen  being 
in  full  harmony  with  their  sales  manager. 
Usually  some  one  is  damning  him  for 
his  unreasonableness  or  his  shortsighted- 
ness toward  the  salesmen.  Such  is 
not  the  story  here.  This  letter  represents 
the  feeling  of  our  entire  sales  force  and 
we  shall  attempt  to  tell  you  the  quahfi- 
cations  of  our  sales  manager  of  whom 
we  are  so  proud. 

"First  of  all  he  is  one  of  the  boys, 
having  risen  from  the  ranks;  secondly, 
there  is  nothing  he  asks  us  to  do  that 
he  cannot  do  himself;  thirdly,  he  is 
honest  and  square  with  every  one — 
no  favorites. 

"The  title  which  he  so  proudly  and 
justly  bore  as  a  salesman  was  'Honest 
Vic,'  and  his  name  is  Victor  L.  Erickson 
— sales  manager,  L.  Gould  &  Company, 
jobbers  of  housewares,  Chicago. 

"When  one  of  our  boys  starts  'slipping,' 
it  isn't  the  case  of  the  iron  hand  falling 
on  his  neck — but  a  nice  little  talk 
explaining  how  it  should  be  done — ■ 
if  that  doesn't  help,  our  worthy  sales 
manager  takes  a  few  days  off  from  his 
office    duties,    accompaoies    us,  puts 


new  life  and  increased  orders  to  our 
credit. 

"Early  last  year  when  he  insisted 
on  us  boys  working  Saturday  mornings, 
we  want  to  tell  you  that  sure  was  a 
heartbreaker;  none  of  us  had  worked 
Saturday  mornings  since  we  entered 
the  employ  of  our  house,  but  now, 
thanks  to  his  reasoning,  everj'  man 
works  Saturday,  and  we  are  glad  to 
do  it.  Our  commission  checks  are 
much  larger,  j'ou  see.  So,  once  again, 
we  admit  that  he  knew  what  he  was 
doing. 

"Another  instance  which  comes  to 
mind  right  now:  We  were  going  to 
introduce  a  new  specialty.  All  were 
greatly  enthused,  but  just  a  little  bit 
worried  about  putting  it  over  as  big 
as  he  expected,  so  in  a  chorus  we  all 
said,  'When  will  you  go  with  us,  Vic 
and  .show  us  how  to  do  it?' 

"We  mention  this  as  there  are  few 
salesmen  who  care  about  having  their 
sales  manager  along  on  any  trips.  The 
specialty  went  over  bigger  than  he 
expected,  so  you  see  we  are  one,  big, 
contented  sales  force.  We  work  1  ke 
the  old  nick,  because  we  like  to.  We 
have  a  leader  who  knows  how,  so  the 
result  is  showing  an  increase  in  our 
total  business  over  1921. 

"For  the  benefit  of  the  sales  manager 
who  thinks  that  mere  force  and  harsh 
letters  can  move  intelligent  men  to 
action  let  us  say — 'pattern  after  honest 
Vic  and  you  too  will  see  results.'  " 
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Here  is  a  happy  suggestion 


Insure  Against  Divorce 

But  it  Should  be  "For"  a  Happy  Marriage, 
Not  "Against"  Unhappiness,  One  Authority 
Believes;  Joint  Endowment  Recommended 


THERK  are  (hosp  among  us  who 
insist  that  a  New  Millennium  is 
now  at  hand,  that  "thousands 
now  living  will  never  die,"  that 
old  things  are  passed  away  and  a  nev 
order  of  things  has  come  to  pass. 

Be  that  as  it  may,  a  "new  order  of 
things"  is  suggested  in  an  interview  I 
recently  read,  with  Franklin  Webster, 
editor  of  the  Insurance  Press,  New  York. 

He  recommends  insurance  against 
unhappiness  in  marriage.  The  inter- 
viewer asked  him  for  an  expression  on 
insurance  against  divorce.  His  reply  was, 
"It  would  be  better  to  insure  FOR  a 
happy  marriage,  than  AGAINST  an 
unhappy  marriage." 

Who  would  have  thought  it? 
Health  insurance,  life  insurance,  fire 
insurance,  accident  insurance — and  the 
U.  C.  T.  carries  the  best — are  old  institu- 
tions. Farmers  have  crop  insurance, 
rain  insurance  for  county  fairs  is  well 
known,  and  now  comes  insurance  against 
divorce. 

Think  how  many  domestic  problems 
this  would  solve. 

Perish  the  thought  that  this  interview 
was  faked  to  spring  a  feature  story. 

Mr.  Webster  himself  admits  the  idea 
was  put  forward  in  his  publication  origi- 
nally as  a  whimsical  suggestion,  but  it 
has  attracted  such  wide  interest  that  the 
proposition  is  really  being  given  serious 
thought. 

But  there  is  much  to  be  worked  out 
before  it  become  effective.  Many  prob- 
lems will  have  to  be  solved  by  actuaries. 
In  his  own  words:  "There  is  a  grave 
moral  hazard  in  such  a  policy.  There  is 
always  the  possibility  of  conniving  on 
the  part  of  the  insured  to  collect  on  such  a 
policy.  Where  divorce  records  are  high- 
est the  company  would  have  to  charge  a 
higher  rate  than  where  fewer  divorces  .ire 
sranted." 

'T'HAT  reminds  me  of  an  insurance 
*•  against  marriage  that  flourished  in 
Kansas  many  years  ago.  I  myself  got  in 
on  that.  My  promised  husband  was 
>olicited  to  take  out  a  policy  "pro- 
tecting him  from  matrimony."  He  was 
in  honest  young  man,  and  declined  on  the 
irounds  that  he  was  already  engaged  to 
36  married.  This  objection  was  waived 
iside  with  the  assurance  that  his  state- 
ment only  increased  the  risk  and  he  could 
?et  a  policy  by  paying  an  increased  pre- 


written for  The  Sample  Case 

By  Elenore  McKabe 

Wife  of  an  old-time  Traveling  Salesman 

miuni.  He  took  out  the  policy,  we  were 
married  four  months  later,  and  the  insur- 
ance company  paid  him  .$1,000. 

Tliat  was  no  collusion  on  our  part, 
because  he  had  paid  for  his  policy 
before  he  told  me  about  it.  But  I  did 
notice  that  he  was  very  reticent  when 
asked  whom  he  was  thinking  of  making 
his  wife.  In  fact,  he  grew  most  awfully 
stubborn  on  that  subject,  and  told 
everyone  it  was  none  of  their  business. 
He  even  seemed  to  slight  mc  in  not  taking 
me  out  in  public  so  much  as  he  formerly- 
did.  Later  he  told  me  this  was  because 
he  feared  the  insurance  company  would 
find  out  to  whom  he  was  engaged  and 
would  try  to  break  off  the  match. 

That  anti-marriage  insurance  company 
soon  went  to  the  wall.  The  risk  was  far 
too  great. 

But  in  this  insurance  for  a  happy 
marriage  thereare  greater  possibilities 
of  success. 

Mr.  Webster  thinks  it  might  take  the 
form  of  an  endowment  policy  for  hus- 
band and  wife,  payable  in  full  to  both 
at  the  end  of  twenty-five  years,  or  to 
the  survivor  in  case  of  the  death  of  either. 
Of  course,  a  divorce  in  the  interim  would 
annul  the  policy. 

That  is  a  good  thought.  Any  couple 
who  can  live  happily  together  for  a  quar- 
ter of  a  century  deserves  an  endowment. 
I  have  lived  with  my  husband  nearly  that 
long,  and  we  are  as  happy  as  most  old 
married  folks  are;  but,  in  the  course  of 
events,  we  have  had  the  usual  number  of 
"spats"  and  things  of  that  kind.  Yet, 
withal,  neither  of  us  ever  for  a  moment 
thought  of  a  divorce. 

Naturally,  in  the  event  of  a  divorce, 
one  party  wovdd  be  wholly  innocent  of 
offense,  so  the  policy  should  be  made  to 
cover  a  stipulated  amount  to  be  given  the 
innocent  party  in  such  a  case  at  law. 

COME  attention  would  have  to  be  given 
to  the  health  of  both  parties  at  the 
time  they  are  married.  Ill  health  more 
often  leads  to  unhappiness  and  a  possible 
divorce  than  most  persons  credit  it  with. 
Health  examinations  trend  into  other 
lines  of  eugenics,  so  that  insurance  against 
divorce  might  finally  trend  into  a  public 
necessity  in  order  to  provide  a  future 
generation  of  physically  perfect  men  and 
women. 

There  is  no  end  to  the  possibilities  of 
such  an  insurance. 


Another  feature  would  be  the  protec- 
tion it  would  give  to  the  family  of  a  man 
who  disappeared  between  two  days, 
leaving  his  wife  and  children  unprotected. 
But,  here  again,  comes  in  the  suspicion 
that  if  a  policyholder  found  himself 
getting  hard  up  for  cash,  it  would  be  an 
easy  matter  for  him  and  his  wife  to  agree 
to  his  disappearing  for  a  sufficient  time 
for  her  to  collect  on  the  "happy"  insur- 
ance. Yet,  Mr.  Webster  thinks  this 
might  be  overcome  by  requiring  the  wife 
to  get  an  absolute  divorce  before  any 
money  was  paid  her,  and  to  forfeit  the 
money  to  the  insurance  company  if  she 
again  married  her  former  husband. 

I  am  not  lawyer  nor  insurance  expert 
enough  to  try  to  individually  work  out 
the  possibilities  for  and  against  divorce 
insurance,  but  I  am  quite  sure  it  can  be 
done,  and  I  believe  it  should  be  done. 

A  mutual  endowment  might  be  ar- 
ranged, payable  at  a  stipulated  time  and 
based  on  the  success  of  the  marriage. 
Mighty  few  men,  and  far  fewer  women, 
would  let  a  little  matter  of  endowment 
stand  in  the  way  of  getting  a  divorce  when 
they  are  good  and  angry  at  their  mate. 

T  BELIEVE  statistics  will  show  that 
fewer  traveling  men  are  divorced 
than  among  any  other  profession.  Thej' 
would  be  good  subjects  on  which  to  try 
out  insurance  against  divorce.  The 
U.  C.  T.  has  so  many  splendid  features 
already  attached  to  its  policies  that  it 
might  not  be  advisable  for  the  Order  to 
tack  on  any  more  just  at  this  time,  but 
anti-divorce  insiu-ance  appeals  to  me. 

My  husband  has  been  a  traveling  sales- 
man ever  since  early  youth.  I  have 
learned  what  it  is  to  be  without  him, 
when  he  has  been  on  long  trips.  I  know 
how  lonely  life  is  without  him.  He  tells 
me  his  one  longing  is  to  quit  the  road  and 
get  settled  some  place  in  business  so  he 
can  be  with  me  more.  But  circumstances 
have  prevented  carrying  this  plan  into 
effect  so  long  that  it  is  now  useless  for  us 
to  think  of  ever  so  doing 

May  it  not  be  that  every  traveling 
man's  wife  has  had  the  same  experience, 
is  why  there  are  so  few  divorces  in  the 
families  of  men  who  sell  on  the  road? 

Commercial  travelers  carry  accident, 
health,  life  and  every  other  kind  of  insur- 
ance for  their  own  and  the  protection  of 
their  families.  Why  not  insure  against 
divorce? 
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But  field  still  unlimited 

Old  Voyagers  Sailed  All  Seas 

Explorers  of  Today  Venture  Only  into  the 
Realms  of  Research,  yet  Enc(junter  Wonders 
Never  Dreamed  of  in  the  Fifteenth  Century. 


IT  IS  difficult  for  us  to  realize  to- 
day what  vovaRing  meant  to  those 
ol(i  travelers  of  (he  inediiieval  worhl. 
Will,  their  iM'w-foiind  eoinjKiss  tliey 
could  launeli  out  into  what  .seetued 
boundlesM  myKtcry.  Hoyond  tlu;  lit- 
tle corner  where  they  dwelt  there  was— 
what?  No  man  l<iu>w;  rich,  Ktrange 
secrets  of  undiscovered  heauty  and  won- 
der, mysteries  of  nature,  mysteries  of 
eivilization,  wealth  un^arnered  and  un- 
limited- perlia  ps;  perhai)s  also,  and  far 
more  likely,  new  and  ui\imanined  dangers, 
fierce,  terriMe,  deslroyinK  m(uis(crs,  en- 
snarinfi  sirens  and  evei  vwhere  unknown, 
sudden,  t(H-(urinK  i.ossilnlities  of  death. 
What  excitement  can  we  conceive  com- 
parable to  that  of  setting  forth  with 
('oluml)us  in  those  three  little  cockle- 

For  today  there  is  no  such  excitement 
of  physical  discovery  left  us  any  more. 
The  globe  is  known,  monotonously, 
wearily,  painfully  known.  There  are  a 
few  patches  still  scattered  here  and  there 
where  human  foot  has  never  wandered; 
but  we  are  sure  that  they  are  precisely 


Froin  tlic,  Yoiitli's  CoinpaiiiDn. 

like  the  vaster  patches  that  we  have  seen 
and  traveled  and  studied,  till  they  have 
ceased  to  have  secrets  or  mystery,  and 
almost  to  have  interest.  Some  day  man 
may  visit  the  moon  and  the  planets; 
but  until  then  the  old  charm  of  geogra- 
phical exploration  persists  only  for  those 
who  have  unlimited  curiosity  or  un- 
appeasable restlessness. 

Yet  the  explorer  of  today  has  still 
realms  left  him  that  can  b(t  traversed 
with  unfailing  interest  and  delight. 
The  physical  world  may  be  mapped 
and  measured;  the  world  of  thought 
has  vistas  of  discovery  and  mystery 
that  open  newer  and  vaster  with  every 
day  and  year.  Einstein  upheaves  the 
solid  earth  under  our  feet,  teaches  us 
that  the  surest  calculations  are  built  on 
rubble,  mixes  and  mingles  the  infinitely 
least  with  the  infinitely  greatest,  till  our 
mental  universe  is  dissolved  into  a  cloud- 
like fabirc  of  instability. 

Even  less  explored  and  understood, 
even  more  fascinating  in  its  immediate 
appeal  to  every  one  of  us,  is  the  dim, 
perplexing  region  of  man's  soul.  There 


are  secrets  there,  dreamy  riches  there, 
beauties  there,  which  offer  absorbing 
and  sufficing  employment  to  the  most 
restless  spirit  and  to  the  most  ardent 
heart.  And  behind  them  all  is  the  one 
supreme,  enthralling,  fulfilling  mystery 
of  God.  What  Columbus  of  tomorrow, 
armed  with  what  celestial  compass  yet 
unfound,  will  probe  those  mighty  depths 
and  reveal  to  us  some  of  the  secrets  for 
which  humanity  has  thirsted  in  vain  so 
many  thousand  years? 

The  discoverer  of  today  may  sit 
quiet  in  his  study  and  there  encounter 
rarer  wonders,  stranger,  madder  adven- 
tures and  more  rewarding  treasures 
than  any  fifteenth-century  voyager  ever 
conceived. 


A  salesman,  bringing  his  bride  south 
on  their  honeymoon,  visited  a  hotel 
where  he  boasted  of  the  fine  honey. 

"Sambo,"  he  asked  the  colored  waiter, 
"W'here's  my  honey?" 

"Ah  don't  know,  boss,"  replied  Samho, 
eyeing  the  lady  cautiously.  "She  don't 
wuk  here  no  mo'."— [The  Sour  Owl. 


Don't  Believe  It? 
Ask  Him 

T  ENTERED  one  of  the  largest  stores  iji 
^    to  buy  a  sport  skirt. 


Just  inside 
the  main  entrance  a  nice-appearing, 
well-mannered,  courteous  young  man 
asked  me,  "What  can  we  show  you 
today?"  "I  want  to  look  at  smort 
smirts,"  I  replied.  Then  I  got  em- 
barrassed and  said,  "Oh,  smurts  shurts, 
no,  I  mean  short  snirts." 

Then  as  the  man  looked  amused, 
woman-like  I  was  furious  at  him  so 

1  tried  to  draw^  my  5  feet  into  6  feet 

2  inches  and  in  a  slow  dignified  w-ay 
I  said,  "Oh,  I  know  what  I  mean  and 
where  they  are.  It's  a  snert  .  snort  I 
want."  Then  I  fled.  I  suppose  the 
man  is  still  wondering  what  that  lunatic 
really  wanted. — [I.  F.  F. 


A  Jingly  Jingle. 

There  was  a  man  who  went  to  sea 
To  see  the  sea.    After  he  saw  the  sea. 
He  could  not  see  where  he  saw  the  sea, 
So  he  sea-sawed,  and  then  he  could 

see 

Where  the  sea-sawed,  and  see 
That  the  sea  could  not  see 
What  he  could  see,  but  sea-sawed  on 
restlessly. — [Contributed. 


Y^Gstcrdci'y  s  sun  ujcTtt  dcyivTX  last  ntQfitj 

And  the  sun  of  tomorrow  is  yet  to  rise; 
Only  the  sky  of  today  is  bright 

Over  the  path  where  our  journey  lies. 
We  that  would  come  to  the  goal  at  last 

Must  wait  not  to  dream  beside  the  way; 
There  is  hope  in  the  future  and  help  from  the  past 

But  for  work  there  is  only  today. 

Yesterday  s  thread  was  used  at  eve, 

And  the  thread  of  tomorrow  is  not  yet  spun; 
Only  today  may  our  shuttle  weave 

Strands  of  gold  in  the  web  begun. 
Heed  we  the  lesson  and  hold  it  fast, 

Hold  it  and  heed  it  along  life's  way; 
There  is  hope  in  the  future  and  help  from  the  past 

But  for  work  there  is  only  today. 

— [Author  Unknown. 
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Minnesota  Hotel  Inspection 

Improves  Hotel  Conditions 

W.  A.  Wittbecker,  Member  St.  Paul  U.  C.  T. 
Council,  Heads  Department;  Only  Four  Men 
Cover  the  State,  but  Road  Salesmen  Assist 

Written  for  The  Sample  Case 

By  Special  Correspondent 


THE  hotel  inspeetion  department  of 
Minnesota,  under  the  able  man- 
agement of  W.  A.  Wittbecker,  a 
member  of  St.  Paul  U.  C.  T. 
Council,  has  accomplished  much  for  men 
■who  live  a  greater  part  of  their  time  in 
the  hotels  of  that  state. 

That  department  is  handicapped  by  a 
lack  of  sufficient  funds  to  make  its  work 
complete,  but  it  has  a  splendid  organiza- 
tion and  is  doing  some  effective  work. 
It  has  the  support  of  traveling  salesmen, 
and  hotel  managers  and  restaurant  keep- 
ers heartily  cooperate  with  it. 

Under  W.  A.  Wittbecker's  administra- 
tion hotel  and  restaurant  managers  have 
learned  that  when  they  fail  to  obey  the 
laws  the  Inspector  is  quick  to  invoke 
penalties,  yet  the  inspector's  department 
just  as  readily  comes  to  the  assistance  of 
those  who  do  not  fully  grasp  the  situation, 
and  patiently  outlines  what  is  required. 

The  functions  of  this  department  are  to 
see  that  proper  sanitary  practices  are  ob- 
served in  the  handling,  storage  and  prepa- 
ration of  food  and  drink;  to  see  that  all 
who  come  in  contact  with  food,  its  prepa- 
ration or  service,  observe  bodily  cleanli- 
ness, are  free  from  disease  and  arc  proper- 
ly garbed  in  clean  clothing;  to  see  that  all 
storage  places,  refrigerators,  and  contain- 
ers of  every  nature  are  scrupulously  clean; 
to  thoroughly  inspect  the  building  from 
basement  to  garret,  carefully  to  observe 
and  caution  the  management  against  the 
accumulation  of  inflammable  material 
and  rubbish  in  the  basenaent,  attic  or 
closets,  and  to  eliminate  the  fire  hazard 
from  this  source  and  also  destroy  the 
breeding  places  of  rats,  mice  and  other 
vermin;  to  see  that  proper  provision  has 
been  made  to  enable  guests  to  escape  from 
the  building  in  ease  of  fire  by  other  means 
than  inside  stairways,  which  are  of  doubt- 
ful value  for  this  purpose,  as  most  fires 
originate  either  in  basement  or  ground 
floor,  and  it  takes  a  stout  heart  to  dash 
down  a  stairway  filled  with  dense  smoke. 

The  Inspector  must  also  observe  the 
conditions  surrounding  the  building  to 
see  that  no  garbage  or  slop  is  thrown  out 
on  the  ground,  that  no  manure  heaps  or 
tin  cans  are  allowed  to  accumulate  to 
breed  flies. 

The  flre  escape  feature  of  our  hotels  and 
lodging  houses  has  had  the  most  serious 
consideration  of  the  department.  This  is 
particularly  true  of  the  lodging  houses  of 
the  larger  cities  where  many  structures  in 


St.  Paul,  Minnesota 

the  interior  of  business  blocks  are  used 
for  this  purpose,  many  of  them  with  only 
one  stairway  and  only  a  few  windows  at 
each  end  of  the  building. 

On  account  of  a  lack  of  money,  only 
four  inspectors  are  employed  to  cover  the 
State.  Because  of  this  shortage  of  help, 
Inspector  Wittbecker  has  issued  a  letter 
to  commercial  travelers  in  Minnesota, 


asking  them  to  make  promjjt  reF)ort  of 
any  violation  of  law  they  find  in  hotels 
and  restaurants.  This  puts  a  vast 
anny  of  men  at  his  command  in  search- 
ing out  violators. 

At  the  forthcoming  session  of  the 
Minnesota  Legislature  an  attempt  will 
be  made  to  get  a  larger  appropriation  for 
the  hotel  inspection  department. 


Romance  and  Ads 


Ai^l.E  BKI.I,  in  .\cw  Vi.rk  .\mcrican 


THE  average  magazine  story  these 
days  starts  off  with  half  a  dozen 
paragraphs  draped  around  an  illus- 
tration, and  then  jumps — like  the  quick 
brown  fox — into  the  advertising  section, 
where  it  trickles  along  between  canned 
milk  and  floor  wa.v. 

Dozing  over  a  short  story  the  other 
evening,  while  it  cavorted  deviously 
through  the  advertising  pages,  we  arrived 
at  the  following  bizarre  combination: 

The  path  wound  in  and  out  through 
the  meadow,  not  far  distant  .  .  .  from 
contented  cows.  On  a  fence-rail  near  by 
a  bobwhite  perched  and  sang  •  .your 
druggist  carries  it. 

The  summer  day  was  ideal  ...  for 
sprains  and  stijEf  joints:  the  rays  of  the 
descending  sun  bathed  the  landscape 
.  .  .  fresh  every  hour.  Half-way  down 
the  path  they  came  to  a  shady  nook  .  .  . 
recommended  by  a  generation  of  users. 

She  was  conscious  of  his  manly  form 
.  .  .  built  of  white  pine,  and  reinforced 
at  the  corners.  Her  companion  was,  she 
thought  to  herself,  a  veritable  prince 
.  .  .  one  of  the  fifty-seven  varieties. 
As  for  him,  he  could  not  take  his  adoring 
eyes  off  of  her  .  .  .  the  world's  most 
perfect  talking-machine. 


THE  CONCERNS 
that  are  most  suc- 
cessful are  those  that 
know  most  about  their 
prospective  customers. 

— Roger  W.  Babson. 


He  felt  an  irresistible  impulse  to  tell 
her  how  much  he  loved  her  .  .  .  com- 
bining the  purest  ingredients.  He  longed 
to  pour  out  his  passion  and  .  .  .  sweeten 
it  with  Domino.  He  stroked  her  hair 
...  so  different  from  ordinary  macaroni, 
while  she  nestled  close  to  his  side  ready 
to  .  .  .  refuse  substitutes. 

"Dearest,"  he  murmured  at  last  .  .  . 
looking  like  new.  "Dearest,  this  is  the 
moment  I  have  longed  for  .  .  .  because 
of  its  pleasing  flavor." 

She  did  not  answer  at  once.  Her 
thoughts  seemed  far  away  ...  at  the 
nearest  grocery. 

He  took  her  hand  in  his,  and  held 
her  close  .  .  .  allowing  the  skin  to  breathe. 

"Will  you  be  mine?"  he  questioned  in 
a  tone  .  .  .  recommended  by  boards  of 
health  everywhere. 

"You  want  me  for  your  wife?"  she 
asked,  her  voice  .  .  .  low  and  com- 
fortable. 

"Yes,"  he  nodded,  swallowing  hard 
beneath  his  collar,  which  .  .  .  hasn't 
scratched  yet. 

"Then  before  I  accept,"  she  went  on, 
"don't  you  think  j-ou'd  better  .  .  . 
ask  the  man  who  owns  one?" 

"If  j'ou  mean  your  father,"  the  young 
man  answered,  "I'm  sure  he'll  give  his 
consent.  Just  you  name  the  day  and  I'll 
.  .  .  keep  contents  hot  for  twenty-four 
hours." 

He  folded  her  in  his  arms,  and  his  kisses 
were  .  .  .  supphed  direct  from  the  factory. 

"Sweetheart,  say  that  you'll  be  mine," 
he  repeated. 

"Very  well,  dear,"  she  whispered,  "I'll 
.  .  .  try  it  for  thirty  days." 

Whereupon  he  kissed  her  again  and 
again  .  .  .  showing  many  different  styles 
and  patterns. 
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Harken  Unto  This,  Ye 
Men  who  Hit  the  Rails 

One  whoGoeth  Forth  Amon^Thosc  who  Buy  ancl,  Be- 
hold, All  Men  Give  him  the  Gkid  Hand  and  Feedeth 
him  Fine  Fats;  Two  Angels  Accompany  him. 


The  S;mi|)lc  (  a 


By  E.  H.  Lee 

Saginaw,  Mirhignn 


AND  in  those  diiys,  behold,  there 
came  through  the  gates  of  the 
Viiy  a  SaU^snian  from  afar  off. 
And  it  came  to  j):i,ss,  as  the  days 
went  by,  lie  sold  large  Scads  of 
Stuff.  They  that  were  CJrouche.s 
smiled  upon  him,  and  gave  him  the  gl^d 
hand.  The  Tightwads  opened  their 
purses  unto  him. 

And  there  were  Buyers  who  could 
squeeze  a  penny  until  the  blood  flowed 
from  Caesar's  nose;  and,  behold,  even 
they  took  the  Stranger  unto  the  Great 
Inn  and  filled  him  with  much  fine  eat.s. 

And  those  of  the  City  who  were  order 
takers,  and  they  that  spent  their  days  in 
adding  to  the  Alibi  Sheet,  were  astound- . 
ed.  They  said  one  to  the  other,  "What 
Tell?    How  does  he  get  away  with  it?" 

And  it  came  to  pass  that  many  of  them 
gathered  together  in  the  back  room  of  the 
Inn.  And  a  Soothsayer  came  among 
them,  and  he  was  One  Wise  Guy.  They 
spoke  and  questioned  him,  saying: 

"Tell  us,  oh  Soothsayer,  how  come? 
This  man  hath  come  among  us  from  afar 
off;  he  goeth  about  in  a  Flivver  from  the 
early  morn  even  until  night,  gathering 
large  bunches  of  Goodly  Orders,  while  we, 
who  are  of  the  City,  behold,  our  Order 
Books  are  blank,  and  we  fear  to  report 
to  the  Sales  Manager,  lest  he  smite  us 
hip  and  thigh." 

The  Soothsayer  said: 
"He  of  whom  you  speak,  verily,  is 
One  Hustler.  He  arises  very  early  in  the 
morning  and  goeth  forth  full  of  Pep.  He 
complaineth  not,  neither  doth  he  knock. 
He  is  arrayed  in  purple  and  fine  linen, 
while  you  go  forth  with  faces  unshaven 
and  holes  in  your  socks. 

"While  you  gather  here  and  say  one  to 
the  other,  "Verily  it  is  a  Heluva  day  to 
work,"  he  is  already  abroad,  and  when 
the  eleventh  hour  has  come,  he  needeth 
no  Alibi.  The  pool  room  attracteth 
him  not,  and  the  movies  he  passeth  by 
with  a  look  of  Cold  Scorn  on  his  snoot. 

"He  smileth  alike  unto  the  just  and 
unjust.  He  sayeth  not  to  the  Big  Boss, 
"Behold,  they  are  in  this  town  a  bunch 
of  Boneheads,"  neither  doth  he  say, 
"Verily,  everywhere  I  have  called  they 
were  out,"  nor  doth  he  report  that 
"they  are  all  stocked  up,"  and  then 
console  himself  in  a  Poker  Game. 

"He  knoweth  his  line,  and  they  that 
would  stave  him  off,  they  give  him 
Orders.  Men  say  unto  him,  "Nay,  nay, 
when  he  cometh  in;  yet,  when  he  goeth 


forth,  he  hath  their  names  on  the  Line 
that  i,'!  Dotted. 

"lie  hath  taken  with  him.  Two  Angels, 
'Aspiration'    and  'Perspiration.' 

"He  krio\\(!th  whereof  he  sfjeaketh, 
and  lu!  worketh  to  beat  the  band. 

"Verily,  I  say  unto  you,  '(Jo  and  do 
likewise.'  " 

But  they  answered  him  saying,  "Old 
Stuff,  Old  Stuff.  Many  times  have  we 
heard  all  that  bunk." 

And  they  would  not,  but  called  for  a 
new  Deck. 


Written  byaU.C.T. 
Good  Novel 

Ii^RKSll  from  the  pram  of  Peter  <J. 
Boyle,  267-275  Went  Reventeesnth 
Street,  New  York  CJity,  comes  one  of 
those  delightfully  refreshing  novels  that 
deals  with  love  and  romance  in  a  way 
(luilc  charming.  The  novel  is  called 
"Sowing  and  Reaping."  It  was  written 
by  W.  Burns  McGregor,  member  of 
li.  ().  T.  Council  No.  3-5,  Parkersbnrg, 
W.  Va. 

The  book  is  highly  commended  by 
the  press  and  literary  critics.  It  is 
clean  in  language,  and  elevating  in 
thought.  The  plot  of  the  story  is 
new  and  exceptionally  well  chosen. 
With  dramatic  skill  the  author  develops 
it,  from  one  gripping  situation  to  an- 
other, until  the  final  denouement, 
which  springs  a  surprise. 

To  attempt  a  review  in  the  limited 
space  of  The  Sample  Case  would  be 
doing  the  book  an  injustice.  It  will 
make  good  reading  for  any  salesman, 
who  wishes  to  "kill  a  Sunday"  or  to 
take  home  for  his  wife  to  read. 


A  Co-operation  Fable 


Said  a  wise  old  bee  at  the  close  of  day, 

"This  colony  business  doesn't  pay. 

I  put  my  honey  in  that  old  hive 

That  others  may  eat  and  live  and  thrive; 

And  I  do  more  work  in  a  day,  by  gee, 

Than  some  of  the  other  fellows  do  in  three. 

I  toil  and  worry  and  save  and  hoard, 

And  all  I  get  is  my  room  and  board. 

It's  me  for  a  hive  I  can  run  myself, 

And  me  for  the  sweets  of  my  hard  earned  pelf." 

So  the  old  bee  flew  to  a  meadow  lone. 

And  started  a  business  all  his  own. 

He  gave  no'  thought  to  the  buzzing  clan, 

But  all  intent  on  his  selfish  plan, 

He  lived  the  life  of  a  hermit  free — 

"Ah,  this  is  great,"  said  the  wise  old  bee. 

But  the  summer  waned  and  the  days  grew  drear, 
And  the  lone  bee  wailed  as  he  dropped  a  tear; 
For  the  varmints  gobbled  his  little  store, 
And  his  wax  played  out  and  his  heart  was  sore, 
So  he  winged  his  way  to  the  old  home  band, 
And  took  his  meals  at  the  Helping  Hand. 

Alone,  our  work  is  of  little  worth ; 
Together  we  are  the  lords  of  the  earth ; 
So  it's  all  for  each  and  it's  each  for  all — 
United  stand,  or  divided  fall. 

— Bussaw. 
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Timely  tips  for  salesmen 


How  I  Made  My  Hardest  Sale 

A  Happy  Surprise  is  Hooked  onto  the  End  of 
Friend  Sandidge  s  Hardest  Sale:  Ed  Hylton 
Tells  of  how  he  Lined  up  a  Coffee  Customer 


Inspirational    suggestion  in 

The  Sample  Case  Service 

To  help  saksnien  sell  more  goods 


THE  hardest  sale  I  ever  made  was 
to  a  Swede  in  North  Dakota. 
The  old  fellow  was  a  shrewd 
business  man,  but  so  lacking  in 
education  that  signing  his  name  was  al 
he  could  do.  1 
He  was  conscious  of  his  shortcomings 
and  that  consciousness  made  hira  sus- 
picious. His  rating  was  high,  but  he 
was  known  by  all  salesmen  as  a  hard 
man  to  sell.  If  I  could  land  him,  I  had 
a  good  customer. 

I  was  introducing  a  specialty  line, 
something  entirely  new.  The  Swede 
showed  pleasure  in  examining  my  sam- 
ples, but  he  was  too  suspicious  of  a 
"catch"  to  buy.  I  knew  if  I  could  land 
him  it  meant  a  big  order  and  prompt 
payment.  Besides,  I  knew  my  line  was 
all  right  and  that  he  could  make  monev 
out  of  it. 

I  spent  a  half  day  with  him,  but  all  I 
got  was  a  grunt  and  a  smile.  Try  as  I 
would,  I  could  not  get  him  to  say  any- 
thing. As  night  began  to  come,  I  got 
desperate.  I  had  to  get  out  of  town  on  the 
8:22  that  evening,  and  I  did  not  wish 
to  leave  until  I  got  something  settled 
with  my  good  old  Swede. 

Finally,  in  sheer  desperation,  I  asked 
him  to  go  out  for  supper  with  me.  This 
he  readily  agreed  to.  I  discovered  the  old 
man  liked  his  beer,  so  I  ordered  a  real 
Dutch  lunch  for  us,  so  beer  would  bo  in 
plenty. 

Before  the  meal  was  ended  my  prospect 
began  to  mellow  up  a  whole  lot.  When  I 
thought  him  just  right,  I  whispered  to 
him  that  I  was  going  to  give  him  the 
exclusive  sale  of  my  line,  because  I  had 
taken  a  particular  fondness  for  him. 
Then  I  shoved  the  order  blank  before 
him  and  he  signed. 

After  that  I  never  had  a  better  cus- 
tomer. He  looked  forward  to  my  com- 
ing and  even  held  back  ordering  other 
hnes  until  he  asked  my  advice. 

One  day  he  invited  me  to  his  home  to 
eat.  There  I  met  his  beautiful  daughter. 
We  had  a  delightful  visit. 

But  let's  get  to  the  climax.  Miss 
Hilda  is  now  Mrs.  Sandidge.  My  good 
old  Swede  long  since  retired  from  business, 
and  I  have  sole  charge  of  his  big  business. 

Anyway,  that  Dutch  lunch  was  the 
best  investment  I  ever  made,  unless  it  was 
when  I  took  out  a  U.  C.  T.  policy. — 
H.  W.  Sandidge. 


Makes  Easy  Sale. 

QOME  time  ago  I  was  working  out  of  the 
^  home  town  of  a  large  wholesale 
grocery  house,  which  handled  our  high 
grade  coffee  account. 

There  was  a  very  large  restaurant  in 
the  town,  somewhat  above  the  average 
usually  found  in  towns  of  this  size.  Tho 
meals  were  exceptionally  good  and*  the 
price  was  reasonable.  The  coffee  used 
was  just  as  poor  as  the  meals  were  good. 

My  house  has  always  specialized  in  a 


U'lND  inclosed  $2.00  lo  (lay  Iwo 
^  years  for  The  Sample  Case. 
I  am  anxious  to  get  as  much  of  the 

Hargrove  Series  as  I  can,  so  date 
my  subscription  back  as  Jar  as  you 
have  copies.  I  am  reading  all  the 
salesmen's  magazines,  and  will  say 
that  beyond  any  question  The 
Sample  Case  is  the  best  magazine 
of  its  kind  that  is  published. —  N. 
W.  Roark,   Keokuk,  Iowa. 


high  grade  package  coffee  through  the 
grocery  trade,  and  has  never  gone  after 
the  hotel  or  restaurant  business. 

However,  my  love  for  good  coffee 
prompted  me  to  speak  to  the  manager 
in  regard  to  better  coffee  as  well  as  the 
best  known  process  for  coffee  making. 

Having  made  a  study  of  ray  line  I 
knew  the  good,  heavy,  rich  flavory, 
well-balanced  blend  would  suit  him  to  a 
"T,"  so  I  had  our  distributor  send  up  a 
few  pounds  from  stock  so  we  could  test 
out  this  coffee  for  dinner. 

Next  day,  I  was  there  and  I  must  admit 
I  never  drank  better  coffee.  The  mana- 
ger was  acting  cashier  during  the  rush 
hours,  and  as  I  paid  my  bill  I  laid  my 
order  book  on  which  I  had  wTitten  the 
day  before  in  front  of  the  manager: 

"Please  ship  our  requirements,  esti- 
mated at  150  pounds  per  week  early 
every  Monday  morning  with  price 
protection  for  90  days.  We  guarantee 
uniformity  and  finest  quality  blend. 
You  are  the  judge." 

His  prompt  reply  was,  "Where  do  I 
sign?"— [J.  Ed.  Hylton. 


Push  Yourself  Forward 


By  J.  J.  MUNDY 


DON'T  wait  for  some  one  to  come 
along  and  push  you  into  some- 
thing better — do  some  pushing 
yourself. 

If  you  sit  down  and  wait  for  that 
needed  boost  the  chances  are  that  it  will 
never  come. 


MODERN  ART 
An  "Impressionist"  painter,  now  a 
resident  In  a  Lunatic  Asylum,  says  to 
all  his  visitors:  "Look  here,  this  Is  my 
latest  masterpiece."  They  look,  and 
seeing  only  an  expanse  of  bare  canvas, 
they  ask,  "What  does  that  represent?" 
"That  represents  the  passage  of  the 
children  of  Israel  through  the  Red 
Sea."  "But  where  is  the  sea?"  "It 
has  been  driven  back."  "And  where 
are  the  children  of  Israel?"  "They 
have  crossed  over."  "And  the  Egyp- 
tians?" "They  will  be  here  directly." 
That's  the  sort  of  a  painting  I  like, 
simple,  suggestive  and  unpretentious. 


Take  an  interest  in  things  where  you 
will  be  known  and  then  if  you  meet  the 
requirements  of  those  outside  your  partic- 
ular circle  in  business  you  will  be  asked 
to  step  up  higher. 

If  you  stick  in  one  little  rut  none  will 
know  whether  you  could  make  good  in  a 
broader  field. 

If  your  pride  will  not  permit  you  to  do 
anything  which  will  create  an  opening 
for  you  along  the  line  you  want  you 
might  as  well  make  up  your  mind  to  stay 
where  you  are. 

More  progressive,  aggressive  persons 
are  going  to  pass  you. 

More  competent  men  would  be  filling 
good  positions  with  credit  if  some  of 
them  could  be  persuaded  to  exercise 


It  is  not  necessary  to  be  an  egotist  and 
disagreeable  about  it. 

Failure  is  often  due  to  the  fact  that  the 
man  or  woman  with  talents  is  afraid  to 
advertise  consistently  and  become  known. 
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Stops 
the  Limited 
Express 


w 


1 1  ION  K.  If.  Harrimun,  the 
fjimoUH  railway  kinpi,  wanted 
sojiuithing  very  inucli  indeed 
he  usually  found  a  way  of  get- 
ting it.  Here  is  an  amusing  example 
of  his  resourcefulness  that  Mr.  George 
Kennan  tells  in  his  biography  of  the 
man: 

In  the  fall  of  1895  Mr.  Harriman 
wished  to  see  one  of  tlie  races  of  the 
trotting  association  at  Goshen,  New 
York.  He  accidentally  missed  the 
Erie  train  that  he  intended  to  take, 
and  there  was  no  other  except  the 
Chicago  express  that  would  take  him 
to  his  destination  in  time.  Finding 
that  the  express  made  no  local  stops, 
he  telephoned  to  the  executive  offices 
of  the  Erie  and  asked  whether  they 
would  not  allow  it  to  stop  at  Goshen 
as  a  personal  accommodation. 

Inasmuch  as  he  was  vice  president 
of  the  Illinois  Central  and  it  was  cus- 
tomary for  high  railroad  officials  to 
extend  such  courtesies  to  one  another, 
the  request  was  perfectly  natural  and 
proper;  but  when  it  was  referred  to 
the  highest  authority  it  met  with  a 
curt  refusal.  Mr.  Harriman,  however, 
was  a  hard  man  to  beat. 

Learning  upon  inquiry  that  the  ex- 
press could  be  flagged  at  Goshen  if 
there  happened  to  be  any  passengers 
there  who  wished  to  go  to  points  west 
of  Buffalo,  he  telegraphed  to  a  friend 
in  Goshen  to  buy  a  ticket  for  Chicago. 
Then  at  the  appointed  hour  he  took 
his  seat  in  the  express  at  Jersey  City. 
When  the  train  reached  Goshen,  it 
stopped  on  signal  for  the  accommodation 
of  the  non-existent  passenger  for  Chi- 
cago, and  Mr.  Harriman  got  off  and 
went  to  the  race. 

The  high  officials  of  the  Erie  would 
perhaps  have  treated  Mr.  Harriman 
with  more  deference  and  courtesy  if 
they  could  have  foreseen  that  in  the 
not  distant  future  he  would  save  the 
Erie  from  another  bankruptcy  by  putting 
up  five  and  a  half  million  dollars  of 
his  own  money. 


"IT    WAS    MIDNIGHT    ON  THE 
OCEAN." 

It  was  midnight  on  the  ocean, 
Not  a  street  car  was  in  sight; 

The  sun  was  shining  brightly. 

And  it  rained  all   day  that  night. 

'Twas  a  summer  day  in  winter, 
The  snowflakes  fell  like  glass; 

A  barefoot  boy  with  shoes  on 
Stood  sitting  on  the  grass. 

'Twas  evening  and  the  rising  sun 

Was  Retting  in  the  west. 
And  the  little  lishes  in   the  trees 

Were  huddling  in  their  nest. 

The  rain  was  pouring  down. 
The  moon  was  shining  bright. 

And   everything   that   you   could  see 
Was  hidden  out  of  sight. 

While  the  organ  peeled  potatoes, 
Lard    was   rendered   by   the  choir, 

As  the  sexton  rang  the  dish-rag 
Some  one  set  the  church  on  fire. 

"Holy  Smoke!"  the  preacher  shouted; 

In  the  rain  he  lost  his  hair. 
Now  his  head  resembles  heaven, 

For  there  is  no  parting  there. 


Queen 
Leads  in 
Battle 


The  best  salesman  is  the  man  who 
not  only  makes  sales  but  makes  sales- 
men of  his  customers. 


Need  Any 
Nice  Goat 
Beard? 


I 


IIILII'PA  of  Hainault  was  the 
utiful  daughter  of  the  earl 
Hainault.  She  married  Ed- 
ward III,  king  of  England,  in 
1327.  P^xciting  days  followed  the  royal 
marriage,  for  war  was  declared  against 
Prance  and  the  queen  soon  distinguished 
herself  as  a  soldier. 

Edward  had  left  the  palace  to  de- 
fend his  country,  and  was  laying  siege 
to  Calais  after  a  brilliant  victory  at 
Cressy.  RoVjert  Bruce,  famous  hero 
of  the  Scots,  who  was  an  ally  of  France, 
saw  a  chance  to  enter  England  from 
the  north,  while  Edward  was  stationed 
at  Calais. 

Word  of  Bruce's  plan  reached  the 
ears  of  Queen  Philippa,  and  she  de- 
termined to  stop  the  brave  and  power- 
ful leader  of  the  Scots,  if  possible. 
She  realized  that  this  would  be  no 
easy  matter,  however,  as  Bruce  was 
recognized  as  one  of  the  most  able 
warriors  of  his  day. 

Queen  Philippa  immediately  set  about 
mustering  an  army  to  meet  Bruce, 
and  planned  to  take  him  by  surprise. 
Of  course,  the  Scots  did  not  consider 
Queen  Philippa  in  their  plan,  and  felt 
sure  that  victory  was  certain. 

But — on  the  horizon  appeared  Queen 
Philippa  with  twelve  thousand  troops, 
and  took  the  Scots  so  completely  by 
surprise  that  she  succeeded  in  capturing 
the  leader  and  in  taking  many  of  the 
nobility  prisoners. 

How  amazed  King  Edward  was  when 
his  queen  crossed  the  sea  at  Dover 
and  journeyed  to  Calais,  where  she 
turned  her  royal  captives  over  to  him! 


NSTEAD  of  the  "bee's  eyebrows" 
or  the  lizzard's  knees,"  it  threatens 

to  be  the  "goat's  beard"  pretty  Queen  Philippa  with  her  twelve  thousand 
quick.  -  -   ■  -  1  • 


Guess  Stools  Were  Handy. 

Three-year-old  May  had  a  penchant 
for  clipping.  Given  a  pair  of  scissors, 
she  would  leave  nothing  unslit,  and 
one  day,  in  a  frenzy  of  joy,  she  cut 
her  curly-haired  baby  brother's  head 
quite  bald. 

"Miss  May!"  shrieked  the  nurse. 
"How  dare  you!" 

"He  cut  them  himself,"  pleaded 
May,  now  on  the  verge  of  tears. 

"You  wicked  little  story-teller!  How 
did  he  reach  the  back  of  his  head?" 

"Why — why,"  answered  May,  be- 
tween her  sobs,  "why.  he — he  stood 
on  the  stool!" — [Chicago  Herald. 


Whatever  all  this  modern  argot 
may  mean  to  the  rising  generation, 
the  "goat's  beard"  is  indicated  as  an 
advance  fashion  by  no  less  official 
a  publication  than  the  Panama  Canal 
Record,  which  ordinarily  speaks  of 
marlin  spikes,  garboard  strakes,  and 
ship  chandleries.  Witness  the  fol- 
lowing official  bulletin: 

"An  item  in  the  cargo  of  the  steam- 
ship Felix  Taussiq,  passing  through 
the  canal  from  the  Pacific  to  Atlantic 
ports  of  the  United  States,  was  47 
bales  of  goats'  beards  weighing  23,127 
pounds.  Another  was  21  bales  of 
human  hair  stumps  weighing  10,497 
pounds." 

Since  fashion  announces  the  return 
of  the  pompadour,  it  necessarily  means 
the  return  of  the  "rat"  and  that  accounts 
for  the  human  hair  stumps,  but  the 
goats'  beards  remain  a  mystery.  If  a 
bale  of  goats'  beards  weighs  approxi- 
mately 500  pounds,  how  many  goats 
had  to  be  barbered? 

Maybe  the  fashion  designers  are 
plotting  false  whiskers  for  one  of  the 
new  winter  modes. 


men  had  succeeded  in  accomplishing, 
in  a  few  days,  what  he  with  his  large 
army  had  scarcely  expected  to  do  in 
months. 

After  Queen  Philippa's  trying  days 
as  leader  of  the  army  were  over  she 
returned  home  to  rest.  But  she  was 
too  active  to  spend  much  time  in  idle- 
ness. A  short  time  later  Queen  Philippa 
founded  Queens'  college,  Oxford,  the 
greatest  institution  of  its  kind  in  the 
world  at  that  time. 


LOOKING  OVER  THE  FENCE 

"It's  a  part  of  nature  human, 
To  be  always  frettin',  fumin', 
And  to  want  to  wander  hither, 

yon  and  thence, 
And  most  everj'  youthful  feller. 
Like  a  cow  is  prone  to  beller 
For  the  grass  that  grows  on 
t'other  side  of  the  fence.'' 
—[Borrowed  for  the  occasion. 


"Say  It  With  Cauliflowera." 

"Have  you  seen  May?" 

"May  who?" 

"Why  MaA'onnaise." 

"No;  she  is  dressing  and  won't  lettuce." 
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Turn  Failure  Into  Success 

(Cuutiuuod  from  pa^c  12.) 

a  fixed  habit  for  him  to  piactico  chunic- 
ter  analysis. 

TF  IT  were  possible  for  some  arrunnc- 
•■■  ment  to  be  made  by  the  United  ('oxu- 
mercial  Travelers  of  America  with  tlic 
University  of  Cincinnati,  whereby  the 
activities  of  this  school  could  become 
known  to  every  member  of  the  U.  C.  T. 
and  reader  of  The  Sample  Case,  I  believe 
it  would  be  interesting  to  them.  From  t  he 
write-up  by  Mr.  Schneider,  this  school  is 
evidently  carrying  on  a  great  work.  To 
educate  the  young  man  in  the  calling  for 
which  his  natural  talents  best  fit  him  is  as 
much  as  most  universities  do,  but  this 
one  sets  out  to  discover  what  those  tal- 
ents are.  This  last  is  the  all  important 
feature  of  this  unique  school  and  the  one 
which  should  interest  us. 

Among  the  thousands  of  members  of 
our  great  Order  there  must  be  many 
who  have  boys  about  to  enter  upon  the 
business  of  earning  their  own  living. 
These  fathers  will  no  doubt  watch  most- 
anxiously  to  see  if  their  sons  make  good. 
Would  they  not  hail  with  gratitude  any 
helpful  suggestion  which  The  Sample 
Case  might  make  in  getting  their  boys 
started  in  the  right  direction? 

The  successful  salesman  is  making  ten 
thousand  a  year.  This  is  a  good  income 
when  no  capital  is  invested.  Dad  may 
be  one  of  the  ten-thousand-a-year  men. 
If  so,  he  will  perhaps  think  salesmanship 
a  good  calling  for  his  son.  So  he  takes  the 
boy  out  with  him  for  a  trip,  just  to  show 
him  how  easy  it  is  to  sell  goods;  then  gets 
him  a  territory,  and  the  young  man  com- 
mences to  fight  his  own  battles.  He  may 
be  moderately  successful,  but  he  does  not 
have  the  natural  gifts  which  made  his 
father  a-ten-thousand  man,  nor  has  he 
been  trained  in  the  psychology  of  sales- 
manship, so  he  doesn't  know  what  is 
wrong.  The  fact  is,  he  has  mistaken  his 
calling;  because  Dad  could  sell  goods,  it 
was  taken  for  granted  the  son  also  could. 

PCONOMISTS  tell  us  that  the  cost 
^  of  distributing  the  products  of  the 
Farm  and  factory  in  this  country  is  too 
great.  They  say  that  some  of  this  is  due 
to  the  inefficiency  of  salesmen;  that  any 
community  or  territory  is  capable  of  ab- 
sorbing just  so  much  merchandise  of  a 
?iven  kind  and  no  more;  that  if  there  are 
;en  salesmen  visiting  the  territory, 
landling  the  same  or  similar  lines  when 
ive  could  easily  supply  the  demand,  that 
-here  is  duplication  and  unnecessary  cost, 
rhey  may  be  right,  and,  if  so,  what  is  the 
inswer?  In  Nature  it  is  always  the  sur- 
.rival  of  the  fittest.  The  time  is  coming 
vhen  this  will  be  a  truism,  to  an  even 
Sreater  extent  in  salesmanship  than  it  is 
oday.  If  where  ten  salesmen  are  cover- 
ng  a  field,  five  of  them  have  been  trained 
ind  five  not,  in  a  few  years  the  five  un- 
rained  men  will  not  be  getting  sufficient 
lusine.ss  to  make  it  pay  them  to  cover  the 
erritory,  so  they  will  drop  out. 

Could  these  five  unsuccessful  salesmen 
xst  have  had  themselves  anlayzed,  they 
robably  never  would  have  gone  on  the 
oad,  for  it  would  have  been  found  that 


Commercial  Travelers* 
Boston  Benefit  Association 

200  Devonshire  Street,  Rooms  547-551,  Boston,  Massachusetts 

ARE  YOU  IMMUNE  TO  DISEASE?       IF  SO,  YOU  ARE  FORTUNATE 
IF  NOT 

The  Best  Way  to  Protect  Yourself  Against  Loss  on  Account  of 
Sickness  b  to  Join  the  Botton  Bmntfit 

PAYS 


$25 

WEEKLY 
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Apply  To-day  While  Yon  are  Still  a  Commercial  Traveler 

And  whil*  your  h««lth  U  auch  that  your  i 


IRA  F.  LIBBY,  Secretary 


your  application  will  ba  accaptad 


their  talents  hiy  in  some  other  direction 
than  selling. 

Finally,  if  salesmanship  is  to  be  ele- 
vated to  the  status  of  a  profession  and 
not  a  mere  job,  it  must  come  about 
through  education.  The  young  men 
who  enter  this  field  must  be  able  to  show 
their  credentials  to  the  manufacturer  or 
wholesaler  who  has  territory  to  allot. 


A  New  Version. 

-Mother  (indignantly):  "Why  did  you 
strike  little  Nancy,  you  naughty  boy?" 

Peter:  "What  did  she  want  to  cheat 
for,  then?" 

Mother:    "How  did  she  cheat?" 

Peter:  "Why,  we  were  playing  at 
Adam  and  Eve,  and  she  had  the  apple 
to  tempt  me  with,  and  she  never  tempted 
me,  but  went  and  ate  it  herself." 


Sure  Rupture 
Comfort 


BE  COMFORTABLE- 

Wear  the  Brooks  Appliance,  the 
modern  scientific  invention 
which  gives  rupture  sufferers 
immediate  reUef.  It  has  no  ob- 
noxious springs  or  pads.  Auto-   

matic  Air  Cushions  bind  and  ^-  ^-  Brook, 
draw  together  the  broken  parts.  Xo  salves  or 
plasters.  Durable.  Cheap.  Sent  on  trial  to  prove 
its  worth.  Never  on  sale  in  stores  as  every 
.Appliance  is  made  to  order,  the  proper  size  and  shape 
of  Air  Cushion,  depending  on  the  nature  of  each  case. 
Beware  of  imitations.  Look  for  trade  marJc  bearing 
portrait  and  signature  of  C.  E.  Brooks  which  appears 
on  every  .Appliance.    None  other  genuine. 

BROOKS  APPLIANCE  CO.,  231D.,  Statt  St.,  Marshall,  Mich- 


Purchasing  Agent's  Approach 


the  other.  Let  there  be  an  atmosphere 
of  welcome  about  the  whole  department 
for  anyone  who  comes  in  to  do  business 
with  you. 

It  is  really  the  first  approach  or 
the  first  impression  which  gives 
your  visitor  the  high  regard  for  your 
office  and  your  firm. 

Every  purchasing  agent  should  be 
proud  of  his  department  and  the  work 
performed  by  it  and  make  every  effort 
to  train  his  entire  department  to  uphold 
the  high  standing  of  his  firm  in  the  com- 
munity. A  well  conducted  and  efficient 
information  department  has  a  great  ad- 
vertising value. 

It  is  well  to  remember  that,  with  the 
constant  changes  in  American  business  of 
the  present  age,  a  visitor  to  your  office 
today  in  the  capacitj'  of  salesman,  or 
some  minor  position,  may  tomorrow  be  an 
executive  or  a  man  in  power  who  would  be 
in  a  position  to  favor  your  company, 
with  considerable  business,  giving  you 
preference  over  your  competitors  because 
of  the  pleasant  reception  he  has  always 
received  M'hile  calling  upon  you. 

If  you  will  take  the  time  to  inquire  into 
this  point  you  will  find  in  many  instances 
that  business  has  resulted  merely  from 
this  friendly  relationship,  all  other  thing.* 
being  equal. 

How  is  your  approach! 


nly 


Four  U.  C.  1 

Every  Member  of  the  Oj 


New  Provisions  for  Assessments; 
Effective  January  1,  1923 

For  many  years  our  Constitution  has  provided  for  the 
levying  of  Assessments  of  two  dollars  each.  The  Con- 
stitution has  provided  for  six  assessments  each  year 
and  six  assessments  have  been  levied  every  year  since 
1915. 

During  the  past  seven  years  there  have  been  three 
amendments  providing  for  levying  two  assessments  of 
six  dollars  each  year  but  these  amendments  did  not  receive 
the  approval  of  the  Supreme  Council. 

However,  at  the  last  annual  sassion  of  the  Supreme 
Council,  held  in  June,  1922,  amendments  providing  for 
four  assessments  each  year  of  three  dollars  each  were 
adopted  and  beginning  January  2,  1923,  assessments 
of  three  dollars  each  will  be  levied  quarterly. 

This  change  does  not  increase  the  cost  of  insurance, 
vshich  remains  the  same  as  in  the  past,  and  only  requires 
four  payments  of  $3.00  each  instead  of  six  payments 
of  S2.00  each.  This  provision  will  reduce  the  postage 
expense  of  the  Subordinate  and  Supreme  offices  and 
will  enable  members  to  know  just  when  assessments 
should  be  paid,  viz.,  January  1st,  April  1st,  July  1st, 
and  October  1st,  of  each  year. 


This  charge  saves  money  for  the  Order  and 
costs  members  no  more  annually. 
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lissessments  a  Year 

iVill  Be  Interested  in  This 


New  Provisions  in  Regard  to 
Rating  Claimants 


The  Supreme  Council  also  adopted  new  provisions 
to  the  Constitution  in  regard  to  rating  claims  of  members 
who  have  changed  their  occupations  to  occupations  more 
hazardous  than  that  under  which  their  insurance  was 
granted. 

Heretofore  members  who  changed  occupations  have 
been  rated  as  either  "full-rate"  or  "half-rate."  The 
new  plan  of  rating  provides  for  full  rating  for  all  whose 
new  occupations  are  no  more  hazardous  than  the  occupa- 
tions under  which  they  were  insured.  It  then  provides 
according  to  a  recognized  hazard  of  occupations  for  paying 
claims  at  reductions  from  full  rate  in  accordance  with 
the  hazard  of  the  occupation. 

The  new  system  of  rating  will  give  members  who  were 
formerly  paid  one-half  on  account  of  a  slightly  greater 
hazard  80%.  Others  wher?  the  hazard  is  greater  60% 
and  where  the  new  occupation  is  a  still  greater  hazard 
from  40%  down  to  10%  of  the  full  amount. 

While  there  are  many  of  our  members  who  change 
their  occupations  from  that  of  wholesale  salesman  to 
other  occupations,  very  few  members  take  up  occupations 
that  would  be  reduced  below  40%,  and  it  is  believed 
the  new  system  will  be  more  fair  to  the  member  and 
more  fair  to  the  Order  than  the  former  svstem  was. 


This  system  is  treating  members  more  fair- 
ly, and  gives  better  protection  to  the  Order. 


1  11  F.    SAM  PL  i:    t  A  S  K 
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Sales  Talks  That  Sell  Goods 

Practical  directions  for  successful  salesmanship  based  on 
30  years'  experience.  One  copy  50c,  three,  $1.25,  12, 
$4.50.  Satisfaction  guaranteed.  No  chance  to  lose.  Coin 
or  stamps. 


Sample  Case,  638  N.  Park  St., 


Columbus,  O. 


4-45  CK 

(Continued  from  page  21.) 

Walton  and  the  News  must  be  done 
away  with. 

In  view  of  the  Nation-wide  attention 
to  Ted  Barlow  and  his  Hell's  Forty  Acres, 
open  violence  was  not  to  be  thought  of. 
The  eyes  of  the  country  were  upon 
Cimeron  City.  Diplomacy  must  first 
be  tried.  Barlow  knew  that  should  he 
be  charged  with  selling  whisky  to  the 
Indians  that  the  United  States  Govern- 
ment would  quickly  step  in.  His  other 
crimes  might  go  unnoticed  by  the  far- 
away Government,  but  selling  whisky 
to  Indians  meant  immediate  and  drastic 
action  against  him.  No  Man's  Land 
was  without  law,  but  the  Nation  did 
make  an  effort  to  protect  its  red  wards 
against  the  curse  of  the  white  race. 

Barlow  hesitated  on  taking  vengeful 
action  against  Walton. 

But  Justice  against  Outlawry  had  been 
started  in  its  long-drawn-out  battle, 
with  Ted  Barlow  still  holding  the  strate- 
gic points. 

Despite  his  powerful  influence  as  King 
of  Hell's  Forty  Acres,  his  backing  by 
murderers  and  desperadoes  of  every 
description.  Barlow  began  to  show  signs 
of  worry.  Criminal  though  he  was, 
uneducated  as  he  might  be,  he  was  too 
brainy  a  man  not  to  realize  his  danger 
in  the  war  that  had  been  started  against 
him. 

He  blamed  John  Salvarson  most  of  all. 
Salvarson  must  die.  That  was  an  edict 
beyond  recall.  Was  not  Barlow  the  sole 
owner  of  Hell's  Forty  Acres?  Did  not 
John  Salvarson  give  him  an  Old  Settler's 
Quit  Claim  Deed  for  the  land?  Was  not 
the  property  his  very  own  to  do  with  as 
he  pleased?  Ted  Barlow  felt  that  John 
Salvarson  had  double-crossed  him. 

''PHE  warm,  loving  nature  of  Salvar, 
J-  son  of  John  Salvarson,  led  him  into 
many  a  broken  home  in  Cimeron  City. 
Giving  food  and  comfort,  administering 
medical  aid  where  it  was  needed,  giving 
from  his  own  supplies  to  those  who 
needed  them,  became  his  daily  routine. 
Everywhere  was  want  and  distress. 
With  husbands  and  father  bound  body 
and  soul  to  the  iniquities  of  the  traffic 
fostered  by  Ted  Barlow,  great  was  the 
distress  in  the  homes  in  Cimeron  City. 
Honest  working  men  had  been  trans- 
formed into  common  drunkards  and 
loafers.  Youth,  who  should  have  been 
in  school,  idled  away  their  time  in  Bar- 
low's dens  of  crime. 


Salvar  had  studied  medicine  with  the 
expectation  of  l)ecoming  a  surgeon,  but 
the  rapid  development  in  Hell's  Forty 
Acres  had  cut  short  those  plans.  To 
redeem  his  beloved  land  from  the  grip 
of  crime  became  the  dominating  influence 
of  his  life;  to  relieve  the  distress  caused 
by  crime  became  with  him  a  passion. 
Every  drop  of  his  blood  urged  him  into 
the  great  fight  against  evil.  His  man- 
hood was  ennobled  by  the  sight  of  the 
wickedness  with  which  it  was  surrounded. 

It  was  on  one  of  his  missions  of  mercy 
that  he  first  met  Elinore  Marsh.  Their 
common  purpose  brought  them  together 
in  thought  and  action.  Two  remarkable 
characters  had  met  and  circumstances 
blended  them  into  unity.  To  Salvar, 
Elinore  was  an  Angel  of  Mercy  and 
Goodness — the  ideal  of  his  dreams  of 
purity  and  noble  womanhood.  To 
Elinore,  Salvar  was  a  hero,  unselfishly 
offering  himself  to  oppose  the  King  of 
Hell's  Forty  Acres,  when  such  opposition 
probably  meant  certain  death,  probably 
by  torture. 

Salvar  was  closely  watched  by  agents 
of  Ted  Barlow.  His  every  action  was 
reported  to  the  King,  and  enlarged  on. 
The  growing  intimacy  between  Salvar 
and  Elinore  did  not  escape  Barlow's 
spies.  The  reports  they  took  to  Barlow 
were  painted  with  the  reflections  of  their 
own  base  minds.  Even  the  Cross  of 
Christ  would  have  been  blackened  by 
those  fiends  of  Hell's  Forty  Acres. 


''pHl';  (Jinieroii  ('ity  News  continued 
*  to  exi)OHe  the  wickedness  of  Ted 
liiirlow  and  his  gang.  The  outrageous 
'onditions  existing  there  were  not  only 
giv<!ii  publicity  locally,  but  Walton 
M:i>i  news  stories  to  the  St.  Louis  head- 
quarlcrs,  whence  they  were  telegraphed 
broadcast . 

Defying  Ted  Harlow  and  his  power, 
Walton  started  a  "Scandal  Column" 
in  the  News.  In  this  he  mentioned  in 
detail  every  criminal  act  of  the  agents 
of  Barlow.  Ted  Barlow's  name  was  daily 
mentioned  in  that  column,  attached  to 
evil  doings. 

Van  enjoyed  the  friendship  of  the 
Salvarson  family  and  Elinore  Marsh. 
He  was  a  frequent  visitor  at  the  Salvar- 
son home,  and  acknowledged  to  himself 
that  the  growing  frequency  of  his  visits 
there  was  not  wholly  separated  from  a 
fondness  for  Esther  Salvarson. 

The  support  of  so  powerful  a  family 
as  that  of  John  Salvarson  was  worth 
little  to  him  in  his  open  warfare  against 
the  King  of  Hell's  Forty  Acres.  Yet  he 
increasingly  waged  the  battle.  This 
puzzled  Barlow.  Amazed  at  Walton's 
boldness  of  attack.  Barlow  wondered. 
Aside  from  his  sales  of  whisky  to  Indians 
Barlow  felt  secure  again.st  Government 
interference;  otherwise  he  was  the  law 
in  Cimeron  City.  Whence  came  the 
inspiration  that  fired  his  open  antagonist 
into  such  daring  attacks?  Was  there  a 
secret,  powerful  influence  back  of  Walton? 
Ted  Barlow  began  to  fear  for  his  own 
personal  welfare. 

Walton's  very  boldness  was  his  surest 
safety.  Barlow  did  not  dare  oppose  a 
secret  power  of  which  he  could  not  locate 
the  source.  Perchance  he  could  buy 
Walton  into  silence!  Failing  in  that, 
then- 
Walton  was  invited  for  a  "friendly 
talk"  in  Barlow's  private  office — that 
menacing  room  lined  with  its  concealed 
deadfalls,  trap  doors  that  opened  into 
dark  chambers  beneath,  concealed  en- 
trances to  underground  passage  ways, 
and  guarded  by  that  "Gallery  of  Death." 
The  invitation  came  to  Van  in  kindly 


SKIN  TROUBLES 

/Every  Sufferer  from  Ecxema, 
TetierrSalt  Rheum,  Pruritus, 
Milk  Crust,  Weeping  Skin,  etc. 
Should  Read  this  Free  Offer 

SUn  Troables  Have  Caases!  Itching,  burning,  oozing:, 
scaling,  etc.,  are  symptoms  of  a  cause.  Ii  it  lensible  to  treat 
symptoms  and  ignore  the  Canse?  Write  me  today  and  I 
will  send  you  a  special  examination  blanli  that  will  tell 
you  more  about  yonr  own  case  than  you  even  thought  was 
known.  Tbis  is  all  free  to  yon. 

Eczema  is  called  by  some  people  Itch,  Tetter,  Salt 
Rheum.  Pruritus,  Milk  Crust,  Weeping  Skin,  etc.,  and  if 
you  will  write  me  today  I  will  send  you  a  free  trial  of  my 
mild,  soothing,  guaranteed  treatment  that  will  convince 

you  that  Eczema  can  be  cured  to  stay,  not  merely  patched  up  for  a  while  to  return 
worse  than  ever. 

Send  No  Money- Jnst  Write  MeToday-A  Postal  WiU  Do 

No  matter  where  you  live  1  can  refer  you  to  neighbors  of  yours  that  I  have  treated 
successfully.  I  have  handled  over  One  Million  cases,  and  grateful  former  eczema 
sufferers  in  every  state  of  the  Union  will  cheerfully  tell  you  what  a  real  comfort  they 
have  enjoyed  from  my  treatment  after  long  years  of  intense  suffering. 

J.  E.  CANNADAY,  M.  D.,    1605  Court  Bk.,  Sedalia,  Mo. 

References:    Third  National  Bank  oj  Sedalia,  or  <uk  your  own  hanker  to  find  out  about  me. 
Send  this  notice  to  some  poor  sufferer  from  Eczema.   It  will  be  a  kind  act  by  you. 


DR.  J.  L  CANNADAY 
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e.\|)rc'tisioiis  of  iiitorcst  in  tlie  welfare  of 
Cimeron  City.    But  buck  of  it  was  the 
portentous  threat  of  death. 
Van  called. 

With  a  smilo  Barlow  welcomed  him. 

Van  noted  the  malicious  look  on  the 
bee  of  Bud  Simpson  who  let  him  in. 
Simpson  was  Ted  Barlow's  reputed  Angel 
of  Death— the  hand  that  dealt  the 
death  blows.  That  look  i)ut  Walton 
on  his  guard. 

"Glad  to  have  you  visit  mc,  Van," 
graciously  welcomed  Barlow,  extending 
bis  hand.  "There  are  matters  of  vital 
importance  we  should  talk  over." 

"There  is  not  mutrh  in  coujmon  be- 
IwctMi  us,  Ted,"  Van  was  hitting  boldly 
!  '  I  the  shoulder,  "but  in  all  matters 
lining  to  the  public  welfare  or  the 
1  interests  of  Cimeron  City  I  am 
always  open  for  a  conference." 

"Close  the  door.  Bud,"  and  Barlow 
indicated  with  his  hand  that  the  key  in 
the  lock  was  to  be  turned. 

Walton  took  a  seat  at  the  table, 
opposite  Barlow. 

"Walton,"  continued  Barlow,  as  he 
turned  his  swivel  chair  to  face  the  young 
newspaper  man,  "we  may  as  well  under- 
stand each  other  without  mincing  words. 
I  am  supreme  here,  and  you  know  it. 
Why  are  you  continually  opposing  me? 
You  must  realize  that  you  are  fighting 
a  losing  battle,  with  all  the  odds  against 
you.  I  am  the  law  in  Cimeron  City, 
and  any  who  oppose  me  oppose  my  law. 
If  I  see  fit  to  do  certain  things  of  which 
you  do  not  approve,  you  have  no  author- 
ity to  antagonize  me.  I  am  the  sole 
owner  of  Hell's  Forty  Acres.  I  have  an 
Old  Settler's  Quit  Claim  Deed  for  it. 
If  conditions  here  do  not  suit  you,  you 
are  at  liberty  to  leave.  You  came  without 
invitation.  But,  and  mark  well  what  I 
tell  you,  if  you  wish  to  live  here,  you 
can  no  longer  fight  me  and  my  business 
through  your  newspaper." 

This  was  quite  a  long  speech  for  Ted 
Barlow.  It  was  so  different  from  his 
ordinary  language  that  Van  suspected 
it  had  been  prepared  for  him  by  some 
attorney  and  committed  to  memory. 

"You  have  the  option  between  two 
procedures.  You  can  either  fall  in  line 
with  my  policies,  follow  my  directions 
and  make  an  independent  fortune  for 
yourself,  living  in  accord  with  conditions 
as  I  have  established  them  here  and 
purpose  to  maintain  them;  else  you  will 
lock  the  door  of  your  printing  ofiRce  at 


Stop  Using  a  Truss 


•d.  Son  B*  velvet — ea»y  to  apply — Inexpensive.  AivftMed 
Quid  M*d&l  aud  GrHtid  Prix  ProcenB  of  recovery  ia  nAtur&I, 
•O  «lt«rward»   no  further  um   for   trudses        We    prove  it 


b»  Mndiag  Trial  ol  Plawao  ai.eoiutely  ITDrC" 
Writ»  oauie  »n  Ooupon  and  send  TODAY.         F  rvILIli 

Plapao  Co,  792  Stuart  BIdg.,  St.  Louis,  Mo. 

Name  _  

Return  maii  will  bring  Tree  Trial  l  lapao. 


sundown  this  evening,  and  leave  Cimeron 
("ity  for  good  and  all.    Your  choice!" 

"Barlow,"  slowly  drawled  Walton, 
looking  the  King  of  Hell's  Forty  Acres 
8{iuarely  in  the  eyes,  "this  is  too  momen- 
tous a  i)ropo8ition  for  mo  to  give  you  an 
immediate  reply.  I  shall  have  to  have 
time  to  consult  with  the  St.  Louis  owners 
of  the  Cimeron  City  News.  I  shall  have 
to  set  before  them,  fully  and  in  detail, 
the  facts  in  this  case,  'i'hey  expect  me, 
as  a  full-fledged  man,  to  carry  out  their 
policies  of  free  publicity  and  working 
for  the  best  interests  of  the  public." 

At  this  moment  Bud  Simpson  came 
over  and  exchanged  a  few  words  in  a 
whisi)er  with  Barlow.  Ted  arose  and 
walked  acro.ss  the  room  with  Bud.  They 
continued  to  talk  earnestly  in  a  low  tone, 
Bud  evidently  urging  some  direct  action 
against  Walton,  while  Barlow  opposed. 
Van  looked  carelessly  out  the  window, 
his  attitude  indicating  his  indifference  to 
anything  they  might  be  planning. 

The  result  was  that  Van  was  dis- 
missed, with  the  warning  that  unless 
he  decided  before  nightfall  to  conform 
with  Barlow's  suggestions,  he  would 
again  hear  from  him,  and  in  no  friendly 
or  uncertain  way. 

"Hell's  Forty  Acres  belong  to  me 
absolutely,"  were  Ted  Barlow's  parting 
words.  "I  am  the  sole  dictator  here, 
and  I  shall  brook  no  opposition.  You 
are  at  this  moment  standing  on  perilous 
ground." 

As  Van  Walton  was  leaving  the  office 
building  his  attention  was  directed  to 
a  crowd  assembling  at  the  big  gambling 
room  near  at  hand.  He  hurried  there 
to  learn  that  one  of  the  faro  dealers  had 
shot  and  killed  an  Indian,  whose  only 
offense  was  that  he  had  charged  the 
dealer  with  cheating  another  Indian  who 
had  been  playing  the  game.  The  dead 
man  had  never  played  at  any  of  Barlow's 
games,  and  was  looked  upon  as  an  in- 
truder, as  he  did  not  even  drink  whisky. 

When  the  body  of  the  dead  Indian 
was  stripped  to  examine  for  the  bullet 
wound,  on  the  breast  was  seen  a  mys- 
terious marking  in  tattoo — "4-45-C.  K." 
and  below  that  was  drawn  in  red  the 
Cross  of  Christ.  Hell's  Forty  Acres 
knew  not  the  meaning  of  the  cabalistic 
marking— DID  VAN  WALTON? 

The  Cimeron  City  News  blazed  the 
facts  of  the  murder  in  glaring  headlines 
and  bold  type  on  its  first  page.  Ted 
Barlow  himself  was  openlj'  charged  with 
being  the  black  shadow  behind  the 
crime.  Never  before  had  Cimeron  City 
read  a  more  drastic  challenge  to  the 
power  of  the  King  of  Hell's  Forty  Acres. 

This  was  Van  Walton's  answer  to 
Ted  Barlow. 

The  next  installment  of  this  gripping 
story  will  be  found  in  the  January  number 
of  The  Sample  Case.  The  magazine 
can  be  bought  on  newsstands,  bnt,  better 
still,  a  one  dollar  bill  will  bring  it  into 
your  home  every  month  for  a  whole  year. 


Certainly  Not! 

From  the  Sidney  (Austraha)  Bulletin: 
Brown:    "They  say  Jones  owes  every- 
thing to  his  wife." 

Smith:  "Not  everything.  He  owes 
me  a  tenner." 


ATTENTION 
SALESMEN!! 

//  you  are  a 
PRODUCER 

we  can  offer  a  very  attractive 
I)osition  to  you  selling  our 

Pure    P  ennsylvania 
Lubricating   Oils  and 
Greases 

OR 

Paints  and  Roof 
Coatings 

Correspondence  strictly  confiden- 
tial. .Vddress  Box  603,  c-o  The 
Sample  Case,  Columbus,  Ohio. 


Universal  Trouser  Greaser 

I»  the  only  devise  that  will  make  a  crease  in  pair  of  trousera 
that  no  hot  iron  can  duplicate. 

It  will  entirely  eliminate  ba««y  knees.  AGENTS,  get  biwy: 
•end  $1.00  (or  sample  pair  and  asents  price.  Money  refunded 
if  not  satisfactory. 

JOSEPH  HREN  MFG.  CO. 
211  W.  Chestnut  Street.  Kingston,  N.  Y. 


Agents:  90c  an  Hour 

-^•k  Introduce  "Sodereze.'*  A  new  wonder.  A 

rrT-7— ^%vVv  pure  eolderinpasteform.  Works  like  magic. 
'^       3^^*    Stops  all  leaks.  For  mending  water  buckets. 

^-^^  roofs--^verj'thing  including  granite  ware. 
■■.'.-.^jM|^'^MV  G  agate  ware.  tin.  iron,  copper,  zinc,  etc. 

MKSamQuick  Sales — Nice  Profit 

^^^B  '  J^^T^  Everybody  buys.  Housewive.  me- 
f^SL^ — "lli?^  yHfchaiiics. electricians. jewelers, plumb- 
V   '       y  ers  tourists,  automobilists.  etc.  No 

■^S&-!^'=^^Uttle'  sodereie."1i«hta  match  and 
that's  all.  PutuD  in  handy  metal  tubes.  Carrj- quantity  rigb 
with  you.  Write  for  money -making  proposition. 
AMERICAN  PRODDCrS  CO-  7283  AKiicai  Bldg..  Gndniuti,  Ol> 


Wanted:  Cap  Salesmen 

Having  doubled  the  capacity  of  our  cap  factory,  we 
desire  connections  with  a  few  experienced  salesmen  who 
have  a  following  among  the  best  retail  clothing  trade  in 
the  following  states:  Arkansas.  Louisiana,  Texas. 
Arizona.  New  Mexico,  Nevada.  Colorado.  Utah.  Idaho. 
Washington.  Oregon  and  California.  We  are  making 
only  high  grade  merchandise,  ranging  from  S12.00  to 
S21.00  per  dozen;  sold  from  swatches;  full  line  carried 
in  small  case.  Liberal  commissions  and  restricted  terri- 
tory.  State  experience  and  give  references  in  first  letter- 

JONES  HAT  COMPANY 

St.  Joseph,  Mo. 
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Salesman's  View  of  Buyer 

((;«ntimio(l  froin  )mK«  IT).) 

Iiiiycr  who  is  infallil)ly  courteous  and 
conHidorato  will  gain  a  gro.Sii  deal  from 
I  he  eagornoHH  of  salesmen  to  give  him 
first  chance  on  a  specially  good  oflcTing, 
and  (heir  eagern(!ss  to  keep  him  posted 
on  \\h)  latest  developments  in  the  trade. 

Salesmen  Are  Shrewd. 

"There  is  another  point  that  may  he 
worth  mentioning,  while  on  the  subject 
of  courtesy.  The  veteran  salesman  is  a 
pretty  shrewd  student  of  human  nature, 
and  experience  has  taught  him  that 
oftentimes  the  attitude  of  the  bullying 
buyer  is  really  inspired  by  fear. 

"It  is  a  had  thing  to  let  any  salesman 
suspect  that  you  are  afraid  of  him,  because 
if  he  gets  that  idea  he  is  exceedingly  likely 
to  try  to  'put  something  over  on  you.' 

"He  will  figure  that  your  fear  is  based 
on  a  sense  of  inferiority,  so  far  as  an  expert 
knowledge  of  merchandise  is  concerned, 
and,  if  you  are  a  grouch,  you  can't 
blame  him  for  taking  advantage  of  your 
unsophistication  by  selling  you  some- 
thing that  you  shouldn't  buy,  or  getting 
a  higher  price  for  his  merchandise  than 
you  ought  to  pay." 

Mr.  Maxwell  believes  that  the  buyer 
should  try  to  "sell"  his  store  to  the  sales- 
man, as  well  as  his  employer's  dollars. 
He  pointed  out  that  every  worth  while 
salesman  proceeds  on  the  basis  that  he 
is  not  only  selling  merchandise,  but  is 
also  building  up  good-will  for  his  firm, 
and  he  expressed  the  opinion  that  the 
buyer  ought  to  adopt  the  same  policy. 

"If  I  were  a  retail  buyer,"  he  declared, 
"I  would  do  my  utmost  to  make  every 
salesman  who  called  on  me  believe  that 
our  establishment  was  the  very  best  in 
town.  Under  the  present  highly  competi- 
tive conditions  in  the  wholesale  markets 
this  might  not  seem  like  a  necessary  step, 
but  you  never  can  tell.  It  should  be 
borne  in  mind  that  the  average  sales- 
man's house  will  see  the  buyer's  house 
through  the  salesman's  eyes,  and  if  you 
can  make  the  salesman  believe  that  your 
dollars  are  worth  more  than  those  of  any 
other  store  in  your  territory,  it  is  likely 
to  work  out  advantageously  for  you  in 
several  ways.  That  is  the  kind  of  'sales- 
manship' that  every  buyer  ought  to 
acquire.  It  may  mean,  for  one  thing,  a 
substantial  gain  in  the  matter  of  dis- 
counts, datings  and  concessions. 

"Even  if  you  are  dealing  with  a  house 
which  has  only  one  discount,  and  adheres 
strictlj'  to  that  policy,  it  may  be  well 
worth  while  to  make  such  an  impression 
on  the  salesman  that  he  will  write  home  in 
enthusiastic  terms  to  the  effect  that 
yours  is  an  establishment  worth  'going 
the  limit'  to  serve.  It  is  likely  to  result 
in  your  getting  a  little  the  best  of  it  in 
the  matter  of  service,  even  if  you  don't 
score  in  the  direction  of  price." 

■pEALIZING  that  the  founder  and 
*-  head  of  the  William  Maxwell 
Institute  is  the  exponent  of  a  highly 
specialized  sales  technique  which  has 
enabled  many  salesmen  to  "get  past  the 
guard"  of  even  the  shrewdest  and  most 
sophisticated  of  retail  buyers,  the  writer 


asked  Mr.  Maxwell  if  he  would  be  willing 
to  furnish  a  few  hints  on  the  subject  of  a 
"buying  technique"  designed  to  serve 
as  a  counter-offensive  against  the  expert 
salesman's  tactics. 

"I  have  been  on  the  selling  side  of 
merchandise  all  my  life,"  Mr.  Maxwell 
responded  with  a  smile,  "and  it  would 
make  me  feel  somewhat  of  a  renegade  if 
I  were  to  attempt  to  work  out  a  scientific 
counter-offensive  for  the  protection  of 
the  buyer,  although  there  isn't  any 
question  that  the  thing  could  be  done. 
This  much,  however,  I  am  willing  to 
say.  As  a  general  proposition  it  doesn't 
pay  a  buyer  to  try  to  'stall'  when  dealing 
with  a  trained  and  experienced  salesman. 
A  buyer  who  stalls  is  in  greater  danger  of 
'tipping  his  hand'  than  he  would  be  if 
he  maintained  an  absolutely  open  and 
sincere  attitude. 

"It  should  be  remembered  that  every 
salesman  worth  his  salt  has  made  it  his 
business  to  study  the  habits  and  strata- 
gems of  the  people  with  whom  he  does 
business.  He  is  thoroughly  familiar  with 
most  of  the  'stalls'  that  buyers  use. 

Stalling  the  Salesman. 

"Take,  for  instance,  that  old  trick  to 
which  a  good  many  buyers  resort  when 
they  want  to  conceal  the  full  extent  of 
their  interest  in  a  salesman's  proposition. 
They  will  gaze  dreamily  out  of  the 
window,  or  toy  with  some  article  on  their 
desk,  while  asking  a  question  as  to  price, 
or  deliveries,  or  some  other  detail,  and 
from  the  blank,  indifferent  look  on  their 
face  the  impression  might  be  created  that 
their  thoughts  are  about  a  thousand 
miles  away  from  the  subject  under 
discussion. 

"But,  bless  their  innocent  little  hearts 
this  little  bit  of  camouflage  rarely,  if 
ever,  fools  the  veteran  salesman.  The 
latter  knows  very  well  that  when  the 
average  buyer  acts  like  that  the  order  is 
pretty  nearly  as  good  as  landed — that 
the  sale  is  much  more  likely  to  fall 
through  when  the  buyer  looks  searchingly 
at  you  and  snaps  out  a  pertinent  inquiry 
as  to  the  lowest  price  you  can  make  him. 
From  the  simple  tricks  that  some  buyers 
work,  in  their  desire  to  throw  the  visiting 
salesman  off  his  guard,  one  would  think 
that  they  were  laboring  under  the  impres- 
sion that  the  knights  of  the  road  had 
never  heard  of  the  great  American  game 
of  poker. 

"And  here's  another  hint  that  I  don't 
mind  offering  to  the  buying  fraternity  as 
an  antidote  to  the  salesman's  technique. 
Never  let  a  salesman  think  that  he  has 
'got  you  going.'  You  can't  prevent  this 
by  yawning,  or  looking  out  of  the  win- 
dow, but  you  can  accomplish  a  great 
deal  by  interposing  questions  at  frequent 
intervals  which  make  it  impossible  for 
him  to  pull  off  his  sales  in  just  the  form 
he  had  planned,  and  spoil  some  of  his 
climaxes.  In  other  words,  break  up  the 
salesman's  attack  by  obstructing  his 
efforts  to  marshal  his  arguments  in  the 
order  and  manner  which  experience  has 
taught  him  to  be  generally  effective." 

The  "Lower-Price"  Bluff. 

"There  is  another  kind  of  stalling 
which  is  common  enough  to  deserve 


mention,"  Mr.  Maxwell  continued.  "I 
refer  to  the  practice  of  trying  to  make 
the  salesman  come  down  in  his  price  by 
telling  him  that  you  can  get  the  same 
merchandise  at  a  much  lower  figure, 
from  some  other  house.  A  good  many 
buyers  make  a  haliit  of  working  this 
tjluff  on  every  salesman  who  calls  on 
them,  regardless  of  the  facts  in  the  case, 
and  I  understand  that  it  is  being  done 
to  a  greater  extent  than  ever  at  the 
present  time. 

"It  is  undoubtedly  a  foolish  prac- 
tice, and  a  dangerous  one,  too.  It  rarely 
fools  the  salesman.  If  the  latter's  pro- 
{)osition  is  an  honest  one  he  knows  that 
the  buyer  is  bluffing,  and  the  next  time 
he  calls  he  will  take  steps  to  protect  him- 
self by  boosting  his  j)rices  at  the  start, 
so  as  to  make  due  allowance  for  the  cut 
which  he  knows  will  be  demanded.  Once 
a  buyer  gets  a  reputation  of  this  kind 
he  can  l)e  sure  that  he  isn't  going  to  be 
quoted  prices  at  the  start  which  represent 
the  real  values,  and  it  is  not  unlikely 
that,  by  the  time  he  is  through  haggling, 
he  will  have  paid  more  for  the  merchan- 
dise than  would  have  been  the  case  if  he 
had  been  more  honest  in  his  attitude. 

"One  of  the  dangers  of  this  practice 
is  that  it  often  results  in  the  buyer 
exposing  himself  to  the  salesman  as  a 
poor  judge  of  values.  When  a  buyer 
tells  a  salesman  that  he  can  get  that 
same  article  elsewhere  at  a  much  lower 
figure  the  salesman,  naturally,  is  going 
to  defend  himself  by  pointing  out  the 
difference  between  his  merchandise  and 
that  offered  by  a  competitor  at  a  lower 
price,  and  in  the  resultant  conversation 
the  chances  are  that,  if  the  buyer  has 
been  stalling,  he  will  reveal  a  woefu  1 
lack  of  technical  knowledge  which  the 
salesman  will  be  prompt  to  reaUze  and 
to  use  to  his  own  advantage. 

"For  one  thing,  he  may  cash  in  on 
that  lack  of  technical  knowledge  by  offer- 
ing to  sell  at  a  price — with  a  mental 
reservation  that  when  the  goods  are 
delivered  they  will  differ  from  the  sam- 
ple in  certain  essentials  which  will  not 
be  apparent  to  the  unskilled  eye,  but 
which  will  soon  assert  themselves  to  the 
disadvantage  of  the   store,   when  the 


Legged  and  Knock-Kneed  men  and  women,  botti 

young  and  old.  will  be  gUd  to  heai  that  I  have  now  ready 
for  market  my  new  appliance,  which  will  BHccenfully 
straighten,  within  a  short  time,  bow-leggedneea  and 
knock-kneed  legs,  safely,  quiek^  and  permanently 
widtiout  pain,  operation  or  diecomfort.  Will  not  interfere 
with  your  daily  work,  being  worn  at  night.  My  new 
-       -  ■."  Model  18.  U.  8.  Patent,  is  eaay  to 

its  result  will  save  you  soon  from  further  humil- 
ind  improve  your  personal  appearance  100  per 


Write  today  for  my  free  copyrighted  physiological  and 
anatomical  book  which  tells  you  how  to  correct  bow  and 
knock-kneed  legs  without  any  obligation  on  your  part 
Encloee  a  dime  for  postage. 
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morchandiHi!  comes  into  the  hands  of 
tlio  consumer  and  fails  to  give  satis- 
factory service. 

\  S  A  matter  of  fact,  one  of  the  greatest 
evils  of  present-day  retail  merchan- 
dising, in  my  opinion,  is  the  tendency  of 
buyers  to  place  price  and  deliveries  above 
every  other  consideration.  The  average 
buyer  is  inclined  to  take  the  view  that 
the  only  way  of  demonstrating  his  effi- 
ciency to  his  firm  is  by  winning  for  him- 
self the  reputation  of  being  'the  closest 
buyer  in  liis  market.'  Price  and  delivery 
•  are  important  factors,  of  course,  but  a 
buyer  can  make  some  dreadful  mistakes 
if  he  becomes  too  much  absorbed  in  those 
details  and  fails  to  bear  in  mind  that 
he  is  buying  to  sell  again,  and  that  the 
salability  of  the  article  does  not  depend 
entirely  on  its  retail  mark-up.  In  other 
words,  the  store  buyer  ought  to  think 
of  merchandising  in  terms  of  style  and 
quality  as  well  as  in  terms  of  dollars  and 
cents." . 

Mr.  Maxwell  wound  up  the  interview 
with  a  suggestion  which  may  be  of 
particular  interest  to  a  good  many  resi- 
dent buyers. 


Door  Attendant*. 

"If  1  were  a  retail  buyer,"  he  declared, 
"one  of  the  first  details  to  which  I  would 
give  my  attention  would  be  the  efficiency 
of  the  door  attendant  in  my  office.  If 
possible,  1  would  endeavor  to  obtain  the 
services  of  an  intelligent,  middle-aged 
man  for  this  purpose,  instead  of  a  boy 
or  a  girl;  but,  at  all  events,  I  would  make 
it  a  i)oint  to  see  that  the  ^ardian  of  my 
portal  was  courteous,  honest  and 
thoroughly  alive  to  the  fact  that  his  u.sc- 
fulness  consisted  not  so  much  in  keei)ing 
out  people  I  didn't  want  to  see  as  in 
making  certain  that  no  proposition  got 
away  in  which  I  might  possibly  be  inter- 
ested. 

"I  mention  this  point  because  my 
experience  has  taught  me  that  one  of 
•he  weakest  spots  in  a  retail  organization, 
judging  from  the  standpoint  of  sound 
and  constructive  merchandising  policies, 
is  the  waiting  room  of  a  buyer's  office. 
Here  golden  opportunity  not  infrequently 
knocks  in  vain  and  passes  on,  unheeded, 
to  some  other  establishment,  because  of 
the  inefficiency,  indifference,  or  possibly 
the  dishonesty,  of  the  young  person  who 


acts  as  a  buffer  between  the  buyer  and 
the  visiting  salesmen. 

"Of  course,  a  good  salesman  will 
manage  to  get  through  that  portal,  no 
matter  how  strong  the  opposition.  To 
him  the  incompetence,  or  churlishness, 
encountered  in  the  outer  offices  of  ii 
good  many  buyers  is  not  a  condition  to 
be  deplored.  On  the  contrary,  it  is  a 
decided  advantage  to  him  liecause  it 
enables  him  to  triumph  over  less-gifted 
rivals  who  lack  the  technique  necessary 
to  control  the  situation.  But  from  the 
store  buyer's  viewpoint  the  pro|)osition 
is  a  very  different  one.  He  is  not — or 
should    not    be — buying  salesmanship. 

"What  he  is  interested  in  is  mer- 
chandise and  values,  and  therefore  he 
sustains  a  serious  loss  every  time  some- 
thing that  he  really  wants  is  sent  away 
uninvestigated  simply  because  the  per- 
son offering  it  has  not  sufficient  per- 
sonality, or  salesmanship,  to  sell  himself 
to  the  intermediary  in  the  outer  office." 


In  the  course  of  his  life  a  man  has 
many  friendly  acquaintances,  but  he 
is  lucky  if  he  has  one  friend — and  the 
test  of  friendship  is  sacrifice. 


^  HE  greatest  number  to  l)e  issued  ivill  be  the  January  number  of  The  Sample 
Case.  It  tvill  start  the  new  year  with  special  feature  articles.  The  Sample 
Case  IS  ''the  magazine  that  is  different.'"  It  is  the  only  National  commercial 
travelers'  magazine  in  America.  It  is  on  sale  at  newsstands,  but  One  Dollar  wiU 
bring  it  to  your  home  address  for  a  whole  year.  Look  over  this  number.  Can  you 
afford  to  be  without  it? 

Ira  Judson  Foster,  editor,  author,  dramatic  critic,  actor,  one  of  America's  truly 
great  men,  will  be  a  regular  contributor  during  1923. 

The  wonderful  Character  Analyzing  articles  by  Gordon  J.  A.  Hargrave  ivill 
be  continued  throughout  the  year.  IVo  student  of  salesmanship  can  afford  to  miss 
reading  that  Series. 

Davis  B.  Gray,  whose  articles  on  ''The  Purchasing  Agent"  are  attracting  a 
Nation  wide  attention,  tvill  continue  to  contribute  to  The  Sample  Case. 

Hamilton  M.  Wright,  whose  splendid  feature  articles  have  been  so  popular 
in  The  Sample  Case  that  requests  have  come  for  them  to  be  printed  in  pamphlet 
form,  will  continue  to  be  another  eminent  contributor  next  year. 

Leading  business  men  of  the  United  States  will  write  special  articles  for  this 
magazine  during  1923.  Letters  from  distant  countries,  bearing  on  topics  of  vital 
interest  to  traveling  salesmen,  will  appear.  Travel,  romance,  humor,  a  grand 
miscellany  of  interest — the  1923  Sample  Case  will  be  the  wonder  magazine  of 
America. 

"The  Magazine  that  is  Different" — and  only  One  Dollar  a  year. 
Start  the  New  Year  right — begin  with  the  January  number  of  The  Sample 
Case  and  read  every  number  for  the  year.   If  you  dont  get  a  full  dollar  s  worth, 
your  money  will  be  refunded. 

Send  a  year's  subscription  to  a  friend  for  a  Christmas  present. 
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"Yes,  We  Are  Buying  Now" 

((•..iilinucl  fn.iu  |,i,Ki-  17  ) 

MclcliiuilH  who  havo  fonnorly  roHolvcnl 
not  1()  hiiy  niiifli  KiorttliaiuliHo  aro  now  of 
the  ()])iiiiori  that  it  will  he  well  for  llioiri 
to  IxiRin  to  purctha.sc. 

There  are  many  instiinces  which 
justify  the  belief  of  a  riHinR  tide  of 
business,  the  review  says,  including  the 
following: 

The  head  of  one  of  the  largest  textile 
mills  in  the  country,  with  general  offices 
in  this  district,  says  orders  now  on  their 
books  !ir(-  sufTicient  to  carry  them  at  full 
c:ip,iril y  iinlil  the  first  of  February. 

TIk!  purcliiise  I)y  the  railroads  of  rails 
for  192:3  delivery  immediately  preceding 
the  advance  in  prices  on  October  1,  are 
estimated  to  have  totalled  1,500,000 
tons,  the  larnosl-  mil  buying  movement 
in  a  given  fiinc  in  the  history  of  the  steel 
industry. 

The  demand  on  the  Fourth  District 
Bank  for  payroll  currency  for  the  last 
month  was  the  largest  in  two  years. 

In  builfling  permits,  freight  car  load- 
ings, chain  store  sales  and  nearly  every 
industry  in  the  district,  there  are  evi- 
dences of  increased  activity. 


D  EC  E  M  I 


Death  Stalks  Christmas  Eve 

(Continued  from  page  23.) 

power  as  he  used  it.  Never  again  do  I 
expect  to  hear  such  voluminous  tones 
from  a  human  throat. 

Finally  a  voice  from  ashore  answered. 

Our  loud-voiced  Mentor  asked  where 
we  were  and  how  we  could  make  a  land- 
ing. The  man  replied  that  we  were  on 
the  Missouri  side,  and  by  following  the 
sound  of  his  voice  we  could  row  in  to  safe- 
ty. This  we  did  and  were  soon  on  dry 
land. 

We  were  five  miles  Nor'h  of  Birds 
Point,  whence  we  had  embarked  on  that 
perilous  boat  ride.  With  a  lantern, 
borrowed  from  the  native,  we  found  our 
way,  through  cornfields  and  stubble  and 
along  the  levee,  back  to  Birds  Point. 
It  was  midnight  when  we  arrived,  so 
it  must  have  been  about  10:30  when  we 
landed. 

No  hotel  accommodations  could  be 
obtained  in  the  little  town,  but  kind- 
hearted  citizens  took  us  into  their  homes, 
when  they  learned  our  storj'.  By  day- 
light the  ice  had  drifted  dowTi  the  river, 
and  we  crossed  to  Cairo  on  the  regular 
ferry. 

"jX/TY  WIFE  and  child  had  been  expect- 
■^^■^  ing  me  home  the  evening  before. 
I  got  a  telephone  message  through  to 
her  the  next  morning,  telling  her  I  would 
soon  be  there. 

When  I  reached  home  my  wife  told 
me  that  our  baby  girl  had  been  alarm- 
ingly ill  the  night  before,  and  in  the 
delirium  of  her  fever  she  had  been  calling 
for  me. 

"Papa!  O  Papa!"  she  woxild  cry  out, 
uplifting  her  little  arms  appealingly. 
"You  are  lost.  Come  back  to  baby! 
Please,  God,  bring  my  papa  to  me." 

;\Iy  wife  had  sat  by  the  child's  bedside 
bathing  her  fevered  face  rn  cold  water, 
and  trjing  ineffectually  to  soothe  her. 


The  Moat  Complete  and  Comprehenaive  Book  on 

RADIO  UP  TO  DATE 

Includes:  Elementary  Electricity  for  Radio  beginnerB,  Dynamo-Electric  Machinery, 
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As  the  hour  advanced  toward  ten  o'clock 
she  grew  alarmingly  worse.  Her  eyes 
began  to  stare  wildly,  as  if  shT  were 
gazing  on  some  spectral  scene. 

"Then,  without  apparent  cause,"  my 
wife  explained  to  me,  "baby  suddenlj' 
grew  quieter  shortly  after  ten  o'clock. 
By  half  past  ten  she  fell  into  a  restful 
sleep,  from  which  she  did  not  waken 
until  morning." 

Not  noticing  the  curious  expression 
that  came  into  my  face  as  she  related 
those  uncanny  circumstances,  my  wife 
told  me  with  a  smile  that  I  had  evently 
become  a  very  popular  man  in  Cairo, 
as  the  telephone  had  been  constantly 
ringing  all  forenoon,  and  inquiries  had 
been  made  if  I  had  yet  returned. 

I  had  been  so  interested  in  what  she 
told  me  concerning  our  child  that  I  had 
not  yet  related  to  her  my  Christmas  Eve 
adventure.  Neither  of  us  had  seen  a 
morning  paper. 

A  newsy  was  passing,  crying  his  wares, 
and  I  went  out  and  bought  a  paper. 

My  eyes  were  instantly  riveted  on 
the  front  page.  In  bold,  black  type, 
glared  these  startling  headlines: 

RIVER  CLAIMS  THIRTEEN 


KEROSENE  LIGHT 

On  1 0  Days' Fi^e  Trial 

B«at«^|r««  or  electrl^^  6  dme«  ■«  effldeot 
leei.Bafe,  economical.  8  miilion  utUfied 
?"a™  iVJm  i?tr.a"  AG  ENT8 
Wnte<iuickforparticuIar»,  WANTED 

THE  MANTLE  LAMP  CO.  OF  AMERICA 

230  Aladdin  BIdi..  609  W.  L<k*  StrMt.  Ciilcato,  U.  S.  A. 


DISPLAY  CLOTHS 

That  are  Attractive 
Help  To  Sell  The  Goods 

BALDWIN  REGALIA  CO. 

421  N.  6th  St.  St.  Loui.,  Mo. 


DISTRICT  MANAGERS 

lalesmen.  agent«  make  big  money 
elling  "RATSKYLL."  new  lUt 
and  Mouae  Exterminator.  Ready 


EMPIRE  SPECIALTIES  CO. 
Dept.  311 
1S49  N.  Well.,    Chiaigo.  III. 


Boat  Load  of  Men  Lost  in  Icefloe; 
Skiff  Sinks  in  Mid-stream; 
None  Survive. 


PILES 


Several  Commercial  Travelers  who 
Lived   in   Cairo   Aboard  the 
lU-Fated  Craft. 


Sad  Christmas  for  Many  Local  Homes; 
No  Bodies  Have  Been  Found; 
Search  Continues. 

When  I  showed  my  wife  that  page 
it  was  the  first  intimation  she  had  had 
of  my  fearful  experience.  She  threw 
her  arms  about  my  neck  and  wept  from 
sheer  joy  that  I  had  escaped  those  awful 
perils. 

I  have  crossed  the  Mississippi  between 
Cairo  and  Birds  Point  hundreds  of  times 


DON'T  BE  CUT 

Until  You  Try  This 
Wonderful  Treatment 

My  internal  method  ( 
treatment  is  the  correct  one,  and  is  sanctioned 
by  the  best  iniormed  physicians  and  surgeons. 
Ointments,  salves  and  other  local  applicationi 
give  only  temporary  relief. 

If  you  haTe  pfle«  In  any  form  write  for  a  FREE 
sample  of  Pagtft  File  Tablela  and  yon  will  bhm 
the  day  that  you  read  this.    Write  today. 

E.  R.  Page   348B  Page  Bidg..  Marshall,  Mich. 


since  then,  but  I  never  make  the  trip 
without  memory  rushing  back  to  the 
scenes  of  that  noche  horroroso — Spanish 
for  "the  night  terrible." 


He  who  credits  no  man  with  honesty 
is  himself  a  thief. — Preston  M.  Nolan. 
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Tabasco  Sauce  With  Chili  Con 

(Conlinucil  from  imgc  2'>  ) 

thir(y  years  virtually  all  of  the  modern 
office  appliances  have  been  invented  and 
developed,  along  with  tlie  tele|)honc, 
which  at  first  was  a  vexatious,  temper- 
destroying  device  of  the  devil — as  many 
believed.  However,  twenty  years  ago 
even  farmers  used  the  telephone  freely. 

We  were  sitting  at  the  Jackson  Hotel, 
Weimer,  Texas,  one  night,  waiting  for  a 
train.  A  call  came  over  the  phone  from 
Hallettsville,  from  a  Bohemian,  asking  for 
a  relative  living  in  Weimer. 

The  hotel  man  sent  for  the  relative, 
who  had  never  before  seen  a  telephone, 
and  he  had  to  be  instructed  how  to  use  it. 
He  stood  tmcertainly  in  the  telephone 
booth,  with  the  transmitter  to  his  ear. 
Suddenly  he  burst  out  through  the  door, 
doubling  over  with  laughter,  shouting  to 
us: 

"By  gol,  what  you  tink!  That  ting  on 
wall   talk  Bohemian!" 

About  twenty-five  years  ago,  at  Za- 
valla,  Texas,  at  the  Three  Sisters'  Hotel 
a  crowd  of  drummers,  after  a  very  hot 
day,  expressed  the  wish  for  a  big  pitcher 
of  ice  tea.  Sister  No.  3  said  if  we  would 
get  the  ice  she  would  be  glad  to  make  it 
for  us.  One  of  the  gang  went  to  the  beer 
agent  and  bummed  a  piece  of  ice.  He 
took  it  to  the  sister  in  the  kitchen. 
When  supper  was  served  a  pitcher  of 
boiling  tea  stood  on  the  table.  Sister  No.  3 
telling  us: 

"I  certainly  had  a  time  of  it  to  get  that 
tea  a-boiling  with  that  ice  in  it." 

"DUT,  getting  back  to  my  text,  we  men 
on  the  road  have  learned  to  be  more 
discreet,  more  diplomatic,  more  tactful — 
in  fact,  we  have  kept  up  with  the  spirit 
of  the  times. 

However,  the  traveling  salesmen  of 
today  have  nothing  on  the  old-time 
drummers  in  ability,  rugged  honesty, 
loyalty,  chivalry,  ability  to  sell  goods, 
or  love  of  home,  wife  and  children. 

The  old-time  drummer  may  be  obso- 
lete, but  he  blazed  the  way  for  the 
commercial  traveler  of  today.  Let  us  do 
him  honor. 


I\1al(ing  a  Phenomenal 
Success 

(Continued  from  page  26.) 

Case,  and  is  the  nuUie  secundus,  sans 
pareil  of  service  to  salesmen. 

Illustrated  articles  from  foreign  coun- 
tries, many  almost  inaccessible  to  man- 
kind, and  WTitten  by  persons  who  either 
are  there,  or  who  have  but  recently 
quitted  there,  will  continue  to  be  fea- 
tured in  this  magazine. 

Articles  bj^  the  Nation's  foremost 
business  men,  news  of  vital  interest  direct 
from  Washington  with  reference  to  legis- 
lation of  vital  interest  to  men  on  the 
road,  stories,  sketches,  feature  stories 
from  men  selling  at  wholesale,  carrying 
a  fund  of  information,  humor,  and  in 
close  touch  with  everj'  man  who  travels 
the  rails,  will  continue  as  special  features 
of  The  Sample  Case. 

The  Sample  Case  is  the  "the  magazine 
that  is  different."    From  a  house  organ 


of  the  U.  C'.  T.  to  a  national  magazine 
for  commercial  travelers  generally,  with 
a  big  news  stand  sale,  it  has  grown  in  less 
than  one  year.  Its  phenomenal  success 
has  attracted  the  attention  of  publishers 
in  all  parts  of  the  country.  It  has  been 
written  up  in  publisher's  publications 
more  often  than  any  other  magazine. 
The  editor  is  constantly  receiving  letters 
from  ijublishers  asking  how  it  is  done. 
It  is  the  most  talked  of  publication  in 
North  America.  It  is  the  forthcoming 
"greatest"  magazine  printed  on  this 
continent. 

No  commercial  traveler  can  afford 
to  miss  a  single  copy  of  the  1923  Sami)l<! 
Case.  Its  present  ridiculously  low  j)rice 
of  one  dollar  a  year  to  sub.scribers  di)(!s 
not  pay  for  delivering  it  to  subscribers, 
but  its  purpose  is  not  to  make  money  - 
it  is  a  straight-out  commercial  travelers' 
magazine,  to  better  conditions  for  men 
who  sell  at  wholesale,  to  help  them  sell 
more  goods,  to  put  them  in  line  for  ad- 
vance in  salaries  and  to  get  more  money 
as  commission  salesmen. 

Put  The  Sample  Case  on  your  list  of 
favorite  magazines  for  1923,  and  if  at  the 
end  of  the  year  you  do  not  feel  you  have 
had  a  full  dollar's  worth  from  it,  your 
money  will  be  returned  to  you. 


Reduce  Your  Waist 
in  10  Seconds 


Hearing  on  Scrip  Tickets 

(Continued  from  i>aKe  11.) 

made  equally  so,  if  the  carriers  are  sin- 
cere in  their  deisre  to  do  so  without  re- 
sorting to  radical,  objectionable  measures. 

Seek  No  Unfair  Advantage. 

"Commercial  interests  have  no  desire 
to  obtain  an  unfair  advantage  in  the  mat- 
ter of  railroad  rates,  but,  believing  their 
request  for  a  reduction  is  fair,  they  have 
submitted  their  cause  to  Congress,  and 
Congress  has  enacted  into  law  an  act 
requiring  the  issuance  of  some  form  of 
interchangeable  transportation — "at  a 
just  and  reasonable  rate."  Commercial 
interests  have  no  desire  to  see  any  more 
laws,  either  Federal  or  State,  endeavoring 
to  regulate  either  private  or  public  busi- 
ness, and,  therefore,  hope  that  the  In- 
terstate Commerce  Commission  will  rec- 
ognize the  justice  of  its  request. 

"Briefly  summed  up,  we  are  firmly  of 
the  opinion,  should  the  Commission  grant 
the  concession  herein  involved,  as  we 
trust  it  may,  it  would  give  fresh  and 
permanent  impetus  to  business,  and  car- 
riers should  abstain  from  all  efforts  to 
place  obstacles  in  the  way  of  the  com- 
mercial travelers,  by  prohibitive  and  un- 
reasonable rates;  on  the  contrary,  they 
should  acquiesce  in  the  demands  of  mer- 
cantile industries,  through  the  medium 
of  the  Commission,  and  join  in  an  honest, 
earnest  effort  for  the  return  of  normalcy. 

"Considering  the  many  cheap  forms  of 
transportation  available  to  the  general 
pubhc,  but  not  applicable  to  the  needs  of 
the  traveling  fraternity,  we  feel  justified  in 
requesting  a  universal,  interchangeable 
scrip  coupon  ticket,  as  being  just  and 
reasonable." 


You  can  actually  do  it 
now  with  the"  Wonder" 
Health  Belt.  It  will  take 
nly  the  time  required 


for  adjusting  the  belt 
around  your  waist  to 


I...  

^^^^B  tion  and  to  bring  relief 
^^^^^  from  the  strain  of  ex- 

^^^^B  cessw^ight, which  your 

^^^^H  abdominal  muscles  are 

^^^^V  carrying.  You  will  b« 

^^^^M  agreeably  surprised  at 

^^^^m    the    immediate  relief 

iT^Snm    from  bodily  fatigue  and 

BKFORK  discomfort.  You  will 
knowthei»ti»f»<-tion  of  airain  h«vin(i  •  well  poUed 
fliture.  And.  best  of  the  fat  b<-Km».  at  once,  to 
depart.  Then  Rood  healthy  muitrular  timue  replatea 
It  In  a  month  or  ao.  you  can  take  from  4  to  6  incbM 
off  your  waist. 

THE  "WONDER"  HEALTH  BELT 

will  dotheae  thinipi  If  i«  aeientiflcally  ron.trneted 
from  atronK.  light-weight  fabric.  Lanlly  a4|uat«J 
•nd  easily  washed. 

FREE  TRIAL  OFFER 
Send  your  name,  address  and  present  waist  mea«ar«. 
If  no  tape  is  h^ndy  cut  a  piece  of  Uring  to  the  proper 
size  and  mail  it  to  us.  We  will  send  you  a  Wonder.' 
Health  Belt  by  return  mail.  At  the  end  of  five  daya 
If  yoo  are  thorouithi  y  delinhted  with  the  belt,  remit 
»3  OOin/uK  pavment.  If  not.  return  the  belt  to  at 
•nd  you  will  not  owe  us  a  penny 

Well  Health  Belt  Company 

2712  Hill  St.,  N*w  Havon,  Conn. 


Be  Prosperous 

"The  Mystic,Koad"'xto 

rSUCCESSn 

by  twenty  weeks'  fascinating  instruc- 
tion in  Occult  Mental  Secrets  and 
Psychology  shows  YOU  how. 
Send  ten  cents  TOD.-W  for  privilege 
of  examining  and  testing  the  first  two 
lessons  of  this  Wonderful  New  Teach- 
ing which  is  particularly  adapted  for 
salesmen. 

Instilute  of  Business  Success 

Dept.  SC-12,  305  E.  GarfieH  Blvd. 
Chicago,  111. 

Sav  vou  are  a  reader  of  Sample  Caee  when  trrilino 


Attention,  Salesmen 

The  famous  Dow  Line  of  Exclusive  Art  Cal- 
endars for  1924  win  soon  be  ready.  In  addition 
we  have  one  of  the  most  complete  Advertising 
Specialty  Lines  on  the  market — Art  Calendars, 
Monthly  Mailing  Cards,  Blotters,  Fans,  Adver- 
tising Novelties  in  Paper,  Metal,  Wood,  and 
Celluloid,  and  our  famous  Venetian  Leather, — 


bond 


traveling  throughout  the  United  Stotea  with 
muir  of  the  Urge  aitU*. 

Several  dojirableterritoriea  are  open.  Witho 
commission  and  bonus  contract  we  have  a  very 
proposition  to  offer.    If  you ^re  interested  in 

mediately,  advising  your  busiaeae  experience  to 

F.  O.  VAN  KEUREN,  Sales  Manager 

LOUIS  F.  DOW  COMPANY 
St.  Paul,  Minn. 


Among  the  war  inventions  is  a  gas 
which  causes  violent  sneezing.  It  might 
be  used  to  advantage  in  bringing  matters 
to  an  "ishoo." 


WARNING 

Amazing  discovery!  If  your  hair  is  thin  or  even 
If  you  are  bald,  just  try  Kotalko  and  watch  the 
mirror.  In  many  cases  healthy  hair  has  grown 
anew  over  bald  spots.  We  will  mail  you  a  Proof 
Box  (plain  pkge.l  free.  You  need  only  write  to 
Kotalko  Offices,  B  A-97,  Station  X,  New  York. 
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DECEMBER 


HOrtlL  KONTENELLE  Omaha,  Nebr. 

HOTEL  MARTIN  Sioum    City.  Iowa. 

HOTEL  MONTROSE  Ctdar  Rapid*.  la. 

HOTEL  CARPENTER      Sioux  Falls,  S.  D. 

HOTEL  LINCOLN    Lincoln,  Nebr. 

HOTEL  CATARACT  Sioux  Fall.,  S.  D. 
HOTEL  LINCOLN  Scoltsbluff,  Ntbr. 

HOTEL  LINCOLN  Table  Rock,  Nebr. 

Eppley  Hotels  Company 


A  Day  With  the  Road  Agents        Rewards  of  Achievement 


Secretaries 

Everywhere  are  finding  this 
artiofe  a  great  premiunri  for 
getting  new  members  or  for 
payment  of  dues  in  advance. 
Heavy  Gold   Filled,  with 
your     Council  Emblem. 
$21.00   dozen;  Emblem 
alone,  $6.30  dozen. 
Samples  Loaned  OfBcers. 
Free  Catalog  UCT  Emblems 
Jewels,  Convention  Badges 

Metal  Arts  Co. 

m9  Sooth  Are. 
Rocheder,  N.  T 


SEND  FOR  NEW  CATALOG 


PETTIBONE'S 

Cincinnati.  O 


Are  YOU  Old 
at40? 


^^^^^^^^^^V  old  age  is  the  disturbed  con- 
^H^^^^^^^^    ditioQ  of  an  important  gland. 
^^^^^^^^T       Even  big  strong  men  are  not 
exempt  from  this  common 
,  ,  ,       .  and  serious  irregularity.  Our 

plainly  written,  interesting  and  educational 


FREE  BOOK 


Why  Many  Me 


tiy  M 

Bless 


Old  at  Forty  "  may  bring  a 
message  to  you.  It  tells  of  a  simple,  sen- 
sible way  by  which  thousands  have  corrected  this 
prostate  gland  condition.  It  tells  how  soiatica.bacli. 
aches,  foot  pains,  interrupted  sleep,  mental  de- 
pression, etc.,  are  so  often  due  to  this  gland.  Sold 
for  over  five  vears  upon  a  money  back-if  not-satis- 
ned  plan.  Do  not  confuse  it  with  massage,  medi- 
cation, violet  rays,  etc.  No  obligation. 
Write  for  your  copy  of  the  FBEE  BOOK  today. 

The  Electro  Thermal  Co. 

4116  Main  Sl,  SteobenviUe,  Ohie 


TBermaTa'ids 


farewell  at  any  moment.  Th(!n  the  road 
anent  kicks  liimHelf  for  hcinK  ho  inniHtenl. 

If  HeemH  a  univerRal  and  natural 
tendency  for  all  men  to  make  confidants 
of  the  man  wlio  comes  to  sell  them  mer- 
chandise. When  his  time  is  worth  five 
dollars  an  hour  and  he  has  ten  times  as 
much  work  as  he  has  time  to  devote  to 
it,  some  buyer  will  take  him  into  a  quiet 
corner  and  relate  to  him  the  past,  y)reHent 
and  future  of  himself  and  every  relation 
he  can  think  of. 

It  often  happens  that  after  the  buyer 
finishes,  Mrs.  Buyer  comes  along  and 
tells  the  poor  salesman  her  long  tale  of 
woe,  and  it  is  not  exceptional  that  clerks 
also  tell  of  their  trials  and  tribulations. 

His  mind  and  main  interest  is  on 
getting  that  ever  elusive  order,  yet  with 
a  view  toward  satisfying  everybody,  the 
traveling  man  listens  attentively,  and 
gently  offers  his  comment  and  advice. 
For  as  a  rule,  road  agents  are  the  gentlest 
and    most    accommodating    of  men. 

Haven't  you  noticed  it? 

WHEN  at  last  his  territory  has  been 
covered  and  his  pockets  are  filled 
with  big,  fat  orders,  as  they  sometimes 
— I  must  repeat,  sometimes — are,  the 
road  agent  buys  his  ticket  for  home  and 
smiles  on  the  ticket  agent  a  most  sweet, 
affable  and  happy  smile,  that  broadens  in 
inverse  proportion  to  the  distance  be- 
tween himself  and  his  family.  And  how 
slowly  the  fastest  express  train  creeps 
when  he  is  nearing  the  old  familiar  places 
of  his  home  town!  Until  at  length  the 
road  agent  gets  so  close  that  he  says  to 
himself,  "There's  the  little,  old  house, 
just  around  the  corner  there." 

And  somehow  at  this  time  a  thousand 
misgivings  trouble  his  soul.  He  realizes 
that  he  has  been  a-way  for  a  long,  long 
time.  Life  is  so  fleeting;  health  so  pre- 
carious; fortune  so  inconstant  that  a 
thousand  fancies  occur  to  the  mind  as 
to  what  misfortune  may  have  hap- 
pened to  the  folks  at  home  during  his 
absence.  Accidents  occur  suddenly  and 
people  do  not  always  tell  everything  in 
their  letters,  so  that  his  heart  is  in  his 
mouth  as  he  hastily  •  approaches  the 
little  brown  house  that  holds  all  that  is 
near  and  dear  to  him,  and  what  a  sigh 
of  relief  he  breathes  when  he  finds  that 
all  is  well. 


'Alibi"  for  Both. 


The  excuses  offered  by  schoolboys 
are  often  laughable,  perhaps  none  more 
.so  than  those  of  two  pupils  of  a  country 
school,  for  being  late.  Asked  why  he 
didn't  come  when  he  heard  the  bell, 
one  boy  said,  "Please,  sir,  I  was  dreaming 
I  was  going  to  California,  and  I  thought 
the  school  bell  was  the  steamboat  I 
was  going  on." 

"You  did,  eh?"  said  the  teacher. 
"And  now,  sir  (turning  to  the  second 
boy),  what  have  you  to  sav  for  vour- 
self?" 

"Please,  sir,  I  was  just  waiting  to 
see  Tom  off,"  stammered  the  other. 
— [Boston  Transcript. 


-1  from  |.HK«  27„ 

with  a  ffrowi,  or  some  other  sound.  His 
mate  and  he  came  to  look  upon  that  sign, 
and  the  sound  accompanying  it,  as 
meaning  some  definite  thing,  and  Ihun 
the  sound  became  a  word. 

That  was  enough  for  a  starter.  (Jrand- 
father  Ancestor  had  originated  something. 
What  was  to  follow  came  easier.  We 
whose  words  were  taught  to  us  from  the 
loving  lips  of  our  darling  mothers  are  no 
more  than  beneficiaries  of  that  old  sign- 
making,  growling  ancestor  in  the  remote 
past.  We  originate  nothing.  All  wo 
have  done  was  to  improve  on  what  the 
actual  originators  left  for  us  to  work  on. 

With  a  slowly  developing  word  center 
in  his  brain,  Man  became  something 
far  greater  than  his  surroundings.  Be- 
fore that  he  was  little  removed  from  the 
animals  which  he  hunted.  Now,  he 
was  their  superior  in  every  way.  He 
became  a  thinking  being.  No  human 
being  can  think  except  in  words.  Did 
you  ever  stop  to  consider  this? 

Just  think  of  the  handicaps  of  Grand- 
daddy  Original  trying  to  think  with  no 
word  center  in  his  brain!  But  he  over- 
came it.  He  achieved  his  greatest  longing. 

With  a  developing  brain  Man  became 
separate  and  apart  from  Nature.  He 
studied  his  surroundings  intelligently, 
and  improved  his  conditions.  Into  him 
was  "breathed  the  breath  of  life."  He 
was  coming  into  the  image  of  his  Creator. 

His  animal  attachment  for  his  mate 
grew  into  something  akin  to  love.  It 
could  not  have  been  that  devoted  love 
which  you  and  I  know;  but  it  was  the 
tiny  nucleus  that  gave  birth  to  love. 

THROUGH  achievement,  love  and 
happiness  were  given  being,  and  they 
are  the  legitimate  rewards  of  achieve- 
ment. As  much  so  today  as  they  were  in 
the  beginning. 

"To  him  that  hath,  more  shall  be  given" 
are  words  as  true  as  life  itself. 

Soon  will  begin  the  new  year.  Every 
man  of  us  can  make  it  a  better  year  than 
the  one  now  passing.  But  in  our  achieve- 
ments let  us  ever  keep  before  us  this 
truth,  that  achievements  unconnected 
with  love  and  happiness  will  not  carry 
the  reward  that  love  and  happiness  will 
bring. 

In  this  age  of  commercialism  we  are  too 
prone  to  give  ourselves  wholly  up  to 
commercial  achievements.  In  this  we 
do  not  advance  ourselves  nor  our  state 
of  civilization.  Every  man  of  us  has  to 
"make  a  living,"  we  wish  to  advance 
ourselves  in  our  professions,  become  more 
and  more  proficient;  but  in  advancing 
our  profession  it  should  be  through  love 
for  that  profession,  so  as  to  make  it 
easier  for  those  who  follow  us. 

Far  above  profession,  however,  is 
love  and  happiness  in  our  home  life, 
in  our  association  with  other  men, 
in  our  daily  lives. 

Let  us  forget  all  yesterdays — they  are 
as  ten  thousand  years  ago  to  us  today. 
Let  us  make  Christmas  Day  of  1922  the 
birth  of  a  new  life  within  us,  which  shall 
be  a  life  filled  with  love  and  happiness  in 
our  homes,  and  a  broader  and  better 
fraternity  among  all  men. 


SALESMEN  WANTED 

Within  the  next  60  days  we  will  open  twenty  additional  territories 
and  we  are  ready  now  to  pick  the  twenty  salesmen  to  fill  the  openings. 
We  make  a  product  and  service  that  is  used  by  all  manufacturers 

and  merchants.  Each  sale  becomes  a  source  of  continuous  repeat  business 
and  profit. 

The  earnings  of  our  men  are  exceptionally  high.  $10,000  a  year 
is  not  unusual. 

Only  experienced  salesmen,  who  can  show  a  clean  record  will 
be  considered.  Men  who  are  now  earning  $5,000  a  year  or  more  will  be 
Kivcn  preference.  If  you  are  looking  for  a  real  opportunity  for  immediate 
success  and  a  permanent  connection  that  will  prove  increasingly  profitable, 
write  at  once  giving  full  details  of  your  experience  and  qualification. 

Correspondence  will  be  kept  strictly  confidential.  Address 

A.  V.  BICE,  Sales  Manager 

Albany  Street  and  Big  4  R.  R.  Dayton,  Ohio 


Unusual  Tales  of  Christmas 

(f'ontiiuie.1  froiM  imxe  22  ) 

hams  and  the  rest  of  the  iirovendcjr. 
The  cabin  door  was  left  standing  wide, 
as  wo  gathered  at  the  rough  board  tah\v. 
to  eat  our  suppers. 

"While  we  were  chatting  the  three 
bears  apjieared  at  the  doorway.  Tojn 
Martin,  one  of  the  miners,  sprang  with 
a  long  jump  and  slammed  the  door  in 
the  face  of  the  mother  bear,  then  secured 
it  with  its  heavy  iron  bar  across  from 
side  to  side. 

"We  had  not  finished  our  suppers 
(ill  we  heard  the  she-bear  climbing  to  a 
narrow  window  near  the  roof.  .lim 
Burke,  the  other  miner,  sjirang  onto 
a  chair  and  shut  the  window,  which  was 
of  glass,  and  framed  with  light  pine. 
We  watched  the  window,  and  in  a  fiiw 
moments  the  old  bear's  face  (loered  in  at 
us,  lighted  by  the  glowing  fire  embers, 
the  flames  having  died  down  as  we  ate 
our  suppers. 

"We  'shooed'  her  away  and  heard 
her  drop  heavily  to  the  ground. 

"  'Guess  the  old  gal  likes  the  smell 
of  ham,'  laughed  Jim. 

"  'And  I  guess  we'll  have  some  fresh 
bear  steak  for  breakfast  if  she  lingers 
around  much  longer,'  I  replied. 

"I  went  to  my  supplies  o  get  out  some 
shells.  I  found  I  had  lost  them  when  1 
sat  my  pack  down  to  toss  the  ham  to 
the  bears  on  my  way  up.  Not  a  shell 
nor  a  cartridge  did  I  have.  My  gun 
was  as  useless  as  a  walking  stick. 


"Jim  and  Tom  had  left  tluur  guns  and 
amnmnition  in  a  shack  down  by  th(! 
spring  where  they  got  water.  As  hungry 
as  were  the  three  bears,  it  would  be  a 
risky  trip  down  to  that  shack  right  then. 

"  'If  the  derned  shack  door  wasn't 
padlocked,  to  hold  a  feller  back  ingittin' 
into  the  door,  it  wouldn't  be  so  bad,' 
explained  Tom.  'At  the  same  tijne  I 
don't  mind  tryin'  it.' 

"We  urged  him  to  let  well  enough 
alone,  as  we  felt  safe  with  the  door  of 
the  cabin  so  secure. 

"Plunk! 


"Some  heavy  body  fell  onto  the  roof. 

"  "That  old  she  devil  has  climbed  a 
tree  and  dropped  to  the  roof,'  remarked 
Tom.  Wonder  if  she  thinks  she  can 
fall  down  the  ehimbly,  too!'' 

"Fresh  timber  was  thrown  onto  the 
fire,  and  the  fl  imes  roared  up  the  broad 
chimney. 

"Rip-slash,  clatter! 

"  'Danged  if  she  ain't  a  tearing  off 
the  clapboards  from  the  roof,'  shouted 
Jim,  looking  at  a  .small  opening  over- 
head, that  was  growing  larger. 

"  'Them  cubs  ain't  a-going  to  hurt 


W  '\hJAR  SAMPLE  CASE — I  have  been  a  I  '.  C.  7'.,  and  your  regular  reader  since  Certificair 
M    m    No.  9^66  was  issued.    }  ou  have  folloived  me  info  many  lands,  my  compani-on  for  many 
years  when  I  pioneered  new  and  far-flung  fields  in  the  thresher  business;  when  I  covered 
the  I  nited  Slates,  Canada,  South  America,  and  different  places  in  the  old  world.  You 
were  always  interesting  and  appreciated  by  me. 

With  the  passing  years  you  have  continually  improved,  until  now  you  have  ARRIVED  — 
gotten  there! 

Your  present  HELPS  to  salesmen  are  sdentifw  and  right  in  line  with  the  times. 
Your  editorials  are  masterful. 

Some  of  your  stories  and  intervieivs  are  classics,  and  as  good  as  are  found  in  other  high  class 
magazines. 

I  devoted  a  whole  evening  to  reading  and  re-reading  the  October  number.    I  must  express  my 
appreciation,  especially  of  that  interview  with  R.  T.  Greer  on  "Beatte  the  Meat-Getter.'' 

To  one  familiar  with  Washington  Irving's  writings,  and  especially  his  travels  of  nearly  100  jj 
years  ago,  as  I  am,  having  his  "Alhambra"  in  Spanish  notes  made  by  him  for  that  book,  beticeen 
1829-32,  while  he  resided  at  Alhambra,  at  Granada,  Spain,  and  from  my  personal  knowledge  of 
such  characters  as  the  noiv  venerable  R.  T.  Greer,  though  not  having  the  honor  of  his  personal  acquaint- 
ance, but  knowing  oar  own  Southwest,  and  recalling  that  other  story  of  the  days  prior  to  the  settlement 
of  the  West  and  the  Southwest,  ''A  Volunteer  with  Pike,''  you  may  know  hoio  such  old  commercial 
travelers  as  I  enjoy  such  reading  as  you  are  giving  us. 

Give  us  old-timers  more  of  such  reading. 

Very  truly  yours, 

T.  A.  WHIT  WORTH. 

1011  North  Bernardino  St.,  Los  Angeles,  Calif. 
October  3,  1922. 
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handle  1  ear- 
less Mincers 
— the  most 
essential 
kitchen  spe- 
cialty ever  in- 
vented. 

For  cutting 
onions,  mak- 
ing salad,  and 
mincing  all 
kinds  of  veg- 
etables and 
fruits.  Cuts 
onions  with- 
out tears, 
odor,  nor 
stains.  Won  en 
everywhere  want  them.  Many  dealers 
have  already  learned  the  popularity 
of  this  TEARLESS  MINCER  and  are 
reporting  big  sales  and  placing  repeat 
orders.  You  get  your  commission  on 
this  repeat  business  also.  Get  in  on  the 
ground  floor. 

Make  Big  Money 

on  first  orders  and  pave  the  way  for 
future  dividends  on  repeat  business. 
Any  one  can  sell  this  wonderful  time 
saver  and  all-year-round  necessity. 
Dealers  need  them.  Their  customers 
will  demand  them. 

Write  Us  Now!! 


and  get  our  liberal  proposition  to  new 
salesmen.  Write  immediately  advising 
territory  you  cover  before  someone 
else  gets  it.  Remember,  you  get  com- 
mission on  all  repeat  orders  received 
from  your  customers. 


ERNEST  REICH  CO. 

337  W.  Madison  St^  Chicago,  111. 


MONEY 


Paid  the  fint  of  eyery  month  to  our 
for  order*  for  duplicate  or  ttitdioate  sales  books. 
Quality  high — i>rice  low.  If  you  wish  to  increase 
your  income  write  for  our  oSer  to  salesmen.  Q1t« 


raferenee  and  full  particulars  aa  to  past  experience 
and  tarritory  wanted. 

DIXIE  SALESBOOK  COMPANY. 
Badford,  VlrKlnU, 


WANTED 


SIDE-LINE 
SALESMEN 

NOTHING  LIKE  IT  ON  THE  MARKET. 
A  NEW  PATENTED  ARTICLE  WHICH 
SELLS  IN  EVERY  TOWN.  UNUSUALLY 
LARGE  COMMISSIONS.  For  information 
write  or  wire 

UNIVERSAL  MANUFACTURING  CO. 
Johnson  City,  Tennessee 


nobody,'  he  hastily  conjectured;  'I'm 
ofT  for  the  gun».'  With  thjit  he  unbarred 
the  door  and  made  a  run  for  the  shack 
1).V  the  8i)ring. 

"  'It's  the  smell  of  the  hams  that  is 
setting  tliose  bears  crazy,'  I  said  to  Tf)m. 
'Let's  throw  the  rest  of  the  meat  out  to 
them.' 

"  'Not  on  your  durned  life.  Them 
hams  is  our  meat,  not  their'n.' 

"Just  then  the  glass  and  frame  of  the 
little  window  was  crusluid  in  and  the 
lusad  of  one  of  the  young  bears  appeared 
in  till;  opening.  I  grab))e<l  my  gun  and 
hcgati  to  l)(!iit  the  euV)  on  the  nose.  He 
held  his  ground  and  grew  furiously  angry. 

"  'Look-a-there!'  yelled  Tom.  I  threw 
a  hasty  glance  up  to  where  he  pointed. 
The  old  bear  had  torn  a  hole  in  the  roof 
large  enough  to  admit  her  head  and 
shoulders.  In  another  moment  she 
would  drop  into  the  room,  furious  and 
showing  fight. 

"While  I  beat  back  the  cub,  Tom 
slammed  a  chair  onto  the  table,  and 
with  a  brand  from  the  fireiilace  he  began 
jabbing  the  mother  bear  in  the  face. 
She  withdrew  and  we  heard  her  drop 
to  the  ground. 

"  'Quick,  fellers  she's  after  me!' 

"It  was  Jim's  voice.  He  had  not 
gotten  the  shack  door  open  quickly 
enough  and  when  the  she-bear  dropped 
from  the  roof  she  made  for  him  instantly, 
snapping  and  growling.  Jim  had  sought 
safety  on  the  top  of  the  shack,  with  the 
old  bear  climbing  hastily  after  him. 

"We  rushed  to  his  assistance,  with 
clubbed  gun  and  fire  brands.  In  our 
haste  to  rescue  him  we  left  the  cabin 
door  open. 

"The  young  bears  ran  in,  grabbed  up 
the  hams  and  were  making  off  to  the 
stunted  pines  with  them.  Mother  Bear 
saw  all  this,  and  be  ng  after  ham  any- 
way, and  not  caring  an  e.xtra  growl  for 
men  in  general,  she  took  after  the  cubs. 

"We  were  not  again  molested,  but 
we  passed  a  sleepless  night  before  Chri  t- 
mas,  just  the  same. 

"That  was  my  most  exciting  Christmas 
Eve." 


The   Original   Snake  Doctor. 

THIS  one  is  perfectly  awful,  but  as 
Ben  Walker  sends  it  in  it  must  be 
absolutely  true,  so  here  it  comes: 

"I  never  had  an  exciting  Christmas 
Eve,"  he  wTites,  "but  I  did  have  an 
interesting  experience  once  down  in 
Arkansas. 

"I  was  making  the  'buggy  stops' — 
cross  roads  stores — selling  groceries,  ci- 
gars and  tobacco.  Along  in  November 
I  saw  a  joint  snake  in  the  road  ahead  oj 
my  horse.  I  got  out  to  examine  it. 9 
Did  you  ever  see  a  joint  snake  crawling^ 
It's  interesting,  because  of  the  way  i 
humps  itself  into  sharp  angles,  like 
pointed  joints,  instead  of  graceful  curves, 
as  other  snakes  crawl. 

"I  watched  it  a  few  moments.  Then 
I  remembered  that  natives  had  told 
me  that  if  a  joint  snake  was  broken  into 
bits,  the  pieces  would  get  together  after 
sundown,  and  the  snake  would  crawl 
off  as  if  nothing  had  happened. 

"I   decided  to  try  it.-  Although  I 


didn't  have  time  to  watxjh  later  develoj)- 
ments,  I  could,  at  least  give  that  snake 
something  interesting  to  work  out. 

"I  broke  that  joint  snake  into  as  many 
pieces  as  I  could,  and  tlie  joints  separated 
like  little  blocks,  breaking  into  hunks 
from  an  inch  to  four  inches  long.  That 
in  itself  was  worth  while  information 
for  me. 

"Then  I  emptied  a  pint  bottle  of  beer 
I  had  under  my  buggy  scat  and  poked 
one  of  the  smaller  joints  of  the  snake 
into  the  bottle,  shaking  it  till  it  rested 
lengthwise  across  the  bottom. 

"I  drove  on,  made  my  sales,  and  came 
back  next  morning.  I  stopped  at  the 
spot  where  I  had  disjointed  his  snake- 
ship.  Not  a  vestige  of  the  snake  re- 
mained, and  the  funny  part  of  it  was  that 
even  the  beer  bottle  was  gone.  But  I 
supposed  some  native  had  come  along, 
and  thinking  the  bottle  might  contain 
a  few  remaining  drops  of  the  'precious', 
had  drained  it  and  thrown  it  away. 

"I  thought  nothing  more  of  the  snake. 

"Christmas  Day  I  spent  at  the  home 
of  my  old-time  customer  at  the  cross 
roads  store,  where  I  had  sold  the  bill 
01  goods  that  November  day.  It  was  one 
of  those  ideal  Christmas  days  which 
they  have  no  other  place  than  in  Arkan- 
sas. 

"Uncle  John,  the  store  keeper,  and  I 
were  sitting  out  on  the  wide  gallery  of 
his  home,  a  few  rods  from  his  store. 
Suddenly  his  little  grandson  called  from 
the  lawn  near  a  clump  of  shrubbery: 

"  'Say,  folks,  run  here.  Lookee! 
Lookee!' 

"We  both  ran  to  see  what  the  lad 
had  discovered. 

"There  may  be  those  who  will  not 
believe  what  I  am  about  to  tell  you,  but 
I  assure  you  by  the  sacred  shade  of  Baron 
Munchausen,  that  it  is  as  true  as  any- 
thing I  ever  told  a  customer  in  selling 
him  alfalfa  leaves  for  tea  and  tobacco. 

"That  joint  snake  I  had  dismembered 
was  snuggled  up  along  side  a  rheumatic 
old  snake,  with  a  beer  bottle  grown 
securely  in  his  middle,  and  was  actually 
selling  snake  root  bitters  to  aged  and 
infirm  snakes.  I  had  made  a  traveling 
salesman  of  hijn. 


Quit  the  Habit 
for  3  Montlis 


Send  the  tobacco  habit  away  on  .3 
months'  vacation.  This  means  cigar- 
ettes, pipe,  cigars,  or  chewing.  Don't 
strain  your  will-power  or  force  any- 
thing, but  overcome  the  craving  pleas- 
antly, easily  and  effectively. 

Increase  your  sales;  you'll  be  surprised  how  you 
win  business.  Watch  the  quick  improvement  in  your 
health.  Enjoy  calmness  of  mind  and  nerves.  Good 
for  the  heart,  stomach,  kidneys  and  other  vital 
organs.  Less  liability  to  colds,  throat  disorders, 
catarrh  and  other  diseases.  Add  years  to  your  life. 
.-\nd  reckon  the  money  you  save!  Free  yourself  for 
three  months;  then  begin  again  or  stop  for  all  time 
as  you  wish. 

I  will  tell  you  the  easiest,  pleasant  way  so  you 
feel  gloriously  better  at  once  and  keep  improving. 
Others,  men  and  women,  say  they  gain  efficiency  to 
earn  more,  and  they  find  new  exhilaration  they 
never  thought  within  them.  So  why  not  you?  No 
drugs  or  medicines.  Write  for  free  information, 
mention  how  you  use  tobacco.  Paul  Riker,  130-A, 
Saugatuckj  Conn. 
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ORGANIZED  1893 


INCORPORATED  1904 


The  Connecticut  CommercisJ  Travelers' 
Mutual  Accident  Association 

Office:  Rooms  201-202  Congress  Square  Block 
New  Haven,  Connecticut 

Announces 
A  New  Policy  for  Women 

— Commsrcial  Tr«T«l«rt  Only— 

BENEFITS    LIMITED  TO 


$5,000 

[n  case  of  death  by 
accident. 

$5,000 

Lobs  of  both  arms, 
or    both    legs,  or 
arm  and  lev. 

$5,000 

Loss  of  both  eyes. 

$2,500 

Lofls   of   one  arm, 
or  one  leg. 

$1,250 

Loss  of  one  eye. 

$25 

Weekly  indemnity  for  total 
diBsbilfty  for  104  weeks. 

$12.50 

Weekly   indemnity  for  par- 
tial disability  for  6  weeks. 

Membership  Fee  $2.00,  No  Annual  Dues 

The  first  and  only  Commercial  Travelers'  Association  to  accept  women  to  membership. 
Write  the  Secretary  for  Blanks. 

C.  B.  NICHOLS,  Secretary-Treasurer 


The  Nutmeg  State 
Commercial  Travelers' 
Health  Association 


INCORPORATED 


ORGANIZED  OCTOBER  1,  1909 


For  Men  Only 

Age  Limit  18  to  55  Years 


Every  Member  of  the  U.  C.  T. 
Is  Invited  to  Join  Us 


B.  NICHOLS,  Secretary-Treasurer 
Box  1916 
New  Haven,  Conn. 


BENEFITS  PAID 
Sick  Benefits 

Confinement  within  doors  due  to  sickness 
originating  after  thirty  days  from  date  of 
membership  or  reinstatement: 

First  Week  s  confinement  S  7.00 

Second  Week's  Confinement  20.00 

Each   week    thereafter,   not  exceeding 

24  consecutive  weeksJ  25.00 

Total  Disability 

Immediately  following  a  sickness  that  does 
confine  a  member  strictly  within  doors  and  for 
such  continuation  of  sickness  which  does  not 
confine  a  member  within  doors: 

First  Week  S  14.00 

Each  week   thereafter,    not  exceeding 

six  weeks  7.00 

Funeral  Benefits 

For  death  due  to  sickness  originating 
after  first  year's  continuous  mem- 
bership in  the  Association  $  76.00 

For  death  due  to  sickness  originating 
after  two  years'  continuous  mem- 
bership in  the  Association  150.00 


NO  MEDICAL  EXAMINATION 
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Look  Out  for  This  Man. 

Secret Mrics  of  the  entire  domain  of  tlie 
Order  of  I'nilcd  ( 'oniniercial  Travelers 
of  AiiinK.i,  iiiid  in  fact,  all  members,  l)C 
on  look  out,  for  an  inif)OBter  who  is 
reprewc^nt in^  himself  to  he  a  inend)er  of 
the  U.  <".  T.,  iis  well  as  :i  inendier  of  all 
the  promincrd  oiders,  and  Boliciting  from 
$5.00  to  $20. 00,  sayinR  that  he  wishes  to 
reach  Clarkshtug,  \V.  Va. 

This  man  is  now  in  the  county  jail  at 
Clarksburg,  W.  Va.,  charged  with  biga- 
my, and  swindling. 

His  game  is  to  call  up  the  Secretary 
and  ask  him  for  a  small  loan,  and  inci- 
dentally if  he  is  a  Mason.  If  reply  is  in 
the  affirmative,  he  will  dwell  strongly 
on  both,  and  state  that  his  house  will 
let  him  have  his  bi 
gladly  repay  wi'.l 
time  to  repay,  w 
very  glowing  lettei 
com  missions. 

The  above  has  several  aliases,  but 
when  working  Pittsburgh,  Pa.,  gave  the 
name  of  E.  W.  Fry,  residing  at  122 
Sycamore   Street,   Clarksburg,   W.  Va. 

Brother  Secretary  M.  N.  Cutlip,  131 
Park  Blvd.,  Clarksburg,  W.  Va.,  can 
advise  more  fully. 


;)nimissions  and  will 
:i    week,    and  at 
no  doubt  write  a 
)f  the  nonarrival  of 


Financial  Statement  for  the 
Month  of  October,  1922 

Cash  balance,  Septenibcr  30,  1922  $492,099.! 

Receipts. 


From: 

Applications  

 $  1,890.00 

Calls  for  assessments  

  188,.558.01 

Supplies  

181.42 

Interest  (daily  bal.)  

626.39 

Interest  (bonds)  

Fines...  

  4,676.9.5 

29.75 

Kent 

20.00 

Suspense    

Sample  Case.....  

Donations  

397.15 

  4,436.01 

23.75 

Prem-"nis    

90.02 

Rav  of  liope  

Mkscellaneou.s  

Ladies'  Pins._  

1.00 
55.50 
8.50 

Bonds..   19.000.00 

Per  Capita  Tax  

4:'i,712.15 

Total  Receipts  _  $263,706.i 


Disbursements. 

Death  Fund..  ....$  24,562.50 

Disability  Fund     42,701.30 

Gen'l  Expense  Fund   22,950.73 

V7.&.0.  Fund._    7,512.10 

Death  Reserve    10,000.00 

DisabiUty  Reserve    9,000.00 

Total  disbursements  $116,726.63 


GENERAL  EXPENSE  FUND. 
Disbursements. 

Salaries,  officers'  %  1,388.00 

Sal.  &  fees,  Sup.  &  Suo- 

ordinate  Surgeons'  „  772.50 

Salaries,  employes'   4,039.50 

Legal  exp.  (litigation)   640.83 

Investigating  claims    493.83 

Office  expense   51.46 

SuppUes,  office  exp    1,373.85 

Trav.    expense  (officers') 

and  committee   323.17 

Postage,  exp.  &  phone   2,628.92 


lIouM'OXi  rn»c   495.44 

<  )fficial  publication   7.346.77 

Refund  to  Secrctarien..   448.00 

Council  supplies   186.38 

Furn.  &  Fixtures   407. 1 0 

Exp.  F.  J.  C.  Cox— Chief 

Agent   125.00 

Advertising  &  Printing   67.00 

Kxpense  Rupr.  Counselor   0.80 

FxpenseSupr.  Council..   I,;i43.68 

Miscellaneous  account   .50 

Return  check  account....   .500.00 

Federation  membership   310.00 

%  22,9.50.73 

DISBURSEMENTS  WIDOWS'  AND  ORPHANS' 
FUND. 

To  beneficiaries..  S  7,491.10 

Refunds  of  application.   21.00 

7,512.10 

AMOUNT  IN  RESERVE  FUNDS. 

Cash  Death  Res.  Fund...  S  8,733.66 

Cash,  Dis.  Res.  Fund   7,008.45 

Cash,  W.  &  O.  Reserve 

Fund.....   277.30 

Bonds,  Dis.  Res.  Fund.   675,900.00 

War  Savings  Stamps,  Dis- 
ability Res.  Fund   999.02 

War  Savings  Stamps,  Death 

Res.  Fund   997.74 

Bonds,  Death  Res.  Fund   167,200.00 

Bonds,  Widows'  and  Or- 
phans' Res.  Fund   62,000.00 

8923,116.17 
OWNED  BY  W.  &  O.  FUND  RESERVE. 
(Donated.) 

First  Liberty  Loan  %  100.00 

Second  Liberty  Loan   100.00 

Fourth  Liberty  Loan   100.00 

War.  Sav.  Certificates   1,670  00 

S.  Treas.  Sav.  Certif's   100.00 

2,120.00 

Real  Estate  Supreme  Head- 
quarters, acquired  ap- 
praised value  $  14,295.00 

INDEMNITY  DISBURSEMENTS. 

Death  and  Dis.  claims  paid  from  Jan- 
uary 1,  1922,  to  November  1,  1922  370.814.84 

Total  Disbursements  from  Death  and 
Disability  Funds  from  date  or  or- 
ganization to  November  1,  1922  $10,577,425.96 

WIDOWS'  AND  ORPHANS'  FUND  DISBURSE- 
MENTS. 

Total  Disbursements  from  Widows' 

and  Orphans' Fund  to  Nov.  1,  1922..$     981,784  .53 

MEMBERSHIP. 

Number  of  applications  approved  from 

Jan.  1, 1922,  to  Nov.  1,  1922.   8,484 

Total  membership  October  1,  1922  105,162 

U.  C.  T.  MEMBERSHIP  BY  GRAND  JURIS- 
DICTIONS. 

March  September 

1922  1922 

Ohio..   10,628  10,650 

Missouri   3,692  3,683 

Kansas    4,040  3,978 

Michigan    4,658  4,529 

Texas   2,456  2,404 

Minnesota-N  Dik  7,649  7,369 

New  England  8,829  8,849 

Ky.-Va.-W.  Va.-Md   6,635  6,.525 

Illinois..  5,.546  5,386 

Nebraska    ._  2,390  2,370 

Montana-Utah-Idaho   1,288  1,303 

Wisconsin  5,233  5,179 

Oregon-Wash.-B.  C   1,931  1,956 

Iowa   5,302  5,251 

California  3,381  3,509 

New  York  7,879  7,905 

Mississippi-Liuisiana   1,293  1,265 

Colorado       _     _  _                       668  624 

Tennessee                           —  .  1,720  1,646 

Indiana  _      3,620  3,575 

Pennsylvania    5,889  5,898 

Georgia- Flonda  _  1,664  1,579 

Alabama                                        819  795 

The  Carohnas ._  2,233  2,244 

New  Jersey-Delaware                        811  811 

.Arkansas.  1,136  1,127 

South  Dakota...  _   1,216  1,191 

Man.-Sask.-Alta.._     2,173  2,093 


Oklahoma.   I,2fl0 

Supreme   167 

Total  106,242 


THE  TWENTY  LEADERS. 
First  Division. 

March  Sci 
1922 

FlowerCity,  No.  203  1,605 

Minneapolis,  No.  63  1,660 

Worcester.  No.  136  '.  ....1,484 

Saintly  f:ity.  No.  .50...  1.4)6 

Milwaukee,  No.  .54  1,231 

Columbus,  No.  1  1,170 

St.  Louis,  No.  26  1.129 

Los  Angeles,  No.  S2   778 

Golden  Gate,  No.  80   703 

Indianapolis,  No.  4   S74 

Second  Division. 

Boston,  No.  44     742 

Northwestern,  No.  72   «25 

Providence,  No.  67   7.52 

DesMoines,  No.  115   723 

Portland,  No.  103   708 

Saginaw,  No.  43   731 

Cincinnati,  No  2    074 

Seattle,  No.  S3    6.58 

GemCity,  No  :i    642 

Cadillac,  No.  14:!   660 


ileiiiber 
1922 
1,6.52 
1,.58I 
1,465 
1,345 
1,205 
1,168 
1,029 
970 
925 
869 


723 
707 
705 
66« 
6.59 
65S 
653 


DEATHS  OF  THE  MONTH. 

The  following  members  of  the  Order  were  reported 
to  the  Supreme  Secretary  during  the  month  of  Octo- 
ber, 1922,  as  having  passed  to  Eternal  City  Coun-nl  : 

James  D.  Rogers,  member  of  Columbus  Council. 
No.  1,  Columbus,  Ohio. 

E.  A.  Scheidman,  member  of  Cincinnati  Counni. 
No.  2  Cincinnati,  Ohio. 

Joseph  Kurtz,  member  of  Forest  City,  No.  ■«. 
Cleveland,  Ohio.  .  „ 

W.  A.  Linabury,  member  of  Buffalo  Council,  No  < . 
Buffalo,  N.  Y.  ,  X- 

Peter  Haroaues,  member  of  Toledo  Council,  Nr.  10 
Toledo,  Ohio. 

W.  W.  Breec*  and  J.  C.  Sears,  members  o*  River 
C  ity  Council,  No.  11,  Portsmouth,  Ohio. 

Wm.  E.  Schott  and  E.  W.  Curry,  member,  of 
Mansfield  Council,  No.  13,  Mansfield,  Ohio. 

E.  J.  Barr,  Member  of  Lima  Council,  No.  1/, 
Lima,  Ohio. 

Joseph  Elliott,  member  of  Kansas  City  Council, 
No.  19,  Kansas  City,  Mo. 

Wm.  D.  Howe,  member  of  ZanesviUe  Council, 
No.  20,  ZanesviUe,  Ohio.  . 

W.  E.  Jenkins,  member  of  Chesapeake  Council, 
No.  24,  Baltimore,  Md. 

R.  F.  Rassfeld,  memoer  of  St.  Louis  Coun-il,  No. 
26,  St.  Louis,  Mo. 

P.  M.  Baker,  member  of  Sunflower  Council,  No.  .11, 
Salina,  Kans. 

G  L.  Humphreys  and  W.  M.  Johnson,  members  of 
Zenith  Council,  No.  40,  Duluth,  Minn. 

J.  H.  Meador,  Joe  Rabe,  and  J.  M.  Lorenson. 
members  of  Saginaw  Council,  No.  43,  Saginaw,  Mich. 

Peter  Pehe,  member  of  Sedalia  Council,  No.  47. 
Sedalia,  Mo.  . 

Ignatius  Brennen,  member  of  Huntington  Council, 
No.  53,  Huntington,  W.  Va. 

A.  Delaporte  and  A.  H.  Surgess,  members  of  Mil- 
waukee Council,  No.  54,  Milwaukee,  Wis. 

Fred  C.  Schafrin,  member  of  Houston  Council, 
No.  59,  Houston,  Texas.  ^  ., 

E.  A.  Price,  member  of  San  Automo  Council. 
No.  61,  San  Antonio,  Texas.  . 

C.  E.  Knapp,  member  of  Minneapolis  Council, 
No.  63,  Minneapolis,  Minn. 

member  of  Fargo  Council,  No.  6o, 


Fargo,  N.  Dak. 

J.  W.  BagneU,  and  George  Priest,  members  of 
Providence  Council,  No.  67,  Providence,  R.  I. 

J.  B.  Nussbaimi,  member  of  Northwestern  Council, 
No.  72,  Chicago,  111.  ^  ., 

W.  P.  Baker,  member  of  Los  Angeles  Council,  No. 
82,  Los  Angeles,  Calif.  _ 

J.  H.  Terple,  member  of  Akron  Council,  No.  87, 
Akron,  Ohio.  ,         _  ., 

Peter  H.  Groner,  member  of  Crookston  Council, 
No.  88,  Crookston,  Minn.  ^  ., 

Edward  W.  Coy,  member  of  Blue  Grass  Council, 
No.  89.  Lexington,  Ky.  ,  „       .,  vt 

Ira  A.  Grimes,  member  of  Capital  Council,  No.  9o, 
Springfield,  111.  ^  ., 

Anton  Auston,  member  of  Mankato  Council,  No. 
101,  Mankato,  Minn.  .     ,  „       .,  xt 

E.  G.  Beiiner,  member  of  Portland  Council,  No. 
103,  Portland,  Me. 
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Hubert  ().  Wolf,  iiieinlxtr  of  Lincoln  CouMcil,  No. 
104,  Lincoln,  Neb. 

II.  CJrowncr,  mcnibpr  of  lliiMtingH  t'ouncil.  No.  109, 
Hautiiigs,  Nob 

J.  K.  Brittaiii,  member  of  PiiriB  Council,  No.  121, 
Paris,  TcxuB. 

H.  G.  Do«cha<li»,  member  of  Capital  City,  No.  120, 
Madiaon,  Wis. 

F.  K.  MoKniKht,  member  of  Cadillac  Council, 
No.  143,  Detroit,  Mich. 

W.  H.  Klein,  member  of  Council  Bluffs,  No.  146, 
Council  Bluffs,  Iowa. 

H.  H.  Rutherford,  member  of  Austin  Council, 
No.  148,  Austin,  Texas. 

U.  W.  Fortune,  member  of  Aurora  Council,  No. 
149,  Aurora,  III. 

L.  W.  JoneB,  member  of  Freeport  Council,  No.  157, 
Freenort,  111. 

Albion  S.  Ward,  member  of  Bangor  Council,  No. 
158,  Bangor,  Me. 

Howard  C.  Bliss,  member  of  Bluff  City,  Council, 
No.  173,  Alton,  111. 

8.  C.  Moycrs  of  Roanoke  Council,  No.  174,  Roa- 
noke, Va. 

Jacob  Hirsch,  member  of  Natches  Council,  No.  176, 
Natchez,  Miss. 

John  Cordes,  member  of  Waterloo  Council,  No.  201 
Waterloo,  Iowa. 

Kdward  Fenton  and  Albert  10.  .Spiller,  members 
of  Flower  City  Council,  No.  203,  Rochester,  N.  \. 

Julian  Carroll,  member  of  Shenandoah  Council, 
No.  205,  Harrisonburg,  Va. 

F.  V.  (ipson,  member  of  Hartford  Council,  No.  210, 
Hartford,  Conn. 

Guy  P.  Hoflott,  member  of  Elmira  Council,  No. 
236,  Eln.ira.  N.  Y. 

George  H.  Mundorff,  member  of  Du  Bois  Council, 
No.  265,  DuBois,  Pa. 

James  H.  Tobin,  member  of  Albany  Council,  No. 
279,  Albany,  N.  Y. 

S.  J.  Fitt,  member  of  Johnstown  Council,  No.  303, 
Johnstown,  Pa. 

M.  L.  Burke,  member  of  Rice  Lake  Council,  No. 
322,  Rice  Lake,  Wis. 

Merritt  B.  Holley,  member  of  Traverse  City 
Council,  No.  361,  Traverse  City,  Mich. 

C.  C.  Houghton,  member  of  Ithaca  Council,  No. 
391,  Ithaca,  N.  Y. 

C.  E.  Blanchard,  member  of  Oakland  Council, 
No.  394,  Oakland,  Calif. 

Harry  S.  Van  Gorder,  member  of  Euclid  Council, 
No.  421,  Cleveland,  Ohio. 

T.  H.  Densmore,  member  of  Geneva  Council,  No. 
427,  Geneva,  N.  Y. 

8.  A.  Wakeman,  member  of  Coldwater  Council, 
No.  452,  Coldwater,  Mich. 

Wra.  H.  Origley,  member  of  Starch  Citv  Council, 
No.  .520,  Oswego,  N.  Y. 


It  pays  to  bo  a  U.  C.  T. 

Vigor  Of  Youth  In 
A  New  Discovery 

Science  Produces  a  Vitalizer  Superior 
to  Famous  Gland  Treatment — 
Magic   Power  of  a  Bark 
from  Africa. 


They  Got  There 


Have  you  lost  your  youth,  vigor  and 
"pep"?  Doea  life  seem  dull  and  work 
ft  grind?  Don't  worry.  Science  has 
diacovered  a  new  vitalizer  superior  even 
to  the  much  discussed  "goat  gland"  and 
"monkey  gland"  treatment.  Anyone 
can  now  quickly  and  easily  regain  the 
vitality  and  eagerness  of  youth  and  do  it 
in  the  privacy  of  the  home. 

The  principal  injp«dient  is  an  extract  from  the 
bark  of  an  African  tree.  It  is  said  to  be  the  most 
amasing  invigorator  ever  discovered.  Combined 
with  it  are  other  tonic  and  vitalicing  elements  of 
proved  merit.  In  most  cases  the  compound  produces 
marked  improvement  in  a  day  or  two,  and  in  a  short 
time  the  vitality  is  raised,  the  circulation  improves 
and  the  glow  of  health  is  telt  in  every  part. 

The  laboratonee  producing  this  new  vitaUier, 
which  is  called  Re-Bild-Tabs,  are  so  confident  ot 
its  power  that  they  offer  new  customers  a  large 
$2  supply  for  only  SI  and  guarantee  to  refxind  the 
money  if  the  remedy  fails  to  givt  results  in  one  week . 

Any  reader  of  this  paper  may  test  the  new  dis- 
eovery  without  risk.  Send  no  money,  but  just 
jrour  name  and  address,  to  the  Re-Bild  Laboratories, 
236  Gateway  Station,  Kansas  City,  Mo.,  and  a  full 
$2  treatment  of  Re-Bild-Tabs  wQl  be  mailed.  On 
delivery,  pay  the  poetman  only  $1  and  postage.  If 
not  delighted  with  the  results  at  the  end  of  a  week, 
notify  tie  laboratories  and  your  money  will  be  re- 
funded in  full.  Do  not  hesitate  about  accepting 
thia  offer,  as  it  is  fully  guaranteed. 


THE  November  elections  carried  two 
prominent  members  of  the  U.  C.  T. 
into  the  Lower  House  of  Congress.  Still 
others  were  likewise  elected  to  the  same 
high  oflice,  but  official  reports  were 
delayed  in  reaching  I'he  Sample  Case. 
Brand  Wins  in  Ohio. 
Charles  Brand  was  elected  to  Congres.s 
from  the  Urbana  district  in  Ohio.  His 
majority  was  quite  large.  He  carried 
every  county  in  his  district  except  one, 
and  lost  that  by  only  r>00.  Congressman 
Brand  was  a  State  senator  from  Urbana 
senatorial  district,  and  his  work  there 
attracted  State-wide  attention. 


He  was  born  in  Urbana,  is  a  member  of 
Urbana  U.  C.  T.  Council,  and  has  risen 
to  prominence  through  his  own  indefat- 
igable efforts.  Ohio  commercial  travelers 
are  proud  of  Congressman  Brand. 
Congressman  MacLafferty. 

J.  H.  MacLaf- 
ferty, of  Okland 
Council,  was 
elected  one  of 
California's  rep- 
resentatives i  n 
the  Lower  house 
of  Congress,  by  a 
38.000  majority. 
H  i  s  popularity 
won  for  him  a 
following  that 
e  opposition 
could  not  break 
down.  Behind 
him  was  the  all- 
powerful  influence  of  a  band  of  commer- 
cial travelers,  who  know  not  the  word 
"fail."  For  manj^  years  Congressman 
MacLafferty  has  been  a  leading  and 
influential  member  of  Oakland  Council. 


"Backstop"  for  Salesmen 


strenuously  object  to  any  such  pro- 
cedure. But  let  them  entrust  their 
office  work  to  an  assistant  just  one  time, 
get  consent  from  the  Board  for  a  try- 
out  of  my  method,  and  that  one  experi- 
ment will  convince  them  it  pays  good 
returns  to  the  house.  It  will  likewise 
give  them  familiar  knowledge  of  their 
trade  territories. 

I  always  remain  in  the  background, 
just  as  a  general  would  in  watching 
subordinate  oflRcers  carry  out  his  orders. 
But  my  very  presence  is  welcomed  by 
our  customers. 

Were  I  to  butt  in  on  the  salesman's 
selling  talk  I  would  only  confuse  the 
sale.  Two  men  cannot  sell  at  the  same 
time  in  the  same  way.  Cooperation, 
not  competition,  is  my  rule.  This  make." 
team-selling  a  success. 

1  have  a  sales  manager  friend,  at  whose 
home  I  am  a  frequent  visitor.  We  have 
gone  over  our  selling  plans  together  on 
many  occasions.  He  ridiculed  my  first 
suggestions  of  sales  manager  cooperation 
directly  in  trade  territory.  He  declared 
it  would  be  time  and  money  thrown 
,tway. 

1  tried  it  out,  despite  his  objections. 
^\  hen  I  showed  him  my  results  by  actual 
figures,  he  yielded,  and  tried  it.  One 
trip  out  and  he  became  an  enthusiast 
fur  my  plan. 

1  realize  I  am  putting  a  proposition 
liefore  sales  managers  which  will  meet 
with  all  manner  of  objections,  but  all 
1  ask  is  that  the  plan  be  tried  in  an  honest, 
cooperative  way,  and  objectors  can 
then  find  out  for  themselves  whether  it 
will  work  in  their  lines. 

Whatever  results  they  may  have,  I 
know  it  has  paid  7ny  firm. 


A  Wise  Crack. 

The  farmer  was  showing  me  the  re- 
sult of  fine  growing  weather  and  su- 
perior skill  in  cultivating,  when  I  said 
to  him: 

"Well,  you  ought  to  be  satisfied 
with  such  crops  as  these.  There  is 
certainly  nothing  lacking.  You  have 
no  cause  of  complaint  this  year." 

The  old  farmer  scratched  his  head 
and  stood  in  a  meditative  mood  for  a 
moment,  then  hesitatingly  replied:  "Well, 
you  know,  such  crops  as  these  is  pesky 
hard  on  the  soil." 


QThe 


Gideons 


sociation  of  America  are  increasing  their 
membership  rapidly.  Their  purpose  is  to  bring 
the  Gospel  of  Christ  to  the  Commercial  Travel- 
ers and  transients  of  America. 

518,000  BIBLES 
have  been  placed  in  the  hotel  bedrooms,  so 
far,  to  that  end. 

CHRISTIAN  COMMERCIAL  TRAVELERS 

are  urged  to  join,  and  al 
Bolicit«l  to  subscribe  for 

THE  GIDEON  MAGAZINE 
$1.00  per  year.   This  will  help  us  in  the  work, 
boys. 

Write  for  particulars  at  once. 
A.  B.  T.  MOORE,  National  Secretary 
140  S.  Dearborn  St.         CHICAGO.  ILL. 


.S7.  Loids,  Dec.  25th,  1922 


To  the  Membership  at  large. 
Brethren: 

The  whole  world  is  listening  for  the  Christmas  Bells 
that  will  bring  Peace  on  Earth,  Good  Will  to  Mankind. 

Every  heart  is  yearning  for  the  first  note  of  a  New 
Year  that  will  bring  the  harmonies  of  Fraternal  Love. 

"Never  a  Christmas  morning,  never  the 

Old  Year  ends, 
But  somebody  thinks  of  somebody,  Old 

Days,  Old  Times,  Old  Friends." 

At  such  time  as  this,  we  send  Greetings  and  Good 
Wishes  to  you. 

Sincerely  and  Fraternally 
The  Order  of  United  Commercial  Travelers  of  America 


Supreme  Counselor 


U  F.  (•  F  M  B  F  K 
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ASSESSMENT  No.  170 

(Fifth  for  1922) 

Dated  October  15,  1922. 
Expired  NoTember  14,  1922. 

Failure  to  pay  this  assessment  by  above 
named  date  as  well  as  all  Council  dues, 
forfeits  your  claim  for  indemnity. 

IN  ORDER  TO  FILE  A  VALID 
CLAIM,  notice  of  the  accident  must  be 
sent  to  Walter  D.  Murphy,  Supreme 
Secretary,  Columbus.  Ohio,  WITHIN 
20  DAYS. 


S.AS 


Ft.  Smith.— WHO  IS  GOING  TO  GET  THE 
WATCH 

Watch  them  go.  This  is  not  a  complete  list  to 
date  but  all  the  writer  has  in  his  possession  at  this 
time.  Little  Rock,  Pine  Bluff,  and  Tcxarkana  have 
not  reported  yet.  Somebody  better  watch  that 
fellow  Drake  from  Jonesboro.  Below  is  list  of  those 
writing  five  or  more  to  date. 

C.  L.  Drake,  26;  Jim  Jordan,  11;  C.  E.  Weldon, 
11;  David  Shapard,  10;  H.  N.  Peek,  7;  C.  R.  Vance, 
6;  Rex  Hardin,  5. 

The  January  issue  will  have  a  list  of  everyone 
who  has  WTitten  one  or  more  applications.  Get 
your  name  in  The  Sample  Case  as  well  as  doing 
something  for  a  fellow  traveler. 

The  state  of  Arkansas  has  been  honored,  in  the 
month  of  October,  by  having  our  Supreme  Coun- 
selor at  Pine  Bluflf  on  the  27th  and  on  the  28th.  He 
was  with  the  boys  at  Jonesboro.  On  the  28th, 
Brother  Walter  D.  Murphy  was  with  Ft.  Smith 
Council,  No.  80. 


LET'S  GO  SOME  MORE.— (David  E.  .Shtt,.,.r.l, 
Grand  Counselor  of  Arkansas.) 

Fort  Smith.— Old  No.  86  has  been  fortunate  in 
having  some  very  distinguished  visitors  in  the  month 
of  October.  First  came  Supreme  Councilor  Frank 
J.  Roeser,  of  St.  Louis,  who  was  on  a  business  trip, 
but  he  really  neglected  his  business  when  the  boys 
gathered  around  and  began  talking  U.  C.  T.  Frank 
Kut'scr  is  a  big  man  and  he  has  his  soul  woven  into 
his  work  in  the  U.  C.  T.  Whoever  nominated  this 
Mian  for  Supreme  Sentinel,  way  back  yonder,  evi- 
dently knew  that  he  was  good  timber  for  Supreme 
Counselor.  Brother  Roeser  made  many  friends  here 
with  the  travelers  and  the  jobbers  as  well. 

Supreme  Auditor  Churles  A.  llcbhurd  was  also 
hero  with  us  for  a  very  brief  visit.  His  mission  was 
of  a  business  nature  and  few  of  the  boys  saw  him, 
as  ho  was  in  and  out  again  in  a  jiffy. 

Walter  D.  Murphy  was  here,  October  28,  for  the 
initiation  of  the  Murphy  class  of  thirty-five  mem- 
Ihtm.  This  man  Murphy  has  that  easy-going,  coni- 
nioii-Bcnsp,  democratic  manner  that  instantly  en- 
dears him  to  all  alike.  Murphy  is  a  tall,  thin,  pale 
man,  with  a  good  clctfn-cut  face  that  is  pleasant  and, 
when  needs  be,  is  serious.  He  is  a  big  man  in  the 
Order,  because  he  has  worked  hard  and  has  given 
the  better  part  of  his  life  to  the  service  of  the  traveling 
man.  "The  man  who  thinks  out  what  he  wants  to 
do,  ond  then  works  and  works  hard,  will  win,  and 
no  others  do,  or  ever  have,  or  can — God  will  not 
have  it  so."  The  visit  of  these  Supreme  officers 
helped  us — and,  who  of  us  do  not  need  and  appre- 
ciate help? 

It  would  be  a  long  story  to  tell  you  of  the  many 
little  gatherings  at  the  many  homes,  the  delightful 
dinner  at  the  Goldman  Hotel,  the  nmsic,  the  flowers, 
etc.  Suffice  to  say  that  it  was  a  grand  and  glori- 
ous time  we  had  and  we  are  better  for  bis  coming. 

Our  Council  is  getting  along  fine.  All  of  our 
members  are  not  active,  but  they  are  all  good  fellows 
and  they  mean  well. 

We  are  now  looking  toward  another  Pure  Food 
Show  in  February,  when  Supreme  Counselor  Roeser 
will  again  be  with  us  for  iin  officinl  visit. 


D.  E.  SHAPAHD. 
Grand  Counselor  of  Arkansas 


WALTER  D.  MURPHY. 
Supreme  Secretary  U.C.T. 


PRESS  CHAIRMAN 

PLEASE  READ  THIS 

At  the  last  meeting  of  the  Supreme 
Council  it  was  ordered  that  no 
more  than  15  pages  of  The  Sample 
Case  should  be  used  for  Council 
News.  The  editor  has  to  conform 
to    that  order. 

There  are  579  Councils,  every 
one  of  them  with  as  much  right 
for  an  equal  space  in  Council  News 
as  every  other  of  them. 

Don't  try  to  see  how  many  words 
you  can  use  in  your  Council  News. 
Step  on  reverse  gear  and  see  how 
FEW  words  you  can  tell  all  the  news 
in.     Make  it   short  and  snappy. 

Unless  you  do  this  the  editor 
will  have  to  cut  down  your  notes, 
and  he  may  cut  out  something 
you  wish  to  have  printed. 

Get  the  idea? 

The  Sample  Case  asks  for  your 
Council  NEWS — not  your  personal 
opinions.  It  is  NEWS,  not  edi- 
torials, that  will  go  into  the  Council 
News  Department.  It  is  up  to  you, 
as  much  as  it  is  to  the  editor,  to 
obey  our  Supreme  Council's  order. 


Wc  have  been  graciously  remembered  by  the  big 
ones  of  the  Order  and  to  more  materially  show  our 
appreciation,  we  are  going  to  grow  and  place  old 
No.  86  up  in  the  list  of  Councils  worth  while. 

It  would  be  unkind  to  wind  up  this  article  and  not 
mention  the  good  Sample  Case.  All  one  hears  is 
worth-while  compliments  on  the  good  magazine. 
We  should  all  be  proud  of  this  booklet  that  comes 
to  us  each  month  filled  with  just  the  kind  of  reading 
we  want.  Brother  Smith  has  made  good  and  to 
him  we  lift  our  Stetson  and  say,  "Charlie,  you  have 
gone  ahead  and  done  the  thing." — (C.  R.  V.) 


Los  Angeles. — Grand  Counselor  J.  H.  Brill  was 
in  our  own  town  for  several  days  before  anyone 
knew  a  thing  about  it.  But  that  is  Jack's  way. 
October  14,  he  made  his  official  visit  to  San  Diego 
Council,  No.  405,  and  they  gave  him  a  rousing  re- 
ception. Furthermore  Jack  appreciated  and  com- 
mended them  very  highly  for  the  way  the  officers 
did  the  initiatory  work  at  the  meeting. 

October  21,  when  he  \'isited  Los  Angeles  Council, 
No.  S2,  he  was  tendered  a  luncheon  by  some  of  the 
officers,  in  the  red  room  of  the  city  Club.  Those 
attending  this  limcheon  were:  Secretary  E.  Fletcher 
Scott,  Past  Senior  Councilors  Ros.  Peabody,  Geo. 
Bailey,  D.  F.  McKinney,  Ed.  Settlege,  Al.  Holman, 
Senior  Counselor  Phil  Kerr,  Past  Grand  Counselor 
Oscar  Kinne,  Grand  Executive  Committeeman 
Chas.  R.  Appenfelder  and  Junior  Counselor  Leonard 
Wilson  "for  a  few  minutes." 

All  enjoyed  the  talk  of  Jack  Brill,  about  his  ex- 
periences in  dealing  with  salesmen.  As  you  know. 
Jack  is  in  a  position  to  know  all  about  salesmen,  as 
he  is  the  capable  purchasing  agent  of  Oakland. 

It  was  not  long  before  two  or  three  very  estimable 
members  of  the  party  got  Jack  under  their  wings  to 
show  him  the  mysteries  of  a  Japanese  tea  garden. 

Then  came  the  big  time  at  the  regular  meeting, 
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whieli  wuB  called  at  7:30  p.  n».  There  were  niiii- 
Bdoking  tt(iriiiB»ion  to  our  grand  Order:  Raymond 
H.  Bradford,  Wm.  Uohb,  Leo  8t.  Jean,  Hay  A. 
(iruncr,  llymun  MorriB  Scliwiirtz,  TIioh.  J.  U. 
MoHcdniond,  llt^nry  Ford  AdaiiiB,  Kdward  .loseph 
linrry  and  Joo  WorkB  Norton.    All  were  initiated. 

The  Kntcrtainnicnt  Committee  saw  to  it  that  we 
were  well  taken  care  of  at  the  supper,  which  they 
had  prepared  after  the  meeting. 

Senior  Counselor  Phil  Kerr  called  upon  our  Grand 
Counselor  to  give  U8  a  little  talk.  From  the  time 
he  aroHe  to  th(^  time  he  eat  down,  all  ears  were  intent 
to  get  every  word  ho  uttered.  .lack  in  ('crtainly 
intereBling  and  we  are  proud  to  have  a  man  of  his 
caliber  at  the  head  of  this  jurisdiction. 

'I'hen  we  heard  from  Al  Clark,  who  was  elected 
on  the  Orand  Executive  Committee  at  our  luHt 
Mcssion.  In  his  remarks,  he  brought  out  very  fiin  ilily 
the  good  feeling  that  existed  between  San 
Council,  No.  405,  and  Los  Angeles  Council,  No.  M', 
and  all  other  Councils  in  this  jurisdiction. 

I'ast  Senior  Counselor  D.  F.  McKinney,  the  in- 
defatigable worker  for  the  Order,  made  a  few  bric-f 
remarks. 

On  account  of  an  attack  of  neuralgia,  Past  Senior 
Counselor  Geo.  Bailey  could  not  give  us  the  interest- 
ing talk  which  we  all  anticipated  when  he  was 
called  upon. 

Chas.  R.  Appenfelder  could  not  help  the  emotions 
that  came  over  him  when  he  spoke  of  the  pleasure 
it  was  to  again  be  in  the  fold  of  one  of  the  biggest 
Councils  in  the  Order  with  the  prospects  of  Los 
Angeles  Council,  No.  82,  getting  where  it  rightly 
belongs — the  biggest  and  best  Council  in  our  great 
Order. 

It  was  certainly  a  pleasure  to  see  the  same  old 
clique  of  old  524  at  this  meeting,  the  boys  who 
were  always  depended  upon  when  it  came  to  the 
work  to  be  done  for  the  Council.  It  showed  Los 
Angeles  Council,  No.  82,  the  spirit  we  have  to  make 
this  Council  stronger  morally  and  numerically. 
— (App.) 

Oakland. — The  past  few  months  started  the 
entertainment  features  of  our  Council  off  in  good 
shape.  As  is  always  the  motto,  "Oakland  Council 
knows  how,"  and  this  has  truly  been  shown  by  the 
good  times  recently  enjoyed. 

A  ladies'  night  was  held  after  the  regular  meeting, 
Oct.  20.  Dancing  was  the  popular  sport  of  the 
evening.  Many  prizes  were  given  to  the  ladies. 
Brother  Vierra  proved  himself  a  popular  ladies'  man 
by  giving  a  great  many  gifts  that  the  lucky  ladies 
could  use  to  good  advantage. 

We  delivered  the  prize  cup  to  Sacramento  Council, 
Oct.  28,  as  they  beat  us  in  the  membership  drive; 
but  while  they  won  they  also  lost,  as  they  treated 
us  to  a  wonderful  wild  goose  dinner.  Senior  Coun- 
selor Brown  presented  the  cup  to  Past  Counselor 
Hughs  of  Sacramento,  as  the  honors  were  all  with 
the  "Little  Giant,"  The  Brothers  of  Sacramento 
Council  claim  it  was  his  tireless  efforts  while  he  was 
the  Senior  Counselor  that  made  them  get  in  and 
dig  for  new  members.  After  the  entertainment  at 
the  hall.  Brother  Hughs  invited  all  the  visiting 
Brothers  and  their  wives  out  to  his  home  where  the 
party  progressed  until  an  early  hour. 

Grand  Counselor  Brill  made  his  ofEcial  visit  to 
the  Sacramento  Council  on  this  occasion  and  com- 
mented that  the  officers  of  this  council  put  on  the 
work  in  fine  shape.  Grand  Counselor  Remmel  also 
came  a  long  distance  to  be  present  on  this  occasion. 

At  this  party,  Santa  Claus  Goss  made  himself  the 
ofEcial  booster  for  the  Queen  of  the  Shriners'  Car- 
nival. 

On  the  way  home,  the  Oakland  Brothers  and  their 
wives  had  dinner  together  at  Stockton  and  when  they 
reached  "My  City  Oakland"  the  Borchardt  family 
insisted  that  the  two-day  party  would  not  be  com- 
plete without  a  luncheon  at  their  home. 

Another  get  together  meeting  was  held  at  San 
Jose,  Nov.  4,  at  which  time  a  joint  initiation  was 
held.  During  the  time  the  Brothers  were  in  session 
the  ladies  of  San  Jose  CouncU  entertained  our  ladies. 
Following  this  they  served  a  wonderful  dinner  after 
which  dancing  was  enjoyed. 

The  Armistice  Parade  will  long  be  remembered 
by  all  citizens  of  Oakland.  It  was  in  this  parade 
that  Oakland  Council  showed  them  just  what  the 
U.  C.  T.  really  stands  for.  Brother  Borchardt  as 
chairman  of  the  day  had  a  wonderful  float  fixed  up, 
showing  the  "Ray  of  Hope,"  the  Mother  and  the 
Children.  Following  this  float  were  the  boys  of  the 
Council  and  the  Bagmen  in  their  new  uniforms. 

The  House  Committee  has  announced  that, 
Nov.  17,  there  will  be  a  country  store  and  dance  held 
at  the  Council  rooms.  When  Brother  Meyer  Lewis, 
chairman  of  the  committee,  sets  out  to  put  over  a 
good  time,  everyone  knows  before  hand  that  they 
will  enjoy  themselves  to  the  fullest  extent. 


Make-  it  a 
(]}iristnias  J*r(;sent 

CMake  a  Christmas  present 
to  a  friend — send  him  The 
Sample  Case  for  a  year- 
costs  but  one  thin  dollar. 

Clf  every  U.  C.  T.  will  do 
this,  it  will  give  this  magazine 
200,000  readers  by  January  1. 

CBest  Christmas  present  you 
can  send  him. 

CWe'll  send  him  a  card  tell- 
ing him  it  is  your  Christmas 
present  for  him. 
CDO  IT  NOW. 


The  yearly  theatre  party  will  be  held  at  the  Fulton 
Playhouse,  Nov.  17. 

This  year  we  will  not  only  entertain  our  own 
youngsters  with  a  Chribtmus  tree  but  have  made 
plans  to  also  give  about  a  hundred  orphans  the  same 
good  time.  When  the  time  arrives  that  you  will 
be  asked  to  do  your  share  to  make  these  kiddies 
happy,  you  will  then  realize  that  the  "C"  in  U.  C.  T. 
means  "Charity" — that  is  always  shown  by  all 
United  Commercial  Travelers.— (A.  E.  B.) 


THE.C 


Raleigh,  N.  C. — Our  regular  meeting,  held  Oc- 
tober 21,  was  by  far  the  best  meeting  of  the  year. 
Twelve  good  men  were  initiated. 

Brother  H.  V.  Cobb,  of  Greensboro,  made  his 
official  visit.  He  is  a  member  of  the  Grand  Executive 
committee  of  the  Carolinas.  Brother  Cobb  acted 
as  Conductor  and  his  work  was  an  inspiration. 
Every  word  of  the  Conductor's  work  is  memorized 
by  him,  also  the  "Ray  of  Hope"  lecture,  which  was 
a  treat.   This  feature  was  put  on  by  means  of  slides. 

At  the  conclusion  of  the  initiatory  work.  Brother 
J.  B.  Rogers  called  for  a  recess  and  invited  all  hands 
to  eat.  J.  B.  is  some  eater  himself  and  he  provided 
a  bountiful  lunch.  The  gang  put  away  the  feed  in 
short  order.  The  candidates  were  M.  W.  McQuay, 
R.  B.  Rogers,  T.  M.  Salter,  J.  M.  Lewis  (Oh,  you 
Lewis;),  J.  B.  Clements,  P.  E.  Wise,  H.  O.  Edye, 
H.  C.  Bowden,  E.  M.  Franklin,  D.  C.  White,  T.  B. 
Davis,  W.  N.  Stokes. 

We  had  two  transfers.  Brothers  J.  A.  Dean,  from 
Greensboro,  and  B.  T.  White,  from  Philadelphia. 
We  are  very  glad  to  have  these  Brothers  in  No.  474. 

Our  regular  meeting,  November  4,  was  another 
live  wire  meeting.  In  the  absence  of  Senior  Counselor 
Art  Cooper,  Junior  Counselor  Bob  Garrison  pre- 
sided and  discharged  the  duties  of  that  office  in  a 
very  fitting  maimer. 

Brother  Delamater  occupied  the  Junior  Coun- 
selor's chair  and  did  well. 

Brother  J.  Baxter  Johnson  acted  as  Past  Coxm- 
selor  and  was  a  credit  to  the  Council  and  himself. 

Brother  Cooper's  absence  was  due  tj  the  illness 
of  his  wife.    This  is  his  first  absence. 

Six  noble  fellows  were  initiated  :  J.  M.  Teachey, 
Jr.,  R.  G.  Carter,  M.  S.  Houlder,  T.  A.  Stephens, 
R.  G.  Hatch,  and  W.  M.  Connolly. 

The  Council  is  going  to  have  a  real,  honest-to- 
goodness  minstrel  show  about  the  middle  of  De- 
cember, and  every  Councilor  is  expected  and  is 
kindly  asked  to  support  this  undertaking.  It  means 
work  for  all  to  make  it  a  success,  but,  v,ith  Brother 
Paul  Anderson  as  chairman  of  the  whole  business, 
ably  assisted  by  Brother  Joe  Thebault  and  Hydro 
Mount,  there  ia  going  to  be  a  real  minstrel  show  for 
the  folks  of  Raleigh  and  hereabouts. — (Elyob.) 

Asheville,  N.  C— Watch  old  No.  28.5  grow.  If 
the  applications  come  in  much  faster  than  they  are 
coming  now,  the  Secretary  will  have  to  hire  an 


iilove  to  an  application  writing  contest.  Each  has 
already  taken  half  the  Council  and  got  them  into 
H.  iion.  Brother  J.  E.  Coll  at  the  last  Grand  Council 
ineeting  offered  a  loving  cup  to  the  Council  writing 
the  most  applications.  Ju«t  for  the  benefit  of  the 
other  Councils,  I'll  just  say  (in  a  whiBpcr)  they  better 
get  busy.  This  old  mountain  air  around  here  put* 
pep  into  a  man,  and  old  No.  285  ia  all  broke  out  with 
pep  now.  The  losing  team  will  have  to  banquet 
the  winners  on  New  Year'a  eve. 

Brother  E.  F.  Presgly,  who  wa«  in  the  hospital 
for  Beveral  weeks,  is  back  on  the  job.  putting  the 
candy  to  them. 

Brother  W.  C.  McConnell  is  also  able  to  be  at  hin 
work  again. 

We  juHt  heard  that  Brother  Frank  R.  Hewitt  waK 
seriouHly  ill. 

'I'lii.'  Secretary  announces  the  birth  of  a  son,  Robert 
lOarle,  Jr.,  Oct.  24. 

'I'hf-  rrjcmbcrB  of  Asheville,  No'  285,  were  very 
3r,rry  indeed  to  learn  of  the  death  of  Mrs.  W.  1). 
.Vluridiy.  bf.love<l  wife  of  our  Supreme  Secretary. 
Wi'  ,if  No  28.')  deeply  sympathize  with  Brother 
.Murpljy. 

■Ml  visiting  members  are  welcome  and  a  cordial 
invitation  is  extended  to  them  all  to  meet  with  ub 
every  second  and  fourth  Saturday  night. — (I{.E.G.) 

Greensboro,  N.  C. — Greensboro  Council,  No. 
2'.)l).  has  just  closed  a  campaign  managed  by 
Past  .Senior  Counselor  Harry  C.  Beeckner;  $3,5.'')6 
worth  of  merchandise  was  given  away  in  the 
award  that  ended  the  campaign,  Sept.  22,  in- 
cluding Cleveland  and  Ford  cars.  The  funds  will 
be  used  to  entertain  the  Grand  Council  of  The 
Carolinas,  which  meets  in  our  city  next  spring,  as 
well  as  aiding  in  the  charitable  and  benevolent 
activities  of  our  Council. 

Senior  Counselor  Dawson  is  a  live  wire  and  No, 
296  will  now  get  down  to  winter  work. 

We  recently  moved  into  a  nice  new  hall  and  many 
of  our  members  have  not  yet  met  with  us  in  out  new 
quarters.  They  have  a  pleasant  surprise  awaiting 
thern.  We  expect  all  members  to  attend  meetings 
hereafter.— (T.  B.  G.) 

Greenville,  S.  C. — At  our  regular  meeting  Nov. 
4,  there  was  a  very  good  attendance.  After  opening, 
the  meeting  adjourned  to  the  "Waffle  Shop,"  where 
a  most  excellent  oyster  supper  was  enjoyed.  Several 
of  the  members,  particularly  one  of  the  officers  of 
our  Grand  Council,  were  unable  to  assist  mate.ially 
in  the  initiation  later,  as  they  had  tried  to  outdo  one 
another  in  the  number  of  oysters  consumed.  One 
former  Senior  Counselor  could  not  find  "sugar"  for 
his  coffee.  After  much  loud  calling  for  "sugar,"  his 
"sugar"  put  in  an  appearance,  but  she  was  almost 
as  black  as  his  coffee.  The  F.  L.  E.'s  provided  the 
after-dinner  cigars,  which  were  greatly  appreciated 
by  all. 

After  returning  to  the  hall,  three  candidates  were 
initiated.  Brother  Major  gave  the  "Ray  of  Hope" 
lecture  to  them  in  his  accustomed  style.  No.  444 
is  becoming  quite  proficient  in  the  initiation  cere- 
mony, as  few  meetings  go  by  that  one  or  more  candi- 
dates do  not  ride  the  "goat." — (M.  D.  C.) 

COLORADO 

Colorado  Springs. — Colorado  Springs  Council, 
No.  544,  opened,  Oct.  21,  with  a  full  crew  of  officers 
and  a  large  attendance.  E.  J.  WHtney,  from  Wichita 
Falls,  Texas,  was  with  us  and  gave  us  a  good  talk. 

The  Council  was  visited  by  a  Wm.  S.  Brady,  who 
wants  to  become  a  member  and  we  took  him  in. 
He  with  several  others  attended  our  successful  ban- 
quet given  at  Alamo  Hotel,  Oct.  7.  Thanks  to  the 
committee.  Brothers  BroT^-n,  Wagner,  Schwartz- 
strauber,  Rainger  and  Corpian.  The  committee 
announced  at  7:.30  promptly  that  they  were  ready  and 
the  officers  led  and  they  all  marched  into  the  Alamo 
to  a  march  played  by  the  Alamo  orchestra.  Then 
they  were  all  seated  while  Brother  Chester  Horn 
acted  as  toastmaster. 

A  palate-pleasing  menu  awaited  us.  Following 
the  dinner  came  dancing. 

The  ladies  were  presented  bouquets  of  roses  as 
souvenirs. 

Brother  Rohrer,  who  had  gone  deer-hunting  a 
short  time  before  got  himself  a  deer,  and,  of  course, 
he  was  called  upon  to  tell  of  his  experience  in  getting 
the  buck.— (R.  D.  W.) 


At  our  first  meeting  in  October,  Senior  Counselor 
Seibold  was  challenged  by  Junior  Counselor  Mich- 
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Jackaonvllle. -Ja<-k«oi.vill«  Couiiril,  No.  2'.>2 
put  on  nciiic!  Ilalluwe'eo  party  at  llic  Soniinolc  Iloti  l 
(M.  31. 

I*roiiiptly  at  8:30  o'clock,  that  syncopatinn  or- 
chestra of  Scanhole  and  Feather  opened  its  dcliKhtfiil 
proKrain  of  niuHiR,  followed  with  dancing  and  hiii>2iiiK 

Three  hundred  personH  were  here  and  many  ollii  r- 
wantcd  to  ho  there,  but  it  wan  an  invitation  ulTuir 

We  ha^  in  our  Council  two  of  the  best  of  punch 
servem,  R'eB8.°8.  Ley  and  Powell. 

Bud  Pollock  gave  us  a  recitation  about  "'I"he  Kacc 
on  the  Bar  Room  Floor."  Miss  Mary  ErncHt.  oiii- 
of  the  daintest  of  the  fair  sex,  sang  a  very  pretl.\ 
itong  entitled  "Nobody  l.ied."  Miss  M.  l.ee  Hurpci- 
impressively  sang  "The  Rosary." 

One  of  the  most  enjoyable  events  of  the  party  wan 
n  visit  from  Hiram  and  Samanthy  Hayseed,  iiilru- 
ilucing  a  new  dance. 

Hallowe'en  night  being  the  opening  night  of  the 
season  with  the  Seminole  Hotel,  and  as  they  had  :i 
dinner  dance  and  an  elaborate  entertainment  on 
in  the  Rose  Room,  Charles  B.  Griner,  the  genial 
manager,  was  a  very  busy  man,  but  not  too  busy  t» 
pay  the  U.  C.  T.'s  and  their  invited  guests  a  short 
visit. 

This  was  a  start  for  a  scries  of  entertainments  to 
be  given  this  winter  season,  and  the  members  who  do 
not  attend  will  certainly  m<ss  something. 

Nov.  4,  at  K.  of  P.  Hall,  the  Senior  Coun.selor 
called  the  meeting  to  order.  It  was  some  hot  meet- 
ing and  n\uch  was  said  and  done.  Wo  received  about 
15  applications  this  week,  one  member  writing 
eleven,  including  transfers. 

A  great  big  beautiful  S25  hand  hag  is  offered  to  the 
member  bringing  in  the  most  new  members  between 
the  first  meeting  in  October  and  the  last  meeting 
in  December.  Reinstatements  and  transfers  count 
as  new  members. 

The  Seminole  Hotel  ha.s  been  selected  as  our  future 
meeting  place.  Mr.  Griner,  manager  of  the  Seminole, 
offcre<l  a  meeting  place  to  Jacksonville  Council 
free  of  charge.  Council  No.  292  will  surely  prosper 
by  this  move.  The  Council  will  now  meet  on  the 
first  and  third  Friday  nights,  instead  of  Saturday 
nights. 

Jacksonville  Council  was  honored  with  the  presence 
of  Past  Grand  Counselor  T.  B.  Lewis  from  Atlanta 
Council,  No.  18.  Brother  I/ewis  said  many  nice 
things  about  our  beautiful  city  and  also  about  Jack- 
sonville Council. 

Three  candidates  were  in  waiting  and  the  lesson 
of  Unity,  Charity  and  Temperance  was  conferred 
on  them  in  an  exemplary  manner  by  Jacksonville 
Council's  crack  degree  team.  The  boys  are  all  show- 
ing pep  in  this  council  and  nothing  under  350  mem- 
bers will  suit  them  when  the  Grand  Council  convenes 
in  this  city  next  May. — (Billic.) 


I  /.LI 

Centralia. — Marking  the  close  of  a  30-day  mem- 
bership drive,  Centralia  Council,  No.  211,  staged  a 
memorable  event,  Nov.  4.  The  Council  now  has 
135  members,  with  several  more  initiations  held 
over  for  our  December  meeting.  H.  G.  McMillan 
and  D.  J.  Dunbar  were  captains  of  the  opposing 
teams  in  the  drive.  Supreme  Counselor  Frank  J. 
Roeser,  Grand  Counselor  McTaggart  and  Grand 
Page  McCracken  were  guests  of  honor. 

At  5:30  the  travelers,  joined  by  their  wives  or 
guests,  proceeded  to  the  Meadow  Woods  Country 
Club.  About  one  hundred  and  fifty  were  seated  in 
the  spacious  hall  where  they  enjoyed  one  of  Chef 
Calloway's  famous  chicken  pie  suppers.  Following 
this,  A.  E.  Gilpin,  one  of  the  most  loyal  supporters 
of  the  local  Council,  acted  as  toastmaster  and  in 
his  usual  jovial  manner  introduced  the  speakers  of 
the  evening,  after  giving  travelers  and  guests  a  little 
inside  information  on  the  workings  of  the  Order. 
Centralia  may  well  feel  proud  to  know  that  Cen- 
tralia Council,  No.  211,  is  one  of  the  highest  standing 
Councils  in  the  entire  state. 

Nello  Lenzini,  Senior  Counselor,  and  Secretary 
A.  E.  Gilpin  deserve  special  mention  for  the  hard 
work  they  put  in  to  make  this  a  success. 

After  the  program  of  speakers,  J.  D.  Cosby,  chair- 
man of  the  Entertainment  Committee,  also  chair- 
man of  the  Entertainment  Committee  of  the  Country 
Club,  took  charge  of  the  proceedings.  The  guests 
were  delightfully  entertained  with  vocal  solos  by 


S.  D.  PORIKR. 
Prominent  member  o/  Chicaeo  Council, 
No.  30,  who  recently  passed  away.  He  was  a 
booster  V.  C.  T.  and  a  member-getter.  He 
became  a  member  of  the  V.  C.  T.  In  St.  Paul, 
Minn.,  trans/errlne  to  Chicago.  No.  30.  in  t9IS 


M.-s.  Wm.  Dralle  and  Mrs.  Ben  Kaolin,  accompanied 
by  Miss  Theresa  Peifer.  Promptly  at  nine  o'clock 
the  grand  march  was  formed  with  about  fifty  couples, 
le<l  by  Mr.  and  Mrs.  P.  C.  Puffer.  Following  some 
dancing,  cards  and  a  general  social  time  closed  the 
greatest  day  in  the  annals  of  Centralia  Council, 
No  211. 

Peoria. — Peoria  Council,  No.  112,  celebrated  its 
second  winter  series  of  dances,  Nov.  4,  with  a  large 
attendance.  Several  out-of-town  visitors  availed 
themselves  of  the  splendid  roads  and  drove  in  from 
Blocmiington  and  other  near-by  towns.  The  Enter- 
tainment Committee  served  pumpkin  pie,  dough- 
nuts, and  apple  cider.  Remember,  there  is  always 
a  place  for  the  children  at  these  evening  entertain- 
ment.s.  Do  not  stay  at  home  on  their  account — bring 
them  along  and  they  will  enjoy  themselves. 

At  our  afternoon  meeting,  five  applications  were 
voted  on.  Three  were  present  and  were  given  the 
work.  Peoria  Council  is  working  hard  for  a  big  in- 
crease in  membership.  Grand  Sentinel  Thos.  W. 
Endsley  is  putting  a  lot  of  pep  into  the  work  and 
goo<l  results  are  bound  to  follow. 

A  letter  was  read  from  Joe  B.  Pitier,  a  former 
Past  Counselor  of  Peoria  Council,  who  now  resides 
in  Lincoln,  Neb.,  along  with  his  best  wishes  to  all 
members.  He  wished  he  could  drop  in  and  see  the 
work  put  on  by  the  officers  of  No.  112.  Joe  was  a 
live  wire  in  Peoria  Council  and  we  miss  him. 

Alex  Freer,  of  Calchester,  la.,  was  a  \'i8itor  in 
Peoria  during  the  past  month.  Alex  was  another 
live  wire  Peoria  Council  had  to  lose,  he  having  to 
leave  just  at  the  time  he  was  to  be  elected  Junior 
Counselor. 

Sam  G.  Blake,  Past  Counselor  of  Peoria  Council, 
has  severed  his  connection  with  the  Diamond  Electric 
Co.,  and  is  now  traveling  in  Iowa,  for  a  St.  Louis 
Electric  Co.  He  will  continue  to  make  Peoria  his 
headquarters. 

Warren  Schaff,  a  member  of  Peoria  Council,  No. 
112,  who  travels  for  Oakford  and  Fahnestock,  whole- 
sale Groceries,  of  Peoria,  was  a  visitor  here  last 
month,  attending  the  banquet  given  by  the  sales 
force  to  Mr.  Oakford  in  honor  of  his  77th  birthday. 
The  banquet  was  served  in  the  salesrooms,  and  was 
an  elaborate  affair,  there  being  about  225  in  at- 
tendance.— (A.  B.) 

Litchfield.— Litchfield  Council,  No.  153,  had 
the  best  meeting,  Oct.  28,  we  have  had  this  year. 
No.  153  has  been  dormant,  for  some  time,  but  at 
last  we  grabbed  a  candidate  and.  after  making  sure 
he  was  ours,  we  had  the  lecture  of  the  "Ray  of  Hope" 
given  by  Brother  Jantjen,  assisted  by  Brother 
Gaskins,  both  of  Jacksonville  Council,  No.  182. 
Some  of  the  U.  C.  T.'s  families  were  present. 

Since  we  have  come  alive  once  more,  we  are  going 
to  try  to  stay  alive  so  we  can  meet  Grand  Counselor 
Bert  McTaggert  with  a  smile  next  May.  when  we 
meet  at  the  river. 

Candidates  are  pretty  scarce  here,  but  if  any  more 
show  up,  they  will  have  an  awful  time  getting  awajr. 
— (L.  N.) 


Springfield.— Capitol  Council,  No.  96,  always 

l.iirt  one  candidate  and  Bomotimes  we  round  them  up 
111  droves. 

The  annual  picnic  was  a  success. 

Oct.  14,  we  held  our  fall  wiener  roast,  and  followed 
tills  up  with  a  dance. 

.N'ext  month  our  ladies  will  treat  uh  to  the  annual 
l.icnquet 

It  was  our  sad  lot  this  dummer  to  lose  our  beloved 
llrother  Ira  Grimes,  Past  Grand  Counselor,  a  charter 
rMi  niber  of  Capitol  Council.— (O.  G.  M  ) 

Mattoon. — Mattoon-Charlcston  Council,  Nc. 
I  met  at  the  K.  P.  Hall  in  Mattoon  at  the  regular 
Ni>vember  meeting,  had  a  good  attendance,  and 
ifu  r  the  regular  routine  of  business  was  attended 
1".  the  ladien  and  the  Entertainment  Committee 
li:i.l  a  wiener  roast  ready  for  the  members  and  families. 
I  vi-rybody  present  had  a  fine  time. 

Ilverything  is  going  fine. — (W.  I..  W  ) 


Indianapolis. — Indianapolis  Council,  .No.  4, 
all  set  for  the  Community  Initiation  at  Terre 
lliiute  November  18.  A  special  car  was  chartered 
and  with  a  class  of  candidates,  we  had  a  good  delega- 
tion at  the  special  ceremony. 

The  first  of  our  series  of  dances  was  given  October 
14,  with  the  usual  big  crowd.  These  will  be  eon- 
tinued  throughout  the  season  on  the  second  and 
fourth  Saturday  nights  from  8:30  to  11:30. 

Our  annual  ball  will  be  held  early  in  Decembei-. 
L.  S.  Martin,  Howard  Kimball  and  Herbert  Jen- 
nings are  in  cha.ge. 

Leonard  B  Thiol,  Robert  S.  Manus,  Edwin  M. 
Mason,  Nichols  J.  Brown,  Sam  Warum,  Fred  H. 
Gribler  and  Hubert  Jones  have  been  initiated  since 
our  last  letter. 

Brother  P.  E.  I.aPere  has  been  appointed  to  fill 
out  the  unexpired  term  of  E.  C.  Braughton  on  the 
Executive  Committee. 

O.  F.  CIcvonger.  an  old-time  member  of  No.  4, 
is  seriously  ill  at  his  home,  3104  Kenwood  Avenue. 
— (C.  B.  H.) 

Evantville. — Crescent  City  Council,  No.  14,  is 
still  alive.  Our  meeting  October  21  marked  the 
77Sth  consecutive,  regular  meeting  of  the  Council 
with  only  one  i^ecretary-Treasurer,  A.  L.  Flickner, 
who  has  continuously  8cr\ed  for  nearly  thirty-three 
yea/8.  Wo  would  like  to  hear  from  some  Council 
that  can  heat  this  record. 

Although  not  having  grown  fast  during  the  summer, 
we  held  our  own,  having  made  several  additions  by 
transfers  and  two  new  adoptions,  Clarence  A.  Carlise 
and  Robt.  Van  Palmer. 

Prominent  among  our  visitors  was  E.  L.  Northam 
of  Indianapolis,  No.  4,  who  put  on  the  "Ray  of 
Hope"  in  his  own  beautiful  way. 

The  Ladies'  Auxiliary  put  on  a  happy  and  delight- 
ful evening  for  us  October  21.  Our  Council  chamber 
was  overflowing  with  a  merry  crowd  of  old  and  young. 
Dancing  and  card  games,  ice-cream  and  cake  kept 
the  whole  bunch  busy  for  four  hours.  AW  went  home 
looking  forward  to  the  next  big  stunt.  These  socials 
will  probably  be  monthly  during  the  winter. 

At  this  meeting  the  charter  was  delivered  to  the 
Auxiliary  and  kept  open  for  a  limited  time  for  addi- 
tional names. 

.Since  our  last  report,  we  have  submitted  to  the 
call  of  the  Omnipotent  Counsellor  on  High  for 
transfers  to  the  Holy  City  Council,  of  three  of  ou 
dear  Brothers,  John  Gerget,  W.  Ludwig  and  J.  N. 
Frank.  But  their  memories  will  live  on  until  the 
last  one  who  knew  them  is  gone. 

We  are  still  on  the  job  of  getting  new  sub- 
scribers for  The  Sample  Case.  Every  outside 
subscriber  means  an  addition  to  our  great 
Order,  inevitably  and  eventually. 

Cresent  City  Council  is  going  to  "stick  out  its 
third  vest  button"  and  grow.  Watch  us  and  see; 
— (Karcher.) 

Seymour. — Seymour  Council,  No.  624,  me,;  in 
regular  session,  with  a  good  attendance  and  lots  of 
pep,  and  all  of  the  oflScers  there. 

.■\fter  the  business  session  the  work  was  given  to 
Oakley  .\llen  and  Mr.  Lcachmen,  both  living  in 
Seymour  and  being  men  whom  the  U.  C.  T.  should 
be  proud  to  have  in  the  Order. 

After  the  meeting  there  was  lunch  served  b.\  the 
committee.  A  smoker  was  held  at  the  hall  on  October 
18. 

On  our  next  meeting  night,  the  first  Saturday 
night  in  December,  there  will  be  something  that  will 
interest  all  members.  Try  to  be  there  and  get  your 
part  of  it  and  help  to  make  it  a  big  .success  BE 
THERE— (F.  E.  C.) 
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D.E.C  EMBER 


Resolutions  for  1923 


w 


u.  c 


II A  T  is  the  EMBLI'.M  on  your  lapel  for?    Our  U.  C.  T.  EMBLEM 
is  so  the  other  fellow  knows  we  belong  to  the  United  Commercial 
Travelers  of  A  merir.a. 
What  f^ood  does  it  do  us  to  have  the  other  fellow  know  we  belong  to  the 
T.  'f    It  is  not  a  bond  of  friendship  and  fellowship,  a  universal  Order 


which  so  knits  its  members  together  that  every  Councilor  is  actually,  not 
potentially,  a  friend  of  every  other  Councilor? 

Do  you  speak  to  a  personal  friend  when  you  meet  him  on  the  street,  or  a 
train?  We  do.  Do  you  speak  to  every  wearer  of  the  U.  C.  T.  EMBLEM  when 
you  meet  him,  on  the  street,  on  a  train,  on  or  the  elevator?  We  do.  The  next 
time  you  see  the  EMBLEM  on  the  lapel  of  a  member,  you  just  pull  a  grin 
on  your  face,  and  say  "How  do  you  do  Brother!"  and  watch  him  pull  the  same 
grin  on  his  face,  too. 

TIIA  T'S  what  the  U.  C.  T.  is  FOR — to  make  men  smile  at  real  fellows — 
to  make  men's  hearts  smile  at  men's  hearts.  If  it  does  that,  it's  well  worth 
while.  If  it  doesn't  do  that,  it  isn't  worth  a  tinker's — {whatever  that  is) 
to  the  man  who  is,  really,  "in"  not  merely  "of"  the  U.  C.  T. 

Let  us  all  resolve  to  wear  our  good  emblem  for  all  time  in  an  order  that 
really  protects  us  and  our  loved  ones,  and  let  us  all  resolve  that,  when  your 
FOUR  Assessments  are  called  in  1923  for  $3.00  each  that  you  will  sit  down 
and  remit  at  once  and  then  rest  back  with  the  assurance  that  you  are  safe. 
Let  us  all  resolve  that  we  will  do  as  we  are  told  in  our  ritualistic  work  that 
we  believe  in  our  Order,  we  stand  for  its  principles,  we  will  stand  to  and  obey 
its  laws,  and  come  to  every  meeting  and  "boost"  not  "knock"  those  who  are 
working  for  your  benefit.  Now  get  out  your  U.  C.  T.  Emblem  and  wear  it 
so  the  other  members  can  shake  your  hand  if  you  are  lonesome,  or  among 
strangers  for  the  coming  year. 

Boost  our  "SAMPLE  CASE"  among  your  friends,  and  get  their  sub- 
scriptions, only  $1.00  per  year. — A.  H.  Berleyette,  Sec'y  Fort  Pitt  Council, 
No.  171,  Pittsburgh,  Pa. 


Dubuque. -  Key  ('ily  ('cniiiril  put  on  BurgeBB 
and  llhoinlHTK  IJiiy,  NovciijIxt  4.  CJrand  Coun- 
selor A.  M(;I'"urlan(i  Kent  regrets  tliat  he  could  njt 
be  present,  but  was  ably  rcpreBCnted  by  Brother 
I.  Farris,  Waterloo.  Grand  Chaplain  The  other 
Grand  oflice.n  pre«ent  were:  Past  Grand  Counselor, 
Oscar  IliirKCHH.  HiirliM(?ton;  Grand  I'ast  Counselor, 
ChuH.    iMiiircH,    liiiU'pendenec;    Grand  Chaplain, 

Charlia  l.c.oku  I,  Clinton;  and  Grand  Ex-Coni- 

mittcinaii,  L  A.  l(lii.rnl)crK. 

Till-,,  u.  ir  ,  irJii.i  II  Mpplii'iints,  but  only  twelve 
apj)c:ii'  'I  I  'i  i.il.'  I  Ih'  Ml.lir,.ii  loii. 

Ki  y  (  iiy  (  ■..iiiH  ii  I,,  iii.Mici  of  her  officers  and  the 
way  they  put  on  tlnH  inUmlion;  no  ritual  being  in 
sight. 

We  are  now  close  t  J  the  400  nuirk  and  expect  to 
pass  it  by  January  1.  After  a  few  remarks  by  all 
Grand  officers,  we  adjourned  to  pa.lake  of  the  feast 
prepa.ed  by  the  Entci  tainnient  Committee. 

Council  Bluffs.— The  regular  meeting  of  Couiici_ 
No.  146  was  held  Saturday  evening,  October  28 
and  we  had  the  largest  attendance  of  the  year. 
Each  one  took  an  active  part. 

Initiation  of  candidates  was  put  on  and  one  new 
member  was  added— Art  LeITenwcll. 

Attention,  ladies.  Our  regular  meeting  night  is 
the  fourth  Saturday  of  each  month,  so  please  have 
your  dinner  early  and  send  your  husbands  to  the 
meetings,  as  we  need  the  assistance  of  each  one  of 
them.  We  ask  this  as  a  special  favor.  We  don't 
believe  you  wdl  forget  to  remind  your  husbands  of 
making  Council  No.   146  the  best  in  the  state. 

The  Entertainment  Committee  is  busy  preparing 
foi-  a  big  dance  to  be  held  very  soon. 

Council  closed  in  regular  form.  The  floor  was 
cleared  and  all  enjoyed  dancing. — (W.  E.  H.) 

Carroll.— Carroll  Council,  No.  543,  pulled  one 
of  its  good  meetings  October  14,  with  about  thirty- 
five  Brothers  present.  The  "old  faithful"  were  on 
deck,  as  usual,  to  lend  encouragement  to  the  faltering; 
and  the  ladies  were  100  per  cent  with  their  lunch  and 
entertainment. 

Only  one  candidate  could  be  located,  so  he  made 
the  long,  rugged  way  alone.  When  we  surround  the 
four  who  did  not  show  up  he  will  have  the  pleasure 
of  sitting  on  the  sidelines. 

Brother  Carlson  wants  better  train  service  at 
Carroll  and  an  effort  will  be  made  to  secure  it.  It 
was  voted  to  make  the  November  11  meeting 
"Burgess  Day."  Each  member  was  to  provide  a 
candidate. 

Carroll  Council  occasionally  receives  inquiries 
about,  "how  do  we  do  it  "  How  do  we  keep  up 
interest  How  do  we  get  the  big  turnouts  Just 
one  answer  to  all  of  these  questions.  /(  is  the  ladies. 
The  Carroll  Auxiliary  is  the  Oiganization  that  keeps 
the  pep  in  our  U.  C.  T.  Council  at  boiling  point. 
— (E.  W.  H.) 

Oskaloosa. — At  a  recent  session  of  Oskaloosa 
Council  a  plan  was  introduced  by  Brother  L.  G. 
Moore,  for  creating  a  more  active  interest  in  Council 
affairs. 

The  Council  has  been  divided  into  thiee  g.'oups, 
or  teams,  to  be  designated  by  the  colors  of  the  Order, 
blue,  white  and  gold,  with  George  W.  Davis,  Senior 
Counselor,  Captain  of  the  "Blues,"  E.  L.  Alcorn, 
Past  Counselor,  Captain  of  the  "Whites,"  and  S. 
B.  Fuller,  Junior  Counselor,  Captain  of  the  "Golds." 

A  contest  has  been  started  between  the  three 
teams,  which  is  proving  very  inieresting.  For  every 
member  present  at  the  regular  sessions,  the  group 
to  which  each  belongs  receives  a  merit.  If  a  member 
and  wife  are  present  at  the  social  functions,  their 
group  receives  two  merits.  The  group,  which  has 
the  greatest  number  of  merits  to  its  credit  at  the  end 
of  the  fiscal  year,  that  group  will  be  especially 
entertained  and  entitled  to  send  one  representative 
and  wife  tj  the  State  Convention  in  Burlington, 
with  expenses  paid  by  the  two  defeated  groups. 

October  24  was  the  opening  social  event  of  the 
season,  with  the  "Blues"  in  charge.  Fraternity 
Hall  was  beautifully  decorated  for  the  occasion  in 
true  Halloween  fashion,  with  jaek-o'lanterns,  corn- 
stalks, black  cats,  witches  'n  everything.  A  canopy 
was  constructed  over  the  entire  hall,  made  of  orange 
and  black  crepe  paper,  creating  a  pleasing  impression 
with  everyone. 

The  ladies  of  the  "Blues"  served  a  delightful 
chicken  supper  with  all  the  trimmin's.  After  the 
supper,  the  evening  was  spent  in  entertainment. 
One  feature  was  a  political  speech  by  Counselor 
McMullen  as  Colonel  Brookhart  and  Counselor 
Olinger  as  Clyde  Herring.    A  poll  was  taken,  which 


resulted  in  favor  of  Herring,  by  a  large  majority. 
The  remainder  of  the  evening  was  spent  in  dancing. 
It  was  an  enjoyable  occasion.  Captain  Davis  and 
his  "Blues"  have  shown  that  they  mean  business, 
and  will  do  their  best  to  send  the  two  representatives 
to  the  convention  in  Burlington. — (R,  A.  A.) 

Clintot>. — The  Ladies'  Auxiliary  of  Clinton 
Council,  No.  331,  are  the  real  thing  as  entertainers. 

October  28,  after  our  regular  Council  meeting, 
which  was  held  at  4  p.  m.,  they  staged  an  indoor 
carnival,  with  all  the  usual  and  some  unusual  attrac- 
tions. A  Ladies'  Band  of  eleven  pieces  was  one  of 
the  principal  features,  creating  much  amusement 
and  some  music.  The  snake  charmer  was  wonderful 
to  look  at.  The  smallest  dwarf  in  the  world  was  there 
to  mystify  us.  The  youngest  tight-rope  walker 
showed  much  skill  in  her  performance.  A  swimming 
match  between  two  pretty  young  girls  drew  a  large 
crowd.  The  wild  man  from  Borneo'  gave  a  very 
realistic  exhibition.  The  bean  game  was  well  patron- 
ized all  evening.  The  fortune  teller  was  there. 
We  had  a  booth  for  ladies  f  nly,  and  one  for  men  only. 
The  grab-bag  was  empty  early  in  the  evening,  and 
the  fish  pond  held  many  wonderful  prizes.  A 
bicycle  race  between  two  of  our  members  was  an 
exciting  contest.  Ice-cream,  pop,  cracker-jack, 
candy,  hot  coffee,  hot  dogs,  doughnuts  and  other 
refreshments  were  on  sale  all  evening.  The  tallest 
Counselor  acted  the  balloon  man's  part  very  efficiently. 
The  kangaroo  court  was  in  session  all  evening,  with 
Officer  Olds  bringing  in  the  offenders. 

A  large  and  enthusiastic  crowd  was  on  hand,  and 
entered  into  the  spirit  of  the  evening  from  the  start, 
and  kept  it  up  until  the  last  dog  was  sold  and  the 
performers  exhausted. 

At  the  Council  meeting  it  was  decided  to  make  a 
more  determined  and  organized  effort  to  increase 
our  membership;  to  that  end  a  committee  was 
appointed  to  arrange  for  and  engineer  a  campaign 
to  have  a  large  class  of  candidates  for  our  November 
meeting.— (C.  W.  L.) 

Fort  Dodge. — The  last  meeting  of  the  Fort 
Dodge  Council,  No.  12.5,  was  well  attended.  Cooler 
weather  seems  to  have  its  effect.  After  the  meeting 
a  smoker  was  held,  and  coffee  and  sandwiches  were 
served.  Many  of  the  boys  stayed  until  a  late  hour 
playing  cards  and  swapping  yarns. 

Our  Council  is  in  the  midst  of  a  membership  drive, 
which  is  under  the  direction  of  four  captains — 


W.  C.  Beaver,  F.  J.  Kleber,  O.  L.  Stenshoel,  and 
Walter  Gribble.  Each  captain  has  four  or  five 
lieutenants  working  under  hirn.  Every  member 
should  be  interested  in  this  drive.  Please  report  the 
names  of  possible  prospects  to  one  of  the  captains 
or  to  our  .Secretary. 

Grand  Counselor  Arch  W.  McFarlane  of  Waterloo 
is  to  be  with  us  at  our  next  meeting;  consequently 
we  want  to  get  as  many  candidates  as  possible  for 
this  occasion. 

After  the  establishment  of  our  Ladies'  Auxiliary, 
which  will  soon  be  organized,  our  Council  should 
take  on  new  life  and  more  social  activities.  We  are 
all  looking  forward  to  some  mighty  good  times  this 
winter. — (Hersh.) 


mENTUCKY-VIRGIMAi 
WEST  VIRGINIA- MARYLAND 

Lexington,  Ky. — ^A  free  trip  to  Baltimore. 
Write  fifteen  applications  for  membership  in  Blue 
Grass    Council— "IF    ACCEPTED,    YOU  GO." 

Be  at  our  annual  meeting  Saturday,  December  2, 
the  U.  C.  T.  event  of  the  year.  Something  will  be 
doing  all  day.  At  10  a.  m.  there  will  be  a  parade, 
headed  by  our  famous  U.  C.  T.  drum  corps.  We  will 
visit  the  manufacturing  and  business  districts;  at 
12  o'clock  (noon)  luncheon  will  be  served  at  the 
Pheonix  Hotel.  Supreme  Secretary  Walter  D. 
Murphy  will  interest  you  <  i  U.  C.  T.'ism.  Other 
short  talks  will  be  made. 

At  2:30  p.  m.  a  meeting  of  Blue  Grass  Council 
will  convene  at  our  U.  C.  T.  hall  on  Broadway. 
Attend!  Our  (up  to  date)  degree  team  will  confer 
the  work  on  fifty  or  more  candidates. 

Twenty-five  applications  were  received  during  the 
last  meeting.    Don't  miss  this. 

At  8:30  in  the  evening  there  will  be  a  dance  and 
reception  at  Phoenix  Hotel.  (Admission  by  card  only.) 

Beautiful  prizes  will  be  given.    Are  you  coming? 

(The  Committee:  Geo.  M.  Berry,  Geo.  F.  Brown, 
W.  T.  Benton,  W.  F.  Clark,  Robert  Harris.) 

Baltimore,  Md. — The  regular  meeting  of  Chesa- 
peake Council,  No.  24,  was  held  in  the  Council 
chamber  October  28  with  the  old  guard  out  in  full 
strength,  and  the  result  was  a  very  helpful  and 
interesting  meeting. 


EC  E  M  B  E  R 
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8fiiii>i'  Couiwelur  Aring  extoiidud  the  courtusy  of 
I  vidiuK  tu  Junior  Counselor  Hayden,  who  acquitU-d 
in.wt  urvoptubly. 

I  I  A.  Wuganmn  and  Iloruco  G.  Yoc  wcn^ 
)  iiienibiTHhip,  Mr.  WuKiiman  being  ini;.iatc'd 
iln  .  iiLTting. 

Tlie  Secretary  road  numeroim  lctlern  from  nmny 
our  Kuprcmo  and  Grand  oliiccrH,  auldiowledging 
(•  receipt  of  Chegapoakc  Council's  invitation  to  be 
'eseut  during  the  Grand  Council  meeting  in  Balti- 
ore,  June,  1923,  and  expressing  tl>o  desire  and  hope 
be  with  us  at  that  time. 

Briitfiers,  everywhere,  the  same  cordial  and  sincere 
vitntion  is  extended  to  you,  one  and  all,  to  come  to 
iltiniorc  at  that  time,  and  be  assured  that  Chcsa- 
lake  Council  will  do  all  in  its  power  to  make  your 
ait  a  pleasant  and  profitable  experience  for  you. 
The  Council  decided  to  inaugurate  the  preparation 
r  this  event  with  a  grand  get-together  reunion, 
iteriiiimuent  and  dance  during  the  Christmas 
li  I  ^  ,,  and  the  Entertainment  Committee  was 
i-lrd. 

(Iioial  announcement  was  presented  of  the 
i  -I  our  beloved  Brother  W.  Edgar  Jenkins  at 
.jiiic  October  15,  after  a  prolonged  illness,  and 
port  was  made  of  the  participation  of  the  Council 
the  funeral  service.  As  a  mark  of  respect  and  love 
d  a  tribute  to  a  distinguished  member  of  the 
luncil,  an  appropriate  resolution  was  adopted 
d  or<lercd  to  be  spread  on  the  records  of  the  Council. 
(Lebud.) 

Washington,  D.  C— Flagg  Council,  No.  250, 
Id  Its  regular  monthly  meeting  in  K.  of  P.  hall 
jveinber  4,  with  a  fairly  good  attendance.  Two 
ndidatcs  were  initiated — Mr.  Carroll,  Sales 
anager  of  the  Federal  Battery  Company,  and  Mr. 
line.  Sales  Manager  of  the  National  Biscuit  Com- 
ny.  Both  of  these  Sales  Managers  have  promised 
use  their  influence  in  getting  their  men  to  join 
Bgg  Council,  and  it  is  hoped  that  it  may  result  in 
a'easing  the  membership  by  twenty  or  thirty 
w  members. 

An  open  meeting  for  men  is  planned  for  our 
nuary  meeting  and  the  Membership  Committee 
scouring  the  town  for  a  list  of  all  eligible  men, 
will  be  extended  invitations  to  this  open  meeting, 
th  eats  and  entertainment. — (P.  J.  N.) 

Lynchburg,  Va.— Hill  Council,  No.  130,  feeling 
od  after  having  the  Rev.  Billy  Sunday  with  us 
weeks,  and  he  did  us  so  much  good  that  we  are 
w  going  out  to  start  a  big  U.  C.  T.  campaign. 
We  are  glad  the  boys  in  Baltimore  are  fixing  up 
that  big  Grand  Council  meeting  in  June, 
^e  arc  still  growing  in  Hill  City  and  we  are 
irting  on  a  big  campaign  for  new  members. — (Trap) 

Covington,  Ky. — Covington  Council,  No.  73, 
tertained  the  members  and  the  ladies  by  a  banquet 

dance  at  their  last  meeting. 
The  program  was:    A  banquet  from  6:30  until 
IP;  initiation  of  three  candidates  from  8:00  until 
H),  and  dancing  from  9:00  until  11:30.  Members 
>ught  the  ladies. 

Secretary  H.  E.  Stephenson  and  wife,  set  the 
aquet  table.   The  committee  in  charge  of  banquet 
Councilors  Thompson,  Adkins,  Aagrn,  Cassidy 
d  Braners. 

The  next  December  meeting  will  be  a  stag  affair 
members  only. — (J.  A.  C) 

Clarksburg,  W.  Va.— Clarksburg  Council,  No.  28. 
4  October  22,  Senior  Counselor  F.  L.  Lovcll, 
saiding.  Attendance  much  better  than  usual, 
d  more  enthusiasm  was  shown  than  has  been  for 
.ny  moons. 

3.  D.  Theelan,  Managing  Secretary  of  the  Clarks- 
rg  Chamber  of  Commerce,  gave  an  interesting 
s  in  open  session,  appealing  to  the  local 
imbers  for  their  cooperation  in  promoting  civic 
iditions,  promising  in  return  the  support  of  his 
^nization. 

3ol.  Arthur  Parsons  gave  a  brief  and  interesting 
k  on  the  experiences  of  a  pioneer  U.  C.  T.  and 
sed  with  an  appeal  for  loyalty  to  our  beloved 
der. 

Brother  Ridley  Anderson,  a  former  member  of 
irksburg  Council  but  now  a  member  of  Monon 
Uey  Council,  gave  an  interesting  address,  full  of 

humor  and  pathos. 
Brother  F.  K.  McClurg  favored  us  with  a  fine 

ilele  selection  and  the  Council  closed  in  due  form. 

I.  T.  M.) 


MANITOBA-SASKATCHEWAN 
ALBERTA 


Winnipeg,  Man.  -Now  lliiit  roi.li  r  wcullier  lian 
set  in.  Senior  Coun-sclor  I).  F.  Ucid  is  hoping  for  a 
better  attendencc  at  our  monthly  meetings,  and 
expects  at  the  end  of  his  term  to  show  a  large  mcrcasc 
in  our  membership. 

Much  interest  and  enthusiasm  marked  the  regular 
monthly  meeting  of  Winnipeg  Council  October  28. 
The  business  of  this  meeting  was  initiation  and  the 
following  presented  themselves  for  membership: 
Chas.  F.  Bullock,  H.  E.  Fox,  A.  F.  Smith,  Frank 
Stanford  and  W.  J.  Vickers. 

The  next  meeting,  November  25,  was  a  businesM 
meeting  and  the  December  meeting  will  be  initia- 
tions. The  work  will  be  put  on  by  The  Past  Senior 
Counselors. 


RUFE,  OUR  PORTER,  SAYS 

MISS  LUCY  SAY  PEY  AIN' 
NO  SECH  A  THING  Ez  A 
H^'nT  ,  HITS  JES'  Yo' 
'MAG_INATI0N PAS  ALL 
RIGHT,  Yo  'NAAGINATION 
KIN  RU_N  You  JES'  LAK 
A    HA'NT,  ENNY-Wow!!.' 


In  future,  after  the  regular  business,  a  short 
entertainment  is  to  be  held.  We  are  endcavjring 
to  make  our  meetings  of  interest  to  all. 

Brother  A.  E.  Ellis  has  been  appointed  pianist  and 
will  attend  all  meetings,  so  we  are  now  assured 
good  music. 

Those  taking  part  on  Saturday  were:  Brothers 
Geo.  Huston.  P.  Hay,  Tom  Brown,  E.  Howard 
and  othefs.  Brother  Brown  excelled  himself  in  his 
recitation.  Cofifee  and  biscuits  were  passed,  the 
latter  being  donated  by  Pauline  Chambers  Company. 

It  was  with  sincere  regret  that  the  members 
learned  of  the  passing  away  of  Brother  Joseph 
Anderson,  who  died  on  his  farm  October  25,  at  the 
ripe  old  age  of  86.  Past  Counselors  O.  H.  Dingman 
and  J.  M.  Scott  eulogized  Brother  Anderson,  whom 
they  had  known  for  thirty  years. 

Brother  Leo  Waldron  was  handed  a  gold  Ever- 
sharp  pencil,  donated  by  Past  Senior  Counselor 
John  Snidal,  as  an  attendance  prize. 

All  are  invited,  with  your  families,  to  a  social 
gathering  December  8,  in  the  hall.  All  are  promised 
a  good  time  and  there  will  be  amusement  for  all. 

All  commercial  travelers  are  asked  to  keep  the 
night  of  December  29  open,  as  on  that  date  a  banquet 
for  all  travelers  will  be  held  at  the  Fort  Garry  hotel. 


It  Pays  To  Be  a  U,  C.  T, 


Lansing.  -,\uto  City  Cnin.  il,  .iO.",,  liild  its 

November  4  meeting  in  its  club-rooms,  corner 
Michigan  and  Grand  Avenues,  and  it  was  well 
attended.   Several  older  members  were  back  with  us. 

Much  credit  was  due  the  Ladies'  Auxiliary, 
assisted  by  Counselor  Cris  Daschner,  "Feed  Chair- 
man," in  serving  a  delightful  luncheon.  They  had 
to  set  all  tables  in  the  Council  room,  in  order  to  seat 
all  at  one  time.  Senior  Counselor  T.  L.  Lamsoo 
acted  as  toastmastcr. 

At  8:15  p.  m.  Council  called  to  order  while  the 
ladies  were  entertained  at  cards  and  other  games  in 
the  U.  C.  T.  club  parlors. 

Several  important  matters,  in  hands  of  committees, 
were  transacted.  Initiation  took  place  and  one 
candidate  was  given  the  work. 

It  is  now  the  proper  time  to  turn  in  your  applica- 
tions for  new  members.  We  want  new  timber.  We 
expect  all  members  to  get  busy;  show  you  are  alive 
in  U.  C.  T.  work.  You  can  turn  the  prospects  name 
ove.'  to  Secretary  Schulti,  if  unable  to  see  him  your- 
self. 

Let's  boost  100  per  cent  for  Auto  City  Council. 
Join  the  "Booster"  gang,  all  ye  who  have  failed  to 
even  try  to  get  a  new  member. 

Miss  Clara  Phillips  of  Lansing  and  Brother  M. 
J.  Boycr  were  united  in  marriage  October  26.  Both 
were  connected  with  the  Wordcn  Grocery  Co., 
H  liolesalers,  of  Lansing.  We  all  wish  them  the  very 
best  in  life.  They  will  be  at  home  after  November  10 
at  1125  East  Main  SUeet. 

The  Entertainment  Committee  report  that  a  great 
deal  is  in  store  for  the  members  and  their  families 
for  the  winter  season. 

When  you  receive  the  card  to  come,  either  for 
work  or  pleasure,  be  there,  because  you  will  miss 
much  if  you  don't  come.  Always  expect  lively 
doings  from  start  to  finish,  as  live-wires  are  on  the 
committees.— (F.  W.  F.) 

Travers*  City.— Traverse  City  Council,  No.  361, 
help  its  pep  meeting  October  14  and  it  was  a  pep 
meeting.  Several  of  the  old  guards  were  out  and 
with  the  younger  membci-s  a  great  deal  of  enthusiasm 
was  displayed,  and  we  are  looking  forwa/d  for  big 
results  before  the  close  of  our  fiscal  year.  With  the 
membership  contest  in  full  swing  and  plenty  of 
entertainment  and  eve^-y  niembc.  in  high,  nothing 
will  stop  us. 

We  held  our  first  banquet  that  evening,  after 
which  we  opened  our  meeting  with  all  the  officers 
in  their  chairs.  Frank  W.  Wilson,  a  member  of  our 
Grand  Executive  Committee,  was  with  us  and 
gave  us  plenty  of  food  for  thought.  Senior  Counselor 
.\drian  Oole  also  favored  us  with  a  few  remarks. 

Our  next  meeting  held  the  last  of  October  at  which 
time  we  entertained  the  ladies  at  a  banquet  at  the 
Hotel  Traverse,  after  which  we  enjoyed  a  Hallowe'en 
party  for  the  members  and  their  families. 

Let  us  all  get  together  now  and  boost  for  No.  361. 
— (F.  C.  R.) 

Saginaw. — Saginaw  Council  still  leads  all  other 
Councils  in  this  Grand  jurisdiction,  with  more  than 
700  members.  October  21  was  our  big  membership 
night,  at  which  time  we  added  many  new  names  to 
our  roster. 

The  Entertainment  Committee,  under  the  able 
leadership  of  Brother  Cheney,  has  prepared  a  deUght- 
ful  program  of  entertainment  for  the  winter  season, 
which  includes  dances,  among  its  diversified  attrac- 
tions. 

The  September  meeting  was  a  very  successful  one, 
with  a  large  attendance.  A  large  class  of  candidates 
was  initiated. 

Members  of  Saginaw  Council  and  the  city  at  large 
were  shocked  to  learn  of  the  sudden  death  of  Brother 
Joseph  Rabe,  October  1.  He  was  one  of  Saginaw's 
aggressive  and  popular  business  men,  and  a  faithful 
and  loyal  member  of  our  Council.  As  chairman  of 
the  Entertainment  Committee  during  the  past  year, 
he  distinguished  himself.  He  was  stricken  with 
apoplexy  and  jleath  came  quickly  and  without 
warning.  His  funeral  was  one  of  the  most  largely 
attended  of  any  held  in  this  city. 

October  8  Joseph  Lorenzen  was  also  stricken  with 
death.  His  death  took  place  in  Toledo,  Ohio,  where 
he  had  gone  for  a  surgical  operation.  Only  27  years 
of  age.  Brother  Lorenzen  gave  promise  of  a  useful 
and  successful  career.  He  was  an  exceptionally 
brilliant  man,  this,  together  with  his  charming 
personality,  made  for  him  many  true  and  lasting 
friends. 

Brother  W.  H.  Meader  was  likewise  called  to  his 
Eternal  Home  a  short  time  ago.   For  many  years  he 


S6    THE    SAMPLE  CASE 


D  E  C  E  M  B  E 


ooiKluctod  a  nilttil  »tore  liL-fora  uoiug  on  the  road  ai 
a  whoIeHttlo  mtlcHinan.  il«  wbh  «»tcciiicd  by  all  wh< 
kiHiw  hiiM. 


MINNES01A-N0KniM(HA 


Minneapolis.' — ■MinneapoliB  Council,  No.  03,  hah 
underway  a  propoKition  for  a  new  homo  of  itn  own. 
Rondn,  iif  a  value  of  $100  each  arc  proposed  for  iHsue, 
for  iiicnibprHhip  purchBHC.  A  vote  by  poHt-caids 
liim  lici'ii  anked  to  get  a  full  exi>rcH8ion  from  the 
rrniliilxTHllip. 

It  haH  been  propoHcd  U>  <-m:l  a  building,  75  by 
120  feet,  with  a  full  bum m. nc  unci  t  wo  Htories  high, 
the  basement  to  have  a  \nii/,>-  dining  room,  billiard 
room  and  a  club  room.  Tlir  ujiiicr  lloorH  to  be  used 
for  l<)(l|{<'  purpo.MC.M  lor  of  I  lie  Comicil  an<l  to  rent 
Id  (itbcr  iii  Kuniziil  i<iiin.  'I'lic  (tHtiiiiated  coHt  complete, 
witliiiiil  liiMiiturc,  iH  $.S(),()0(). 

The  CouiH-il  owiiH  a  lot,  valued  at  $20,000,  and 
has  about  $10,000  in  cash  as  a  nucleus  for  the  build- 
ing fund. 

Council  headquarters  have  been  temporarily 
moved  to  Moose  hall,  43  South  Fourth  Street. 
Meetings  are  held  on  the  second  and  last  Saturday.s 
in  the  month. 

Winona,  Minn.^ — ^Winona  Council,  No.  69,  held 
one  of  the  largest  attended  and  enjoyable  meetings 
in  its  history,  October  21.  Fifty  out  of  town  guests 
were  present,  including  Supreme  Page  F.  L.  Wright 
of  Milwaukee,  Grand  Counselor  W.  N.  Donaldson 
of  Duluth,  Grand  Counselor  C.  H.  Collins  of  Wis- 
sin,  and  Grand  ex-Committceman  T.  M.  Gillfillin 
of  Minneapolis. 

Nine  applications  for  membership  were  presented, 
of  which  four  were  present  for  initiation.  After  they 
had  been  initiated  we  were  favored  with  some 
instructive  and  interesting  talks  by  Supreme  Page 
F.  L.  Wright,  Grand  Counselor  W.  N.  Donaldson, 
Grand  Counselor  C.  H.  Collins  and  T.  M.  Gillfillin. 

While  this  meeting  was  being  held  the  ladies  were 
organizing  a  Ladies'  Auxiliary  in  the  adjoining  hall. 
Forty-four  ladies  signed  the  list  for  charter  member- 
ship, of  which  thirty-eight  were  present  for  initiation. 

Officers  elected  by  Ladies'  Auxiliary  of  Winona 
Council  were:  Senior,  Mrs.  J.  C.  Weisman;  Junior, 
Mrs.  C.  T.  Severud;  Past  Senior,  Mrs.  B.  M.  See- 
mann;  Conductor,  Mrs.  A.  B.  Bradbury;  Page,  Mrs. 
R.  W.  Morse;  Sentinel,  Mrs.  W.  J.  Carter;  Secretary, 
Mrs.  F.  A.  Sheehan;  Treasurer,  Mrs.  W.  T.  Birdie- 
bough;  Ec-Committee-women,  Mrs.  C.  P.  Fehring, 
Mrs.  W.  F.  Sullivan,  Mrs.  G.  M,  Arntsen. 

Fourteen  ladies  from  La  Crosse  were  in  attendance. 

At  the  conclusion  of  the  meeting,  tables  were  set 
and  a  banquet  served.  Brother  G.  M.  Arntsen 
acted  as  toast-master.  Following  the  toasts  readings 
were  given  by  our  gifted  Brothers,  Ray  Clost  of 
Minneapolis  Council,  No.  63,  and  F.  A.  Sheehan  of 
Winona  Council.— (O.  H.) 

Minot,  N.  D. — -We  had  a  big  meeting  of  Council, 
No.  277,  November  4.  A  very  large  attendance  was 
present  and  we  initiated  a  splendid  bunch  of  candi- 
dates, and  every  one  will  make  a  first-class  U.  C.  T. 
man. 

Brother  Luedke  got  up  a  degree  team  and  the  work 
was  put  on  splendidly.  After  the  initiation  the 
Ladies'  Auxiliary  put  on  a  banquet,  and  it  certainly 
was  something  to  be  remembered.  Space  will  forbid 
us  mentioning  what  we  had,  but  it  certainly  was 
delicious.  After  the  banquet  some  of  the  members 
indulged  in  cards  while  others  sang  patriotic  songs, 
and  other  old  songs,  and  it  really  was  a  well  spent 
evening.    It  was  1  o'clock  before  the  party  broke  up. 

Minot  Council  has  for  their  slogan  fifty  new- 
members  between  now  and  March  1.  and  we  may 
exceed  that  from  the  way  things  look. — (F  W.  Y  ) 


St.  Louis.— St.  Louis  Council,  No.  26,  at  its 
meeting  on  October  7  initiated  three. 

October  21  we  elected  three.  One  of  the  candidates 
could  not  be  present,  so  we  initiated  only  two. 

Both  meetings  were  well  attended.  We  expect 
our  attendance  to  steadily  increase  during  the  com- 
ing months.  Our  Membership  Committee  held  a 
special  meeting  September  30.  Twenty  of  our 
officers  and  active  workers  attended.  There  was  a 
lively  exchangejof  opinions  as  to  methods  for  obtain- 
ing new  members.  A  number  of  good  suggestions 
were  offered,  one  of  which  was  adopted  at  once  by 


aHking  each  one  preiieut  to  furnii)h  our  Membership 
(-'ommiltee  Chairman,  Brother  Geo.  W.  Miller,  one 
or  more  names  of  men  eligible  to  become  U.  C.  T.'s. 

Our  annual  round  up  meeting  will  be  held 
Thursday,  December  38. 

Iti  ginniiig  at  2  p.  in.  there  will  be  something  doing 
every  minute  until  midnight.  All  members  are 
re(|uiwted  to  make  note  of  the  day  and  not  fail  to 
attend.    They  will  find  it  worth  their  while. 

We  are  sorry  to  report  the  serious  illness  of  our 
old  and  valued  member,  Arthur  Kruer.  Brother 
Kruer  is  a  Past  Grand  C>)unMolor  of  Missouri  and 
has  always  been  active  in  furthering  the  interests 
of  our  Council  in  particular  and  U.  C.  T.'ism  in  gen- 
eral. 

October  17  we  lost  by  death  our  Brother,  E.  P. 
Arnbs.  He  was  a  good  man,  whose  presence  we  will 
miss. 

St.  Louis  Council,  No.  20,  meets  on  the  first  and 
third  Saturday  of  each  month.  Visitors  are  cordially 
invited.  Keystone  Hall,  .3619  Finney  Avenue,  where 
we  meet,  is  conveniently  reached  from  any  point 
in  the  city. — (Itcsyak.) 

Kansas  City. — September  1 4  will  long  be  remem- 
bered by  Kansas  City  Council,  No.  19,  as  a  gala 
day  in  its  history.  On  that  day  we  were  honored  by 
a  visit  of  our  Supreme  Counselor  Frank  J.  Roeser. 
This  was  his  first  official  visit  during  his  term  of 
office.  Judging  by  his  remarks  he  enjoyed  the  visit 
as  much  as  the  rest  of  us. 

The  Supreme  Counselor,  Grand  Counsel  officers 
and  other  visitors  were  received  in  due  form,  each 
according  to  his  rank. 

Regular  order  of  business  followed,  leading  up  to 
the  initatory  ceremony. 

Among  those  present  were:  Hollingsworth  of 
Kansas,  a  member  of  Atchison  Council;  Grand  Coun- 
celor  Mason  Smith,  of  Missouri,  a  member  of  Kansas 
City  Council,  No.  19;  Grand  Secretary  R.  J.  Claflin, 
a  member  of  Carthage  Council;  and  Past  Grand 
Counselor  Howse  of  Kansas,  a  member  of  Hutchin- 
son Council. 

Senior  Counselor  J.  J.  Sheehan  opened  the  meeting 
of  the  Council  at  7  o'clock  and  during  the  transaction 
of  business  an  alarm  was  sounded  at  the  door. 

Brother  .Sheehan  relinquished  the  chair  and  asked 
Past  Grand  Counselor  Howse  of  Kansas  to  take 
the  chair.  Ten  candidates  presented  themselves  for 
initiation.  The  following  officers  presiding:  Past 
Grand  Counselor  Howse  of  Kansas  acting  as  Senior 
Counselor;  Past  Counselor  A.  Morrison,  Junior 
Counselor;  Past  Counselor,  Hodgins,  Past  Counselor; 
Brother  Sinclair,  Conductor;  and  Brother  Cramner, 
Page. 

The  Executive  Committee  announced  that  they 
had  leased  a  new  hall  at  1 1 4  Hunter  Avenue,  and  that 
the  first  meeting  held  in  the  new  hall  would  be  on  the 
night  of  November  11. 

Supreme  Counselor  Roeser  spoke  on  the  greatness 
of  our  Order  and  urged  all  members  to  work  hard 
for  the  upbuilding  of  the  U.  C.  T.  He  praised  the 
officers  for  the  good  work  they  were  doing,  and  asked 
all  the  members  to  lend  them  a  hand  in  building  up 
Kansas  City  Council  and  the  Order  at  large. 

He  was  followed  by  Supreme  Sentinel  Morony; 
Grand  Counselor  Hollingsworth  of  Kansas;  Grand 
Secretary  Claflin;  Grand  Counselor  Mason  Smith 
of  Missouri  and  Past  Grand  Counselor  Howse  of 
Kansas. 

Past  Grand  Counselor  Walter  Wolfson  made  a  good 
talk  on  the  benefits  of  the  Order. 

The  .Supreme  Counselor  asked  to  be  excused  as  he 
had  to  catch  a  train  and  a  committee  accompanied 
him  to  Union  Station. 

Grand  Secretary  Claflin  delivered  the  "Ray  of 
Hope"  lecture  so  impressively  that  it  carried  a 
newer  and  deeper  meaning. 

After  the  departure  of  Supreme  Counselor  Roeser, 
a  few  more  talks  were  made  and  the  Council 
adjovirned. — (Joe.) 

Carthage. — ^The  regular  meeting  for  October  14, 
was  in  the  nature  of  a  smoker,  complimentary  to 
Brother  Chas.  H.  Smith,  Editor  and  Manager  of 
The  Sample  Case  who  had  been  spending  a  short 
vacation  in  his  old  home  town. 

Senior  Counselor  Lee  S.  Durham  put  the  usual 
pep  in  the  meeting,  which  was  well  attended,  for  the 
boys  wanted  to  mingle  with  Charlie.  After  the 
regular  business  had  been  taken  care  of,  which 
included  action  on  one  reinstatement;  imder  the  head 
of  good  of  the  Order  some  most  interesting  points 
were  brought  out,  the  principal  talk  was  made  by 
Brother  Charlie  Smith. 

With  the  winter  months  approaching,  and  in  order 
to  instill  more  interest  into  our  meetings,  a  sugges- 
tion was  offered  by  Brother  Smith,  to  have  some 
member  make  a  talk  on  some  educational  subject 
pertaining  to  what  the  U.  C.  T.  stands  for.  It  met 
favorable  action.  The  Senior  Coun.selor  called  on 
Brother  Claude  Clevenger,  Manager  of  the  Griswold 
Wholesale  Grocery  Co.,  and  member  of  the  Executive 


Committtte,  to  address  us  at  the  next  regular  mea; 
ing,  as  the  opening  number  on  thai  program. 

Since  our  last  meeting  two  of  our  members  hai 
been  called  to  the  Great  Beyond,  Brothers  W.  I 
8.  Brown  and  I).  P.  King.  Brother  King  \ 
frequent  attendant  at  our  meetings,  for  he  cai 
the  meetings  if  he  was  in  town  on  a  meeting  nigb 
— (M.  E.  W.) 

Sedalia. — ^Scdalia  Council,  No.  47,  met  in  rcguli 
session  October  28  after  partaking  of  a  delighUft 
repast  furnished  by  the  wiv<!S  and  daughters  of  tl 
members.  We  arc  now  making  this  luncheon 
regular  occasion  at  each  of  our  monthly  ineetin| 
and  the  boys  who  miss  them  are  missing  one  of  tt 
rarest  treats. 

There  was  an  extra  large  attcndanfX'  of  member 
all  officers  being  present  with  "baby"  Claude 
Senior  Counselor  and  "Big  Joe"  as  J^inior.  \ 
claim  to  have  the  Ijest  matched  Junior  and  Seni' 
Counselors  of  any  Council  in  the  state. 

We  are  running  from  three  to  seven  new  candidati 
each  night,  and  if  we  do  not  look  out  there  will  t 
three  members  from  47  at  the  Grand  Coun<-il 
Jefferson  City  next  June. 

The  contest  for  new  members  seems  to  be  a  liti 
one-sided  just  at  present,  but  when  Brother  I'aric 
gets  strung  in  just  right  we  believe  you  will  sec  tf 
opposing  side  come  up  near  the  front. 

We  were  honored  by  a  visit  from  our  worth 
Grand  Senior  Counselor,  Mason  F.  Smith,  of  Kanai 
City,  and  feel  highly  flattered  with  the  complimei 
he  gave  us  on  our  floor  work  and  harmony. 

We  were  favored  with  a  splendid  address  froi 
Grand  Senior  Counselor  Smith,  also  by  Brotfai 
Eckert,  who  was  visiting  us  from  Carthage. 

It  was  one  of  the  best  meetings  and  one  of  the  ma 
enjoyable  times  ever  held  by  Council,   No.  4' 
Brothers  who  do  not  attend  these  meetings 
missing  a  very  rare  treat. — (Roark.) 


MISS/ 
LOU 


Shreveport,  La. — "Drummers'  Day"  at  tl 
Louisiana  state  fair,  Shreveport,  October  27,  was  ^ 
success. 

Mose  Frank,  Grand  .Secretary,  was  Gener 
Chairman  and  Ed.  Kohn  had  charge  of  the  parad 

After  parading  the  main  streets  the  boys 
taken  to  the  grounds  in  autos. 

A  visit  to  the  buildings  and  especially  the  Ne 
Orleans   building,   where   the   boys  registered 
the  U.  C.  T.  booth.    A  luncheon  was  served 
a  big  tent  and  pictures  were  taken  on  the  ground 
— (F.  J.  O.) 


Great  Falls,  Mont.— Great  Falls  Council,  N' 
349,  held  an  interesting  meeting  recently.  Tin 
tendance  was  not  large  but  the  meeting  was  f' 
ginger  and  every  officer  present. 

A  new  Entertainment  Committee  was  appoii 
consisting  of  C.  E.  .Saylor,  E.  R.  .Spence  and  Ani 
Palo. 

The  general  routine  of  business  was  passed 
promptly  to  give  time  for  two  speakers  frorr 
Great  Falls  Commercial  Club  on  the  subject  of  . 
roads.    A  recess  was  called  and  an  informal  me' 
was  held.    Scott  Leavitt,  President  of  the  Natj 
Park  to  Park  Highway,  also  Presiednt  of  the  Y.  G  ; 
Line  Highway,  and  father  of  the  good  roads  rrjov. 
ment  in  Montana,  gave  an  instructive  talk  on  tl 
good  roads  movement  in  the  West. 

O.  S.  Warden,  chairman  of  tKe  Good  Roads  ■ 
mittee  of  the  Great  Falls  Comn  ercial  Club  and 
President  of  the  Alberta-Montana  Highway,  wa 
other  speaker. 

It  was  the  sense  of  the  meeting  that  the  membe 
of  our  Council  could  be  of  much  help  to  the  CoE 
mercial  Club  in  this  matter.  Senior  Counselor  Kufi 
appointed  a  committee  of  three,  to  be  known  a.s  tl 
Good  Roads  Committee,  the  personnel  of  which 
as  follows:  R.  M.  Gaines,  Chairman;  C.  E.  Sayl' 
and  W.  T.  Haney.— (J.  W.) 


It  Pays  to  Be  a 
V.  C.  T. 


&C  E  M  B  E  R 
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mhm. — Oiimlm  Council,  No.  IIH,  held  itit  rcgir 
iiiooting  October  14  with  a  fairly  k(>o<1  turn  out  of 
libers.    Kive  candidates  were  initiate<l. 
Irother  K.  L.  Scliollo  of  the  Meinbershii)  Com- 
tek giive  a  talk  outlininn  a  plan  of  action,  in  gct- 

iicw  nienibcm. 
trotlier  Walker,  of  the  Entertainment  Committee, 
red  the  danccH  for  the  season  as  follows: 
ober  28,  Novcndirr  25,  December  16,  January  27, 
iruary  24,  and  March  24.  The  dances  will  be 
1  at  the  Swedish  Auititorium,  101 1  Chicago  street. 

committee  has  secured  a  good  four-piece  or- 
«tra  and  there  will  be  no  charge  for  dancing 
ig  your  wife  Bn<l  young  folks,  or  if  you  have  no 
!,  bring  your  lady  friend.  You  may  also  have  as 
r  gucKt  any  traveling  man  who  is  eligible  to  l>e- 
le  a  V.  C.  T.  A  goml  time  is  assured  all  who 
!n<l.    Better  mark  these  dates  on  your  calendar 

von't  forget  them, 
■r  ther  llowanl  Martin  was  presented  a  beautiful 
I  ».'oun8eIor'8  pin,  by  one  of  the  members,  in  the 
le  of  Omaha  Council.  In  a  neat  speech,  he 
)on<led  and  thanked  Omaha  Council  for  the  honor 
ferre<l  upon  him. — (D.  F.  O.) 

lasting*. — We  had  a  good  attendance  at  our 
ting.  October  28,  but  not  what  we  would  like,  and 
different  items  of  the  order  of  business  came  in 
liderablc  <liscussir>n,  but  when  we  came  to 
Go(k1  of  the  Order  it  proved  to  be  the  most  inter- 
ig  part  of  the  evening. 

ct  UK  each  make  a  firm  resolve  that  we  will  get 
nd  our  officers  and  make  the  finish  a  good  one. 
have  half  of  the  year  left— the  best  half— the 
time  for  our  entertainments,  the  time  when  we 
vhilc  away  many  a  pleasant  evening,  so  let  us 

forget;  let  us  finish  the  fiscal  year  with  a  fine 

ease  in  membership. 

Ificers,  will  you  <lo  your  part?  Will  you  make  an 
•t  to  be  iiresent  each  meeting?  Will  you  endeavor 
lake  o>ir  work  more  impressive  so  that  the  camli- 
s  will  not  forget  the  lessons  they  have  learnc<l? 

)u  should  have,  and  will  have,  the  hearty 
>ort  of  every  true  commercial  traveler. 
?a<l  on  and  for  each  and  every  effort  you  put  in  to 
>ase  the  membership  and  the  attendance,  your 
icil  will  put  in  two. 

e  closed  at  a  late  hour  and  interest  prevailed 
after  the  closing  time  had  long  passed.— 
.  H.) 

orth  Platte.— The  North  Platte  Council,  No. 
met  in  regular  session  October  21.  It  was  de- 
i  to  make  a  systematic  drive  for  new  members. 

teams  were  chosen,  one  captained  by  Senior 
nselor  Charles  Kdwards  and  the  other  by  Con- 
or K.  0.  Williams.  The  losing  team  is  to  buy 
lupper  for  the  winners. 

lis  drive  lasted  one  week  and  ended  in  one  of 
most  spectacular  and  fruitful  resulU  we  believe 

attained  by  any  Council.  Brother  Williams' 
I  secured  in  all  twenty-four  additional  members, 
iding  new  applications,  reinstatements  and  trans- 
Brother  Edwards'  team  was  a  close  contestant 

a  total  of  twenty-two.  The  two  teams  obtaining 
»nd  total  of  forty-six,  or  an  increase  in  meniber- 

of  100  1  er  cent. 

there  is  any  other  Council  in  the  United  States 
has  made  a  better  percentage  record  this  year 
le  single  campaign,  we  would  hke  to  have  some- 
ipeak  up. 

le  fine  spirit  shown  by  the  individual  members  of 
team  is  worthy  of  the  highest  commendation, 
any  one  should  question  as  to  whether  or  not 
Morth  Platte  Council,  No.  633.  is  a  live  bunch, 
tell  'eni." 

big  initiation  followed  at  the  next  regular  meeting 
smber  18. — (E.  G.  W.) 

Jldrege.— HoKlrege  Council,  No.  213,  met  in 
lar  session  October  21  with  Junior  Counselor 
IS  in  the  chair.  This  was  his  first  attempt  and 
d  fine. 

le  entertainment  committee  made  a  report  of 
lance,  which  was  held  October  19,  and  at  which 
/one  had  a  good  time.  The  ladies  served  lunch 
cleared  a  nice  little  sum  of  money  — (W.  E.  S.) 

ncoln.— W.  D.  Crawford,  one  of  the  old-timers 
e  U.  C.  T..  and  his  estimable  wife,  celebrated 
fiftieth  wedding  anniversary  October  20.  One 
red  and  sixth-eight  friends  called  and  signed  the 
t  book.  Light  refreshments  were  served.  Four 
le  guests  were  present  at  their  wedding  fifty 
■  ago.  They  have  lived  in  Lincoln  since  188S 
esents  were  received  from  California,  Colorado 


Texas,  and  from  many  parts  of  Nebraska.  Tele- 
grama  and  telephone  messagcH  came  from  far  and 
near.  They  have  four  children  and  two  grand- 
children. 

NEB  R A  S  KA 

Hartford,  Conn.— Hartford  Council,  No.  210' 
celebrated  its  twentieth  anniversary,  in  conjunction 
with  its  regular  meeting  October  28.  The  early 
days  of  our  beloved  Council  were  lieset  with  many 
discouragements,  but,  oflTset  by  the  mettle  of  the 
few  members  at  that  time,  our  Council  is  preserved 
until  today,  although  our  membership  is  about  52.'>. 
We  count  it  a  (luality  Council,  and  mean  to  maintain 
the  standing  we  have,  both  in  the  Supreme  and  Grand 
Council. 

At  7  o'clock  we  all  sat  down  to  an  apiietizing  sup- 
per. This  spread  was  propare<l  and  cooked  in  our 
own  kitchen  by  our  famous  chef.  Past  Counselor 
E<ldie  Ifaniels,  assisted  by  Senior  Counselor  Dolan. 

At  8:15  the  Council  was  called  to  order,  the  regular 
business  attended  to  up  to  initiation  of  candidates. 

At  this  iioint  a  feature  sun>ri»e  to  many  was  the 
introduction  of  about  thirty-five  members  from  our 
well  beloved  Springfield  Council,  No.  12.  A  genuine 
spirit  of  friendship  has  existed  for  yearn  between 
these  two  Councils. 

Among  the  Springfield  boys  was  Henry  A.  Kyan, 
member  of  the  Grand  Executive  Committee,  who 
acted  as  Deputy  Grand  Counselor  of  New  England. 
Space  prevents  me  mentioning  the  names  of  all  the 
others,  including  members  from  Burlington,  Roches- 
ter and  Manchester. 

The  old-timers  of  Hartford  Council  were  intro- 
duced to  the  members  to  work  the  degree  upon  ten 


*  THE  WAYS  OF  FATE  * 

0  One  ship  goes  enal,  and  another  we»t,  f 

f  While  the  selfsame  breezes  blow,  f 

t  It's  the  set  of  the  sails  and  not  the  gales  t 

J  That  bids  them  where  to  go  J 

J  Like  the  winds  of  the  air  are  the  ways  of  J 

f  the  fatej  f 

t  As  we  journey  along  through  life;  t 

*  It's  the  set  of  the  soul  that  decides  the  goal  * 
'  .^nd  not  the  storm  or  the  strife.  ' 

*  —(Ella  Wheeler  Wilcox  * 

*  t 


candidates,  to  show  how  they  "used"  to  "put  it 
over"  officers  as  follows:  Senior  Counselor,  W.  E. 
Britt;  Past  Counselor,  A.  H.  L.  Parker;  Junior 
Counselor,  C.  H.  Cornwall;  Secretary  and  Treasurer 
H.  T.  Bruce;  Conductor,  J.  Redavats;  Page,  E.  E. 
Pitney;  Sentinel,  J.  H.  Sameau;  Chaplain,  F.  F. 
Foley. 

The  applause  at  the  end  of  the  initiation  gave 
proof  that  all  enjoyed  the  work.  Senior  Counselor 
Fleming,  in  behalf  of  Springfield  Council,  gave  the 
Hartford  old-timers  an  invitation  to  come  to  Spring- 
field November  25  and  work  the  degree  there.  The 
invitation  was  accepted. 

Senior  Counselor  Dolan  introduced  Deputy  Grand 
Counselor  Bryant,  who  gave  us  a  short  talk  on 
"Fraternalism;"  followed  by  others,  who  spoke  along 
different  lines. 

-All  enjoyed  one  of  the  most  delightful  affairs 
Hartford  Council  has  ever  experienced. — (R.  E.  D.) 

Bridgeport,  Conn.— Brother  Charles  W.  Wilson 
a  cliarter  member  of  Bridgeport  Council,  No.  369, 
died  suddenly  during  the  night  of  Saturday,  October 
21,  at  the  age  of  66  years.  Brother  Wilson  became  a 
member  of  Bridgenort  Council  at  its  institution, 
.\pril  27,  1907.  Although  he  never  held  office,  he 
was  esteemed  by  all  who  came  in  contact  with  him. 
He  was  connected  with  the  wholesales  department  of 
the  Lehigh  Coal  Co.  for  many  years. — (F.  W.  T.) 

Burlington,  Vt. — October  14  Council  No.  231 
opened  the  fall  and  winter  season  with  a  meeting 
and  initiation  in  the  afternoon,  at  which  time  candi- 
dates were  received  and  put  through  the  paces  that 
made  them  members  of  our  Order. 

At  6:30  p.  m.  the  members  and  ladies  sat  down  to 
a  bounteous  supper.  After  the  tables  were  cleared 
away  dancing  was  enjoyed  until  11:30. 

We  were  glad  to  see  present  two  of  our  brothers, 
M.  C.  Powers  and  C.  G.  Maynard,  who  had  been 
unable  to  attend  for  several  months  on  account  of 
ill-health. 

It  is  with  a  feeling  of  sadness  that  we  chronicle 


the  death  of  our  brother.  Homer  H.  Chirk,  at  York, 
Maine.  He  was  only  34  years  of  age  and  of  a  sunny 
disposition.  He  ha<l  won  a  place  in  our  hearts  that 
will  be  hard  to  fill  — (H.  C.  L.) 

Maldsn,  Mass.— With  great  success  Everett 
Council  has  started  to  regain  its  oM  pep.  At  the 
last  meeting  offiiers  were  all  present  and  ready  to 
resume  their  work,  but  owing  to  ao  many  sporting 
events  at  this  particular  time  candidates  were  missing. 

Tfic  meeting  was  calle<l  at  8  p.  m  and  all  business 
ran  cff  smoothly.  Past  .Senior  Counselor  C^ole  pre- 
sented a  photograph  free  of  charge  to  those  who 
eiijoycfl  the  holiday  at  his  camp  at  Plum  l8lan<l. 

Watch  us  go  now,  boys. 

After  the  busine^  meeting  a  delightful  Hallowe'en 
party  was  given  by  the  La«lie»'  Auxiliary,  followed 
by  dancing,  for  which  music  was  furnished  by 
Brothers  Adams  and  Jack  Daniels,  son  of  Grand 
Conductor  G.  A.  DanieU  — (G.  L.  8  ) 

Haverhill,  Mass.- Haverhill  Council,  No.  418, 
held  its  regukr  meeting  Octol>er  27,  with  a  very  good 
attendance.  Notice  had  been  given  that  Conductor 
Bee<le  had  a  rehearsal  a  week  before  the  meeting  and 
was  to  initiate  two  candidates. 

The  result  prove<l  it  a  success  and  it  is  the  inten- 
tion of  the  officers  to  have  a  between  meeting  social 
for  all  of  the  boys  who  are  interested  in  the  good  of 
the  Order. 

Acting  Past  Senior  Counselor  Gardner  is  showing 
himself  a  mighty  gixxi  presiding  officer. 

A  Sjiccial  Committee,  with  J.  C.  Frackelton  as 
C'hairman,  was  appointed  to  formulate  plans  for  a 
ball  to  be  given  in  a  short  time. 

It  is  good  to  see  the  Brothers  get  down  to  real  busi- 
ness after  the  eventful  conditions  of  the  past  three 
years,  and  all  are  showing  more  interest  than  ever  in 
the  affairs  of  the  Council. — (Scnbc.) 

Wollaston,  Mass.— WoUaslon  Council.  No.  594, 
held  its  regxilar  monthly  meeting  .N'oveml)er  4,  with' 
all  officers  present  with  the  exception  of  Past  Coun- 
selor Covey  and  Page  McDougall  These  chairs 
were  ably  filled  by  Counselors  Ripley  and  Johnson. 

We  had  a  large  turnout  due  to  some  extent  to  the 
return  of  our  Senior  Counselor,  F.  L.  Carter,  Jr  ,  from 
his  trip  to  the  Pacific  Coast.  We  also  had  a  very 
interesting  roll-call  and  about  74  members  answered 
to  their  names  Three  candidates  were  put  through 
initiation,  and  we  welcomed  Counselors  Prout, 
Heam  and  Keeler  as  meml)ers  of  our  Council. 

The  Show  Committee  gave  a  glowing  report  of 
the  coming  minstrels,  which  is  bound  to  be  a  very 
snappy  production.  The  show  will  be  given  on  two 
nights,  the  house  accommodating  .500  persons  each 
night;  and  as  we  have  about  200  members,  it  only 
means  an  average  of  five  tickets  to  a  member.  The 
show  will  be  given  December  12  and  13.  and  virtually 
every  ticket  is  guarantee<l  to  l>e  sold  before  De- 
cember I. 

Our  next  dance  i 
Hall  November  18. 

November  25  the  officers  of  Wollaston  Council 
put  the  work  on  for  Boston  Council.  No.  44. 

It  is  hoped  that  at  our  meeting  December  2  that  the 
large  cup  won  at  the  Springfield  convention  will  be 
presented  to  our  Council,  as  owing  to  congestion  of 
freight  and  the  embargo  placed  on  the  C.  P.  A  Q. 
railroad,  it  was  impossible  for  the  shipment  to  reach 
us  in  time  for  our  last  meeting. 

We  are  starting  in  on  a  very  busy  winter,  and  it 
will  only  need  the  cooperation  of  every  member  to 
make  this  season,  not  so  much  a  success  financially, 
but  fraternally,  and  to  aid  the  officers  in  instilling 
the  proper  pep  into  our  future  activities —(J.  D.  2nd.) 

Somerville,  Mass. — At  the  October  meeting,  we 
had  the  honor  to  entertain  and  be  entertained  by 
Grand  Counselor  H.  R.  Knight  of  Twin  City  Coun- 
cil, Lewiston,  Maine,  and  his  suite,  consisting  of 
Past  Supreme  Counselor  George  Hunt;  Grand  Senti- 
nel. W.  B.  Adie;  Grand  Secretarj-Treasurer,  Charlie 
Haynes:  Past  Grand  Chas.  Dogherty;  and  Past 
Grand  Representative  T.  G.  Kaulbeck.  Secretary- 
Treasurer  Nearsden  of  Boston,  No.  44,  was  also 
present  as  a  guest. 

-After  a  banquet  at  6  o'clock,  and  an  hour  spent 
with  songs,  toasts  and  story-telling,  the  meeting  was 
called. 

After  recei\'ing  the  Grand  Officers  in  form,  the 
ritualistic  work  was  displayed  by  Senior  Counselor 
E.  Y.  Grant  and  his  officers,  to  four  sojourners. 

Our  new  degree  paraphernalia  made  a  hit,  the 
officers  delivered  their  work  nearly  letter-perfect. 
Many  words  of  praise  were  said  by  our  guests  in  the 
stirring  remarks  that  followed. 

It  was  a  big  night  for  Somerville  Council,  and  many 
members  whom  we  have  not  seen  for  "many  moons" 
were  present,  and  expressed  their  appreciation. 

The  Hospitality  Committee,  who  had  charge  of 
the  supper,  are  very  grateful  for  the  large  attendance 
—(J.  R.  B.) 


a  barn  dance,  held  in  fnity 
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Newark,  N.  J.— Tlierc  was  bin  (loingB  at  Erhcx 
('oiinril,  No.  317,  after  the  regular  October  meeting, 
lOvory  Olio  attending  Emox  dance  rei)ortcd  having 
one  K(K)(1  time. 

Urol  hcrs  1  Tarring  and  Postma  of  Tatcrson  Council, 
No.  -I  K),  l)ettcr  Icnown  as  the  Gold  DuBt  Twins,  be- 
caiiHi'  tliry  i\rt:  iilwiiyH  tl)^;other,  made  things  pretty 

(;,r;,i  .  rr.lii  ,   Jiir  i.ur  ' "onductor,  H.  W.  Estellct 

wIkj  \v  I  I  1 1.1  11  oi  I  111'  I  Mit.ertainmcnt  Committee' 

for  111-  r  ^,•lM  ,.,11  .■ill  had. 

Wi-  M  l  1  11  I  ;i mil  I  liiiii  rior  Thorpe  but  our  dance 
wii.M  nil  II. .  nirlii  I.I  111   ..ilii  i:il  visit  to  Cliff  Council, 

wllclT  lir  I,;,. I  ;iii  .  .i;-:il'i  iMMiil. 

In  iIm'  iili  i  nii-  I.I  i.iir  ;--'riiior  T'ounsclor,  "Jacli" 
Mciclirini'.  "III!  11. 111. I  ill. I  rilliriil  on  account  of  a 
wpililiii!'  Ill  llii'  l':iiiills'.  .iiiiiior  ( 'iiuiiHi'lor  Lynch  was 
in  1-1  ir  rliriir.  Willi  <  I  rami  ( 'oniliK'tor  Owens  acting  as 

I'Ai  1  \  lliini'  Is  moving  lively  for  the  big  rally  night 
Doccnilii  r  2  :i\  .\ .1 1 1 rl-Stcttcrs  Hall  in  Newark,  N.  J. 
Brotlicr  Wy.iii,  wlm  is  chairman,  is  working  hard  for 
this  ovciit.  Ho  rciiorts  everything  going  over  big. 
We  have  liopes  of  i)utting  through  about  100  candi- 
dates at  this  meeting.— (F.  M.  E.) 

Paterson. — Our  October  meeting  was  full  of 
zest.  Brothers  Horton  and  Compass  went  into 
the  initiation  like  the  Erie  hits  the  short  cut,  and  our 
ermine  visitors  from  Essex,  Cliff,  and  Suburban  as 
well  as  the  Brothers  of  440  commended  the  work  of 
our  new  degree  team. 

Our  trio,  Messrs.  Hunt,  Duskin  and  Halme,  sang 
"The  Tie  That  Binds."  Brother  Hunt  and  Durkin 
sang  many  selections. 

Lester  Mortimer's  monologues  redeemed  many  a 
drab  mortal  from  monotony;  his  negro  jokes  made 
our  third  vest  buttons  fly. 

Jimmie  Robertson,  assisted  by  Brothers  Fox  and 
Rosentover,  made  a  big  hit  with  his  recitations. 

December  2  is  the  rally  at  Newark.  We  need 
the  effort  of  every  member  of  440  to  make  the 
rally  a  success  and  win  the  prizes. 

December  22,  Christmas  tree  party.  Bring  the 
wife  and  children;  if  you  are  not  blessed  with  children, 
get  a  few  from  some  Orphans'  Home  and  help  to 
make  them  happy.  It's  the  time  of  the  year  to  think 
of  others.  That's  why  you  should  have  your  friend 
traveler  join  our  good  Order  December  2. — (Jazz.) 

Jersey  City,  N.  Y. — Jersey  City  Council  met 
October  28.    All  enjoyed  a  pleasant  evening. 

We  were  honored  by  having  Grand  Conductor 
Owens  as  our  guest,  accompanied  by  a  delegation  of 
members  from  Essex  Council. 

Brothers  Becker  and  Halpins  who  are  quite 
strangers  to  us,  managed  to  get  there  and  we  were 
delighted  to  see  them. 

One  new  member  was  initiated,  but  was  let  off 
lightly  and  will  be  shown  the  fu.l  route  at  the  rally 
meeting  to  be  held  at  Newark  on  December  2. 

Grand  Conductor  Owens  gave  us  a  very  interesting 
talk  on  an  increase  of  membership  and  expressed 
himself  as  being  pleased  with  the  reports  of  our  com- 
mittee on  same. 

Past  Counselor  Ryan  spoke  for  the  rally  meeting 
of  December  2  and  gave  us  to  understand  that  we 
must  be  up  and  doing  to  get  our  share  of  new  members 
for  this  occasion  in  order  to  make  it  a  success. 

Past  Grand  Counselor  Amberg  of  Paterson  Coun- 
cil, another  of  the  live-wires,  also  spoke,  as  wci  as 
Senior  Counse.or  Moehring'  of  Essex  Council  and 
Past  Counselor  McLellan  of  Essex  Council. 

The  date  is  December  2,  at  Achtel-Stetters,  Broad 
Street,  Newark.  Don't  forget  it,  and  make  sure  that 
you  attend.— (C.  N.  G.) 

East  Orange,  N.  J. — The  regular  monthly  meet- 
ing of  Suburban  Council,  No.  574,  was  held  October 
14,  with  Senior  Counselor  Kent  in  the  chair.  Owing 
to  Junior  Counselor  Roderick  being  in  Chicago, 
Brother  Boyce  took  his  place. 

A  goodly  attendance  was  out  and  Paterson  Coun- 
cil. No.  440,  sent  over  a  crowd,  headed  by  Grand 
Past  Counselor  Joe  Amberg  and  Senior  Counselor 
Baring. 

We  had  one  initiation,  Brother  A.  C.  Kilburn,  who 
gave  the  degree  team  a  chance  to  practice  up  in 
readiness  for  their  work  on  the  big  rally  night,  De- 
cember 2. 

Plans  were  made  to  visit  Asbury  Park  Council 
November  4.  A  goodly  number  of  Suburbans  made 
the  trip. 

We  were  entertained  after  the  business  meeting  by 
two  good  singers,  Brothers  John  Hunt  and  Bill  Dur- 


kin from  Paterson  Council  with  our  own,  lOd.  Allen, 
at  the  piano. 

Tlie  boyB  all  miss  Brother  Frank  J.  Itoderick  and 
hope  that  in  his  new  position  of  general  sales  manager 
he  will  always  find  time  to  get  home  on  our  meeting 
nights. 

Brother  Smith  made  the  cats  and  Harry  Meyers 
was  tlie  coffee  chef. 

Boys,  come  out  to  these  meetings  regularly  and  also 
encourage  the  Entertainment  Committee,  which 
always  has  something  to  offer  to  make  an  enjoyable 
evening. 

Don't  forget  to  have  your  new  member  ready  as 
rier  your  pledge  for  the  rally  night,  December  2. — 
(F.  S.  .S.) 

Trenton,  N.  J. — The  regular  monthly  meeting, 
October  14,  of  Trenton  Council,  No.  240,  was  a  gala 
one,  as  it  was  the  occasion  of  an  official  visit  from  the 
Grand  officers  and  Executive  Committee  of  New 
Jersey-Delaware  jurisdiction.  Those  jjresent  were 
Grand  Counselor  P.  N.  Thorpe,  Grand  Junior  Coun- 
selor Wm.  Braithwaite,  Past  Grand  Counselor  F.  B. 
Potterton,  Grand  Conductor  B.  J.  Owens,  Grand 
Page  C.  Golden,  Grand  Sentinel  J.  T.  Wakeman,  and 
Grand  Executive  Committeemen  A.  F.  Knowles, 
A.  A.  Wetton,  J.  W.  Battis,  and  J.  A.  Lennox. 

Trenton  Council  was  also  glad  to  welcome  the  fol- 
lowing visitors.  Senior  Counselor  D.  Howley,  Past 
Cotinselor  W.  C.  Woltman,  Secretary-Treasurer  Wm. 
Noble  and  Brother  W.  Nairn,  all  of  Jersey  City 
Council,  No.  .503. 

Trenton  Council  stands  firmly  back  of  Grand 
Counselor  Thorpe  m  his  effort  to  increase  the  mem- 
bership of  New  Jersey-Delaware  jurisdiction 
Through  the  efforts  of  Past  Grand  Counselor  Kulp, 
the  Grand  officers  and  Executive  Committee  were 
guests  of  Manager  C.  F.  Wicks  of  the  Stacy-Trent 
Hotel  — (D.  P.  M.) 


Utica. — Utica  Council  is  up  and  doing,  getting 
ready  for  the  winter  months  of  entertainment  for 
its  members  and  their  friends,  cooperating  with 
the  Grand  Promotion  Committee  of  New  York 
State  in  its  campaign  to  make  New  York  Grand 
Jurisdiction  the  largest  and  strongest  of  any  of 
the  Grand  Jurisdictions. 

It  has  already  made  appointment  of  a  committee 
to  assist  the  Grand  Promotion  Committee  in  Utica 
Council,  Walter  A.  Smith.  Chairman.  H.  C.  Billings 
and  A.  J.  Harvey. 

The  Council's  chamber  they  now  occupy  has 
a  tendency  toward  making  lack  of  attendance  at 
meetings,  although  there  is  generally  a  goodly 
attendance  compared  with  the  other  Councils  in 
the  state;  but.  to  go  one  better  and  provide  a  place 
where  attendance  may  be  increased,  the  Executive 
Committee  plans  to  get  new  quarters. 

Senior  Counselor  Jamies  F.  Cahill,  Jr.,  has  been 
confined  to  his  home  on  account  of  illness.  Brother. 
David  M.  Barber  has  acted  in  his  stead.— (C.  E.  W.) 

New  York  City.— New  York  CouncU,  No.  114' 
meets  regularly  on  the  second  Friday  of  every  month 
in  the  Harlem  Masonic  Temple,  310  Lenox  Avenue, 
New  York  City,  and  in  the  past  few  months  have 
added  quite  a  number  of  new  members. 

The  Entertainment  Committee  has  engaged  Ells- 
mere  Hall  at  No.  80  West  126th  Street,  for  a  recep- 
tion to  be  held  December  9.  and  has  engaged  one  of 
the  most  prominent  orchestras  in  New  York  City  for 
this  occasion. 

The  many  members  and  friends  of  New  York 
Council  who  will  attend  this  dance  are  promised  a 
wonderful  and  enjoyable  evening,  as  the  Committee 
has  made  plans  and  is  working  very  hard  to  make 
this  affair  a  success,  both  socially  and  from  a  financial 
standpoint. 

The  hall  selected  for  this  dance  is  one  of  the 
prettiest  places  in  New  York  and  to  those  members 
of  our  Order  who  are  in  the  city.  December  9.  we 
invite  you  to  spend  the  evening  with  us,  which,  we 
assure  you,  you  will  enjoy.  The  price  for  admission, 
including  wardrobe,  is  fifty  cents  per  person  — 
(F.  A.  D.) 

Brooklyn,  N.  Y. — One  of  the  best  meetings  in  the 
history  of  Flatbush  Council.  No.  601.  was  held  at 
the  Council  rooms  October  21.  We  were  honored 
by  having  with  us  Grand  Counselor  H.  Spencer 
Rowe  of  Oneonta,  N.  Y..  and  Past  Grand  Counselor 
and  our  own  distinguished  honorary  member,  Ralph 
H.  Davis,  of  Binehamton,  N.  Y. 

Our  Reception  Committee,  consisting  of  Senior 
Counselor  Mehldan,  Past  Counselors  Merikle  and 
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Hulgen,  and  Executive  Committeemen  Reid  i 
Mander,  met  the  dignitaries  at  the  Hotel  Imperia 
New  York  and  with  Steve  Ileid  at  the  wheel  of 
beautiful  car  they  were  conveyed  to  the  city 
churches,  where  they  were  shown  the  principal  poi 
of  interest,  after  which  they  were  dined  and  cscor 
to  the  (Council  chambers. 

There  were  fifty  members  in  attendance  am 
class  of  seven  was  initiated. 

This  was  followed  by  addresses  by  Grand  Coun84 
Howe  and  Past  Grand  Counselor  Davis. 

It  was  unanimously  voted  to  elect  Grand  Counsi 
Rowe  to  honorary  meml)crHhip  in  our  Council. 

Art  ICwald  won  the  membership  contest  and  i 
awarded  a  gold  star. 

Hai>|)y  Hulgen's  Lizzie  balked  at  Trenton  on 
way  from  Philly  and  he  railroaded  it  the  rest  of 
way. 

Steve  Reid  looked  down  upon  us  from  his  lo 
perch. 

The  bologna-makere  union  was  represented 
Jack  Cronin. 

We  want  a  big  class  of  candidates  at  each  meet! 
so  boys  get  busy. 

Plans  are  under  way  for  the  coming  Christi 
entertainment,  when  we  hope  to  give  tlie  wi' 
sweethearts  and  children  a  gofxl  time  We  wo 
like  Ralpli  and  Jane  to  visit  us  on  this  occasion 
we  love  'em  both. 

Henry  Mehldan  conducted  the  meeting  in  his  c 
inimitable  style.— (W.  H.  E.) 

Rochester,  N.  Y. — The  regular  monthly  meet 
of  Flower  City  Council,  No.  203,  was  held  Octo 
28.  Around  100  brothers  were  on  hand  when  Sei 
C'ounselor  Jim  White  called  the  meeting  to  or< 
Fifteen  were  initiated  and  one  reinstated,  wh 
makes  our  membership  to  date  1,708. 

Past  Senior  Counselor  Brigham  outlined  the  i 
for  our  2,000  membership  campaign.  Three  Cafiti 
have  been  appointed  and  the  teams  are  work 
under  the  colors  of  the  Order:  Past  Senior  Counw 
H.  A.  Mulholland,  Captain  of  the  Blue  team;  I 
Senior  Counselor  H.  W.  Brigham,  Captain  of 
Gold  team;  Past  Senior  Counselor  Chas.  It.  Tt 
Captain  of  the  White  team.  Each  team  has  m 
than  100  members  all  working. 

As  an  incentive  to  get  members,  prizes  are  to 
given  as  follows:  One  candidate  initiated  gives 
member  securing  the  candidate  a  free  $2..50  tit 
to  the  annual  banquet,  to  be  held  in  the  Osh 
House.  December  30.  Three  candidates  initia 
gives  the  member  two  free  $2.50  tickets,  and 
candidates  gives  the  go-getter  two  free  $2  50  ficl 
and  his  Council  dues  and  assessments  for  1923 

The  Entertainment  Committee  gave  a  hot- 
and  sauerkraut  supper.  At  all  the  meetings  in 
future  we  are  to  have  something  at  least  as  good. 

All  aboard  for  2,000  Members;  let's  go. — (Mul 

Buffalo,  N.  Y.— Buffalo  Council.  No.  7.  obser 
Past  Counselors'  Night  at  the  regular  meeting  I 
October  14.  The  Senior  Counselor  appointed 
following  Past  Counselors  to  the  stations  as  folio 
Senior  Counselor.  J.  Frank  Allen ;  Junior  Counse 
E.  Wunderlie;  Past  Counselor,  Walter  Carlson;  f 
retary,  Charles  Diefenbach;  Conductor.  Rosco  ' 
Namee;  Page,  J.  A.  Pratt;  Sentinel,  H.  MacCalh 
Chaplain,  P.  L.  Westphal. 

The  following  commercial  travelers  were  initis 
in  full  form:  A.  W.  Corrigan,  O.  C.  Kahl,  J.  Arbuc 
E.  G.  Richard,  L.  J.  Gunn,  A.  Streubing;  reinsta' 
Nelson  Boyce,  Jr. 

The  Coimcil  mourns  the  loss  of  Brother  Wm. 
Linabury,  who  was  formerly  a  member  of  Cuml 
land  Council,  No.  179,  and  transferred  to  No.  ; 
October,  1917.  Brother  Linabury  underwent 
operation  at  Lorain,  Ohio,  from  which  he  failed 
recover. 

The  October  meeting  was  well  attended  and 
Council  officers  feel  that  the  fall  and  winter  camps 
is  going  to  greatly  strengthen  old  No.  7. — (W.  L. 

Binghamton,  N.  Y. — Through  the  efforte 
Brothers  Chas.  Dean  and  Schelly  of  Owego  . 
Brothers  A.  L.  Newing  and  Jay  West,  Parlor  C 
CouncO  held  its  regular  monthly  meeting  in  Ow( 
October  21,  in  the  Elk  club  rooms.  The  meet 
started  promptly  at  8:30,  with  all  the  line  officer 
their  respective  stations. 

The  Binghamton  party  left  in  autos  at  2:30  in 
afternoon,  arriving  in  Owego  at  3:30.  The  Ow 
Hotel  was  made  the  headquarters. 

At  6:30  all  hands  gathered  at  the  Hotel  On 
where  a  sumptuous  banquet  awaited  us,  Couns 
Newling  acting  as  toastmastcr. 

Mrs.  Charles  Dean  gave  several  vocal  select) 
which  were  greatly  enjoyed  by  all  as  well  as  the  I 
tations  given  by  Miss  Smith. 

At  8:30  the  meeting  opened  with  nine  candid) 
on  hand  and  fifty-seven  members  present.  It 
very  gratifying  to  the  officers  to  see  so  many 
old  guard  present. 
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CouiiHclor  Ucxlge  rortuiiily  had  hia  wrecking  crew 
workiiiK  to  perfection  iiixl  not  a  hitch  hapi>cnod 
(luring  the  nandidatcii'  journey. 

After  initiation  the  rcgulnr  buHino88  wa«  taken  up. 
Counselor  Hates,  ourCliairninn  of  the  Kntcrtaintnent 
Committee,  gave  out  the  program  for  the  month, 
which  includes  a  masiiuerude  dance  at  the  Hotel 
Bennett  hall  room  October  2S.  Many  novel  cos- 
tumes are  promised  for  this  occasion. 

The  American  Legion  invitcil  the  Council  to  par- 
ticipate in  the  Armistice  paraile.  The  Council  voted 
to  accept  their  invitation  and  Jay  West  had  charge 
of  arrangements. 

After  a  great  deal  of  pernuasion  C'ouiwclor  Grum- 
mond  conHcntcd  to  allow  the  committee  on  choosing  a 
new  editor  to  submit  his  name  to  the  Council  for 
consideration.  He  was  unanimously  elected  to  suc- 
ceed Editor  I>avis.  We  all  regret  that  Kditor  Daviij 
could  not  see  his  way  clear  to  resume  the  editorship, 
for  he  has  made  a  splendid  record.  Counselor  Grum- 
mond  promises  to  give  us  his  best  efforts  to  maintain 
the  Counselor's  high  standard. 

The  meeting  came  to  a  close  at  1 1  o'clock  and  all 
motored  back  to  Binghamton.  It  was  the  best  meet- 
ing yet. 

Our  next  meeting  was  held  on  November  18  at  our 
club  rooms  in  the  hotel  Bennett. — (F.  C.  0.) 

Jamestown,  N.  Y. — Regular  meeting  of  Chau- 
tauqua Council  was  held  in  Mt.  Talor  hall,  October 
21,  with  all  officers  present,  also  a  good  attendance 
of  members. 

Two  members  were  reinstated  and  one  candidate 
Mr.  Hammons,  was  put  through  in  the  short  form. 

The  annual  class  day  is  the  third  Saturday  in 
February  and  the  Order  will  try  to  have  the  Grand 
Senior  Counselor  of  New  York  with  us. 

Brother  Slater  is  wearing  a  smile,  the  reason  is  an 
eight  pound  girl. 

We  expect  a  large  number  of  new  members  soon, 
as  all  members  are  going  to  pvit  their  shoulder  to  the 
wheel  and  boost.  We  shoidd  have  100  new  members 
without  any  trouble  at  all. 

Dance  and  entertainment  at  the  November  ses- 
sion November  18,  and  it  was  a  hummer. — (J.  T.  M.) 

Glens  Falls,  N.  Y.— Tlie  November  meeting  of 
Glens  Falls  Council,  No.  417,  was  held  on  the  3d. 
Previous  to  the  meeting  twenty  of  our  members  met 
at  the  Rockwell  House  to  greet  Grand  Counselor  H. 
Spencer  Rowe  and  a  delegation  of  fifteen  Brothers, 
including  Past  Grand  Coiinselors  W.  G.  George,  and 
Arthur  Shafcr  and  Senior  Counselor  Russell  of  Al- 
bany. After  the  dinner  at  6:30  all  adjourned  to  the 
Council  rooms. 

Seven  apjilications  were  received  and  five  new  mem- 
bers were  initiated,  the  ceremonies  being  conducted 
by  Senior  Counselor  Uussell  and  staff  of  Albany. 
Inspiring  adclresses  were  made  by  Grand  Counselor 
Rowe,  P.  G.  Counselors  George  and  Shafer  and 
Senior  Counselor  Russell.  Brother  S.  W.  \'anAvery, 
Secretary  of  Schenectady  Council,  pledged  his  services 
to  aid  our  council  in  arranging  for  the  Grand  Council 
convention  to  be  held  here  next  June. 

This  was  the  most  successful  meeting  of  our  Council 
in  some  time  and  we  are  grateful  to  the  visiting 
Brothers  for  the  enthusiasm  created.  The  com- 
mittees for  the  Grand  Council  convention  are  be- 
ginning to  function.  We  are  going  to  double  our 
membership  by  next  June,  when  we  will  do  our  part 
in  putting  over  the  best  Grand  Council  meeting  in  the 
history  of  our  Order. — (G.  F.  C.) 

Newburgh.— The  "Go-Getters"  of  Newburgh 
Council,  No.  414,  held  its  monthly  dmner  at  Odd 
Fellows'  Hall  October  28.  F.fty  members  were  out 
to  enjoy  the  hot  roast-beef  dinner,  so  ably  prepared 
by  our  tireless  chef.  Brother,  Wm.  Lupton. 

This  dinner  is  put  on  at  6  o'clock  every  meeting 
night.  Just  a  word  to  those  brothers  who  have  not 
attended  any  of  these  dinners,  you  are  missing  some 
good  fellowship  and  a  lot  of  inspiration.  The  live 
ones  you  will  alwaj's  find  present. 

Brother  Lupton  was  not  so  busy  in  tlie  culinary 
department,  but  that  he  found  time  to  get  his  degree 
team  working.  The  team,  in  full  dress  uniform,  put 
on  the  work  in  a  most  impressive  form.  They  are  to 
be  congratulated. 

The  boys  are  working  hard  for  the  prizes  offered 
for  increased  membership,  and  if  they  keep  up  the 
pace  that  they  are  setting  now,  it  will  not  be  sur- 
prising to  see  them  win  two  of  the  prizes. — (R.  A.  C.) 

Olean. — Olean  Council,  No.  522,  lost  one  of  its 
most  beloved  members  in  the  death  of  Secretary 
C.  W.  Schiffler.  He  had  been  in  poor  health  for 
some  time.  Brother  Schiffler  alwaj's  took  a  deep 
interest  in  the  affairs  of  the  U.  C.  T. 

Brother  Smith  is  a  live-wire  and  will  make  an  ex- 
cellent man  for  that  position. 

Our  entertainment  Committee  is  planning  many 
features  for  the  winter  months. 


Let's  all  get  a  now  member,  that  puts  pep  into  the 
council.— (R.  A.  B.) 

Watertown.— November  3  Garhind  City  f^ouncil 
ha<l  a  fine  meeting,  several  visiting  brothers  being  pres- 
ent, as  well  as  Grand  officers.  Hix  applications  were  re- 
ceived and  one  person  was  initiated.  Three  team 
Captains  were  selected  for  the  big  drive  started  in 
New  York  State  to  put  the  (Jrand  Council  of  New 
York  in  the  lead  over  all  others.  Prizes  are  to  be 
rewanled  for  the  Brothers  bringing  in  the  moet 
numbers  of  applications,  the  same  to  be  initiated  in 
full  form.  Plans  for  a  future  banquet  are  to  be  com- 
pleted. 

The  fall  and  winter  campaign  is  on  in  full  force. 
Old  Garland  City  will  show  up  well  when  March 
comes;  pcrhai>s  Ijetter  than  ever  before. 

A  light  luncheon  is  served  each  meeting.  This  is 
a  drawing-card  for  those  who  enjoy  the  fellowship 
and  companionship  of  the  traveling  salesman. 
(C.  R  B.) 


Cleveland.— The  rcgiil.ir  nu,iitldy  njcetiiig  of 
Kuclid  Council,  No.  421,  was  held  October  20. 
Our  new  Senior  Counselor,  Walter  Berry,  filled  the 
chair  for  the  first  time,  but  acted  like  a  veteran. 

Routine  business  was  transacted  and  initiation  of 
two  candidates  was  carried  out.  F.  T.  Mausscr  and 
James  P.  O'Donovan  were  the  boys  who  were  given 
their  degrees.  Brother  O'Donovan  comes  to  Euclid 
Council  with  a  load  of  pep.  accumidated  in  his  travels 
all  over  the  world,  having  been  an  officer  in  the 
British  army,  in  India,  Africa,  and  France. 

It  was  pleasing  to  see  so  many  of  the  good  "old 
guard  "  out  to  this  meeting.  Wo  were  especially 
glad  to  welcome  Past  Grand  Counselor  "Bob" 
Arnott.  Past  Senior  Counselors  Fred  Witte,  Sauva, 
Munnell  and  Councilors  Schwari.  Autey,  Enos  and 
Peters. 

The  Executive  Committee  announced  the  ap- 
pointment of  Clarence  Peters  to  the  office  of  Sentinel, 
while  Wilbur  J.  Winters  was  appointc<l  Chaplain. 

Membership  teams,  under  the  captaincy  of  Senior 
Counselor  Berry,  and  Junior  Counselor  Hungerford, 
were  appointe<l.  Watch  us  get  that  quota  of  100 
new  members  given  by  the  Grand  Counselor. 

Fred  WHto  was  name<l  as  sales  manager  for  this 
campaign.    "Nuf  sed  " 

November  25  the  Ladies'  Auxiliary  conduct  a 
dance  and  card  party 

Our  Ladies'  Auxiliary  has  launched  whole-heart- 
e<lly  on  a  season  of  activity.  At  the  October  28 
meeting  Mrs.  F.  A.  McElroy,  President,  occupie<l 
the  chair.  In  the  absence  of  Mrs.  E.  D.  Wolaver, 
Mrs.  John  Wilson  acted  as  Secretary.  Mrs.  S.  F.' 
Zeman  was  taken  into  membership.  A  hard-times 
dance  was  planned  for  November  25,  in  Odd  Fellows' 
hall.  East  .59th  Street,  at  which  refreshments  in 
keeping  with  the  occasion  were  planned. 

The  department  of  philanthropy  has  taken  up,  as 
imn>e<li;Ue  work,  making  white  coverall  aprons  and 
caps  for  the  underprivileged  girls  of  the  domestic 
science  classes  in  the  public  schools.  A  collection 
of  clothing  is  being  taken  up  for  the  associated 
charities,  and  the  usual  party  is  being  planned  for 
the  little  folks  of  the  Humane  Society  at  Christmas. 
—(Mack.) 

Springfield. — Champion  City  Council  opened 
the  season  with  a  class  of  six  initiations  aad  one 
reinstatement  on  October  15.  A  bjfe  bunch  of  the 
members  was  present  to  see  the  work. 

Grand  Secretary  Somer^-ille,  with  his  side  partner, 
Mr.  Appetilte,  was  present,  also  Billy  Redelle  of 
Dayton.  The  work  was  put  on  in  splendid  shape 
by  the  regular  officers  of  the  Council.  S.  C.  Wagner 
wants  another  big  class  for  the  annual  round  up 
during  the  holidays,  bo  get  busy. 

The  Entertainment  Committee  put  on  "one  big 
night"  November  4 — an  oyster  supper,  also  a  dance 
and  cards.  Everybody  was  busy.  This  was  the 
largest  card  party  for  several  months  and  Brother 
Metzger's  oyster  soup  was  the  best  ever. 

The  Ladies'  Social  Club  put  on  the  supper  in 
splendid  shape.  We  are  wondering  how  we  ever 
got  along  without  the  ladies. 

The  Entertainment  Committee  is  going  fine  work 
and  promise  a  number  of  entertainments  during  the 
winter. — (W.  A.  L.) 

Akron. — The  regular  meeting  of  old  No.  87  was 

held  October  21  with  a  good  attendance.  All 
officers  were  in  their  stations,  except  one  executive 
committeman. 
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Our  full  campaign  has  started.  We  initiated  nine 
at  this  meeting.  We  issued  a  transfer  to  IndUn- 
apohs  Council  for  Brother  Breiner,  who  desires  to 
take  an  active  part  in  our  Order. 

The  station  of  Conductor  was  declared  vacant 
»rot  hers  Bender  and  Werling  were  advanced  to 
Conductor  and  Page,  respectively,  and  C.  A.  Cramer 
was  appointed  as  Sentinel. 

We  had  as  visitors  Brothers  Berry,  .Sr.,  and 
Hungerford  Junior  CV.unselors  of  Euclid  Council 
No.  42  ,  who.  when  called  on  for  remarks,  expressed 
themselves  greatly  pleased  with  the  efficient  ritual- 
istic work  aa  put  on  by  the  team;  they  especially 
gave  a  word  of  praise  to  Brother  Grace  for  the  very 
efficient  delivery  of  the  beautiful  "Rav  of  Hope" 
lecture. 

Now,  boys,  get  busy  and  secure  the  eligibleg. 
Get  after  them.  Our  quota  is  100,  less  nine  initiated 
m  OctolJcr,  which  leaves  only  01  to  get.  Remember 
our  slogan,  "500  by  the  close  of  our  fiscal  year  " 
f^et  after  'em  — (Hcinie.) 

Cleveland — At  the  October  meeting  of  Forest 
J  ity  t  ouncil  five  candidates  were  initiated  and  we 
had  a  big  class  for  our  rally  day  meeting  in  Novem- 
ber. Grand  Counselor  Ruppert  was  our  guest  of 
honor.  A  ball  and  banquet  were  enjoyed  at  Hotel 
tt  inton  in  the  evening. 

Our  degree  team  is  doing  fine  work,  and  if  our 
men.lH-rs  would  turn  out  to  meetings  they  could  do 
much  lietter. 

Herbert  Powers,  of  Greene,  Babcock  County,  was 
el(  cte<l  Keeper  of  the  ScroU. 

Visit  the  club-rooms  at  Hotel  Winton.  donated 
us  by  .Manager  Dave  Olmstead.  Max  Weiflkopf, 
our  new  Sentinel,  will  welcome  you. 

Brother  Frank  Elliott  is  still  confined  to  his  home 
im  account  of  sickness.    Give  him  a  call. 

Our  membership  contest  must  go  stronger  t. 
out  for  December  31  for  l.aoo  members.  If 


The  following  prizes  are  offered:  One  member, 
a  L.  C  T.  pin;  2  members,  U.  C.  T.  knife;  5  members, 
»10:  10  members,  >40  in  cash  — (W.  F.  H.) 

Newark.— Newark  Council,  No.  274,  met  at  the 
acca^tomed  time,  the  third  Saturday  of  the  month 
and  openeil  Council  at  7:30  p  m..  it  being  the  changed 
time  for  the  winter  months. 

The  dependable  fellows  were  there  as  usual  and 
the  Council  wag  presided  over  by  Past  Counselor 
Foley. 

"Two  new  members  went  through  the  testings 
with  becoming  earnestness,  and  stated  they  were 
more  than  glad  to  be  members.  They  were  Carl 
C.  Zolman,  and  Harry  B.  Beard.  They  were  given 
a  hearty  welcome  to  our  Council. 

C.  H.  Oxicy  has  been  appointed  to  succeed  Secre- 
tary Nevin,  who  resigne<l  owing  to  other  duties  and 
ha\nng  recently  been  rather  indisposed. 

A  vote  of  sympathy  was  decided  to  be  sent  to 
Brother  Walter  D.  Murphy  in  his  recent  loss  and 
sorrow. 

The  November  meeting  had  refreshments  as  a 
feature  — (R.  N.) 

Portsmouth.— River  City  Council,  No.  11,  held 
one  of  the  best  meetings  in  its  career  October  28. 
when  250  real,  live  U.  C.  T.'s  assembled  to  watch 
the  degree  team  from  Columbus  Council,  No.  1. 
initiate  a  class  of  thirty-four  candidates. 

Bill  Ellis  piloted  a  bunch  from  Ironton,  and 
Secretary  Clark  fliwered  another  mighty  fine  bunch 
down  from  Chillicothe. 

The  good  wives  of  the  members  of  the  degree  team 
from  Columbus  came  along  and  were  delightfully 
entertained  by  the  women  of  the  local  Council, 
while  the  initiation  was  going  on. 

Grand  Treasurer  C.  M.  Owen  of  Springfield  was 
an  official  visitor,  and  made  a  decided  hit  with  the 
boys. 

Grand  Counselor  Rupert  was  all  smiles  over  this 
meeting.  The  class  was  named  the  D.  H.  Rupert 
class,  in  honor  of  our  own  Grand  Counselor. 

After  the  initiation  everybody  parked  himself 
downstairs,  and  enjoyed  a  feast,  dispensed  under 
the  hand  of  Brother  Oscar  Brown. 

We  have  listened  to  the  "Ray  of  Hope"  many 
times  but  never  did  we  get  the  meaning  and  real 
impression  until  Brother  Hillard  delivered  it  here, 

Paul  Williams,  as  Conductor,  is  simply  peerless; 
and  Luke  as  Junior  and  McNally  as  Past  are  very 
hard  to  improve  on. 

We  had  another  class  at  our  November  meeting. 
Don't  forget  to  carry  an  application  blank  in  your 
inside  coat  pocket,  and  if  you  meet  any  person  of 
sterling  quality,  who  is  eligible,  nail  him,  for  our 
December  meeting. 

Brother  C.  J.  Sears  died  at  his  home,  surrounded 
by  his  loved  ones,  recently.  Brother  Sears  was  a 
man  of  high  standing  in  the  community  and  will  be 
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nlncorcly  missed,  not  only  in  U.  C  T.  circles  and  the 
Sclby  81)00  Co.,  to  which  he  has  always  been  loyal 
and  faithful,  but  by  the  community  in  general,  as 
was  an  asset  that  can  never  bo  replaced.— (W.) 
Marion.— Marion  Council,  No.  120,  hehl  an  old- 
tiuio  meeting  October  21,  with  a  class  of  six  candi- 
<latcB  and  an  old-fashioned  feed.  Columbus  Council, 
No.  1,  came  \ip  and  took  charRC  of  the  Council  and 
initiation  of  the  class  and  did  themsolves  and  Marion 
Council  proud  in  the  work. 

Members  from  Columbus  were:    O.  D.  Ililliard, 

I.  U.  Snyder,  L.  I).  West,  V.  Williams,  R.  Hockey, 

II.  Carson,  T.  T.  Ilinhland,  H.  J.  McNabb  and 
IC.  Luke. 

Marion  Council  is  surely  thankful  for  theii  service 
nnd  api)rcciatc  the  way  tliey  do  the  work  without 
any  rituals  in  sight. — (H.  H.  H.) 


Oklahoma  City.— Oklahoma  City,  No.  70,  one 
of  tlic  liveliest  ('oulicila  in  the  Southwent,  held  one 
of  tlic'  in. .si  inspiring  meetings  ever  held  by  this 
Couni  il  I  i<  i.iK(  1  2S.  The  attendance  was  splendid, 
anil  a  i  lass  of  nine  was  initiated. 

Manv  good  tallvs  were  made  and  we  all  left  the 
hall  filled  with  enthusiasm  and  determination  to 
add  a  hundred  members  to  this  Council  by  next 
February  2r,,  at  which  time  we  hope  to  have  the 
most  exalted  Brother  in  the  Supreme  Council  with 

VIS. 

This  Council  is  composed  of  go-getters  and  we  are 
going  to  get  what  we  go  after,  if  deserving  work 
will  get  it. 

Keep  your  ear  to  the  ground;  we're  coming 
Wo  had  a  class  of  (wcnty-five  for  November 
meeting.— (.J.  R.  A.) 


Philadelphia.— Our  November  meeting  was  well 
attended.  Plus  our  fellows  we  had  Brothers  Thomas, 
McDowell  and  Burt  with  us  from  Keystone  Council. 

We  had  two  healthy  looking  candidates,  but 
should  have  had  twenty  or  more,  (we  say  this  in  all 
seriousness)  and  would  have,  if  we  had  a  few  more 
Halleys.  That  man  can  write  applications.  For 
some  time  back  nearly  all  the  applications  turned 
in  and  accepted  had  his  name  on  the  first  line. 
Brother  Halley  has  not  been  a  member  such  a  long 
time,  either. 

Brother  Wakeman  stated  that  the  Robert  Morris 
Hotel  is  still  unfinished.  He  further  said  that  our 
club-room  would  be  on  the  eleventh  floor,  west  side, 
and  that  it  would  be  about  800  square  feet.  In 
one  corner  of  the  room  there  will  be  an  office  for 
Harry  Kelley,  where  he  can  write  letters  to  delin- 
quent members  and  receive  money  and  checks  from 
others  who  are  prompt.  There  will  be  a  nice  railing 
around  this  office  and  other  things  such  as  a  type- 
writer and  a  time  clock  for  Harry  to  punch  morning 
and  night. 

We  ask  you  to  talk  and  talk  and  talk  some  more 
about  the  club-room.  It  is  positively  the  biggest 
thing  that  has  ever  come  our  way.  Grab  the  prop- 
osition with  both  hands,  turn  on  the  gas  and  go 
to  it.— (H.  M.  H.) 

Pittsburgh. — Fort  Pitt  Council.  No.  171,  made 
a  running  start  at  our  October  and  November 
meetings,  and  December  will  be  our  banner  month. 
We  are  proud  of  the  following  who  were  initiated 
in  October:  Clifford  Davies,  Powell  Harris,  Daniel 
J.  Kelleher,  Walter  R.  Kerr,  Earl  Riddell,  Edson 
G.  Whitmore,  and  Jos.  Sigal:  and  the  accepted 
transfer  of  Brother  Geo.  B.  Leiter. 

We  extend  sincere  sympathy  to  Past  Grand 
Counselor  S.  S.  Klinoralinger,  who  lost  his  beloved 
mother  October  25  by  death  after  a  long  illness 
We  who  knew  her  loving  character  will  miss  her  as 
much  as  will  our  good  Brother. 

The  ladies  of  Fort  Pitt  organized  at  our  October 
meeting  what  will  be  known  as  Fort  Pitt  Council 
Ladies'  Club,  with  the  following  officers:  President, 
.Mrs.  John  C.  Lindsay;  Vice  President,  Mrs.  Howard 
B.  Whiting;  and  Secretary,  Mrf^.  Randolph  J. 
Maggi.  They  start  with  a  membenship  of  twenty- 
five,  holding  meetings  eacli  month  at  some  hotel 
or  home. 

We  congratulate  Brother  Jos.  A.  Christmon  and 


wife  on  the  arrival  of  Miss  Margaret  Christrnan 
October  23,  and  wo  are  sure  both  Brother  Christ- 
nian  and  Mrs.  Christman  are  very  proud  of  their 
daughter. 

Beginning  January  2,  there  will  be  a  new  syHtem 
of  mailing  asspBsmcnts  to  each  member  and  these 
asseasmente  will  go  out  every  three  months,  instead 
of  the  two  as  formerly  and  now  the  boys  will  like 
it  much  better,  for  they  will  be  for  l-i.OO  each,  and 
as  some  of  the  members  stated,  they  were  received 
formerly  oftencr  than  Christmas,  but  now  is  a  good 
time  to  tell  the  members  that,  by  remitting  the 
$16.00  for  the  year,  it  will  not  only  save  your  f  ;ouncil 
about  $06.00  per  year  in  postage  to  notify  the 
delinquents,  but  will  save  the  Supreme  office  about 
(14. 00  per  year  in  postage  as  well.  I-et  us  all  make 
good  resolutions  next  year  that  all  the  members 
send  the  Secretary  payments  by  the  year,  when  an 
assessment  is  called,  and  you  will  not  mind  it  a  bit. 

Grand  Counselor  Richard  Reeder  tells  us  that  the 
members  are  coming  in  very  fine,  and  when  one 
knows  of  the  good  they  receive  we  ought  to  have 
.5,000  members  in  Pittsburgh,  so  don't  be  afraid  to 
write  for  applications  and  talk  our  Order  to  eligibles 
who  sell  wholesale,  and  get  the  $5.00  application 
fee  and  the  V)alance  of  $5.00  can  be  received  at 
initiation.— (A.  H.  B.) 

Wilkes-Barre.— Wilkes-Barre  C:ouncil,  No.  426, 
held  its  regular  meeting  October  14.  It  was  one 
long  to  be  remembered  by  all  who  attended,  there 
being  over  150  in  attendance. 

The  initiation  was  conducted  by  the  officers,  who 
presided  during  the  past  year,  Past  Senior  Counselor 
Bradshaw  taking  the  chair.  Much  credit  is  due 
him  and  his  Brother  officers. 

Seraiiton  Council  attended  in  a  Ixidy  and  were 
warmly  welcomed  by  the  Wilkes-Barre  fjoys. 

After  a  brief  business  session,  the  following  can- 
didates  were   accepted   and   initiated:    Wm.  R. 


f  * 

*  THE  OLD  VERSION  * 

f  When  freedom  from  her  mountain  height,  f 

t  ("nfurled  her  standard  to  the  air,  t 

*  She  fixed  the  length  of  wonien's  skirts,  ' 
J          .And  wouldn't  let  'em  bob  their  hair.  J 


Blakman,  Charles  S.  Levin,  A.  D.  Weise.  Joseph  F. 
Zorzi,  Grant  Pulen,  E.  H.  Williams,  Phil  Ritter, 
Harry  Simmers,  George  Clewell,  J.  R.  McReynolds, 
Charles  Metzger,  J.  B.  Zoranski,  J.  L.  Ritts. 

H.  C.  Hills,  of  Huntington,  W.  Va.,  and  Brother 
Butts  of  Syracuse,  were  visitors.  A  very  interesting 
talk  was  given  by  Brother  Hills. 

At  the  elose  of  the  meeting  a  delicious  luncheon 
was  served  by  the  Wilkes-Barre  boys  and  an  enter- 
tainment that  was  appreciated  by  all,  which  lasted 
until  the  wee  hours  of  the  morning — (Mac.) 

New  Castle. — The  writer  is  a  bit  timid  in  send- 
ing anything  to  the  Sample  Case,  for  there  are  real, 
bully,  worthwhile  articles  in  it,  and  the  lines  which 
we  pen  are  only  a  drop  in  the  bucket,  compared  with 
Hargrave's  course  and  the  like.  Aren't  those  ar- 
ticles of  Hargrave's  wonderful?  Remember,  boys, 
those  are  only  one  phase  of  the  many  good  things 
that  the  U.  C.  T.  is  doing  for  you  as  a  member. 
After  reading  these  courses  of  real  scientific  sales- 
manship in  The  Sample  Case  and  getting  the  real 
meaning  out  of  them,  how  can  you  help  but  go  out 
and  bring  in  more  business?  These  articles  are  not 
just  mere  reading-matter,  written  and  published  to 
help  you  pass  the  time  away,  but  are  lessons  from  a 
great  teacher,  and  you  are  to  absorb  them  and  there- 
by profit. 

Where  are  all  those  applications  that  you  were 
going  to  bring  in  signed?  You  boys  who  don't 
attend  Council  meetings  are  the  ones  to  whom  we 
are  referring. 

Remember,  the  new  meaning  for  the  initials,  U. 
C.  T.,  means  "Upward  Constantly  Traveling." 
If  you  will  read  The  Sample  Case  from  cover  to 
cover,  and  attend  the  Council  meetings,  you  caimot 
help  but  agree  with  me. 

Remember  that  beginning  with  Assessment  No. 
171,  the  new  ruling  of  the  Supreme  Council  goes 
into  effect,  whereby  there  will  be  four  assessments 
a.  year  of  $3.00  each,  instead  of  six  assessments  of 
$2.00,  as  it  has  been  in  the  past.  Let  this  soak 
into  your  minds- — Four  assessments  a  year  of  $.3.00 
each. 

Instead  of  sending  a  check  for  $3.00,  however, 
which  would  ony  pay  for  one  assessment,  make 
the  check  for  $17.00  and  that  will  take  care  of  your 
four  assessments  and  Council  dues  for  the  year  of 
1923.    By  doing  this  you  will  not  be  bothered  with 


remitting  so  often,  thus  discouraging  any  reason  for 
being  delinquent. 

(;ur  meetings  are  held  the  second  and  fourth 
Saturday  nighto  of  each  month,  and  we  meet  in  K. 
of  V.  hall  of  the  city  building. 

Read  The  Sample  Case  from  cover  to  cover,  and 
attend  the  Council  meetings  and  you  will  be  "Up- 
ward Constantly  Traveling." — (T.) 

Allentown.— The  regular  meeting  of  Allentown 
Council,  No.  501,  was  held  in  the  Moose  Temple 
November  4,  with  Senior  Counselor  A.  R.  Hastings 
in  the  chair  and  all  officers  at  their  respective  sta- 
tions. 

Sixteen  candidates  were  initiated  and  four  new 
applications  were  received  and  filed 

A  resolution  was  passed  extending  a  vote  of  thanks 
to  the  Hotel  Bethlehem  for  the  splendid  entertain- 
ment extended  to  the  Council  at  their  opening. 

A  committee  was  formed  to  make  arrangements 
for  the  class  day  and  banquet  to  be  held  on  January 
6,  1923.  Grand  Sentinel  C.  M.  Barnes  was  made 
Chairman  of  the  committee. 

A  drive  for  members  will  be  made  in  these  last 
two  months  of  the  year  and  two  teams  are  to  be 
formed  to  dig  them  up.  Grand  Sentinel  Barnes 
and  G.  H.  Wilson  were  made  Captains  of  the  respec- 
tive teams. 

Grand  Sentinel  Barnes  promised  the  Grand 
Council  that  he  would  write  50  applications  in  the 
course  of  the  year,  and  he  is  able  to  report  forty- 
two  up-to-date  and  still  going  strong. 

Watch  us  grow. — (Booster.) 

Williamsport. — The  regular  monthly  meeting  of 
Williamsport  Council,  No.  3.50,  was  held  November 
4,  with  an  attendance  of  more  than  seventy. 

Several  names  were  submitted  for  membership 
and  two  candidates  were  initiated.  Past  Counselor 
Clifford  Price  acted  as  Senior  Counselor.  The 
degree  team  is  "some"  combination.  The  feature 
of  their  work  is  that  it  is  rendded  almost  entirely 
from  memory. 

Every  member  of  Williamsport  Council  has  his 
entire  interest  centered  on  the  coming  food  show. 
President  Chas.  Schultz,  of  the  West  Branch  Trav- 
elers' Club,  reported  that  the  various  Chairmen 
had  all  arrangements  about  completed,  the  booths 
all  sold,  and  the  coming  show  would  greatly  surpass 
the  first  one  in  which  the  Council  was  interested. 

The  promotion  of  the  show  is  a  big  job,  but  the 
result  of  our  efforts  will  surely  bear  fruit  in  the  near 
future,  and  every  member  of  Williamsport  Council 
will  appreciate.the  fact  that  he  did  his  part  towards 
the  maintenance  of  our  own  building. 

The  Ladies'  Auxiliary  is  holding  splendid  meet- 
ings the  first  Saturday  night  in  each  month,  at  the 
Lycoming  Hotel.  Arrange  to  have  your  ladies 
attend. 

Our  Entertainment  Chairman  and  his  committee 
are  arranging  for  a  real  good  time  at  the  December 
meeting,  the  first  Saturday  in  the  month.  You 
surely  passed  up  some  fun,  if  you  missed  the  Novem- 
ber gathering.  We  needed  only  ten  more  members 
to  have  an  attendance  of  eighty  at  the  coming 
meeting.    Here's  looking  for  you.— (M.  F.  W.) 

Warren. — The  November  meeting  of  Warren 
Council  was  one  of  the  most  inspiring  meetings  held 
for  some  time.  After  the  regiUar  business  M.  A. 
Overturf  was  initiated. 

Then  the  big  drive  for  new  members  was  launched. 
Brother  Kirscharts  was  appointed  General  Chair- 
man of  the  membership  drive,  with  ten  Captains 
of  teams,  composed  of  fifteen  members  each.  This 
will  put  every  member  on  a  team.  The  big  drive 
will  start  immediately  after  the  December  meeting, 
which  will  be  in  the  form  of  a  dinner  and  a  good- 
fellowship  meeting,  and  the  names  on  the  different 
teams  will  be  read  and  all  material  to  aid  in  securing 
new  members  will  be  given. 

We  are  indeed  glad  to  hear  that  the  Grand  Council 
will  send  out  those  montnly  letters  to  all  eligibles. 
Our  quota  for  the  year  is  twenty  new  members. 
Let's  make  it  a  hundred  and  show  the  Grand  Council 
we  are  still  on  the  map. 

We  were  sorry  to  hear  of  the  illness  of  Brothers 
Byrnes  and  Strong,  and  are  glad  to  hear  that  Brother 
Eliott  is  rapidly  improving.  All  three  of  these  men 
are  members  of  the  Executive  Committee,  leaving 
only  one  active  member. 

Brother  Nicholas  Anderson  favored  us  with  some 
of  his  ever-ready  wit.  Carroll,  Wilbert,  Overturf, 
and  others  responded  with  some  very  fine  remarks. 

Our  Entertainment  Committee  served  refresh- 
men  Is  at  the  close  of  the  meeting  and  announced  a 
.surprise  for  the  next  meeting. — (H.  A.  F.) 

Uniontown.— The  meeting,  held  in  Connells- 
ville  October  14,  will  long  be  remembered  by  those 
who'attended.    It  wa.«  the  first  meeting  of  Fayette 
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I  to  bu  hold  in  ConiiollHvillc.  There  will  Ix- 
rting  hclil  there  every  nix  months  in  the 
i.ir  the  benefit  of  the  ini-nibcrH  in  that  town, 
oinmittee  in  charge,  conipoNcd  of  Wm.  ('. 
chairnian  Samuel  H.  Marlon.  Win.  K 
.111(1  J  F.  Burkhurt,  certainly  workccl  hard 
.  it  the  Huccesa  which  it  proved  to  be. 
ii'Kular  l>uainea8  iteiuiion  opened  at  ;i:()0  p. 
lUr  I,  O.  O.  F.  Hall.  UurinK  the  afternoon 
I ;  rand  Senior  Counselor  Hichard  Reeder,  of 
wave  a   talk,   which   was  enjoyed.  Past 

I.  ir  Marton  responded,  and  thanked  Brother 
lor  the  way  ho  had  complimented  the  work 
iriied  on  by  Fayette  Council.  All  business 
iiH'd  up  ready  for  the  night  session.  The 
II  session  closed  at  5:40  p.  ni. 

iKiradc  started  at  5:45,  headed  by  Brother 
iiid  Brother  Marton.  Next  in  line  came  the 
ounselors,  also  the  prcnidinR  officers,  then 

II.  and  he  was  a  hard  one  to  lead.  He  was 
I  by  seventeen  candidates,  roped  in,  single 
li  with  a  comic  card  of  some  kind  on  his 
The  paraders  returned  to  the  lianquet  hall, 

a  0.05  p.  m.  all  sat  down  to  a  fine  chicken 
uiiil  i.iscuit  dinner  served  by  the  ladies  of  the  Pres- 
byterian Church. 

Later  cigars  and  cigarettes  were  passed  around, 
after  which  several  short  talks  were  made  by  diffi  rent 
members. 

During  the  banquet  piano  solos  were  rendered  by 
Professor  Carl  Anstein  and  vocal  solos  by  Miss 
Thelma  Seese.  Their  music  was  heartily  enjoyed 
by  all. 

The  night  session  opened  at  7:30  p.  m.  First  on 
the  program  came  the  initiation  of  candidates. 
Seventeen  good  men  and  true  took  the  trip.  After 
many  difficulties  (some  had  more  than  others)  all 
•cached  the  end  of  the  journey— happy  that  they 
were  full-fledged  U.  C.  T.'s. 

At  the  close  of  the  initiation,  Brother  Dick  Reeder 
gave  a  tine  talk  to  the  new  members  as  well  as  the 
older    ones.    lie   complimented    the   officers  and 
loLT.  r  team  for  the  way  they  had  the  work  memor- 
iid  of  the  wonderful  pep  shown  by  Fayette. 

Keeder  gave  us  some  good  advice  and  we 
:i«  to  make  the  beat  of  it.    Brother  Senior 
lor  F.  G.  Wadsworth  responded  and  thanked 
Si  nior  Counselor  Reeder  on  behalf  of  the 
'  s  of  Fayette  Council  for  his  kind  words  of 
1  iKonient,  and  assured  him  that  we  felt  highly 
honored  in  having  him  with  us  for  the  day,  and 
(extending  an  invitation  to  him  to  visit  us  again 
[soon.    The  Council  adjourned  at  10-50  p.  m. 
I    Brother  J.  M.  Doyle  had  the  honor  of  entertain- 
ling  Grand  Senior  Counselor  Reeder  at  his  home 
(during  his  visit  to  Connellsville. 

Among  the  visitors  present  were  Brother  Hamil- 
ton of  Pittsburgh,  and  Brother  Chas.  Harvey  of 
[Ouquesne  Council.  The  boys  certainly  enjoyed 
having  Charley  with  us. 

Brother  Albert  M.  Boyd  gave  the  lecture,  "Ray 
of  Hope,"  as  only  Albert  knows  how  to  do  it. 

layette  526  is  hittin'  'on  all  six.  Fill  up  the 
"apps"  and  bring  "em  in. — (F.  G.  W.) 

New  Brighton. — Members  of  Beaver  \alley 
Council,  No.  464,  your  attention  is  respectfully 
called  to  the  fact  that  this  is  the  time  to  bring  in 
new  candidates,  if  we  are  to  hold  our  position  in  the 
Iranks  with  our  sister  Councils,  but  better  still  we 
jshould  get  out  of  the  way  of  thinking  that  we  are 
; holding  our  own;  let  us  press  forward,  push  out  our 
third  vest  buttons  and  secure  one  or  more  applica- 
tions for  our  next  meeting. 

You  will  also  note  that  the  parties  now  being 
given  under  the  direction  of  the  Dance  Committee 
started  October  19  with  the  usual  large  ci-owd; 
Good  nmsic,  dancing  and  a  delightful  lunch  was 
enjoyed  by  all  present. — (W.  M.  D.l 
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Nashville.— October  2S  the  ladies  of  the  Au.viliary 
put  on  a  Hallowe'en  Party.  It  was  some  party, 
too. 

It  was  the  regular  meeting  night  of  the  Council, 
Mid  after  opening,  the  Council  took  unto  itself  as 
members  A.  J.  Simpson,  Weston  Grisham  and 
Joseph  E.  Holness.  The  reinstatement  applications 
of  eight  former  members  followed.  The  Secretary 
has  on  file  the  applications  of  a>«  many  more,  who 
will  receive  attention  later. 

.\fter  receiving  the  final  report  of  the  Entertain- 
ment Committee,  which  put  over  the  last  Grand 
Council  program,  and  thanking  the  committee  for 
their  efforts  and  giving  attention  to  .a  few  other 


The  Why  of 
Superstitions 

By  H.  lAVIN  KING 

TINOLINO  EARS 
In  some  section.s  of  the  country 
they  say  that  if  your  right  ear 
burns  some  one  is  speaking  well 
of  you;  if  your  left  ear  burn.s  he  is 
speaking  ill — to  which  in  some 
parts  of  Pennsj'lvania  is  added 
that  if  both  ears  burn  friend  and 
foe  are  fighting  about  you.  In 
Maine  and  some  parts  of  Pennsyl- 
vania they  say  that  if  your  right 
ear  burns  a  woman  is  talking 
about  you;  if  your  left,  a  man. 
And  in  New  Hampshire  that  if 
your  ears  burn  people  are  speak- 
ing well  of  you;  if  your  ears  are 
cold,  the  contrary. 

But  the  general  supersti- 
tion is  that  if  your  ears  burn 
some  one  is  talking  ill  about 
j'ou,  and  is  so  ancient  that  it  is 
mentioned  by  the  elder  Pliny 
early  in  the  first  century.  It  is 
said  to  have  its  origin  in  an 
"illusion  of  analogy."  If  you 
roughly  abuse  or  reprove  a  man 
to  his  face  you  are  apt  to  cause 
his  blood  to  ru.sh  to  his  head  and 
"make  his  cars  tingle."  When 
he  feels  his  ears  burn  (or  tingle) 
and  nobody  is  abusing  him  to 
his  face  the  sensation  causes  him 
to  reason  by  analogy  that  some- 
one is  abusing  him  behind  his 
back. 


details,  the  council  adjourned,  and  the  ladies  took 
charge. 

The  ladies  had  assembled  in  the  parlors  of  a  con- 
venient hotel,  marched  to  the  hall,  masked  and 
draped  in  sheets,  and  the  husbands  were  instructed 
to  pick  out  their  better  halves  (if  they  could)  and 
get  reedy  for  the  grand  march.  Some  confusion 
resulted  and  a  number  of  mistakes.  It  was  fun 
galore  until  the  clock  struck  twelve. 

Cider,  ginge.-  bread,  apples  and  candy  were  dis- 
pensed lavishly,  and,  taken  altogether,  the  evening 
was  another  one  of  those  that  can  be  truthfully 
branded  as  "the  best  ever." 

At  each  meeting  of  the  Council,  Senior  Counselo.- 
Parcy  V.  Jackson  has  a  habit  of  presenting  to  lucky 
members  a  few  souvenirs,  this  time  he  deferred  the 
donation  until  after  the  ladies  arrived,  when  it  was 
announced  that  Fitzgerald  Atkinson,  our  genial 
Conductor,  held  the  number  that  entitled  him  to 
carry  home  a  five-pound  box  of  chocolates,  while 
Secretary-Treasurer  E.  Van  Schaack,  W.  J.  Schmed- 
ekamp,  O.  D.  Kirk  and  and  Granville  W.  Carver 
were  each  chosen  as  recipients  of  a  24-pound  bag 
of  Nashville  milled  flour. 

We  had  with  us,  on  this  occasion,  as  guest  and  par- 
ticip:int  in  everything  that  went  on.  Brother  Thoma.s 
G.  Kennedy,  member  of  Northwestern  Council.  No. 
72,  as  well  as  Brother  Harry  C  Beckner.  member  of 
Fort  Wayne,  No.  212. 


WI 


Milwaukee. — December  will  be  a  bvisy  month 
as  we  are  going  to  have  a  Past  Counselors'  Night, 
and  also  an  advancement  night.  Also  we  are  going 
to  have  W.  D.  Murphy  with  us  on  the  third  Satur- 
day in  January,  and  this  is  going  to  be  one  of  the 
biggest  nights  that  the  Council  has  ever  had.  We 
want  one  of  the  best  classes  of  candidates  that  we 
have  ever  had. 

C  B.  Wyler  says  thi>t  he  will  give  fifty  cigars  to 


the  one  who  secures  the  most  candidates  each 
month  and  also  for  the  balance  of  the  year.  Now 
get  busy,  you  fellows. 

In  December  we  are  also  going  to  have  a  joint 
ii  K  cting  with  the  I.a<lie8'  Auxiliary  and  you  can  look 
forward  to  that  night  with  pleasure,  as  you  know 
that  whenever  the  ladies  have  anything  doing  in 
the  line  of  entertainment  they  go  the  limit. 

Our  last  cinch  and  dance  was  a  big  success  as  wc 
had  ever  thirty-two  tables  going  and  then  the 
younger  folks  came  up  for  the  dancing  a  little  later 
Racine  was  well  represented. 

Brother  George  Sengbusch  has  tendereii  his  resig- 
nation as  Keeper  of  the  Parchment  Roll  and  that 
leaves  that  goml  position  open  again  for  some  good 
live  member.    Don't  all  speak  at  once. 

Don't  forget  to  come  to  our  annual  ball  at  the 
K  of  C.  Hall  on  December  1.  We  are  all  going  to 
have  a  gofxl  time  as  usual  and  we  want  every  mem- 
ber, his  wife  and  family  to  be  with  us  on  this  date. 

Vou,  who  have  not  been  down  to  a  meeting  for 
some  time,  come  down  and  sec  what  we  have  in 
initiatory  stuflf— some  thing  new— and  you  will 
enjoy  a  go<xl  laugh,  if  you  come  down. 

Did  you  order  The  Sample  C««  ,ent  to  your 
friend  for  a  Chri.tma,  prewnt?  If  not,  hurry 
up  and  do  it  as  we  know  that  he  will  appreciate 
it  as  much       any  one  could. — (L.  G.  E.) 

Racine.— Racine  Council,  .No  327,  I  nited  Com- 
mercial Travelcre,  launched  its  big  "hunting  expe- 
dition" October  22,  and  beginning  with  a  business 
session  at  Winters  Hall  at  4:.-iO  p.  m  Following  the 
business  meeting  the  members  gathered  in  the  Asso- 
ciation of  Comn:ercc  Hall  where  a  merry  banquet 
was  held  in  honor  of  the  event. 

For  the  expedition  four  hunting  teams  have  been 
formed  with  C.  E.  Gun<llach  as  general,  J.  B.  Porter 
and  T.  W  .Six  as  majors  and  also  composed  of  cap- 
tains, lieutenants  and  privates,  all  of  whom  gathered 
in  the  hall  for  this  occasion. 

Following  a  dinner,  Harold  Smith,  as  toastmaster, 
called  on  many  of  the  charter  members  and  officers 
of  the  Council  for  Ulks  regarding  the  phases  of  this 
work. 

Among  the  speakers  were  Ward,  Bain,  Thomas 
Addison,  R.  M  Thomas,  R.  E.  Brown,  E.  D.  Osborn,' 
C  E.  Skow,  Captain  Bradley,  Captain  Otis,  J  j' 
Wilke,  and  I.  I,.  Easson. 

It  was  a  wonderful  occasion.  Before  adjourn- 
ment this  slogan  was  adopted:  "Every  Member 
Gel  a  -Member."— (W.  H.  G.) 

LaCrosse. — Have  you  noticed  that  only  five 
a.ssessments  were  called  for  this  year,  making  our 
total  insurance  and  local  dues  only  $13..507  This 
is  another  reason  and  proof  that  the  U.  C.  T.  gives 
more  and  better  insurance  for  less  money  than  others 
catering  to  the  Knights  of  the  Grip. 

Beginning  in  January,  1923,  the  assessments  will 
come  four  times  a  year  at  $3.00,  a  total  of  $12.00 
per.  This  will  save  the  Order  thousands  of  dollars 
in  mailing  and  clerical  expense.  Secretary  Elbert- 
son  is  urging  again  that  members  pay  their  dues  in 
one  lump,  or  on  the  annual  basis.  More  than 
seventy  per  cent  of  our  membership  paid  annually 
during  1922,  and  it  is  hoped  that  we  can  have  100 
per  cent  of  the  membendiip  pay  annually  during 
1923. 

A  membership  drive  for  one  day,  on  a  Saturday 
to  be  selected  later,  is  to  be  put  on  and  every  eligible 
man  will  be  urged  to  get  in  on  the  many  benefits  of 
the  U.  C.  T.  Members  will  send  names  of  such 
prospects  to  Secretary  Elbertson. 

No.  94  lost  a  good  and  valuable  member  in  the 
death  of  Brother  Otto  Loeffler.  Many  of  the  boj's 
attended  the  funeral,  which  was  one  of  the  largest 
held  in  LaCrosse. 

The  Council  enjoyed  letters  from  W.  L.  Keating, 
Saginaw.  Mich.,  and  Henry  N.  Ha-iiced,  Scoby, 
Mont.  The  latter  WTOte  from  Rochester,  Minri., 
where  he  was  confined  to  a  hospital. 

November  11  LaCrosse  Council  and  Ladies' 
Auxiliary  paraded  in  the  American  Legion  celebra- 
tion. 

The  Ladies  took  in  several  new  members  and  after 
the  boys  closed  their  meeting  we  joined  in  a  social 
hour  with  the  ladies. 

Every  time  the  Council  meets  the  ladies  meet  in 
the  hall  below,  and  many  good  times  are  in  store 
for  those  who  attena  the  winter  meetings. 

Past  Counselor  P.  N.  Warner  challenged  the 
boys  in  tying  him  on  securing  subscriptions 
to  The  Sample  Case.  While  you  do  a  good  turn 
to  some  one  by  selling  him  The  Sample  Case, 
you  also  help  your  pocket  and  the  V.  C.  t'. 
Up  and  at  'em.— (O.  J  A.1 


It  pays  to  be  a  U.  C.  T, 
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RECOMMENDED  HOTELS 

and  HOTEL  NEWS 


NOTICE  TO 

TRAVELERS 

The  hotels  in  this  list  are  recom- 
mended as  giving  service  worth  the 
money.     No  others  will  be  accepted. 

This  Hotel  Directory  is  recommend- 
ed to  the  general  traveling  public,  as 
hotels  that  are  endorsed  by  Commer- 
cial Travelers. 

This  Magazine  goes  every  month  to 
125,000  Commercial  Travelers  in  ev- 
ery part  of  the  United  States  and 
Canada,  who  are  using  hotels  every 
day. 


ARKANSAS 


HOTEL  MARION 

Marion  Hole!  Company,  Proprietors 
0.  W.  Everett,  Manager 
LITTLE  ROCK        -  ARKANSAS 

ONTARIO,  CANADA 


The  Carls-Rite  Hotel,  Toronto 

The  name  of  this  hotel  was  coined  from  the  names 
of  Messrs.  Carroll  &  Wright.  Proprietors  of  the 
Walker  House.  Mr.  Carroll,  the  President  of  the 
Carls-Rite  Co.,  is  one  of  the  oldest  members  of  the 
U.  C.  T.  in  Canada,  and  is  directly  In  control  of 
the  Carls-Rite,  a  modern  hotel  with  excellent  ap- 
pointments. One  of  the  finest  equipped  hotels  In 
Toronto.  Rates:  American  plan  $5  per  day  up; 
European,  $2.50  per  day  up. 

HERBERT  (DOC.)  McCARTY,  Manager. 


CALIFORNIA 


THE  REYNOLDS. 

Riverside's  newest,  most  modern  and  leading 

Commercial  Hotel. 
Owned  and  operated  by  Charles  B.  Hamilton, 
New  London,  Conn. 

THE  TEGELER. 

Baliersfield's     most     up-to-date     and  leading 
Commercial  hotel. 


Up-to-date  hotels  are  subscribing  for  The 
Sample  Case,  so  they  can  have  a  copy  to 
leave  in  commercial  traveler  guest  rooms. 
Rates    on   quantity  subscriptions. 


NEW  HOTEL  CARDS 


Healy's  Hotel,  Providence,  R.  I. 
New  Barnett,  Canton,  Ohio. 
The  Philips,  Philipsburg,  Pa. 
The  Wyoming,  Mullens,  W.  Va. 
The  Commercial,  Dubois,  Pa. 
New  Standard,  Sharon,  Pa, 


NEW  BARNETT,  OHIO. 

Newly  reduced  rates  and  increased 
efficiency  are  the  outstanding  features  of 
the  Hotel  New  Barnett,  Canton,  Ohio, 
whose  card  appears  in  this  issue  of  The 
Sample  Case.  This  hotel  is  a  recognized 
standby  for  commercial  travelers,  and 
so  popular  is  it  that,  it  is  reported,  it  is 
ofttimes  necessary  to  wire  for  reservation 
to  make  sure  of  a  room. 


HEALY'S  HOTEL. 

Traveling  men  who  visit  Providence, 
R.  I.,  find  Healy's  Hotel,  Snow  and 
Weybosset  Streets,  an  ideal  and  com- 
fortable place,  with  rooms  from  $1.50 
up.  "Home  of  the  U  C.  T."  stands 
foremost  in  its  ad  which  appears  in  The 
Sample  Case.  When  in  Providence,  try 
Healy's. 

THE  PHILIPS,  PENNSYLVANIA. 

A  guarantee  that  The  Philips  is  a 
traveling  man's  home  is  that  the  Philips- 
burg, Pa.,  U.  C.  T.  headquarters  are 
maintained  there.  It  has  100  rooms 
with  bath  and  50  rooms  without;  rates 
SI. 50  to  .S3. 00.  Cafe  rates  are  very 
reasonable,  while  the  coffee  shop  affords 
still  lower  rates.  See  the  ad  of  The 
Philips  under  Pennsylvania  head.  The 
manager  makes  special  effort  on  behalf 
of  salesmen.  It  is  a  half-million  dollar 
hotel  in  a  town  of  3,800,  which  proves 
that  a  good  hotel  can  be  made  to  pay  well 
wherever  it  is  located.  Many  travelers 
go  out  of  their  way  to  register  at  The 
Philips. 


WYOMING,  MULLENS,  W.  VA. 

D.  G.  Scott  has  taken  over  the  manage- 
ment of  The  Wyoming,  Mullens,  W.  Va. 
The  already  popular  hotel  wall  give 
increa.sed  efficiency  under  this  capable 


NOTICE  TO 

HOTEL  MANAGERS 

Members  of  the  U.  C.  T.  are  author- 
ized to  solicit  advertisements  for 
The  Sample  Case  Hotel  Directory, 
and  we  shall  appreciate  your  coopera- 
tion  with  them. 

WARNING — In  case  cash  payment 
is  made  at  the  time  of  giving  order, 
make  all  checks  payable  to  THE 
SAMPLE  CASE,  Columbus,  Ohio. 
DO  NOT  PAY  MONEY  OF  GIVE 
CHECKS  TO  ANY  PERSON  NOT 
PERSONALLY  KNOWN  TO  YOU. 


CONNECTICUT 


HOTEL  BONO 
THE  BONDMORE 
eOND  ANNEX  HOTEL 

TW  tKr«c  .moderrv-hotatft. 
of  Hartford., Corm.,  under 
owner  - marvAg«m«n't  cf" 
HARRY  S.BOND 


The  Mohican  Hotel 

New  London,  Conn. 

F.  B.  Walker,  Manager 

All  rooms  with  bath 


DISTRICT  OF  COLUMBIA 


Facing  the  U.  S.  Every  Moden 

Capitol    Grounds  Improvement, 

HOTEL  DRISCOLL 

Washington,  D.  C. 

A  High  Class  Hotel  Near  the  Union  Sta 
F.  P.  ORBELLO,  Manager. 


HOTEL  PALMS 
West  Palm  Beach,  Florida 

Summer  Months — Europeein  Plan 
Winter  Months — Americzm  Plam 

The  Hotel  where  you  are  cordially  welcom 
during  the  busy  winter  months  as  well  as 
summer,  where  the  rate  is  always  uniformlj 
fair.     Just  the  place  for  week  end  rest  plni 
fine  surf  bathing. 

D.   G.   BINION,  Manager. 


"OASIS   OF   WEST  FLORIDA" 
SAN  CARLOS  HOTEL 
Pensacola 
Headquarters  for 
Our  Friends,  the  Traveling  Men 


DECEMBER 
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GEORGIA 


Hotel  Callahan 

Bainbridge,  Ga. 

American  Plan 


ILLINOIS 


^njoif  nour(^icaqo  disit  at  the 

MORRISON  HOTEL 

'    *  THE  HOTEL  OF  PERFECT  SERVICE*^ 


RFECT  SERVICE' 

e 


ICHICAGO'S  WONDER  RESTAURANT  1 

IN  THE  HEART  OF  THE  LOOP 

1000  Rooms 
Each  with  bath 

Rates:    $2.50,  $3.00,  $3.50,  $4.00 
$5.00  and  up. 


IOWA 


THE  HOTEL  BERRY 

MARQUETTE,  IOWA 

European  Plan.  Rooms  $1.25  and  up.  New- 
ly veflnished — Moderate  prices.  All  rooms 
outside  exposure.  Running  water  and 
baths. 

18  Passenger  Trains  in  all 
Directions 


KANSAS 


In  Wichita — its  the 
Hotel  Lassen 

1  stopping  at  the  T.asscn,' 
in  Wichita  is  a  mark  of  dbtinc- 
tion.  A  traveling  man  who 
gives  thi.s  fine  hotel  as  his  head- 
quarters, stamns  himsplf  as  of 
the  higher  rl;iss,  with  any 
Wichita  business  man.  Good 
service,  excpllent  dining  roon 

ifort,  central  location,  and 
low  rates  combine  to  make  the 
Hotel  Lassen  W'ichita's  most 
desirable  guest  house. 


oms  with  I  avatory  -  »2.00 
oms  with  rVivaie  Bath  $2.; 
loms  with  I'rivate  Hath  S'J.OO 
46  Rooms  with  Private  Bath  $3.50 
14  Pooms  with  Private  Bath  $4.00 
oms  with  Private  Bath  $4.50 
14  Rooms,  Bath,  Twin  Beds  $6.00 
28  Rooms,  Bath.  Twin  Beds  $7.00 
23  Combination  Sample  Rooms 
$4.50  per  day.  up 


^cAeac/y  Svertf^^i^ Sfops  af  the  L 35sen 

■fflOTELLASSENf' 

WICHITA  KANSAS 


It  Pays  to  be  a  U.  C.  T. 


inanager.  W.  D.  Wren  built  uj)  a 
magnificent  business  among  the  men  on 
tlie  road,  and  his  successor  will  continue 
the  high  clas.s  service,  adding  his  inHi- 
vidual  ideas  of  efficiency. 


KANSAS — Continued 


COMMERCIAL,  DUBOIS,  PA. 

Charles  B.  Hammer,  proprietor  of 
The  Commercial,  Dubois,  Pa.,  offers  men 
on  the  road  a  warm,  clean,  comfortable, 
wholesome  home.  The  Commercial  is  a 
modern  hotel  in  conveniences  and  equip- 
ment. .1.  W.  Yost,  of  Pittsburgh  Council, 
writes  that  a  royal  good  fellowship 
awaits  the  traveling  man  at  this  hotel. 
Manager  Hammer  is  "regular,"  and 
knows  just  how  to  anticipate  the  wants 
of  a  salesman.  Read  The  Commercial 
ad  under  Pennsylvania  head. 

NEW  STANDARD,  PENNSYLVANIA. 

New,  modern,  fire  proof,  Leff'.s  New- 
Standard,  Sharon,  Pa.,  is  setting  a  hotel 
standard  in  keeping  with  the  demands  of 
men  who  travel.  Hot  and  cold  running 
water,  steam  heat,  good  sample  room, 
and  rates  very  reasonable.  N'ote  New 
Standard  ad  under  Pennsylvania  head. 
H.  B.  Whiting  recommends  The  Shcn- 
ango,  another  Sharon  hotel  run  by 
Manager  Leff.  -V  feature  of  The  Shenango 
is  room  with  breakfast  at  $2.00,  $2..")0, 
with  bath,  $3.00. 

THE  PARK,  PENNSYLVANIA. 

The  Sample  Case  is  in  receipt  of  three 
letters  from  salesmen  recommending 
The  Park  Hotel,  William.sport,  Pa.  .\ 
feature  of  The  Park  is  that  commercial 
travelers  spending  the  week-end  there  are 
given  a  special  week-end  rate.  A  valet 
service  is  offered,  day  or  night.  The 
Park  is  located  on  the  beautiful  Susque- 
hanna Trail.  It  is  a  5-story  brick  and 
is  equipped  with  every  modern  con- 
venience. 

DEATH  OF  MRS.  CASSIN. 

It  is  with  regret  that  The  Sample  Case 
announces  the  death  of  Mrs.  W.  J.  Cassin, 
the  estimable  and  highly  esteemed  wife 
of  the  manager  of  FuUerton  Inn,  Chester. 
Vermont.  After  an  illness  of  two  months, 
she  passed  away  October  17.  Mrs. 
Cassin  was  es^Jecially  esteemed  by  the 
commercial  travelers  who  registered  at 
Fullerton  Inn.     Of  a  gracious,  kindly 


A  SUGGESTION 
A  hotel  manager  has  written 
to  ask  that  commercial  trav- 
elers who  register  at  hotels 
recommended  by  The  Sample 
Case  will  tell  the  hotel  man- 
ager that  they  read  his  ad  in 
this  magazine.  In  this  way  it 
will  give  the  hotel  man  a  cor- 
rect idea  of  what  it  means  to 
him  to  use  The  Sample  Case 
Service.  Unless  he  knows 
from  what  travelers  tell  him, 
no  hotel  manager  can  esti- 
mate the  great  good  such  ad- 
vertising is  doing  his  hotel. 


HOTEL  BROADVIEW 

George  Siedhoff,  Prop. 

Charfe*  L.  Way,  Mgr. 
20  sample  rooms  at  $6.00  per  day. 
Servidor  service.  Roof  Garden 

Every  room  with  a  bath  at  $2.50  per  day 

Wichita,  Kansas 


The  Nonantum 

Kennebunkport,  Maine 

The  Thacher 

Biddeford,  Maine 
F.  BUIDGER.  Owner  and  Manager 

MICHIGAN 


Hotel 
Fort  Shelby  Detroit 

LAFAYETTE  BLVD.,  AT  FIRST  ST. 

Travclinc  salesmen  find  exceptional  ad- 
vantages and  uncommon  conveniences  in 
this  4  00-room,  fireproof  hotel — out- 
standini;  among  Detroit's  finest.  Servi- 
dor Service.  Day  and  night  valet.  Run- 
ning ice  water  in  every  room.  Moder- 
ately-priced cafe  and  coffee  shop.  Con- 
venient to  rail  and  water  terminals.  M. 
C.  depot  cars  stop  close  by.  Rates  per 
day:  $2  and  up;  double,  $3.60  and  up. 

E.  H.  LERCHEN.  Jr.  SETH  E.  FRTMIRE 

SetreUry-Tremwer  Minafer 


MINNESOTA 


BEST   IN   THEIR  CITY 


Saulpaugh  Hotel 
Hotel  Winona 
Hotel  Fairmont 
Cook  Cafeteria 


Mankato,  Minn. 
Winona,  Minn. 
Fairmont,  Minn. 
Rochester,  Minn 


ROBERTS-KARP  HOTEL  CO,  Props. 

Art  Roberts  and  Ted  Kai-p 

 W^e  strive  to  please  

NORTH  CAROLINA 


Traveling  Men, 

TAKE  NOTICE 


We  have  remodeled  and  refurnished 
our  Hotel,  and  added  both  private  and 
public  bath  rooms. 

We  have  reduced  our  rates  as  fol- 
lows :  Nice  rooms  with  running  water 
at  .?1.25  to  $1.50. 

Nice  rooms  with  running  water  and 
private  baths,  $2.00  to  $2.50. 

The  Hotel  is  located  in  the  center  of 
the  business  district. 

All  modern  conveniences.  Best  rooms 
in    the  City. 

We  have  arranged  with  the  Country 
Club  so  that  guests  spending  week  ends 
may  have  privileges  of  golf  links  and 
Club. 

HOTEL  FORD 
Salisbury,  N.  Car. 
F.  N.  McCubbins  and  C.  P.  Wharlon.  Proprietors 
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DECEMBER 


OHIO 


HOTEL  DESHLER 


nature,  licr  prcwence  made  the  hotel  a 
real  hoino  for  them.  Burial  was  in 
Springfield,  Mass. 


OHIO — Continued 


A  CORRECTION. 

The  Sample  Case  of  November  er- 
roneously stated  that  a  room  could 
be  obtained  at  The  Fairmont,  "Park- 
ersburg,  W.  Va.,"  for  $1.25.  The  writ-  MariOR,  OhjO 
er  made  two  errors  in  that.  First,  the 
lowest  priced  room  is  $1.50;  secondly, 
The  Fairmont  is  located  at  Fairmont, 
W.  Va.  Rooms  with  shower,  $2.25 
and  $2.50;  with  tub,  $3.50.  Two  ad- 
ditional stories  have  recently  been 
added  to  The  Fairmont  to  take  care  of 
the  increasing  business. 


Hotel  Argonne 


Lima,  Ohio 


150  all  outside  rooms,  and  150  baths; 
circulating  ice  water  throughout  the 
house. 

Excellent  Cuisine:  with  high  class 
service  at  modern  prices. 

Rates  $2.00  up 

Sample  Rooms        Sanitary  Barber  Shop 
Wm.  Haefner,  Manager 


HOTEL  MARTING 

FIREPROOF 
IRONTON,  OHIO. 

Opened  to  the  Public  September  10.  19 '9 
128  Rooms,  98  with  Private  Bath. 
Rates,  $1.50  and  up 
C.  H.  McCLUNG,  Manager. 


HOTEL  NEW  BARNETT 

Canton,  Ohio 

Increased  efficiency 
Newly  reduced  rates 
Fills  every  room  with 
PLEASED  GUESTS 


The  Sample  Case- 
service. 


THE  CHITTENDEN 

Leading  Commercial  Hotel  in  Columbus,  Ohio 

Kuro()e:in    Plan     Absolutely  Fireproof. 
Moderate    PriccK-  Coiri  r-   Hbop   in  connection. 
N.  A.  COURT,  Manager 


Hotel  Marion 


F.inopean  Plan, 
under  new   mana^emenl  a 
W.  G.  Minshall,  Prop. 


PENNSYLVANIA 


Other  Hotel  News 


A  Sample  Case  Booster. 

Grant  Keener,  manager  of  the  DeSota 
Hotel,  Marion,  Ind.,  is  a  strong  U.  C.  T. 
booster  and  equally  strong  for  The 
Sample  Case.  He  keeps  a  copy  on  his 
hotel  desk  all  the  time  for  his  guests  to 
read  and  return  to  him.  The  DeSota  is 
a  popular  home  for  traveling  men.  He 
finds  it  pays  good  returns  to  have  The 
Sample  Case  for  salesmen  guests  to  read. 


Pleased  With  The  Brock. 

The  Brock  House,  Rutland,  Vt.,  is  a 
real  home  place  with  very  reasonable 
rates,  writes  L.  C.  Judkin,  an  old-time 
U.  C.  T.  Proprietor  Parker  is  doing  his 
best  to  give  commercial  travelers  a 
service  which  will  please  them. 


Hotel  Jefferson 

L.  E.  DAMRON,  Prop. 
A  Strictly  Commercial  Hotel 

Spring  and  High  Sts. 
COLUMBUS,  OHIO 


HOTEL  STAR 

European 

COLUMBUS,  OHIO 

Hot  and  Cold  Running  Water. 
Rates,   $1.00  up. 

Three  blocks  from  Union  Station. 
Thomas  H.  Campbell,  Mgr. 


Stews  Preferred. 

"The  victim  is  into-xicated,  boss," 
said  the   chef  to   the   cannibal  chief. 

"Fine,"  replied  the  chief,  "I  always 
like  my  meats  stewed." 


Homeland,  Arcade,  N.  Y. 

Exclusive  and  homelike  accommoda- 
tion at  reasonable  prices  feature  The 
Homeland,  Arcade,  N.  Y.,  writes  Henry 
Faskins,  a  U.  C.  T.  Smoking  is  pro- 
hibited in  sleeping  rooms,  but  Frances 
Friend  Hodge,  who  manages  The  Home- 
land, gives  the  boys  such  delightful  beds 
that  they  don't  care  to  smoke  after  they 
get  to  their  rooms.  They  wish  to  enjoy 
the  beds. 


An  Attractive  Hotel. 

Henry  Hollst,  who  makes  North 
Dakota,  writes  to  The  Sample  Case  that 
he  ran  onto  a  dandy  good  hotel  in  Bis- 


-the  magazine  of 


Anonymous  communications 
will  not  receive  any  attention. 
Unless  a  man  is  willing  to 
back  up  his  letters  with  his 
own  name,  The  Sample  Case 
cannot  be  expected  to  assume 
the  responsibility  of  publish- 
ing reports  from  any  hotel  un- 
known to  the  Editor. 


THE  LYCOMING 

WILLIAMSPORT,  Pa. 

Management — John  F.  Letton 


A  modern  Fireproof 
Hotel  operated 
European  Plan. 


A  Hoiel  with  Com- 
fon  and  Re6nemenl 
combined  with 
Moderate  Charges 

Our  References  are 
Those  who  have 
been  our  Gueats. 


THE  MOORE 

Joseph  H.  Stern,  Proprietor 
INDIANA,  PA. 
Opposite  P.  R.  R.  Station 
$3.50  and  $1.00  with  Bath.  American 
Plan.     Newly  Decorated  and  Furnished 
Throughout.      Hot    and    Cold  Running 
Water  in  each  Room. 
WHERE  AUL  U.  C.  T.  MEN  STAY 


iiifiiii 
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THE  CAPITAL  HOTEL 

Main  and  Walnut  Streets 
JOHNSTOWN,  PA. 

$3.50  to  .$4.00  American  Plan 
Make  our  Hotel  your  Home  while  in  Johnstown 


mi 


IN  NATION 
IN  DECORATION 
IN  RECREATION 
IN  EXPECTATION 


more  can  you  ask  for' 


HOTEL  WEBER 

Sam  R.  Weber,  Prop. 
Lancaster,  Pa. 

100  Rooms  for  U.  C.  T.  Travelers 


"HOTEL  UPDEGRAFF" 

European  Plan  Wlllamspecl,  Pa. 

Commercial  Travelers  Home 

Club  Breakfasts,  2-jc  up:  Combination  Luncheons  35c  up. 
Evening  Dinners,  75c  and  $1.00. 
Rooms  with  rimning  water,  $2.00; 
with  bath,  $2.50. 
VERY  LARGE  SAMPLE  ROOMS 
Rates  Very  Moilerate 

Polite  an. I  EfBcient  Service,  Food,  Best  Market  and  Sea- 
son Offers 

Under    Personal    Direction  of  CHAS.  'ft'EINGARTNEK 
Prop,  and  Mgr.;  BARNEY  8TAIB,  Aest.  Mgr. 


THE  PHILIPS 

Philipsbure,  Penna. 
ISO  roomi.     100  with  bath 
Fireproof  European 

RATE.S 
Without  bath  81. .50   o  S2.00 
With  bath  $2.00.  $2..-0.  $.1.00 
>'acb  additional  occupant.  $1 
(  lub  Ereafwta,  JSc  to  75c 
I  uncheon.  7.5c.     Dinner  $1. 
Quick  Service  Coffee  Shop 

U.C.T.  Club  Rcoms 
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PENNSYLVANI 


THE  PARK  HOTEL      Williamsport,  Pa. 

Commercial  Travelers  Home 

h'ree  tianHportation  betwern  hotel  and  R.  R. 
Rooms  with  hot  and  cold  wntor,  $2.00  up. 
Free  use  of  d.'tachcd  showers  and  bath.  Rooms 
with  private  bath,  $S.OO  up.  Rebate  Friday. 
Saturday  and  Sunday  (for  two  or  three  con- 
secutive days).  Quick  lunch,  CIrill  and  Dining 
Room   with   popular  pricon. 

Charles   Duffy,  Owner  and   General  Manager. 


HOTEL  UPDEGRAFF 


NO  BARGAIN  DAYS  but  ume  ra«>  Et 

Itjom..  witU  (  iriiuUtiug  Hot  and  Cold  Wat« 
All  Koonu  With  Uatb  «2..->0 
I  arswt  nampla  roonia  io  Central  i'ennnylv 
Chas.  WoincartDer,  I'rop.  and 
Haroay  Ktaib.  .Aiui  t  Miir. 


LEFF  S 

NEW  STANDARD 

SHARON,  PA. 

Hot  and  Cold  Runniiii!  Water  and  Steam  Heat 
in  Kvery  Room. 
NEW  MODERN  FIREPROOF 
Sample  Room  and  .\uto  StoraKc  Free 
Rooms  $1.00,  $1.S0,  $2.00 


THE  COMMERCIAL 


A  Modern  Hotel 

Dubois,  Pa. 


AMERICAN  HOTEL 
Bethlehem.  Pa. 


The  Trav 
Large  Airy  Rooms 


THE  DIMELING 

Central  Penna's  Hotel 

Headquarters  for  all  U.  C.  T.  Boys 
CLEARFIELD,  PA. 
M.  A.  McGinnis,  Manager. 

Kane,  Pa.      The  New  Thomson 

U.  C.  T.  HEADQUARTERS 
High  Class  Service  Reasonable  Prices 

THE  NEW  FALLON  HOTEL 

LOCK  HAVEN,  PA. 

The  Home  of  the  Commercial  Travelers.  Rates: 
American  Plan,  $4  up:  European  Plan,  $1.75 
up.     Garage  in  connection. 


Scranton 


Hotel  Casey 


Absolutely  Fireproof.    European  Plan.     Rates : 
$2.60  up.  Hotel  Casey  Company. 


York,  Pa. 


Hotel  Brook 


murk — The  McKenzic.  It  in  ahwlutely 
firo  |)r()()f,  witli  rat«!H  from  $1.()0  a  day  up, 
"and  liaH  the  only  roof  garden  in  North 
Dakota."  Sample  roomH  on  Hevcnth 
floor  and  headquartcrH  for  Home  of  the 
largest  business  firms  in  that  territory. 
lOdward  (J.  Patterson  is  owner  and  pro- 
prietor. He  is  a  prince  among  men  and 
a  hotel  manager  who  understands  sorvifo. 


TEXAS. 


J.  A.  RING.  Prop. 
European  Plan 


SHENANGO  HOUSE 
Sh2U-on,  Pa. 


RHODE  ISLAND 


HEALEY'S  HOTEL 

Snow  and  Weybosset  Sts. 
PROVIDENCE,  R.  I. 

All  outside  rooms  $1.50  and  up. 
Clean,  comfortable  and  quiet. 
Every  courtesy  assured  you. 
"Be  at  home,  while  on  tke  Road." 


The  Sample  Case  is  only  $1  a  year,  and  worth 
hundreds  of  dollars  to  every  man  who  sells  at  whole- 


Well  Defined. 

"What  does  that  sign;  Stop! 
ju    left    anything    in  hc)tel 


Havr. 
rooms?' 

mean?"  somebody  asked  the  veteran 
chautauqua  chalk-talker,  Alton  Packard, 
one  day. 

"What  does  it  mean?"  said  Packard, 
wonderingly.  "Don't  you  know?  It 
means  go  back  and  get  the  Gideon  Bible 
and  the  other  towel." 

Likes  The  Jefferson. 

K.  L.  Girard,  who  travels  out  of 
.Memphis,  writes  that  he  got  such  good 
service  at  The  Jefferson,  Pine  Bluffs, 
.\rk.,  that  he  wishes  others  to  try  it. 
Old-time  rates  obtain,  with  a  mighty 
good  supper  for  .50  cents. 

Theatre  in  Connection. 

W.  S.  Crane,  who  owns  The  Harring- 
ton, ('arthage.  Mo.,  has  recently  com- 
pleted a  magnificent  theatre  in  connection 
with  his  hotel.  Guests  of  The  Harrington 
can  now  enjoy  a  delightful  evening  only 
a  few  steps  away.  The  Harrington  will 
soon  be  equipped  with  a  new  elevator, 
hot  and  cold  running  water  and  steam 
heat  in  every  room.  Old-time  rates.  A 
good  cafeteria  is  run  in  connection  with 
the  hotel. 


New  $150,000  Hotel. 

Union,  Ore.,  is  keeping  step  with  i)ro- 
gress.  A  town  of  1,400  population,  it 
has  recently  completed  a  $150,000  modern 
hotel — The  Union,  with  Patsy  Clark  as 
manager.  Patsy  has  been  catering  to 
traveling  men  for  40  years  and  comes 
near  knowing  the  game.  C.  L.  J.  Smith, 
who  belongs  to  Seattle  Council  U.  C.  T., 
says  75  per  cent  of  the  traveling  men 
make  headquarters  at  The  I'nion. 


Better  Walkers. 

Yankee  Visitor — "Yes,  siree,  in  Amur- 
rica  our  hotels  have  elevators  to  carry 
us  straight  up  to  our  bedrooms." 

Sandy — "But  you'll  no  need  these 
contraptions  noo,  wi'  prohobeetion." 
— [The  Passing  Show  (London). 


Bidenhorn    Makes    'em    Like  Him. 

V.  G.  Bidenhorn,  manager  of  Tlie 
Beaumont,  Beaumont,  Texas,  has  a 
happy  way  of  making  a  personal  friend 
of  every  guest.  "He  makes  the  salesmen 
like  him  like  a  brother,"  w  rites  L.  O.  Cox, 
who  travels  out  of  Houston.  "The  big, 
fine  hotel  would  be  a  credit  to  any  city. 
There  has  been  a  crying  need  for  a  good 
hotel  in  Beaumont  and  Bidenhorn  is 
giving  it  to  the  boys." 


Buys  Hawley  Hotel. 

William  Leggett,  a  member  of  Grand 
Forks,  N.  Dak.,  U.  C  T.  Council,  has 
bought  the  Hawley  hotel,  Orange  City, 


THE  TEXAS,  Fort  Worth.  Texu. 

600  Rooms— 600  IJaths—  Rates  from  $2.00 
THE   ST.   ANTHONY,  San   Antonio,  Teiaa 

500   Rooms — BOO    lialh«  — Rates   from   $2  00 
THE  MENGER,  San  Antonio.  Texas' 
300   Rooms  — 200   B«ths   -Kales,  without  bath, 
»1.B0;  with  bath,  from  $2.00. 

VERMONT 

Fullerton  Inn 

Chester,  Vermont 

Vi  riiii.nl  n  .\ewc-8t  anil  one  of  its  Best  Hot*l« 
Olwn  all  year 

Our  own  Kanlen  Garase  connected 

hu  ry  rtwni  with  runnlnic  water  or  Hath 
Anierlran  I-Un  Minimum  Rate  H  O* 
  J-  Cassln.  Prop,  and  Mgr. 

BENNINGTON.  VT.  THE  PUTNAM 

Fraternal  GreetinKs,   Brother  Councilsr 
C.  H.  STAFFORD,  Prop. 

VIRGINIA 


HOTEL  RICHMOND 

RICHMOND,  VA. 

Corner  iUh  and  Grace  Streets 
FIRE  PROOF" 
Hiad.iuarters  for  U.  C.  T. 
W.  E.  HOCKETT,  Manager 


WEST  VIRGINIA 


The  Fairmont 

Fairmont,  We»t  Virginia 

A  new.  modern,  fireproof  hotel  conducted  on 
European   Plan,   with  rates  from  $1.25  to  $4. 

Excellent  Cafe  and  lunch  room  service. 
Direction  of  R.  I.  O'Neal.  Gen.  Manasrer.  and 
Robt.  H.  Fatt. 


Wyoming  Hotel 

Mullens,  W.  Va. 

B.  G.  Scot!,  Mgr. 
The  hotel  of  service  and  the  home  for 
the   traveling  men.      The  central  point 
for  the  Virginian  coal  fields. 


WISCONSIN 

HOTEL  GILPATRICK 

MILWAUKEE 

First  to  Reduce  the  Cost  of  Travel. 
"NEW  RATES" 

Room  with  hot  and  cold  water  $1.50 

Room  with  bath,  tub  or  shower   2.00 

Room  with   bath,  tub   2.50 

The  United  Commercial  Travelers" 
Headquarters. 
The  Worth  While  Hotel  in  Milwaukee. 


Idaho,  according  to  William  Kelly.  The 
building  has  40  rooms,  all  modern. 
Leggett  was  selling  cigars  in  that  terri- 
tory for  17  years,  and  is  well  acquainted 
with  most  of  the  boys  who  hit  the  rails 
out  there.  He  is  giving  them  a  hotel 
service  which  they  will  appreciate. 
Leggett  is  a  real  fellow,  and  as  a  landlord 
he  will  make  good  with  the  travelers. 


Sample  Case  Misinformed. 

H.  W.  DeParcy  writes  that  the 
information  published  in  The  Sample 
Case,  and  sent  to  this  magazine  by  a 
salesman  in  Minnesota,  was  incorrect  in 
stating  that  he  had  given  up  his  lease  on 
The  Brumund,  Thief  River,  Minn. 
DeParcy  adds:  "I  have  the  lease  and  the 
option  for  five  years,  and  no  one  el.se  has 
a  valid  lease  on  The  Brumund." 


CCTHESAMPLECASE  DECE 

I  Salesmen— 

^  The  J.  P.  Gordon  Company,  largest  manufacturers  of  automobile  fabric 

^  goods,  including  advertising  Tire  Covers,  want  proven,  capable  salesmen 

^  to  take  permanent  charge  of  several  excellent  territories. 

^  To  call  on  automobile  trade  and  large  advertisers. 

^  Territory  is  small;  salesmen  are  home  every  week  and  often  every  night 

^  or  two. 

^  Salesmen  travel  in  their  own  automobiles  and  must  be  able  to  finance 

^  themselves. 

^  In  fact,  we  virtually  offer  capable  men  a  chance  to  get  into  business  for 

^  themselves. 

^  If  you  are  capable  of  earning  $6,000  to  $10,000  per  year  and  can  con- 

^  vince  us  of  this  fact,  write  us  full  particulars  in  first  letter.     Men  must 

^  be  of  highest  character  and  furnish  bond  with  the  surety  company. 

^  Salesmen  who  are  now  holding  positions  and  are  earning  $6,000  to  $10,- 

^  000  per  year  and  wish  to  earn  more  or  desire  to  change  for  some  personal 

^  reasons,  do  not  hesitate  to  write  us  at  once. 

^  J,  P.  Gordon,  President 

THE  J.  P.  GORDON  COMPANY,     COLUMBUS,  OHIO 


Guests  of  Manager  Wicks. 

Charles.  F.  Wicks,  manager  of  the 
Stacy-Trent  hotel,  Trenton,  N.  J.,  was 
host  for  the  entertainment  of  the  Grand 
Executive  Committee  which  held  its 
meeting  there  October  14.  Absolutely 
no  charge  was  made.  At  a  6:30  dinner 
that  evening  he  had  as  his  guests  the 
Grand  officers  and  Past  Grand  officers, 
together  with  the  Grand  Executive  Com- 
mittee. The  Stacy-Trent  is  one  of  the 
most  successful  hotels  in  the  East.  It 
has  accommodated  more  then  72,000 
guests  since  it  was  opened  last  year. 


The  Arlington,  Louisiana. 

The  Arlington  Hotel,  Shreveport,  La., 
comes  in  for  some  complimentary  words 
from  that  veteran  traveler,  Frank  J.  Oser, 
of  New  Orleans.  It  is  new,  modern 
thoughout,  with  running  water  in  every 
room,  and  prices  are  reasonable.  lone 
Dean,  the  manager,  according  to  Brother 
Oser,  is  a  prince  of  a  good  fellow,  who 
anticipates  a  traveler's  needs. 


Manager  Good  Married. 

Meverell  L.  Good,  the  popular  manager 
of  The  Planters,  St.  Louis,  Mo.,  and  Miss 
Dorothy  V.  Stewart,  daughter  of  Mr. 
and  Mrs.  Alcee  Stewart,  St.  Louis,  were 
united  in  marriage  October  14.  They 
are  spending  a  short  honeymoon  in 
California,  after  which  they  will  be  "at 
home"  at  The  Planters. 


Broke  it  Plenty. 

A  guest  at  a  country  hotel  gave 
instructions  that  he  wished  to  be  called 
early.  The  next  morning  he  was  dis- 
turbed by  a  loud  tatoo  upon  the  door. 

"Well?"  he  demanded,  sharply. 

"I've  got  a  message  for  you,  sir." 

Yawning  until  he  strained  his  face, 
the  guest  jumped  out  of  bed  and  unlocked 
the  door.  The  bellboy  handed  him  an 
envelope  and  went  away  quickly. 

The  guest  opened  the  envelope  and 
took  out  a  sHp  of  paper  bearing  the 
words,  "It's  time  to  get  up. — [Pittsburgh 
Chronicle-Telegraph. 


A  witty  Irishman  was  invited  to  a 
dinner  party  in  Dublin,  in  the  hope 
that  he  would  amuse  and  divert  his 
host's  guests.  But  from  the  begin- 
ning to  the  end  of  dinner  he  preserved 
a  solemn  and  serious  face. 

The  host  thought  this  very  strange. 
"Why,  old  fellow,"'  he  remarked,  "I 
don't  believe  the  biggest  fool  in  Ire- 
land could  make  you  laugh  tonight." 

"Try,"  was  the  cutting  rejoinder. — 
[Pittsburgh  Chronicle-Telegraph. 


High  Class  Salesmen 

The  Protex  Company  wants  sea- 
soned commission  Salesmen,  carry- 
ing one  or  a  few  high  grade  lines, 
calling  on  Leading  Department  stores 
in  principal  cities,  to  sell  the  new 
Protex  moth  and  dust  proof  FABRIC 
garment  bag — in  a  class  by  itself. 
Simple — unique- — p  r  a  c  t  i  c  a  1 — 
popular  priced — sample  carried  in 
pocket — patented. 

Rare  opportunity  to  take  on  such  a 
good  and  simple  line,  destined  to 
soon  become  a  year  round  staple. 

High  class,  established  salesmen 
invited  to  apply,  stating  experience, 
lines  carried  and  territory  covered, 
to  David  Buel,  829  Ohio  Ave.,  Colum- 
bus, Ohio. 

Application  confidential  if  request- 
ed. Cut  this  out  and  send  to  some 
salesman  who  has  the  qualifications. 

The  Sample  Case  recommends 
this. 


Every  man  who  wears  a 
U.  C.  T.  emblem  is  authorized 
to  get  hotel  advertising  for 
The  Sample  Case.  Members 
of  the  Order  are  urged  to  see 
to  it  that  all  hotels  in  their 
territory  are  represented  in 
this  magazine.  To  have  space 
in  The  Sample  Case  means 
that  a  hotel  is  recommended 
by  a  commercial  traveler,  not 
only  to  other  salesmen,  but  to 
the  general  public.  It  is  doing 
hotels  an  injustice  to  not  call 
their  attention  to  this.  Kind- 
ly remember,  every  hotel  in 
your  territory  should  be  rep- 
resented in  The  Sample  Case. 
Get  advertising  rates  from 
your  Secretary. 


DECEMBER 


THE    SAMPLE    CASE  71 


MEN'S  WKAH  HATS  and  .lothiiiK  shIiwiiuH  ran 
Kocurc  ai>  cxi'i'llc-iil  aiil«  liiu^  tliut  ih  Hold  from  illuii- 
traUHl  ciiliiloKue  by  writiiiK.  Perfection  Co.,  4ir> 
So.  WpIIb  St.  Cliicauo. 

tu_ri-iv  

HalpBnipn  Wanted.  CovcriiiK  Smitliorn  and  Soiith- 
wr«tern  StateM  eallinc  on  W'Ik. I.  .lohliniK 

Hardware.  (ln.eer«.  Notion.  V   -  I   W  ...len- 

ware  llouHes.  CoiiimibHary  an.l  <  i    '        i  im<Ic. 

to  handle  our  well-known,  la-i       li  ,     h        .  ,s<.le 

1  eatlier  Stripannd  SpenaltiiH       (    ^i.  ..  HaHi» 

Kxeellent  nide  line.  Ciood  i)r.)i>o.-ilum  I..  M;e  rijjht 
partieH.  Write  for  territory  at  once — Albany  I.*Bthcr 
Co.   001  Hroadway.  Albany,  N.  Y. 

i;i7-N.  ^  

TllK  SlDIi  LINK  YOU  WANT. 

1.  New-juHt  out. 

2.  Fast  aeller— all  times. 

A.    Veflt  pocket  Baniplo-hn«  VIohs  . 

4.    Immediate  cominiaHion-  old  rcnable  hrm. 


SPECIAl 

nesk  C. 

1.10-N. 


CORPORATION. 
DcH  Moin™,  Iowa. 


Ouirk  BcllinK  item— Drua  trudi-  »2 OO  C  oinniisMon 
on  $12.00  Oeal— Net*  dealer  I OO'/,^  Small  Pocket 
Sample--  Sells  everywhere— Manufacturer  esfab; 
lished  27  years— State  territory  covered.  Irade 
care  Sample  Case. 

122-N.  .  

SALESMEN— Sell  famous  "YANKEE  BH"' 
Paddle.  Retail,  Wholesale  Grocers.  Big  Commis- 
sion. Dime  brings  8amr>le.  J.  Kea^cl  ManaRer. 
210  Market  St.,  Paterson,  N.  J.    U.  C.  T.  Member. 

120-N.  

LIVE  WIRE  DRllG  salesmen  to  sell  Pyrosine  as 
sideline.  Invaluable  remedy  for  Pyorrhea.  Address 
The  Pyrosiiie  Co.,  818  State  Street,  Lima,  Ohio. 

119-N.  .  

IDEAL  SIDELINES— Kood  sellers  fnmi  pocket 
samples.  Biu  commissions,  no  territory  restrict ioiis_ 
Good  salesmen  earn  JoO  daily.  O.  Home,  llt.x 
Warren,  Chicago. 

124-N,  ,. 

$27.00  COMMISSION  ON  SISO.OO  ORDER.  Easy 
selling  established  side  line,  commissions  on  re-orders. 
Men  with  high  class  reference  who  cover  tlicir 
territory  at  least  every  thirty  days  callinK  on  Uniu 
Stores,  Billiard  Rooms,  Cigar  Stores,  and  Con- 
fectioners, only  nee<l  apply.  Premium  Products, 
Co.,  308  Market  Bank  Bldg  ,  Minneapolis,  Minn. 

1()8-N.  

Aspirin  Tablets  sell  every  day  in  every  store,  2.V>i 
commission,  handling  Pure  Aspirin  1  atjlets  as  sidi- 
Hne.  E.  L.  Aikin,  204  Congress  St,  West  Detroit, 
Mich. 

109-N.   .  

PACKAGE  ADDRESS:  GUMMED  LABELS: 
IN  ROLLS  OR  PADS.  Profitable  sideline  for  city 
sslcsmen  selling  printing  or  for  traveling  salesman 
selling  scnliiiK  tape,  tap  or  manifold  books.  McCourt 
Label  Company,  Bradford,  Penna. 

104-N.  ^  

high  Grade  Salesmen  Wanted  (Only  one  to  a  terri- 
tory) calling  on  Sporting  Goods  and  Department 
stores,  to  carry  side  line,  a  new  kind  and  easy  selliiig 
Golf  Bag.  Finest  golf  bag  made.  Make  real  money, 
rite  Mr.  Welsh,  109  N.  Union  Street,  Akron,  Ohio. 

i'.'i-N.  

SIDELINE  Salesman  to  call  on  furniture  trade  to 
sell  washable  oilcloth  rugs  and  runners.  W  rite  for 
jhirs.   Clevenger  Bros.,  Clayton,  N.  J. 


pnr  icul! 
101-N. 


W'ANTED— Salesman  calling  on  furniture,  depart- 
h  ent  store  and  carpet  an<l  <lraperies  trade  to  carry 
as  a  sideline  "Pricilla  Alden"  and  "Softex  ,  tw-o 
lines  .  high  grade  colonial  braided  rugs  Big  deniiind. 
Good  commission.     "Carpet"   care  Sample  Case. 

SALESMEN  working  jobbing  or  retail  automobile 
get  an  easy  selling  sideline  by  writing 


iracie  can  gei  an 
to  Box  35,  Morristown,  Tcnn. 


SALESMEN  WANTED— Side  line,  Mens  and 
la,.ies'  belts  and  girdles.  A  specialty  line  being 
nationally  advertised.  Wright  Specialty  Mfg.  Co., 
St.  Louis',  Mo. 

7(!-N  .  

FREIC  SAMPLE  "RAIX  SHIELD  WIPEK." 
Retails  $1.00— costs  you  25  cents  U«)0  per  cent 
Prolit).  Every  Autoist  Buys  Quiekly.  No  CIoll,. 
>o  r;iste  No  Meeliameal  Attarhinent .  S,,ia  on 
Cle:u-  ami  Rainv  Days.  (1  Kul>  Ueep,-  W  in<W.irl,ls 
Cler.r)  •l.s  Hours  asainst  llaiii.  Sn„«  Stniins. 
Invei.ticM.  .lust  Out.  Prevents  A.Tidents.  (\\  lUianis 
makes  $12  Hour)  Experience  Unneeessaiy.  W,,iulev- 
ful  Pocket  Sideline.  Write  Quick  for  Your  FREE 
S.\MPLE.     Nu-Lifc  Corporation,  Hartford,  Conn. 

72-N.  

Si.'.e  Line  Salesmen— Fine  Fall  and  Winter  Specialty 
to  hardware,  .lepartment  stores  and  heaun!?eiif;int^i  s. 
Good  coninnvsion.  Thextou  Manufaetunng  Co.. 
313  3rd  Ave.  So..  ^Iinllcapoli^,  Mmn. 

,S9-N  

A  I"  Tt)  ACCESSORY  Salesman  can  make  real 
nionev  b\  haiKlling  tlie  "Bingo"  Timer  for  Ford  e.irs. 
Trucks  and  Fordson  Tractors  guaranteed  to  give 
satisfaction  or  money  refunded,  as  a  sideline.  Com- 
mission proposition  submitted  on  request.  Write 
us  at  once.  Pocket  sample  only.  Manufacturers 
Sales  Company,  515  E.  Third  Street,  Cincinnati, 
Ohio. 
65-N. 


SALESMEN-  Cany  a  3  on.  sainple  of  the  NEW 
WAY  steak  hammer  and  you  can  H.  II  to  any  store 
where  houHckcepers  deal.  Send  3.'>  cents  for  Kample. 
Ix>t  your  eonimiHsions  pay  your  hotel  bills.  C.  C. 
"     'd  Dept.  S.  C.    Pulaski,  Pa. 


SIDELINIv— Office  specialty,  convenient  Bainple. 
good  seller.  Some  knowledge  of  printing  busineiis 
advantageous.  Write  for  particulara — "pionet-r", 
Inc.,  Taeoma,  Wash. 

■■•lO-N.  

KITCIIENWARE  or  Tf)Y  SALESMEN  Manu- 
facturers constantly  ask  us  for  salesmen.  Tell  us 
your  ciualifications  and  lines  desired  and  we  will  tell 
vou  lines  open.  No  charge.  House  Furnishing 
journal  or  Toys  Novelties  Magazine.  213  S.  Market 
St.,  Chicago. 

4H-N.  

Sideline  salesmen  make  big  money  selling  CleaiiO 
Washing  Comp<jund  to  groceries.  Washes  clothes 
white  without  rubbing.  Dellaven  Manufacturing 
Co.,  ,344  Garfield  Avenue,  Chicago,  III. 

Il-N.  

SALESMAN  side  line  silk  hosiery,  mill  to  retailer. 
Gocd  commission.  Buti  Hosiery  Mill,  447  N.  llth 
St.,  Allentown,  Pa. 

31-N.  

SIDELINE  salesmen  calling  on  department  store 
and  drug  trade.  Cocoanut  oil  and  rose  water 
shampoo,  retails  at  S.l  cents,  4-oi.  bottles.  Good 
Commission.  ,Saniple  2.5  cents,  this  we  will  refund 
with  first  order.  Roe  Company,  Homer,  N.  Y. 
2,3-N. 


Results  from  Sample  Case 
Classified  Service  more  than 
came  up  to  our  expectations. 
The  great  value  of  advertising 
for  salesmen  in  The  Sample 
Case  is  that  it  brings  us  into 
contact  with  traveling  sales- 
men who  are  active,  and  who 
are  responsible,  usually  hav- 
ing a  clientele  of  good  cus- 
tomers. Have  used  The  Sam- 
ple Case  for  seven  years,  the 
only  publication  I  use.  and 
results  are  satisfactory  in 
every  respect.  —  W.  B.  Larkin, 
household  specialty  depart- 
ment. McFadden  &  Craig  Co., 
Pittsburgh,  Pa. 


High  Grade  Salesmen  Wanted  Only  one  to  a  terri- 
tory) calling  on  Men's  Furnishing,  Department 
store  and  Jewelry  trade,  carry  side  line  newest  and 
easiest  selling  line  of  belt  buckles.  Real  money  in  it. 
Write  Mr.  Welsh,  109  N.  Union  Street,  Akron,  Ohio. 
94-N. 

AGENTS  WANTED 


,  novelty  n 
pen.  Eve 

demonstration.    Write  for  big  profit  plan.  Gloo- 


Gloo-Pen. 
verybody  buys 


BIG  MONEY  AND  FAST  SALES-  Every  owner 
buys  Gold  Initials  for  liis  auto.  You  charge  $1.50, 
make  $1..35.  Ten  orders  daily  easy.  Write  for  par- 
ticulars and  free  samples.  American  Monogram 
Co.,  Dept.  48,  East  Orange,  N.  J. 

884-H.  

AGENTS — Our  soap  and  toilet  article  plan  is  a 
wonder.  Get  our  free  sample  case  offer.  Ho-Ro-Co., 
103  Locust,  St.  Louis,  Mo. 

928-M.   

rOLMET  POLISHING  CLOTH  CLEANS  ALL 
METALS  LIKE  MAGIC.  SELLS  FAST  AT  25 
CENTS,  .SAMPLE  FREE.  GALE  &  CO.,  1517 
EDINBORO  ST  .  BOSTON. 


le  Si8  an  hour  selling  vestpocket 
ner  needed  liy  every  autoist.  motor- 
one  nib  !.<:eps  ph'ss  clear  24  hours; 
mazing  t  roposition  free.  Security 
641.  Toledo,  Ohio. 


00,000  sold; 
Mfg.  Co.,  Der 
S43-M. 


2", 01)0  RECORDS  guaranteed  with  one  Kvem^y 
phonograph  neeflle;  new  different;  cannc>t  injure 
records;  $10  daily  easy.  Free  Hample  to  worken- 
Everolay,  Desk  1214  McCIurg  Bl.lg.,  Chicago. 

0S7-M.  

LARGE  SHIRT  MANUFACTCRER  wants  Agents 
to  sell  complete  line  of  shirts  direct  to  wearer.    I-  x- 
clusive  patterns.   Pig  values.    I  ree  samples.   Mat  i- 
Hon  Mills        Broa<lway,  New  York. 
n97-M.  

$.5  to  $15  Daily  Easy— Introducing  New  Style 
(iuaranteed  Hosiery.  Must  wear  or  replaced  fric 
No  cajiital  or  experience  reijuircd.  Just  show 
samples,  write  orders.  Your  pay  in  advance.  Wc 
<leliver  and  collect.  Elegant  outfit  furnished  all 
colors  and  grades  including  silks — wool  and  heathers. 
Mac-O-Chec  Mills  Co.,  Desk  0311,  Cincinnati,  Ohio. 
930- M.  

WORLD'S  fastest  agent's  seller.  .300%  profit. 
Needed  in  every  home  and  store.  Establish  perma- 
nent business.  Premier  Mfg.  Co.,  817  E.  Grand 
Blvd.,  Detroit,  Mich. 

774-M  

WE  START  YOU  WITHOUT  A  DOLLAR,  SOAPS. 
Extracts,  Perfumes,  Toilet  Go«<l».  Ex])erienc« 
unnecessary.  Carnation  Co  ,  Dept.  222,  St.  Louis. 
127-N.  

WONDERFUL  invention;  everyone  buys  on  sight: 
Duplex  .Automatic  Haircutter;  cuts  perfectly  while 
you  comb,  long  or  short;  230%  profit;  agents  makii  k 
$200  weekly.  Duplex  Mfg.  Co.,  Dept.  O.,  Detroit, 
.Mich. 

120-N.  

Get  the  exclusive  district  selling  rights  for  "FLASH- 
onDA,SH"  low  gasoline  signal  for  Ford  cars.  New 
invention.  No  competition.  Write  for  details  Auto 
Gas  Gauge  Co  ,  .530-B  Hackett  Koad,  Toledo,  Ohio. 
lOO-N.  

.MEN  -WOMEN  Make  $9  daily  representing 
established  hosiery  corjwration.  Introduce  guaran- 
teed silk  hosiery  to  friends  and  others.  We  deliver 
anil  collect.  Details  Free.  Empire  Hosiery  Cor' 
iwration,  1819  Broadway,  New  York. 

6s-N  

$75  00  A  WEEK  EARNED.    "^AST  .SELLERS." 

10  New  Home  and  Auto  Specialties  

.Sun)rise8  Them  All— BIC;  Sales    

Dollars  Just  Roll  Into  Agents  

Every  Home,  Office    Autoist  and  Garage  

buys'from  (I)  to  (100) 

N.i  .Money.    No  Experience  Necessary  

V.Mi  Get  Every  "Re-Order"  on  Sales  

.  1  I{i:i;  SAMPLES  sent  with  Particulars  .. 
NULIFE   flactory  D.)  CORP.,  Hartford,  Conn. 

71-N  

Ouick  money  selling  Anjazing  Life  Henr>-  Fori. 
Illustrated,  N  ew.  Authentic.  2.5  sales  daily.  Outfit 
f  ree.  Act  now.  R.  C.  Bamum  Company,  Cleveland, 
Ohio. 

28-N.   

Big  Money  Makers.  Large  Factory  offers  you  big 
profits  over  200  fast  sellers.  Toilet  gift  sets,  flavor- 
ing extracts,  remedies,  soaps,  bring  you  $S.0O  to 
$25.00  daily.  Howe  of  Illinois  makes  $4.00  an  hoi  r. 
.Sample  outfit  free  to  workers.  Lincoln  Chen  ical 
Works.     2950  No.  Leavitt.,  Dept.  310,  Chicago. 

03-N.  

AGENTS  Wanted:  Protect-O-.Mats,  name  iidai '. 
sells  to  everv  home,  office,  place  of  business.  Write 
Jackson  &  Co.,  249  West  ;i4th.  New  Yo.k. 

60-N   

MONEY  back  guarantee  makes  Premier  Sharpei  or 
fastest  seller.  Hundreds  getting  rich.  You  c.i  i. 
Write  Premier  Mfg.  Co.,  817  E.  Grand  Blvd.,  De- 
troit, Mich. 

718-M.  

AGENT.S— $60  to  $200  a  Week,  Free  Samples. 
Gold  Sign  Letters  for  Store  and  Office  windows. 
.\nyone  can  do  it.  Big  demand.  Liberal  offer  to 
general  agents.  Metallic  Letter  Co.,  431V  N.  c  lar  . 
St.,  Chicago. 

56-N.   

AGENTS — Clean  up  with  3  wonderful  Houschol.l 
necessities,  each  article  best  of  its  kind;  every  woman 
buys;  wonderful  values;  send  for  special  trial  offer 
today.  Singer  Manufacturing  Co.,  58  Murray  St., 
New  York. 

49-N.  

Big  money  making  proposition  for  live  wire  agents, 
distributors  and  district  managers;  opportunity  to 
earn  $3.50 — $.500  monthly  selling  household  and  auto 
products  to  consumer  and  the  trade;  exclusive  agency; 
chance  of  a  lifetime.  Free  folder  explains.  Ken- 
Nite  Company,  Detroit,  Michigan. 

35-N.  

AGENTS — 90c  an  hour  to  advertise  and  distribute 
samples  to  consumer.    Write  quick  for  territory  and 
particulars.    American  Products  Co.,  7938  American 
Bldg..  Cincinnati.  Ohio. 
875-M. 


AGENTS,  Distributors,  Energetic  men  every 
citv  can  earn  $50  to  $100  weekly  selling  new  line 
hoMschoId  specialties.  Start  at  once:  large  c'emand; 
sell  on  sielit.  Big  Three  Monev-Maker  sent  free; 
selling  instructions,  folders  furnished.  The  Fernald  S82-M 
Company  North  East,  Pa. 


SELL  ON  SIGHT.  Handsome  Xmas  Gift.  Tre- 
mendous Demand.  Profits  Attractive.  Send  $2.00 
for  sample.  Cataract  Auto  Washer  Co.,  Topeka, 
Kansas.    Dept.  C.    Write  today. 


■:-N. 


AUTHENTIC  Life  of  Henry  Ford- Amazing,  thrill- 
ing Fastest  selling  book.  Be  first.  $100  weekly 
easv.  Free  outfit.  Hertel  Co..  9  So.  CHnton,  Chicago. 
27-N. 


AGENTS  S7  a  day.    Take  orders  for  Stove  Trans-  - 
former.    Use  common  coal-oil  for  cooking,  heating, 
baking.    Cheaper  than  coal.    Fits  any  stove.  No 
cauital  needed.    Write  for  outfit.    Parker  Mfg.  Co. 
Burner  1187,  Dayton,  Ohio. 
949-M. 


72    THE    SAMPLE  CASE 


D  E  C  E  M  B  ER 


.)7  MI  I.KS  per  gallon  miulo  with  new  i)atoiite<l  gabo- 
iiio  Vaporizer.  Write  for  particularB.  Vaporize  Co. , 
I'ukiwaiia,  So.  Dak. 

IV.i-M.  

SALESMANAGERS  WANTED. 


WIO  lUCQIIIRl';  HEVKRAI,  STATIC  MANAGIOHS, 
r;Al>ATiI,K    AND    KKLIAHM';    MKN,  WIIOSi' 

Ki';i.i,iN(;  T-:\i'i':nii':NCh:  has  iu^icn  .mos'i  i.v 

IIOCSI';  'I'o  IK  iCSI'  CA  N  VASSI  Nl A  M  A  N  I  N  A 

i'o.srrioN  ■!■(»  ■i  i!AVi  :i,  and  aim'oin'i  sai,;':s- 

MKN  AND.STAin"l'lll':M  WOllKINC  Si:i,l,IN(; 
OUR  LINK  Ol''  Nli|(.si:in  .S-I'OCK,  MIsN 
QUALIFYINO  Mf'ST  l'()SSi:SS  AM)  I  M- 

TIATIVK  ANT)  IIAVT;  A  I!I:IM  l  A-l  lO.V  lOli 
ARIMTY  AND  Ki;  1 ,1 A  I'.  M  ,1  T  V .  r.Wi-]  KLJ.I. 
I'AHTKTT.AltK  AlidT'l'  \  <  )l '  K.sl-J.K  IN  YOl'R 
I'lHS'l'  .l-l'ITTIOH,  ADDKIvSSINC:  J^MPLOY- 
MKNT  DI':i'AI!'rMKNT,  'I'lllC  FAUtVIlOW  NUR- 
SKi{Il':8,  GENKVA,  NEW  YORK. 
144-N 


DISTRICT  MANAGERS  WANTED. 

MAN  or  women  to  manage  Radio  business  in  aU 
counties  of  United  States.  Will  earn  *.">,000  for 
hustlers.  Educational,  Box  50.5  East  End  Pitts- 
burgh, Pa. 

966-M.  

GREAT  consumer  satisfaction  of  our  food  products, 
fruit  juices  and  syrups,  guarantees  enormous,  con- 
tinual repeat  onlcrs.  Territorial  Managers  wanted 
immediately.  Must  conduct  mail  order  business  and 
manage  agents  and  salesnjen.  We  want  the  type  of 
men  who  are  satisfied  only  with  large  earnings.  To 
men  of  this  sort  we  offer  a  man's  sized  income, 
unlimited  opportunity  for  development  and  an 
assured  future.  Write  or  wire  immediately  Vice- 
Presiilent,  Fruit  'S'alley  Corporation,  Rochester, 
New  York. 

33-N.  

 MISCELLANEOUS.   

BE  AN  AUCTIONEER.  Make  big  money.  No 
capital  required.  Send  for  lar^e  Free  illustrated 
catalogue  Now.  Reppert's  Auctioneering  School. 
Decatur,  Indiana. 

n-N.  

Join  our  Club  and  learn  how  "common-sense" 
psychology  makes  trade  and  brings  Health,  Happi- 
ness, Success.  Personal  Consultation  privileges 
including  Character  Analysis.  Conmion-sense  Psy- 
chological Club.  037  N.  Michigan  Ave.,  Chicago. 
107-N.  

MANUFACTURING  INFORMATION. 

MR.  SALESMEN  DON'T  Y'OU  WANT  TO  EVEN 
TUALLY  GET  OFF  OF  THE  ROAD?  Start  a 
Manufacturing  Business  of  your  own  with  a  small 
investment  and  watch  it  grow.  Stamp  brings  valu- 
able Literature  relative  to  my  Guaranteed  Manu- 
facturer's Formulas  for  making  latest  and  Best  Sell- 
ing Specialties  in'  all  lines.  No  Machinery  Neces- 
sary, Investment  Small.  I've  been  26  years  starting 
others  on  the  road  to  Success.  Leading  large  and 
small  Manufacturers  everywhere  are  my  clients. 
Highest  References.  Henry  L.  Miller,  Manufactur- 
ers' Chemist,  Tampa,  Florida. 

870-M.  

PATENTS  FOR  SALE.  ~ 

Manufacturing  Concern  wants  organized  sales 
distributors  for  a  much  needed  article  for  the  Grocer. 
Big  money  being  made.  Or  will  sell  our  patents  for 
part  cash  and  Royalty.  Mvers,  435  Lumber  Ex- 
change Bldg.,  Minneapolis,  Minn. 
118-.X. 


/  must  say  that  we  get  very  f 

good  results  from  The  Sample  J 

Case.       Quite    a    number    of  t 

salesmen  whom  we  obtained  J 

through   your    magazine   are  t 

doing     satisfactorily.  —  H.  J 

Schwartz,  sales  manager, Wool  ( 

Novelty  Co.,  New  York  City.  * 


ACCOUNTS  WANTED. 


Salesmanager  opening  salew  office  Toronto  Canada 
wishes  to  correspond  with  manufacturers  with  view 
to  securing  lines  for  this  territory.    "Canada"  care 


POULTR  Y. 


PLANS  for  poultry  houses     All  styles  l-W  illustra- 
tions; secret  of  getting  winter  eggs,  and  copy  of 
"The  Full  Egg  Basket."    Send  25  cents.  Inland 
Poultry  Journal,  Dept.  84,  Indianapolis,  Ind. 
947-M. 


PATENTS. 


STERLING  P.  BUCK,  Hi  YEARS  REGISTERED 
PATENT  Attorney,  Suite  7,  02!)  V  St.,  N.  W.  Wash- 
ington, D.  C.  (Inquiries  answered  promptly.) 
979-M.  

POSITION  WANTED.  ~ 

Experienced  salesman  would  like  position  covering 
Wisconsin  territory  for  a  reliable  firm.  A-1  references. 
Hardware  or  automobile  accessory  line  preferred. 
"CAS"  Care  Sample  Case. 

132-N.   

AMERICAN  MADE  TOYS.  " 

Manufacturers  on  large  scale,  also  homeworkers, 
wanted  to  manufacture  Metal  Toys  and  Novelties. 
Millions  needed  of  Barking  Dogs,  Wag  Tail  Pups, 
Wild  Animals,  Automobiles,  Indians,  Cow-boys, 
Baseball  Players,  Cannons,  Toy  Soldiers,  Crowing 
Roosters,  Statues  of  Liberty,  Miniature  castings  of 
Capital,  Bathing  Girl  Souvenir.s  and  others.  Un- 
limited possibilities.  Guaranteed  Casting  forms 
furnished  manufacturers  at  cost  price  from  35.00 
up,  with  complete  outfit.  No  experience  or  tools 
necessary.  Thousands  made  complete  per  hour. 
We  buy  goods  all  year  and  ijay  high  prices  for  finished 
goods.  Cash  on  delivery.  Contract  orders  placed 
with  manufacturers.  Catalog  and  Information  free. 
Correspondence  invited  only  if  you  mean  business. 
Metal  Cast  Products  Co.,  1696  Boston  Road,  New 
York. 

96-N.  

BUSINESS  OPPORTUNITIES. 

FREE— FORMULA   CATALOG,  LABORATOR- 
IES BOY'LSTON  BUILDING,  CHICAGO. 
527-K 


LINKING  UP  TRIP. 

Los  Angeles  and  San  Diego  Councils  Have  Get- 
Together  Meet. 

To  bring  together  in  closer  fellowship  the  Coun- 
cils of  Los  Angeles  and  San  Diego,  California,  Secre- 
tary E.  Fletcher  Scott,  of  Los  Angeles  Council,  No. 
82,  planned  and  carried  out  an  auto  trip  from  the 
City  of  Angels  to  the  city  named  for  the  good  old 
patron  saint  of  Spain.  Although  132  miles  separated, 
the  two  cities  are  as  one  in  U.  C.  T.  fellowship. 

Past  Senior  Counselor  D.  F.  McKinney,  Past 
Grand  Counselor  Oscar  Kinnie,  Chairman  of  the 


Grand  Grievance  Committee,  Charles  R.  Ai>ijen- 
felder.  Chairman  of  the  Grand  Executive  Cominit- 
tce,  and  Secretary  Scott  constituted  the  party,  mak- 
ing an  auto  journey  to  San  Diego,  to  greet  Grand 
Counselor  "Jack"  Brill,  on  his  official  visit  there. 

At  San  Juan  Capistrano,  where  the  party  had 
luncheon,  they  visited  Burt  Ostot,  a  former  U.  C.  T., 
wlio  is  running  a  pharmacy  there.  It  required  no 
persuasion  to  get  liis  name  on  an  application  blank 
for  n^instatemcnt. 

Arriving  in  San  Diego  the  party  was  welcomed  !)y 
Secretary  Al.  Clark.  They  were  escorted  to  a  cafe 
where  hungry  stomachs  were  soon  satisfied. 

livery  man  of  them  praises  the  work  put  on  \>y 
San  Diego  Council.  Speech-making  and  a  hapi)> 
reunion  of  brothers  was  the  program  of  the  meeting 

Next  morning  the  party  started  on  its  return  to 
Lor  Angeles,  enjoying  the  magnificent  scenery  en 
route.  The  commingling  of  kindred  spirits  awoke 
a  new  ardor  in  the  fellowship  of  the  great  Order  of 
the  U.  C.  T.— [Scribe. 


Gone  Beyond 


/^HARLES  O.  WALKER,  aged  S3,  one  of  the 
^  active  U.  C.  T.  workers  in  San  Antonio,  Texas, 
died  at  his  home  in  that  city  recently.  He  was  a  Past 
Counselor  and  attended  all  Grand  Counsel  meetings 
for  15  years,  except  that  of  last  spring,  when  he  was 
too  ill  to  CO.  His  widow,  two  sisters  and  three 
brothers  survive  him. 

Brother  Walker  was  a  native  of  Wolwitch,  England, 
and  came  to  the  United  States  with  his  parents  when 
he  was  but  a  small  boy.  He  was  widely  known  among 
Texas  commercial  travelers,  and  was  formerly  con- 
nected with  hardware  firms  in  San  Antonio. 


Edgar  Jenkins. 

W.  Edgar  Jenkins 
dicdinhishomeinBal- 
timore,  Ortober  18, 
at  tlift  age  lA  04  years, 
after  a  prolonged  ill- 
ness which  confined 
him  to  his  rooms  for 
nearly  four  years. 
He  was  born  in 
Bridgewater,  Va.,  and 
for  nearly  40  years 
was  identified  with 
the  wholesale  drug 
trade,  at  first  repre- 
senting the  old  Balti- 
more firm  of  Thom- 
sen  &  Muth,  and  sub- 
sequently going  with 
Schieffelin  &  Co.,  of 
New  Y'ork,  which  firm 
he  represented  in  Bal- 
timore, Washington 
and  the  South,  until  failing  health  compelled  his  re- 
tirement nearly  four  years  ago. 

Brother  Jenkins  was  a  charter  member  of  Chesa- 
peake Council,  No.  24,  of  Baltimore,  and  was  in- 
itiated, September  12,  1891,  at  which  time  he  was 
elected  Conductor,  and  has  occupied  every  office 
within  the  gift  of  the  Council,  including  Secretary, 
and  member  of  the  Executive  Committee,  and  served 
as  Past  Counselor  for  a  number  of  years. 

Brother  Jenkins  continuously  represented  Chesa- 
peake Council  at  the  Grand  Council  conventions 
for  many  years. 

To  properly  appreciate  the  services  of  Brother 
Jenkins  and  the  years  of  his  membership,  we  would 
call  attention  to  the  number  of  his  certificate,  1272,  a 
number  which  stands  for  loyalty,  fidelity  and  faith- 
fulness, as  for  all  these  more  than  30  years  our 
deceased  and  beloved  Brother  never  faltered  in  his 
devotion  nor  failed  in  the  discharge  of  duty. 

Well,  indeed,  did  his  old  firm  write  to  his  sorrowing 
wife,  "For  more  than  twenty  years  your  husband 
was  devoted  to  our  interests,  and  we  hold  him  in  high 
esteem  as  a  Christian  gentleman." 

This  tribute  would  not  be  complete  were  we  to  fail 
to  acknowledge  the  tender  and  faithful  care  of  Broth- 
er Jenkins'  devoted  wife  during  these  four  years 
of  trial  and  suSfering,  and  to  whom  in  this  hour  of 
sorrow  we  extend  in  the  name  of  all  members  of  the 
Grand  Commercial  .\rmy  a  message  of  sympathy. 
— (W.  J.  D.) 


W.  Edgar  Jenkins 


(11  ANN  I  N(;  i:.  JONKS,  IVc-sidiMH 

MANLY  J.  I1I;M  Mi;\S,  Sfcretary  t 

Buckeye  Mutual  Health  Association 

j                                                        COLUMBUS,  OHIO 

insure  Your  self  Against  Loss  or  lime  on 

Account  of  Sickness 

Pull  Benefits  are  1  aid  lor  Hazardous  Diseases,   such  as 

J.  H.  A.  LACHER 

Rheumatism,  Neuralgia,  Neuritis,  Lumhajjo,  Sciatica,  M\mI- 

Past   Grand  Counselor  of 

jfia,  Arthritis,  etc. 

Wisconsin ,  says: 

BENEFITS  FOR  ONE  DAY 

"Your  i)r{jin|>i  ness  in 
paying  claims  is  unmatch- 

OR   MORF    OF  SiriCNFSS 

A  good  Healtii  Policy,  coveriiij^  you  against  loss  of  time 

ed.     On  the  16th  inst.  I 

on  account  of  Sickness,  should  be  a  |)art  of  your  Insurance 

niaile<l  you  my  final  report. 

Assets  these  days.    The  Buckeye  Mutual  Health  Association 

and  on  the  19th  inst.,  to- 

can furnish  it. 

day,  I  received  your  check 
for  S42.8.S  in  settlement  of 

Special  Offer  to  Commercial  Travelers 

my  claim.     I  shall  recom- 

l or  Inform, il  ion  .\(l(lrc>> 

mend  the  HiK  krx  ,  .  Thank 
you." 

MANLY  J.  HEMMENS,  Secretary 

Post  Office  Box  104                        COLUMBUS,  OHIO 

THE  "U"  BOOK 

Selling  One's  Self  from  $10 
a  Week  to  $100,000  a  Year 

Notwithstanding  your  present  abilit>-.  >ou  can  undoubtedly  increase 
your  efficiency — your  money  earning  capacity,  and  consequently,  get  more 
enjoyment  out  of  life.  This  "U"  Book  contains  the  essence  of  a  $20.00 
course,  including  chapters  on  The  Mental  Law  of  Sale — Getting  Attention — 
Conviction — Mental  Telepathy — Personality — Suggestion  and  Argument — 
Auto  Suggestion — ^Will  Power — Personal  Magnetism — Memory — Meeting 
Objections — Letter  Writing,  and  many  other  interesting,  as  well  as  instruc- 
tive, chapters. 

In  comparison  with  what  this  bookcandoforyou,  its  price  is  insignificant. 

Order  the  "U"  Book  now,  Selling  One's  Self  from  $10  a  Week  to 
$100,000  a  Year— today. 

Price,  $1.50 

SEND  ORDER  WITH  REMITTAXCE  TO 

THE  SAMPLE  CASE  -  -  -  COLUMBUS,  OHIO 


Why  TRY  to  Treat 

Piles  From  the  Outside? 

You  Can  Not  Possibly  Reach  the  Real  Trouble  With  Ointments,  Salves, 
Dilators  or  Other  Local  Treatments — They  May  Ease  for  the  Moment 
But  Can  Never  Heal  Where  They  Can  Never  Reach. 


Don't  Submit  to  an  Operation 

— Until  You  Have  Tried  Our  Easy 
and  Sensible  Treatment 

No  matter  how  severe  your  case  may  ho, 
or  of  how  lonp;  standing.    The  old,  stul)h()rn 

cases,  that  are  supposed  to  ho  "inciirahlo" 
arc  the  very  ours  we  lik(^  hcst  in  write  to  us 
for  we  cau'  lu'arlv  always  couut 
peoi)le  to  h(>  our  hcst  friends  ancl  l)oosters 
after  this  treatment  has  made  them  well. 

Neither  docs  it  matter  wliere 
you  live  nor  what  your  oc'cupa- 
tion  may  he — ^we  are  as  near  to 
you  as  your  mail  hox,  and  if  you 
are  trouhled  with  i)ih-s,  tins  method 
will  give  you  fpiiek  rehef  and  within 
a  sliort,  time;  \ou  wdl  have  joinefl 
the  ranks  of  the •  thousands  who 
write  us  that  they  feel  tliemselves 
to  he  permanently  cured. 

We  want  vou  to  understand 
that  the  Page  Method  is  DIF- 
FERENT from  all  others  and 
that  it  is  the  ONE  MOST  RE- 
LIABLE and  SUREST  rem- 
edy for  the  home  treatment  of 
j)iles.  Send  the  coupon  NOW 
while  you  have  the  matter  in 
mind  and  this  offer  hefore 
you. 

Don't  let  anyone  persuade 
you  to  submit  to  an  operation 
until  you  have  at  least  given 
this  internal  method  a  trial 
and  a  chance  to  cure  you.  A 
few  days'  delay  will  not  make 
your  case  much  harder  for  the 
surgeon,  and  you  may  not 
need  him  at  all. 


We  Can  Prove  Every  statement 
That  We  iVIake 

Thero  iH  onlv  one  son.sihle,  suro  and  Safe  way  to  treat  piles  and 
prevent  thcni  froin  coming  baek  every  few  week.s  to  annoy  and  X)ain 
you  UKain.  '1  his  is  by  permanently  healing  thorn  with  the  Page  In- 
ternal Treatment.  While  the  Page  treatment  includes  hi^lli  an 
oiiitTnentaii'l  bowel reculator,  W(' tell  you  frankly  and  honestly  in  (xir 
(lireetioiiK  that  these  will  give  but  temporary  relief — But  that  Per- 
manent Benefit  wdl  come  from  the  Page  Pile  Tablet.  ThiH 
is  a  very  pleasant  fast  inn  tablet  and  you  will  enjoy  chewing  one  or 
two  after  ni(>als.  ]  his  System  for  the  Cure  of  Piles  has  Ijeen  sold 
for  More  than  a  Quarter 


Just 
Chew 
This 
Pleasant 
Tablet 


^1 


Money  Can  Not  Buy 
Many  Pleasures  for  the 
Man  or  Woman  Suffering 
from  Piles. 

There  are  times  when 
the  Certain  Relief  Afford- 
ed by  the  PAGE  PILE    The  one  big 

T-T^T^  *  T'njfi-'M'T'  •  \\T  j-L  4  11  PERMANENCY  of  the  benefits  derived. 
TREATMENT  is  Worth  All  ^^^ter  of  sending 

the  Money  in  a  Bank. 


of  a  Century 

dorscd  in  Thousands  of 
Letters  Reporting  the  Cure 
ot  cases  that  seemed  beyond 
hope  of  relief: 

Let  Us  Send  You  a 
Trial  Package  Ab- 
solutely Free 
Just  Send  Us  Your 
Address  and  Name 
on  the  Coupon 

This  method  of  trcatini; 
Piles,  from  the  INSIDE  in- 
stead of  the  OUTSIDE,  w  not 
a  new  idea  or  something  that 
has  not  been  given  a  tfiorough 
test.  We  quote  .)elow  a  lettpr 
received  from  a  patient  who 
suffered  from  piles  for  2.5  yea.-s 
before  trying  our  method  of 
treatment. 

recommendation   of  this   method   of  treatment  is  the 


My  Dear  : 
favor.  One 
bed  helpless. 


Suffering    Untold  Agony 


(■eliiiB  fine  and  do  n, 

m.'T.'buckner. 


Bad  Case  of  Fistula 
Ir.  E.  R.  Paee. 
Dear   .Sir: — Before   T  trif 


Matawan.  N.  J. 


Bleeding  Piles  For 
Six  Years 


put  off  the  matter  of  sending  the  Coupon,  for  it  will  be  much 
better  to  have  this  sure  relief  right  at  hand  the  next  time  your  piles 
bother  you  than  to  hunt  around  for  our  address  and  then  wait  two  or 
three  davs  for  the  package  to  reach  you.  So  send  your  name  and  address 
NOW,  to  the  E.  R.  Page  Co.,  Page  Bldg.,  Marshall,  Mich. 


"Your  Pile  Tablets  are  svirclv  wo 
derful.  I  was  troubled  witli  blc-e<iii 
piles,  off  and  on,  for  six  years;  couldi 
get  anything  to  cure  them  until 
read  your  ad.  in  the  daily  paper.  T 
sample  nmst  have  cured  me — I  havei 
been  bothered  since." 

Yours  truly, 
MRS.  M.  J.  MANBECK. 
R.  R.  2,  Box  96, 
San  Bernardino,  Calif. 


Suffering   Agony  fo 


E.  R.  Page,  Ma 


ubled  with  Pil 


till  his  piles  left  him  and  they  have  never 
ahowed  any  signs  bince.  Have  .-ecom- 
mended  your  treatment  to  athem  and 
they  say  they  are  ^oing  to  jrder.  I  am 
doing  all  I  can  for  you. 

Yours  as  ever. 

J.  S.  McCLAIN. 

105  Louisiana  Ave., 
Knoxville.  Tenn. 

Coupon  For  Free  Proof  Package 

djiiiiiiiiiiiiiiiiiiiiiiiiiiiriiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiNiiiiiiiiiii 

=  E.  R.  Page  Co., 

E        348C  Page  Bldg.,  Marshall,  Mich. 

S  Without  any  cost  or  obligation  on  my  part,  please  send  nie  a  trial 
—  package  of  your  Combination  Treatment  for  Piles. 


